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The New Willys—Due Early in '52— 





Here's how Willys-Overland’s first postwar car—the Aero Wing—will look. This lightweight car has a wheelbase and over- 
all length only slightly below the Big Three. The F-head six-cylinder engine develops 90 horsepower. President Ward M. Canaday 
reports “recorded mileage in road tests of up to 35 miles per gallon at a sustained speed of 30 miles per hour, and proportion- 
ate fuel savings at higher speeds."’ OPS surprised the industry when it announced wholesale ceiling prices on the new car a day 
after W-O declined to estimate prices. OPS put wholesale prices at these levels: Deluxe six-cylinder “L"’ head Model 675, 
$1,310.25; Super Deluxe six-cylinder ‘‘F'’ head Model 685, $1,415.75; Custom six-cylinder “F'’ head Model 685, $1,468. 








Sparks 


State of the nation’s economy: 
Up 

Big Store TurNover—An 11 per- 
cent increase over a year ago was 
rung up in sales for the latest re- 
ported week by department stores. 

Farm Prices—Gained 1.7 percent 
between mid-October and mid-No- 
vember. 

LumBer Output — Increased 1.5 
percent in last week over same 


week a year ago. 
* 











7. 
Down 


Stee. Activiry — Operations last 
week were scheduled at 103.6 per- 
cent of capacity. That’s 04 of a 
point less than the preceding week. 
A month ago it was 101 percent, 
and 100.5 a year earlier. 

Business Sups a Lairtte—N. FY. 
Times index receded slightly to 
171.3 in week of Nov. 24 from 172.2 
in week of Nov. 17. Level for 1950 
week was 166.8. 
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General 


There were 61,336,000 persons at 
work in the U. S. Nov. 10, com- 
pared with 61,836,000 Oct. 10, ac- 
cording to U. S. Department of 
Commerce. 


» 





Top Cars 
New-car registrations for nine 
months, plus 40 states for Oc- 
tober: 

1951 Pos. Make 1950 Pos. 
1—915,374 Chev. 1,176,673— 1 
2—736,552 Ford 983,288— 2 
3—477,513  Plym. 415,777— 4 
4—334,075 Buick 436,129— 3 
5—286,269 Pontiac 363,358— 5 
6—255,472 Dodge 235,927— 8 
7—233,375 Olds. 303,044— 6 
8—197,257 Mercury 261,816— 7 
9—174,457 Stude. 235,144— 9 

10—129,746 Chrys. 115,233—12 

11—116,168 Nash 148,156—10 

12— 94,243 DeSoto 86,185—13 

13— 83,830 Hudson 117,326—11 

14— 80,972 Cadillac 380,509—14 

15— 56,624 Packard 57,893—16 

16— 45,581 Kaiser 73,080—15 

17— 45,102 Henry J 4,186—22 

18— 22,549 Willys 29,323—17 

19— 21,843 Lincoln 27,938—18 

20— 4,680 Crosley 5,871—20 

21— 2,850 Ang.-Pref. 1,453—23 

22— 2,817 Austin 4,719—21 

23— Frazer 11,377—19 

Total All Makes 
4,330,657 5,182,426 
For further details see page 
58, today’s issue. 











LBANY, N. Y.— Twelve desired 
improvements in factory-dealer 
relations were adopted last week by 
the directors of the New York 
State Automobile Dealers Assn. as 





Car Price Boosts 
Uncertain After 


Capehart OK 


ASHINGTON. — New - car fac- 

tories finally received authori- 
zation Friday to raise prices under 
the Capehart cost-relief formula. 
But some manufacturers were not 
planning to apply the Capehart 
clause in the near future, while 
others either were contemplating 
price increases up to the full limit 
across the board, or on certain 
underpriced models. 


OPS announced two additions 
to the factory new-car ceiling 
regulations. Supplementai 
provisions invoke the Capehart 
amendment, guaranteeing price 
recognition for labor, materials 
and plant overhead costs through 
last July 26. An amendment to 
CPR 1 permits new-car com- 
panies to add in increased costs 
of conversion steel. 

Meanwhile, OPS Chief Michael 
V. DiSalle turned down an NADA 
plan to modify the “basic” retail 
ceilings system used in CPR 83 for 
new-car dealers, who were slated 
to meet a deadline on poster and 
invoicing requirements by today 
(Dec. 10). The Herlong amendment 
jassures dealers full discounts on 
jany increases granted under the 
(Continued on Page 65, Col. 1) 





N. Y. Asks Franchise Halt, 
11 Other ‘Reforms’ 


a reform program which they will 
pursue in cooperation with the Na- 
tional Automobile Dealers Assn. 


The dozen reforms which the 
dealers want the car manufac- 
turers to make in their business 
practices were approved for ac- 
tion at the close of a three-day 
director’s meeting at Albany last 
week, after intensive discussion 
by the state association’s industry 
relations committee. 

Specifically, the New York deal- 
ers want: 

1. Advertising charges now borne 
by dealers to be included in the 
list price of the car, and approval 
by OPS so that this cost can be 
included in the seller’s price. 

* - . 
9 No further appointments of 
franchised dealers during the 
present defense effort, which forces 
cutbacks in auto production. 

3. A more liberal parts-return 
plan throughout the industry. 

4. Full dealer discount on func- 
tional parts, such as automatic 

transmissions. 

5. Any building and service re- 
quirements ordered by factories to 
be in writing to the dealer. 

6. Eventual industrywide adop- 
tion of a standard dealer contract 
which includes the element of dura- 
tion. 

7. Factory responsibility for 
transportation to be extended from 
the factory to the dealer’s place of 
business, and approval by OPS for 
including total transportation cost 
in the seller’s price of the car. 

* ” o 


An increase in the manufac- 


® tacturer’s new-car condition- 





ing allowance to the dealer. 
(Continued on Page 69, Col. 2) 


As Lowest 


UILDING cars at the best rate 
in more than two months, U. S. 
plants turned out an estimated 113,- 
960 vehicles last week, according to 
Automotive News’ estimates. The 
week’s accounting was composed of 
91,371 cars and 22,589 trucks. 

Mainly responsible for the in- 
crease was the return of Stude- 
baker to production and stepped- 
up schedules at Ford and Mer- 
cury plants. Ford and Mercury 
are striving to complete their 1951 
model runs before changeover 
| dates this month. 

Winding up the poorest month’s 
(November) production effort since 
December, 1949, U. S. plants in the 
previous week built 89,294 cars and 
22,482 trucks—a total of 111,776 
units that included 2,799 cars and 
526 built on Saturday (Dec. 1) in 
Ford plants. 

The past week’s production repre- 
sented a hike of more than 2,000 
vehicles over that of the previous 
week, but it lost its luster in com- 
parison with output in the like week 
of 1950. During the week ended 
Dec. 9, 1950, U. S. plants turned 
out 127,514 cars and 24,667 trucks 
for a total of 152,181 vehicles. 

* - + 

LA year at this time U.S. plants 

were putting the final wrap- 
pings on the best production year 
in history. They had already pro- 
duced 6,299,957 cars and 1,263,639 
trucks for a total of 7,563,596 ve- 
hicles. 

So far this year U. S. plants have 
accounted for 5,134,991 cars and 
1,353,534 trucks—a total of 6,488,- 
534 vehicles. Thus, 1951 car produc- 
tion has dropped 1,145,000 behind 
last year’s record pace. 

This year’s truck production— 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 





152,181 
é | b 
Last Prev. 1950 
Week Week Week 


For complete production totals 
by makes, see table, page 69. 

















New Light Hudson Due Next Summer 


By Pete Wembhoff 
Editor, Automotive News 
UDSON next summer will in- 
troduce. a_ brand-new light- 
weight car—at “hundreds of dollars 
less than our cur- 
jrently cheapest 
jcar,” President 
|A. E. Barit told 
/1,200 Eastern 
dealers meeting in 
|New York City 
| today. 
| While complete 
details of the new 
car were not an- 
nounced, Barit re- 
vealed that it has 
been under devel- 





,opment for several years and would 
|embody the step-down design char- 
acteristic of other Hudson models 
in postwar. 

From conversations with other 
Hudson officials at a preview of 
1952 models in Detroit last week, 
it was learned that the new 
lightweight model will “not be a 
100-inch wheelbase job,” and will 
be produced first in a four-door 
sedan model. 

“The car is entirely new,” said 
Barit. “While it is very much 
lighter than our present cars, it 
can carry up to six average people.” 

* 7 * 


E GAVE no hint on the name 
of the new light car. However, 





|the 1952 models (to be announced 
| early in January) will offer a 





| “Wasp” series as a lower-priced 
|/companion to the current “Hornet” 
| models. Therefore, next summer's | 
lightweight auto might conceivably 
be called the “Bee” in keeping with | 
|that particular family. 

Tools and dies are apparently 
completed for Hudson’s projected 
car, since NPA recently banned 
delivery of machine tools for new | 
autos after Feb. 1, 1952. Start of | 
production on the new job is 
scheduled for a time when many 
industry observers believe steel 
and other materials will be in 
greater supply. 

(Continued on Page 72, Col. 1) 





Output for Week Rises, 


But December Is Seen 


in 2 Years 


Studebaker Resumes Assembly; Ford, L-M Step Up 
Schedules Prior to New-Model Closings; 
453,194 Vehicles in November 


90,000 ahead of 1950—of course, is 
still on the road to an alltime 

record in that category, and car 

makers can take solace that auto- 

mobile output this year will be 

the second highest in all history. 

Last week’s production increase 
was no indication of any great vol- 
ume in December. On the contrary, 
December car output is likely to 
be about 30,000 below November, 
while truck production likely will 
show a deficit of about 12,000, un- 
less settlement of a strike at Ross 
Gear permits International Har- 
vester to resume production. 

* * +. 


INAL tabulation on November 

production, including official 
figures from Chrysler Corp., show 
that during the 19-day work period 
U. S. plants produced 359,461 cars 
and 93,733 trucks for a total of 
453,194 vehicles. In November, 1950, 
U. S. plants built 503,862 cars and 
97,503 trucks—a total of 601,365 ve- 
hicles. 

Assuring that this month’s pro- 
duction will be below that of No- 
vember is the fact that govern- 
ment restrictions will hold com- 
bined General Motors, Ford and 
Chrysler schedules to the produc- 
tion of about 49,000 fewer cars 
this month. 

The Big Three firms have fourth- 

(See PRODUCTION, Page 69, Col. 1) 





Little Progress 
Seen in Auto 


Jobless Crisis 
By Bernie Thomas 


Associate Editor 
JU MPLOYMENT prospects in the 
auto industry, not so good right 
now, show little promise of im- 
provement over the next few 
months. 

Numerous factory workers are 
getting a letter at home these 
days from the boss telling them 
why. Such mail takes a lot of 
enthusiasm out of future buying 
plans. 

Detroit is said to be the worst 
area for finding industrial employ- 
ment in the nation, but postmen 
are delivering letters from the boss 
to workers in other parts of the 
nation, too. 

The boss is writing that he will 
have to cut schedules further next 
year, due to tighter government 
bans on material usage. 

7 7 . 


Tas boss is telling how his civil- 
ian output has already been cut 
sharply below pre-Korean levels. 
Because there still isn’t enough de- 
fense work to take up the slack, 
he says, it means more people will 
have to be laid off. 

According to Bureau of Labor 
Statistics, auto industry employ- 
ment dropped from 793,000 in 
March, 1951, to 679,000 in Septem- 
ber this year. Labor union spokes- 
man say the BLS figures on un- 
employment are low. 

UAW-CIO officials say layoffs 

in auto assembly and supplier 

(Continued on Page 64, Col. 3) 
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Some at MEWA Session Dubious .. . 





Anti-Discount Drive 


Denied by FTC Chief 


CHICAGO.—Addressing the an- 
nual meeting of the Motor & Equip- | 
ment Wholesalers Assn. here last | 
week, James M. Mead, chairman of | 
the Federal Trade Commission, de- | 
nied reports that the FTC is seek-| 
ing to outlaw functional discounts 
granted by manufacturers. 


Some wholesalers and manu- 
facturers wondered if Mead were 
not trying to “whitewash” the 
actions of the FTC against sev- 
eral prominent makers of engine 
bearings and spark plugs which 
are still pending. 

There seems to be considerable 
doubt in the replacement parts in- 
dustry as to what the FTC's defi- 
nition of functional discounts is. 


“I can assure you that the com- 
mission has never issued an order 


in a price discrimination case for- 
bidding the manufacturer to 

grant a functional discount as 
such,” Mead said. 

“As for the future, I can assure 
you as chairman of the commission 
that I have no thought of attempt- 
ing such action and, in my judg- 
ment, the law does not permit the 
commission to take such action.” 

Both manufacturers and whole- 





Seasonal Drop 
Hits Used-Car 


Sales, Prices 


By Bob Gordon 
Associate Editor 
SED-CAR sales and _ prices, 
which were doing “better than 
expected” until the middle of last 
month, appear to have run smack 
into a winter freeze. 


Sales volume has slowed to a 
walk, and prices are starting to 
decline more sharply. Despite the 
fact that most of the country 
has been enjoying unusually mild 
weather, a glance at the record 
— that the same trends hit 

e business at this time last 
year. 

Prospects look at the calendar 
iristead of the thermometer at this 
séason, and most of them are more 
inclined to buy Christmas presents 
than new or used cars. 

« * - 


T SEEMS more than coincidental 

that last week’s decline of $21 in 
Automotive News’ overall average 
wholesale used-car price was exact- 
ly the same as it was last year for 
the same week. 

For the past four weeks, the 
course of average prices has 
closely paralleled last year’s trend. 
In_ chronological order, price 
drops in the last four weeks have 
been $4, $8, $5 and $21. In the 
comparable weeks of 1951, the de- 
clines were $6, $6, $4 and $21. 
The total decline in average 
prices for the past four weeks 
amounted to $33, while for the 
same 1950 weeks, it was $37. The 
current overall average price of 
$875 is, however, $46 over the $829 
average at this time last year. 

. 7 am 


IMILARLY, October’s average 
price this year fell only $5 under 
the September average, while last 
year the drop amounted to $63. 
Wholesale buyers have also been 
(Continued on Page 11, Col. 1) 


NPA Halts Output 
At Pacific Tire 


WASHINGTON.—NPA last week 
ordered Pacific Tire and Rubber 
Co., Oakland, Calif., to stop im- 
mediately any further consumption 
of natural or synthetic new rubber. 
The action was taken by Walter H. 
Foster, NPA’s chief compliance 
hearing commissioner, in a tem- 
porary suspension order. 

Commissioner Foster issued the 
order—the first such action taken 
by NPA without first holding a 
public hearing on a case—upon the 
presentation of evidence by the 
NPA General Counsel, John G. 
Alexander, that the Oakland com- 
pany has been consuming more new 
rubber than is permitted by NPA 





salers reported that, in line with 

the experience of franchised deal- 

ers and vehicle manufacturers, 
parts sales were up as much as 

15 to 20 percent above last year 
and that the outlook for next 
year would be even brighter. 

Some wholesalers reported gains 
as much as 50 percent during the 
past two to three months. 

A new high of more than 2,100 
registrants attended the MEWA 
convention here, and more than 250 
manufacturers set up headquarters 
to hold conferences with jobbers, 
discuss new products and talk over 
the outlook for supplies in 1952. 

Association members joined with 
the manufacturers in predicting 
that an unusually large volume of 
products will be required to handle 
after-market requirements, partic- 
ularly in view of the curtailment 
of materials for new motor vehicle 
production. 

The new officers of the organ- 
ization were formerly installed, 
and the Automotive Advertisers 
Council awards for the year were 
made by R. E. Conley, president 
of the council. In addition, Wal- 
ter A. Kirkpatrick, chairman of 
AAC’s industrywide advertising 
program committee, showed the 
council’s new “Guide to Better 
Catalogs” publication. 

Robert Cass, deputy director of 
NPA’s motor vehicle division, told 
the convention that his division will 
keep the needs of the industry in 
mind in estimating the parts and 
equipment outlook for 1952. 

Delegates said that they would 
carry back recommendations to 
Washington for consideration. 

James C. Parker, association 
president, stressed the need for 
keeping automotive wholesaling 
healthy in his address to the 
meeting. He was followed on the 
program by Harold E. Pirson, 
vice - president, who welcomed 
more than 135 new members of 
the MEWA. 

Other addresses were given by 
Edmund M. Deeter jr., who placed 
emphasis on watching profits dur- 
ing the following year: R. E. Kirk- 
land jr., who explained how his 
firm controlled profits, and Fred R. 
Carlson, who related an experiment 
in low-cost supplementary selling. 





Studebaker Hardtop 


Stars at N. Y. Preview 


NEW YORK. — The preview 
showing of the 1952 Studebaker 
cars here featured a new hard- 
top convertible, which attracted 
the largest crowd. 

There were many comments 
on the various innovations 
Studebaker has developed on its 
new models, which were unveiled 
here to dealers, their friends, 
factory representatives and the 
press. 











These Dealers Lead Oregon Association— 

Elected at the annual convention of the Oregon Automobile Dealers Assn. in Port- 
land last week were (from left): Edward Fox jr., general manager; C. Edwin Francis 
(Lincoln-Mercury), Portland, treasurer: W. C, Donahue (Studebaker), Albany, second 


vice-president; Russel 


F. Bonesteele (Studebaker), 


Salem, first vice-president, and 


Warren W. Braley (Buick), Portland, president. 


Return of Full Discounts 


PORTLAND, Ore.—At its annual 
convention here the Oregon Auto- 
mobile Dealers Assn. drafted a bar- 
rage of resolutions aimed at gov- 
ernment regulations which it said 
are hampering businessmen in 
America. 

Among them was a resolution 
asking for “justice” in the Fed- 
eral Reserve Board’s refusal to 
amend Regulation W and addressed 
to Oregon senators and congress- 
men. 


The resolution requests Congress 
“to establish time payment rulings 
on a base price at point of manu- 
facture” and asks that “additional 
time be allowed for payment of 
freight charges at the same month- 
ly rate as the car payment.” 

Oregon dealers plan holding 
personal conferences with their 
congressional delegation, now 
home on holiday furlough, before 
they return in January to the 
nation’s capital. Every state 
dealer body in the nation is to be 
notified of Oregon’s action and 
will be requested to join in a 
united front demanding relief. 

The association recommended to 
Douglas McKay, Oregon’s gov- 


ernor, and to the next session of N 


the state legislature, that “a resolu- 
tion be passed to limit in peace 
time the authority of the federal 
government to levy taxes beyond 
25 percent of the total income.” 

In another resolution, OPS was 
petitioned to “restore the dealer’s 
historic discount” on the price in- 
crease granted manufacturers last 
March. The OPS order was termed 
“a dangerous precedent.” The Na- 
tional Automobile Dealers Assn. 
was asked to “actively support” 


this move. 
Charles J. Farrington, of Wash- 
ington, assistant president of 


NADA, drew back the federal gov- 
ernment’s iron curtain of secrecy 
and gave the dealers a peek be- 
hind the scenes, while speaking on 
the subject, “Official Washington.” 
He stressed the importance of 





tions at the city, state and national 
levels. 

He startled many dealers when 
he indicated it would be diffi- 
cult for them “to hold what we 
now have with the coming 82d 
Congress, let alone make gains.” 

Karl M. Richards, of Detroit, 
manager of the field service de- 
partment and truck division, Auto- 
mobile Manufacturers Assn., de- 
clared “our government is taking 
us down the road to ruin.” 

He said the responsibility for 
turning America back into the 
right track “rests with each one 
of us,” and suggested dealers start 
by correcting the thinking of their 
own employes with sound programs 
of education in true Americanism.” 

M. R. Darlington jr., Washing- 
ton, managing director of the Inter- 
Industry Highway Safety commit- 
tee, declared American highways 
are “20 years behind times.” He re- 
called that in 1945, it was predicted 
there would be 50 million vehicles 
on American roads by 1960, but 
that figure already had been ex- 


ceeded. He said the obsolescence 
(See OREGON, Page 7, Col. 1) 
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U.S. Exports Dive, 
Canada’s Climb 


October Reports Show 
Divergent Trends 


EHICLE exports plummeted tc 
the year’s low in the U. S. dur- 
ing October, but the reverse was 
true for Canada. Foreign sales of 
Canadian cars and trucks reached : 
1951 high mark. 

The U. S. totals, reported by the 
Automobile Manufacturers Assn. ir 
Detroit, continued a downtrend that 
began in September. The decline 
was concentrated in cars, since 
trucks held steady with previous 
1951 monthly levels. 

North of the border, however, 

Canadians enjoyed an October 








| export boom in both cars and 


Oregonians Ask ‘W’ Relief, | 


trucks. October aggregates for 

both categories eclipsed figures 

for the first nine months of 1951. 

Despite the U. S. autumn slump, 
10-month accumulative sums in cars 
and trucks were comfortably ahead 
of 1950 attainments. A total of 417,- 
797 vehicles of all types were ex- 
ported from the U. S. in the Jan- 
uary-October period, compared to 
242,629 for the same months of last 
year. 

* * 
te exports from this country for 
the 10-month periods (1951 sum 
first) totaled 228,019 and 125,084: 
trucks, 189,324 and 116,789, and 
buses, 454 and 756. Canada sent 47,- 
519 units abroad in the January- 
October period this year, including 
30,383 cars and 17,136 trucks. 
Because of the car export de- 

cline from 15,660 in September to 
13,141 in October, the U. S. vehicle 
total for October slid to 31,672 
from September's 34,651. In Octo- 
ber, 1950, exports totaled 27,404 
vehicles. 

The October foreign shipment of 
only 13,141 cars marked a retreat, 
not only from the total of the pre- 
vious month, but also from the 15,- 
625 cars exported in October of last 
year. This showing constituted one 
of the first months this year in 

(See EXPORTS, Page 11, Col. 1) 
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OPS to Keep 


‘Basie’ Prices 


DiSalle Vetoes NADA Plan to Alter CPR 83 
Despite Mixup on Henry J Ceilings 


By Mac Gordon 
Associate Editor 

HIEF MICHAEL V. DiSALLE of 

OPS turned thumbs down last 
week on an NADA request to re- 
peal the new policy of establishing 
“basic” retail price ceilings for 
franchised dealers. 

With today (Dec. 10) the deadline 
for dealer posting and invoicing of 
“basic” prices, NADA executives 
asked DiSalle to modify CPR 83 
provisions requiring formulation of 
new-car price ceilings at _ retail 
levels. 

In a conference with DiSalle, 


strong automobile dealer associa-| NADA leaders proposed that deal- 








Order M-2. 


Fart Wayne. 


Used-Car Dealers Name Officers, Directors at Tampa Parley— 


When the National Used Car Dealers Assn. met in Tampa, Fla., for its annual convention, it named the above as officers 
and directors for the coming year. Standing (left to right): William Thornton, Atlanta; Harry Gottlieb, Brooklyn, N. Y.; Max M. 
Pomeranz, Denver; William Fitzpatrick, Waterbury, Conn.; (background) Allan Bergman, Hillside, N. J.; Alec Keller, Detroit; 
Sheldon Stiegel, Providence; Arthur Waterman, Portland, Me.; Irv Rubin, Cleveland; Ray Miles, Norfolk, Va.; J. M. Vickers, 
Houston; R. W. Workman, Lubbock, Tex.; William Lee, Tulsa; William Rosenberg, Fresno, Calif., and Jimmie Wilson, Dallas. 
Seated left to right, A. Diggs Hewitt, Norfolk, Va.; H. A. Hennies, Denver; L. M. Hargrove, Tampa; H. C. Brown, Akron; Secre- 
tary Jack Geller, Detroit; First Vice-President Ray Hayward, Omaha; President James C. Downing, Atlanta, and Treasurer Cyrus 
S. Gorson, Philadelphia; Honorary President Walter Wilson, Dallas; Sydney Plapinger, Trenton, N. J.; Margaret Corell, executive 
secretary, Detroit; (seated in foreground) Ben Franks and Jules Kutner, Philadelphia, Martin McCollum, Flint, and Carl Marker, 





ers be permitted to charge base- 
period prices, plus increases au- 
thorized to manufacturers, with 
customary dealer discounts on 
those increases. 


The OPS chief, NADA reported, 
said such a system could not be 
adequately enforced. He made it 
plain that OPS would go ahead 
with plans to fix ceilings on every 
component of retail prices for new 
cars and equipment. 

* * * 


f Igrow NADA-DiSALLE exchange 
took place as OPS issued an- 
other confusing announcement of 
“basic” price ceilings. This time, 
increased “basic” prices for Henry 
J cars were announced, although 
Kaiser-Frazer some time ago de- 
clared it would make no Henry J 
price boost. 

Just as Packard did in a paral- 
lel situation on Nov. 23, K-F ad- 
vised its dealers to continue op- 
erating at lower price levels than 
those authorized by OPS. K-F, 
while standing pat on Henry J 
prices, has accepted the full 
amount of an increase granted 
on Kaiser models. 

Under CPR 83, dealers must show 
on their wall posters the authorized 
“basic” prices, rather than any low- 


(Continued on Page 7, Col. 1) 





L-M Officials in Crash 

KALAMAZOO, Mich.—Four Lin- 
coln-Mercury officials and Jerry 
Moore, manager of Detroit’s Fort 
Shelby hotel, escaped injury when 
a Detroit-Chicago train crashed 
into a gasoline truck and caught 
fire near here Nov. 30. The Lincoln- 
Mercury men aboard the train 
were A. H. Crowley, assistant gen- 
eral sales manager; Robert F. G. 
Copeland, advertising and _ sales 
promotion manager; N. S. Brown, 
general manufacturing manager, 
and R. F. Williams, Midwest re- 
gional sales manager. Six other 





persons were injured in the crash. 
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§ byrne es are indications that many 
dealers are planning on _ insti- 
tuting profit-sharing plans starting 
the first of next year. Through con- 
versation and correspondence there 
is an evident demand for more de- 
tails regarding such plans. Dealers, 
who have been operating under 
such systems in recent years, are 
so enthusiastic about the success 
of them they urge that I recite 
more details. 

The most successful plan for any 
dealer is a plan that fits his type 
of administration and operation. 
None can be devised which would 
work with equal success generally. 
Before one adopts any plan he 
should consult his tax or legal 
counsel, so that the purpose and 
the intention of the plan can be 
explained in the minutes of the 
corporation or partnership in such 
a way to take the best advantage 
of the changing tax laws. 

Any incentive plan must be 
used as a rallying point in which 
the interest of the dealer and his 
staff are thrown together and all 
can constructively work as one 
unit to the goal of security and 
profit. The first consideration of 
any plan is one that is sure not 
to jeopardize. the income of the 
dealership or its ability to offer 
a continuity of jobs for all the 
workers. 

In any plan, the going rate of 
wages for comparable work must 
be paid. The plan must be such 
that all workers feel that they have 
a direct stake in the improvement 
of effectiveness, the reduction of 
waste so there is built up in their 
minds a compelling feeling that 


Dealers tell me 


By John 0. Munn 





six months or one year’s service. 
Of course, the plan must be volun- 
tary on the part of the dealer. 
Sometimes to protect himself, the 
dealer will set it up on a year-to- 
year basis rather than permanently. 
There must be, however, a serious 
intent by any dealer to continue 
the plan permanently and not to 
utilize it merely as a temporary 
means of inspiring employes. 

Usually such plans, to avoid the 
accusation of discrimination in the 
event of discharge or separation, 
provide that such employes receive 
their full participation for the in- 
terval in which they were qualified 
up to the date of separation. 

t * * 


Monthly Meetings 
| MANY such plans, the dividend 

is paid monthly but in more 
cases yearly intervals of payment 
are in vogue, With yearly payment, 
however, to keep up enthusiasm, it 
is necessary in the meantime to 
reveal every month to the staff 
how the accumulation is progress- 
ing. To this end many dealers who 
divide on the yearly basis, hold pep 
meetings each month and reveal 
the progress. Others post on the 
bulletin board the amount of profit 
credited to the fund and the total 
accumulation to date. 

This has the equivalent effect of 
monthly disbursements, because 
workers can see from month to 
month the accumulation as it in- 
creases in dollars and in their own 
minds can calculate the extent to 
which they personally share in it. 

Yearly, instead of monthly, dis- 
tribution of profits has the effect 


‘Alarming’ Slide 


‘Shown by NADA 


In Dealer Profits 





Nine Months’ Report 
Reflects Higher Costs, 
Lower Gross Income 


HE average new-car dealer's op- 

erating profits have dropped to 
an “alarming” level since the first 
of the year, according to a report 
issued last week by NADA’s busi- 
ness management committee. 

Since the first quarter of 1951, 
the survey found, sales and prof- 
its have been declining steadily. 
Expenses continue to climb, it 
was said, while gross revenue 
drops off, resulting in a serious 
squeeze on profits. 

NADA’s figures show the average 
dealer’s gross profit to sales for the 
first nine months of 1951 running 
along at the same level as in 1950— 
18.9 percent. However, increased op- 
erating expenses have dropped the 
percentage of operating profits 
from 7.2 percent in 1950 to 6.2 per- 
cent this year. 

Dealers were warned against be- 
ing complacent because their year- 
to-date profit situation may be sat- 
isfactory. The drop in profits, it was 
emphasized, has manifested itself 
most in recent months, and dealers 
should be aware of this in view of 
uncertain conditions ahead. 

* + * 


Wades survey showed the aver- 
age dealer’s used-car sales in 
1951 about the same as in 1950, 
unitwise. However, dollar volume on 
the used-car lot is reportedly up 17.4 
percent because of an increase in 
average selling price from $674 to 
$784. 

Dollar gross profits per used car 
sold in the first nine months of this 
year was put at $33, as against $20 
last year. NADA pointed out, how- 
ever, that the average gross profit 
on a used car in the first three 














How Dealers Are Faring 
On Expenses, Profits 


Eprror’s Notre: The following figures are taken from the latest issue 


of NADA’s “Dealer Profit or Loss Facts” bulletin: 


Operating Profit, Nine Months, 1950-51 


Percentage of 
Total Sales 
1 


*VOLUME GROUP I 
GROSS PROFIT 
Selling Expense . 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


VOLUME GROUP II 
GROSS PROFIT ............... 
Selling Expense . 
Operating Expense .. 
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OPERATING PROFIT . 


VOLUME GROUP III 
GROSS PROFIT . 
Selling Expense .................... 
Operating Expense ......... 
TOTAL EXPENSE .. 


OPERATING PROFIT ......... 


VOLUME GROUP IV 
GROSS PROFIT ... 
Selling Expense 
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TOTAL EXPENSE 


OPERATING PROFIT ................. 


TOTAL—ALL GROUPS 
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Selling Expense 


1950 


17.9% 
3.2% 
8.5% 

11.7% 
6.2% 


. 19.5% 


3.6% 
8.2% 


. 11.8% 


71.7% 


21.0% 
3.8% 
8.5% 


. 12.3% 


8.7% 


20.5% 
4.0% 
7.6% 


. 11.6% 


8.9% 


Rsvsvoncatesiingi 18.9% 
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TOTAL EXPENSE 
OPERATING PROFIT 


*Volume Groups are based on 1950 deliveries of new cars 
150 to 399; Group III, 400 to 749; Group IV, 750 


Group I, 1 to 149; Group II, 


and over. 


Used Vehicles 


3.4% 
8.3% 
11.7% 
7.2% 


and trucks as follows: 


18.0% 
3.1% 
9.2% 

12.3% 
5.7% 


19.6% 
3.6% 
9.5% 

13.1% 
6.5% 


21.3% 
3.8% 
10.0% 
13.8% 
7.5% 


20.5% 
4.2% 
8.6% 

12.8% 
7.7% 


18.9% 
3.5% 
9.2% 

12.7% 
6.2% 
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“4 on this plan have established/am sure, too, that the Council of | japa spokesman said last week Gross Profit Sept. 30th Per Used Unit _ in Stock 
as a “bogey” a percentage of in-| Profit Sharing Industries, whose | «5 204 only £0 io d . Per Used Inventories in Inventory 30 Days or 
come based on monthly sales, which |address is First National Tower, . id y . rl a ny ote, Unit Sold 51 Over 50 on Sept. 30th Longer 
is reserved to the dealership pri-|Akron 8, ©., would be glad to we “ = = = nig ~ ny ~ 1950 1951 Units Dollars 1950 1951 Average 
marily for repairs, replacements, answer any dealer’s question on the a oo a gh fm ey pelo Volume Group I $16 $32 16.6% 40.3% $628 $756 42.8% 
reserves and general maintenance | subject. (Continued on Page 68, Col, 1) Volume Group II $21 $41 9.8% 246% $717 $814 40.8% 
of the business. Interest on invested : J Vol G III $37 $51 2.7% 17.5% $694 $794 39.4% 
capital is included in the “bogey.” enacted eee tes wis 
This allowance is used by the dealer E d Volume Group IV $29 $21 12.5% 15.9% $759 $782 28.0% 
for basic expansion and improve- ase eg. Sought Total—All Groups $20 $33 14.4% 33.7% $658 $769 41.0% 
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depreciation allowances. Ariz., Nev. Dealers Say It Creates Hardship Parts and Accessories 
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for dividends to stockholders. It ’ an & pity wa ee 
acts as a minimum net income LAS VEGAS, Nev.—A resolution| permanent committee of auto "51 Over ’50 to Sales "51 Over ’50 Supply 
on which the business can thrive. | urging NADA to increase efforts to| dealers meets with the highway Average 1950 1951 Average = 19501951 
All net income before federal |give dealers further relief from| department and advises it on || Volume Group I 5.5% 27.3% 28.5% 22.8% 6.3 7.4 
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ings of all employes. 
Eligibility to participate in such 
plans usually begins at the end of 
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tion W creates increased hard- 
ship on a customer to meet 
one-third down payments on 
charges over and above the car 
purchase price, 

Elected president of the group 
was Claude Stevens, of Phoenix, 
succeeding A. T. Strausburg, of 
Tucson. Chosen NADA director 
was Frank Dawson, of Tucson, re- 
placing Claude Quebedeaux, of 
Phoenix. Convention chairman was 
Brad Sizer, of Coolidge, Ariz., aided 
by Lloyd Tritle, president of the 
Clark county (Nev.) New-car Deal- 
ers Assn. 

M. R. Darlington jr., of the Au- 
tomotive Safety Foundation, Wash- 
ington, told delegates safety on 
highways is good business as well 
as humane. He reminded his listen- 
ers that with highways in bad 
shape, thousands of motorists stay 
home rather than risk accidents or 
poor driving conditions, thereby de- 
laying turnover of their automo- 
biles. 

Darlington stressed the import- 
ance of dealers cooperating with 
and participating in state high- 
way programs in their own inter- 
est, as in Arizona, where a 


strongly urged dealers to increase 
their interest in their organization 
“to protect themselves against such 
crippling government moves.” 
The group was welcomed to Las 
Vegas by Nevada Lieut.-Gov. Clif- 
ford A. Jones, Democrat, who urged 
his audience to “stop complaining 
about high taxes,” and compare 
their present-day lot with their 
financial status back in 1939. 


Senator Dirksen 


To Talk at NADA 
Parley in N. Y. 


NEW YORK.—U. S. Sen. Everett 
M. Dirksen, Republican from Illi- 
nois, will address over 12,000 per- 
sons at the National Automobile) 
Dealers Assn.’s annual convention | 
here in January, it was announced. | 

The senator, who has been ac- 
claimed by his colleagues as one of 
the most effective speakers in the | 
House while serving as a represen- | 
tative, will speak Wednesday after- | 
noon, Jan. 30, at the 7ist Regiment | 
armory as a conclusion to NADA’s | 











1952 general business session. | 





find average month’s cost of sales. Divide this figure into Sept. 30th dollar inven- 
tory to find the number of months’ 


supply. 


Total Service Sales 


(Including Parts and Accessories Sales) 


Percentage of 
Gross Profit 


Increase 
in Sales 
"51 vs. 50 
Average 
Volume Group I 8.7% 
Volume Group II 8.0% 
Volume Group III 8.2% 
Volume Group IV 44% 
Total—All Groups 7.8% 


*The percentage of operating (or fixed) expense covered by gross profit from all 
To find operating expense subtract selling (or vari- 


service and parts operations. 
able) expense from total expense. 


Ratio, Departmental Sales to Total Sales 


to Sales 
1950 1951 
30.1% 31.2% 
32.8% 33.0% 
36.3% 37.0% 
35.8% 37.0% 
31.9% 32.8% 


New Cars 
and Trucks 


Volume Group I . bieet 
Volume Group IL ...............: 
Volume Group III 
Volume Group IV 
Total—All Groups ............ 


9 Mos. 
1951 


. 50.3% 


54.2% 


.. 59.4% 


61.0% 


. 53.8% 


Used 
Vehicles 
9 Mos. 
1951 


28.9% 
25.3% 
22.9% 
21.3% 
26.5% 


*Service 
Absorption 
1950 1951 
60.4% 62.2% 
64.4% 64.0% 
62.9% 59.5% 
68.5% 68.2% 
62.7% 63.4% 


Total Service 
and Parts 
9 Mos. 


1951 


18.4% 
18.3% 
16.0% 
15.9% 
17.7% 


Miscel- 
laneous 
Sales 
9 Mos, 
1951 
2.4% 
2.2% 
1.7% 
1.8% 
2.0% 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
> and dealers in more vehicles, parts and accessories. § 2. A fair profit to 
t ™ the dealers on every used vehicle accepted in partial payment for a new 
A “ car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
t governments applied to the building and maintenance of highways. 1 4. The 
e € elimination of government and bureaucratic controls over this industry. 
R R 15. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


What Is OPS Doing? 


For the second time in as many weeks, OPS has embar- 
rassed a new-car organization by announcing ceiling prices 
considerably higher than the actual prices being charged. 
The OPS announcements deal with “authorized” basic ceil- 
ing prices, but Washington wire services and newspapers 
throughout the country invariably have reported the “au- 
thorized” higher prices as the prices now in effect. 

On Nov. 23, Packard felt the unnerving impact of such an 
announcement. That company had accepted only a portion 
of the full price boosts allowed by OPS, yet the full ceiling 
allowances were dutifully and deceptively publicized. Last 
week, the basic-price announcement for Henry J cars was 
similarly distorted, although Kaiser-Frazer plans to make 
NO price increase on Henry Js at this time. 

In October, OPS announced wholesale prices for the 
new Willys-Overland passenger cars, even though they 
will not be merchandised until next year. The Willys- 
Overland announcement was released several weeks after 
OPS promised factories and dealers that they could keep 
wholesale price amounts confidential information. 

We believe the OPS New Car Industry Advisory commit- 
tee should take action, lest further embarrassment be caused 
in the trade as further basic-price announcements are issued. 

* * * 





Capsule Comment 


The more satisfied a service customer is, the more likely 
he is to buy the same make of car again, according to the 
15th annual Crowell-Collier survey. 

It was ever so, but facts like that stand repeating. 
* * * 

NADA’s latest survey of dealer operations shows the aver- 
age dealer’s gross profit on sales running about the same as 
last year, while higher operating expenses are taking a 
bigger whack out of net profit. 

A clinic on business management and taxes is almost 

certain to be of the best attended at NADA’s 1952 

parley in New York. 


* * - 


Dealers have been reassured by OPS that they will not be 
placed in a “fishbowl” on automobile prices. That is, they 
won’t have to reveal markup amounts on price posters. 


A little privacy is better than none at all. 








Auto 
Forum 


Epitor’s Note: Following are 
significant excerpts from an 
address, “Suggestion Systems 
—Democracy in Action,” deliv- 
ered recently by R. E. Roberts, 
Ford manager of employe re- 
lations: 


_— Suggestion System pro- 
motes individual initiative, 
respects the individual’s opinion, 
listens to his 
ideas, and pays 
him for value 
received. It is 
a voluntary 
contribution of 
free American 
workers to our 
national secur- 
ity, our eco- 
nomic health, 
and the way of 
life we are 
fighting to pre- 
serve. To me, that spells “De- 
mocracy in Action.” 

The Suggestion System is idea 
power—the most tremendous 
human force in the world. Ideas 
are responsible for all that we 
have today and all that we may 
hope to have in the future. It 
may seem like a long step from 
primitive man’s first stone 
hatchet to today’s atomic wea- 
pons, but it is a step separated 
only by centuries of time and 
the ideas of men. Great ideas 
stand as mileposts along the 
highway of civilization’s prog- 
TOs 

The real selling point for the 
suggestion system today is the 
urgency of the present world 
situation. Now you may well 
ask me, where does the sug- 
gestion system figure in our 

national security? I think I 
can answer that question in 
sentence —by helping to in- 
crease the productivity of the 
American working force! 

In the future, productivity is 
going to be more than just the 
key to plenty—the special Amer- 
ican ingredient that makes our 
better way of life. It may well 
mean our security as a free 
nation... 


* * - 
Cy job is to increase the idea 
power of every man and 
woman in industry, commerce, 
education and government. We 
must encourage every employe 
to make suggestions. The man 
who works on the job is closest 
to it, and he may see ways of 
improving production of effici- 
ency that others will miss. 
Even when it seems that the 
peak of efficiency has been 
reached, someone with ingenuity 
and alertness always finds a 
better way. The suggestion sys- 
tem provides the method by 
which igenuity and alertness can 
be converted into that better 
way to get the job done. 
Suggestions are just as im- 
portant in our offices as in 
our production areas, Effici- 
ency is just as important to 
maintenance men as to ma- 
chinists; to accountants as it 
is to assemblers; to stenogra- 
phers as it is to steel makers. 
The suggestion system is an 
important tool in our employe 
relations program. It not only 
provides an important channel 
of two-way communication, it 
also gives everyone who par- 
ticipates a sense of belonging; 
of being a member of the team. 
It helps them realize that their 
job is important, that no job is 
unimportant. It provides a form 
of recognition which is essential 
to teamwork. All of these things 
add up to better human rela- 
tions... 


R. E. Roberts 
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“AND THE CHRISTMAS 
HOLIDAYS JUST AROUND 
THE CORNER 
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= CAR BUILDERS ARE NOT 


(THE GOLPARN WOMEN ARE TURNING —) 
INTO PRAWING ROOMS. T4tT'S MY WIFE 


— SHE'S IN HER BOODWOR! 7 
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UNDERESTIMATING THE 
FOWER OF A WOMAN! 
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‘Unionist Replies ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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Car Salesmen 

In the Nov. 19 issue of AUToMo- 
tive News, there appeared an article 
captioned, “Business Urged to Op- 
pose Car Salesmen’s Union,” date- 
lined at Evanston, Ill., and pur- 
ported to be a call to all business 
men to fight all efforts to organize 
automobile salesmen into labor 
unions. This action, the article 
states, was taken by the National 
Small Business Men’s Assn. 

Included in their arguments was, 
“If salesmen can be unionized, then 
management can also be unionized, 
and if this is accomplished, union- 
ism has then broken its bounds and 
will eventually take over manage- 
ment.” 

This statement seems to be 
their outstanding objection to 
the organizing of salesmen into 
unions. It is obviously based 
solely on assumption and not 
upon fact. 

The facts are easily obtainable 
by very little investigation of the 
condition they seem to abhor. In 
Seattle, Wash., we have been 100 
percent organized for 15 years. In 
San Francisco, Oakland and Ta- 








10 Years Ago... 





The Big Story 


The Japanese attack on Pearl Harbor turned Washington into a 
turmoil of speculation, and the national address by President Roose- 
velt was a “roll up the sleeves” message to all of U. S. industry... 
Controls over used-car allowances are expected in February, L. Clare 
Cargile, president of NADA, told the Ohio dealers convention ... 
Chromeless models are being introduced by the manufacturers, some 
of them sporting matching paint combinations in place of brightwork. 


—From the files of Automotive News. 














coma they have been organized for 
a like period of time. 

At other points throughout the 
country organization of salesmen 
has existed for a shorter period of 
time. An investigation of conditions 
in those cities would very readily 
disprove the contention made by 
the NSBMA. 

Here, in Seattle, there has not 
been the slightest semblance of the 
Union taking over management nor 
attempting in any way to dictate 
the policies of any employer. Our 
sole function is exactly the same as 
any labor organization, namely to 
negotiate agreements with the au- 
tomobile dealers, through their 
associations, or directly with a few 
independent dealers, covering work- 
ing conditions, hours of work and 
commission rates, etc. After secur- 
ing agreements, we naturally have 
the duty to enforce them, like any 
labor union has. 

The relationship existing be- 
tween the Salesmen’s Union and 
our employers has been on an 
exceptionally friendly basis all 
these 15 years and has resulted 
in great benefits to all parties 
involved. 

In an issue of MoTor, a trade 
magazine, a few years ago an edi- 
torial appeared reading substanti- 
ally as follows: “We are not advo- 
cating the unionization of automo- 
bile salesmen, but in Seattle, Wash., 
under highly unionized conditions 
the automobile dealers in the ag- 
gregate have made the highest net 
profits of any dealers in America. 
This, the dealers attribute to the 
operation of the highly efficient 
Automobile Salesmen’s Union in 
Seattle.” 

In Seattle, long since has the 
term “the automobile game” and 
“the automobile racket” been rele- 

(Continued on Page 71, Col. 1) 
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== give the 


( \adillac (ar and the 
( \adillac | Dealer ()rganization 


‘the (5reatest Vote ot ( ‘onfidence 


in the Industry’s History! 


A recent national survey, asking automobile owners 
what make of car they hope to purchase next, re- 
vealed the owner-loyalty record for Cadillac to be 
without parallel in recorded motor car history. Nine 
out of ten owners, in fact, expressed their desire to 


return once again to Cadillac. This is, of course, a 


tremendous vote of confidence for the great Cadillac 


car ...and to the men and women who have de- 


signed and built it so well for so long. But it is, too, 


a brilliant tribute to the entire dealer organization. 
For here is a clear indication of the high regard in 
which Cadillac distributors and dealers hold their 
clients—and of the faith which they, in turn, have 


placed with them in satisfying their motoring wants. 





CADILLAC MOTOR CAR DIVISION «© GENERAL MOTORS CORPORATION 
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Conference Called to Fight Further Output Cutbacks .. . 





UAW Spurs Drive on Layoffs 


By Mac Gordon 
Associate Editor 


Heading into its first full calen- 
dar year without major contract 
expirations, the UAW-CIO last 


week announced plans to focus its | 


1952 attention on automotive un- 
employment. 

A national conference of local- 
union presidents facing unem- 
ployment problems was sum- 
moned for next month in Wash- 
ington. Approximately 800 local- 
union presidents are expected to 
attend. 

The UAW conference call was in- 
terpreted by some Detroit observers 
as an attempt to offset pressure 
rising from the union’s left flank in 
Dearborn. A Detroit Federal Court 


Dec. 21 Tabbed 
As “M-Day’ 


Safety Council Awaits 
Millionth Road Death 


CHICAGO.—The National Safety 
Council said here last week that 
Dec. 21 will be M-Day—the day 
when the millionth 
traffic fatality will 
occur in the U. 

This report is 
based on final 








Mr. Million 


may be tabulations of 
the October 

YOUR fatality lists, 
which show the 

Customer! | rate of deaths 


on the highway 
all over the na- 
tion, the council said. Formerly, 
the statisticians had tentively set 
the date in the third week of 
December, but determined the 
specific date last week. 

Ned H. Dearborn, NSC president, 
said that the date might still be 
postponed “if the drivers get good, 
or the weather gets bad.” 

“We can’t depend on the weather, 
so let’s hope and pray that the 
drivers get good until after Christ- 
mas,” Dearborn said. 

The council stated that the date, 
which falls on the threshold of the 
holiday season, is just 51 years, 
three months, and seven days since 
the horseless carriage claimed its 
first victim in New York in 1899. 

The council said that October 
highway deaths, totaling 3,760, were 
6 percent greater than in October 
last year. However, this showed 
some improvement compared with 
other months this year, when the 
average increase has been 8 percent 
each month. 

The October figures, plus some 
November statistics sent to the 
council by state accident bureaus, 
show that the total death toll up 
to Nov. 29 was at least 997,300— 
just 2,700 below the million mark. 

It was pointed out that October 
was the third month in a row to 
show a decrease of traffic deaths 
in cities, while fatalities increased 
in the nation as a whole. 











S.|at the Ford of Canada plant. Fifty 





| 
hearing was scheduled for last Fri-|their pension contributions in the | F. = 
‘Toledo fund. 


day on Local 600’s suit seeking to 
restrain Ford from allegedly decen- 
tralizing the Rouge plant and mov- 
ing jobs away from the Detroit 
area. 

Explaining the reasons for the 
conference call, UAW President 
Walter P. Reuther declared that 
“mass unemployment is costing the 
defense program the loss of hun- 
dreds of millions of production 
manhours and is costing workers 
and their families hundreds of mil- 
lions of dollars in lost wages and 
hardships.” 

Reuther expressed opposition to 
further cutbacks in civilian auto- 
motive production until defense 
output can take up the slack. He 
made five other suggestions: 

1. Full use of plant capacity for 
defense orders. 

2. Initiation of a civilian scrap 
campaign. 

3. Establishment of a top-flight 
engineering task force to seek 

substitutes for copper and other 
scarce metals. 

4. Speed-up of placement of ma- 
chine-tool contracts with vehicle 
plants. 

5. Federal legislation to make up 
for layoff time lost because of de- 
fense changeovers. 

In Windsor, Ont., a wildcat strike 
of UAW workers halted production 


to 60 strikers “seized” control of 
the plant’s powerhouse, forcing all 
operations to a halt. 

Officials of Ford Canada Local 
200 said the strike resulted from the 
discharge of 26 employes and the 
failure of a government concilia- 
tion board to submit a report on 
long-pending wage demands. 

Rhys M. Sales, Ford of Canada 
president, said the 26 had been 
fired for inciting fellow employes 
to take part in unauthorized 
work stoppages” 10 days ago. The 
union has demanded a 30-cent-an- 
hour wage “package.” 

A wildcat strike curtailed opera- 
tions last week at the Brown Equip- 
ment trailer plant in Westfield, 
Mass. Sixty of the plant’s 75 work- 
ers walked out in protest against 
lagging wage negotiations. 

Tentative agreement on a new 
contract, ending a strike threat, 
was reported at Hayes Mfg. Corp., 
Grand Rapids, Mich. A UAW offi- 
cial said a four-cent-an-hour raise 
and a pension plan were adopted 
by the company, a prominent parts 
supplier. 

The UAW reported Treasury de- 
partment approval of the Toledo 
area pension plan, conceived by 
Vice-President Richard T. Gosser 
in 1948 and igniter of the bitter 
“Battle of the Maumee” which en- 
sued. 

Union spokesmen said that 19 em- 





ployers of 1,250 persons now pool 


Such larger Toledo| 
concerns as Willys-Overland, Elec- | 
tric Auto-Lite, Libbey-Owens-Ford, 
Champion Spark Plugs and DeVil-| 
biss maintain their own separate | 
pension plans. 

* * * 


Allen Salesmen in N. Y. 
Reject Teamster Bid 


WASHINGTON.—By a court of| @ 


eight to six, salesmen of the New| 
York dealership of Don Allen Chev- 
rolet, Inc., have voted down an 
organizing bid by Local 917 of the 
AFL Teamsters union, the NLRB 
reported last week. The election 
was held Nov. 24. 

The NLRB also announced that 
an election would be held Nov. 12 
for the service department em- 
ployes of Hauser Nash Sales, Inc., 
Chicago. Three unions will be on 
the ballot—the CIO Retail Work- 
ers, Lodge 70 of the AFL Machin- 
ists and Local 731 of the AFL 
Teamsters. 

Crowns Auto Sales, Wisconsin 
Rapids, Wis., was ordered by the 
board to cease and desist from 
alleged violations of union - safe- 
guard provisions of the Labor- 
Management Relations Act. Charges 
against the dealership were brought 
last March by the UAW-AFL. 








20,000 See Sioux Falls Show— 


Dealers in Sioux Falls, S. D. (population about 52,000), reported a 5 percent increase 
in attendance at the four-day auto show there. W. P. Graham, president of the Sioux 
Falls New Car Dealers Assn., stated that 20,031 persons attended. The first exhibit was 
held in 1911, when egg and sack races were entertainment features. They have given 
way now to name bands and vaudeville acts. 


Sioux Falls Draws 20,031 
To Annual Auto Show 


SIOUX FALLS, S. D.—The 37th 
annual four-day auto show here 
came to a _ successful conclusion, 
with 20,031 persons in attendance, 
W. P. Graham, president of the 
Sioux Falls new-car dealers, has 
announced. 

The local show, sponsored by one 





Used-Car Bulletin from Detroit .. . 





Dec. 5 
(Very good sale for this season; 
prices steady. Sold 56 units out of 
108 offerings.) 


BUICK—’50 Special 2- Pa $1,400; RM 
4-dr., $1,570*. °'49 Super 4-dr., $1,- 
100*. °48 Special 2- = $800; Super 
2-dr., $825. 

CHEVROLET — ’51 SL Deluxe 4-dr., 
$1,650; Bel-Air, $1,850. ‘50 FL De- 
luxe 4-dr., $1,230. °49 FL Special 
2-dr., $925; SL Deluxe 4-dr., $1,020. 
48 FL aerosedan, $805; FM conv., 
$700. °47 FM 2-dr., $730; SM 2-dr., 
$630. '46 FM 2-dr., $615. 

DeSOTO—’49 Custom | ‘4- dr., $1,150*. '46 
Custom 4-dr., $600 

DODGE — '50' W: ne 2-dr., $1,130. 
49 Coronet 4-dr., $1,140*. ‘47 De- 
luxe 2-dr., $635. 


FORD—’51 ‘Custom (8) 2-dr., $1,560; 
Victoria, $1,860. "50 Deluxe (6) 2-dr., 
$975; Deluxe (8) club coupe, $1,135; 


Custom (8) 2-dr., $1,235. °'49 Custom 
(6) 2-dr., $875; Deluxe (8) 2-dr., 
$880, $805, $790. °48 SD (8) 2-dr., 


$700. ‘46 Deluxe (8) 2-dr., 

FRAZER—’'47 4-dr., $415. 

HUDSON—’49 Super (6) 4-dr., 

KAISER—’49 4-dr., $835, $675. 

MERCURY — ’49 club coupe, $1,020; 
4-dr., $995. 

NASH—’51 Rambler station wagon, $1,- 
310*. °49 (600) 2-dr., $730*. '48 
Ambassador 4-dr., $680*; (600) 4-dr., 
$500. °46 (600) 4-dr., $325. 

OLDSMOBILE—’51 (98) 4-dr., $1,850. 
"48 (98) 4-dr., $900. °47 (78) club 
coupe, $685. °46 (76) 4-dr., $580*. 

PACKARD—’48 4-dr., $725. 

PLYMOUTH—’51 Cambridge 4-dr., 


$425. 
$875*. 





$1,- 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday. ) 


*Indicates automatic transmission or overdrive, 


Other Auction reports are on Pages 54, 55, 56 


475. °50 SD 4-dr., $1,175. °48 SD 
2-dr., $700. °47 Deluxe 4- dr., $435. 
PONTIAC — ’50 SL (8) sedan coupe, 
$1,400*. ’48 Torpedo (8) 4-dr., $960*. 

’36 4-dr., $240. 
— a 50 Champion Deluxe 
2-dr., 0. 


Nov. 28 


(Dealers at sale were buying so 
somebody is doing business. Sold 56 
units out of 101 offerings.) 
BUICK—’51 RM 4-dr., $2,150*; 

4-dr., $1,625. °50 Super 4-dr., 
575*. °'49 Special 4-dr., 
CADILLAC—’49 (62) 4-dr., 
CHEVROLET — ’50 SL Deluxe 4-dr., 
$1,280; FL Deluxe 2-dr., 
225. °49 FL Deluxe 2-dr., 
CHRYSLER—'46 Royal 4- dr., 
DODGE—’50 Meadowbrook 4-ar. » $1,- 
160; Coronet 4-dr., $1,350, $1,335. 


Special 
$1,- 


FORD — *'50 Deluxe (6) 4-dr., $965; 
Custom (6) 2-dr., $1,050. 49 Cus- 
tom (8) 2-dr., $920, $885. °48 SD 
(8) 2-dr., $730; Deluxe (8) 2-dr., 
$630. 

HUDSON—’48 Super (6) 4-dr., $795. 
’47 Super (6) club coupe, $425 

MERCURY—’51 4-dr., $1,810. "46 club 
coupe, $575. 

NASH—’49 (600) 2-dr., $890 

OLDSMOBILE—'50 (88) 4- :, $1,425. 
"49 (76) 2-dr., $1,125*. 

PLYMOUTH — ’48 Deluxe 4-dr., $690, 
$680. 

PONTIAC—’48 SL (8) 2-dr., $790*. ’42 


club coupe, $150. 
STUDEBAKER—’51 Commander 4-dr., 
$1,665*. ‘49 Champion 4-dr., $900*. 











Old Timers Plan Agenda for Next Year 


NEW YORK.—The first meeting 
of the newly-elected executive com- 
mittee of Automobile Old Timers 








Army Officer Visits Olds— 


Col. Paul O. Seleen (second from right), contracting officer of the Detroit Ordnance 
district, was a visitor to Oldsmobile’s defense production operations recently. Here he 
is observing a machining operation in the 90-mm. tank gun plant, accompanied by 


Oldsmobile officials. In the photo are R. 


E. Griffin (left), executive assistant to the 


general manager; T. C. Downey, works manager; J. F. Wolfram, general manager; S. W. 
Rogers, chief of the procurement planning division, Detroit Ordnance district; Seleen 
and A. E. McRae, superintendent of the gun plant. 





was held here at the group’s na- 
tional headquarters. 

William L. Mallon, secretary of 
the New Jersey Automotive Trade 
Assn. and past president of the 
National Automobile Dealers Assn., 
was elected a member of the board 
of directors and executive com- 
mittee. 

Ralph T. Horgan, chairman of 
the committee on admission, pre- 
sented a report listing 156 appli- 
cants for membership, increasing 
the enrollment to 4,200. 

Reports presented outlined vari- 
ous activities of the city and state 
councils, many of which have been 
scheduling meetings for the next 
few months. Among them will be 
a rally of the northern California 
council, Jan. 1, at which Paul G. 
Hoffman, a director of AOT, will be 
guest of honor. 

Early next year, a meeting of 
the members in Connecticut will be 
held in Hartford to combine the 
northern and southern councils in 
that state. 

President John F. Creamer is 
planning a meeting of the metro- 
politan council in New York in 
April with a prominent personage 
as guest speaker. 

Plans for enlisting the support 





of Dodge dealers are under way 
through the cooperation of Clif- 
ford M. Bishop, president of 

Bishop, McCormick & Bishop, 
and AOT secretary, who is also 
active in the National Dodge 
Dealers advisory conference. The 
first campaign will be launched 
in North Carolina with S. T. At- 

kinson, president of Atkinson Mo- 
tors, as chairman. 

It was decided to hold a meeting 
of the board of directors in New 
York, Jan. 29, when consideration 
will be given to a program of 
future activities and policies involv- 
ing affiliated city and state councils. 

A resolution on the death of 
Frederick O. Bezner was spread 
upon the minutes. Bezner was ac- 
tive in the organization for many 
years, having served as a member 
of the board of directors and execu- 
tive committee. 

In addition to President J. E. 
Henry, who presided, other mem- 
bers attending were: R. A. Strana- 
han, Toledo, third vice-president; J. 
Maxwell Smith, Philadelphia; C. 
Ray Palmer, Brooklyn; Alfred 
Reeves, Reginald M. Cleveland, 
Morton R. Cross and Frederick H. 
Elliott, of New York. 


of the smallest towns in the coun- 
try which holds such an annual 
event, consisted of a car, truck and 
accessory exhibit on one side of the 
auditorium and a vaudeville stage 
show on the other. 

The limited seating capacity of 
2,100 persons made it necessary 
to hold 12 shows in order to ac- 
commodate all of the patrons. A 
preview show on Thanksgiving 
eve was held for the press, radio 
and dealer employes. 

Since 1911, when the first show 
was held here, feature events have 
been changed from egg and sack 
races to nationally-known bands 
and vaudeville acts. 

The exhibit included 30 pas- 
senger cars, six trucks and 32 
booths of auto accessories and 
commercial displays. 

The show was arranged by: W. E. 
Cumming (Lincoln-Mercury), show 
chairman; Duke Tufty (Dodge- 
Plymouth), advertising and booths; 
W. E. McKean (Buick), floor chair- 
man; Paul McKean (Buick), tickets 
and finance, and D. B. Broderick, 
manager of the South Dakota Auto 
Dealers Assn., show manager. 


Bill Ford Calls 
Defense Program 


Peace Insurance 


MINNEAPOLIS.—The real pur- 
pose of the country’s defense effort 
is “to free us of constant threats 
of war so that we 
can continue our 
progress toward 
an even-better to- 
morrow,” accord- 
ing to William C. 
Ford. 

The youngest of 
the Ford broth- 
ers, who is qual- 
ity control man- 
ager of Lincoln- 
Mercury’s gas 
turbine plant, ad- 








William C. Ford 
dressed the Traffic Club of Minne- 
apolis here last week on the sub- 


ject: “Let’s Remember the Future 
We Want.” 

He likened the country’s current 
defense buildup to an insurance 
policy and stressed that America’s 
“continuing ability to make prog- 
ress in the material and spiritual 
welfare of our people is not only 
our greatest source of strength here 
at home—it is a far more powerful 
weapon against Communism than 
many of us realize.” 





Germans Offer 


Aluminum Pistons 


NEW YORK.—Open capacity for 
aluminum automotive type pistons 
available in its western Germany 
plant is being offered to help meet 
U. S. needs by the Karl Schmidt 
Works of Neckarsulm, one of Eu- 
rope’s largest piston producers. 

The firm manufactures standard 
U. S. automotive pistons for the re- 
placement market in Europe. Amer- 
ican representative is Ore & Chem- 
| ical Corp., 80 Broad St., New York. 
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OPS to Keep 


‘Basic’ Prices 


DiSalle Vetoes NADA Plan to Alter CPR 83 
Despite Mixup on Henry J Ceilings 


(Continued from Page 2) 


er amounts sanctioned by their fac- 
tories. 

Efforts were reportedly under 
way in Washington last week to 
eliminate the trade confusion which 
has followed the Packard and 
Henry J announcements. Washing- 
ton wire services have publicized 
the “basic” price statements as 
actual price increases, to the dismay 
of factories and dealers alike. 

* . * 

HE NADA-DiSALLE conference 

also took up the CPR 83 clauses 
concerning preparation and condi- 
tioning charges. Dealer Form 98, 
asking information on such charges, 
must be filed with district OPS of- 
fices on or before Saturday (Dec. 
15.) 

NADA chiefs proposed that such 
charges should be permitted to cov- 
er the costs included in the charges 
by dealers during the base period 
specified in CPR 83 and on Form 
98. Among the cost items singled 
out by NADA was the advertising- 
fund charge, which the new regula- 
tion forbids dealers from passing 
along in retail prices. 

DiSalle promised an interpre- 
tation by the OPS general coun- 
sel of just what dealers can in- 
clude in preparation and condi- 
tioning charges. He said this 
analysis, plus a definite ceiling 
formula for the charges, would 
be forthcoming after a study of 
the Form 98 reports. 

The OPS boss also heard NADA 
protests against ceiling provisions 
on transportation charges, the as- 
sociation arguing that no dealers 
ean recover actual shipping costs. 
DiSalle pledged further study of 
this aspect of CPR 83. 

NADA also said the term “prepa- 
ration and conditioning charge” was 
misleading, since the trade has al- 


Maker of Xpel-it 
Bows to FTC Edict 


WASHINGTON. — Excelo Mfg. 
Co., Alhambra, Calif., has stipulated 
with the Federal Trade Commission 
that it will stop the following 
representations concerning Xpel-it, 
a gum solvent advertised for use in 
automobile gasoline: 

That gasolines contain significant 
quantities of gum; that Xpel-it will 
dissolve and clean gum deposits 
from inside the carburetor and in- 
take manifold; that the product 
will improve engine starting and 
performance, and that the product 
will increase gasoline mileage. 

According to the stipulation, the 
corporation and its officers, Norval 
S. White and William F. Peters, 
have discontinued manufacturing 
the product. 








Oregon 


(Continued from Page 2) 


of American highways is “already 
hurting the automobile business,” 
in that it is reducing use of motor 
cars. 

Warren W. Braley, of Braley 
and Graham (Buick), Portland, 
is the new president, succeeding 
C. R. Parkinson, of Huback and 
Parkinson (Dodge - Plymouth), 
Oregon City. The latter was pre- 
sented a gold desk clock by the 
dealers in recognition of his lead- 
ership during the past two years. 

Other officers are: Russell F. 
Bonesteele, first vice-president 
(Studebaker), Salem; William C. 
Donahue, second vice-president 
(Studebaker), Albany, and Clarence 
Edwin Francis jr., secretary-treas- 
urer (Lincoln-Mercury), Portland, 
Edward Fox jr is general manager 
and George B. Wallace (Buick), 
Portland, is NADA Oregon director. 

State directors: H. L. MacKenzie, 
Hillsboro; C. R. Parkinson, Oregon 
City; Robert Lovell, Astoria; Rus- 
sell F. Bonesteele, Salem; A. S. 
Foster, Pendleton; H. E. Hauger, 
Klamath Falls; F. C. Perkins, La- 
Grande; Cecil Bennett, Burns; 
Warren W. Braley, C. Edwin Fran- 
cis, Earl Riley, Roy O. Burnett jr., 


all of Portland; A. F. Clauss, Med- | 


ford; W. C. Donahue, Albany; Ben- 
jamin V. Collard, Eugene; J. F. Dil- 
lard, Roseburg. 


ways called it 
ling charge.” 
Representing NADA at the con- 
ference were President R. D. Mc- 
Kay, Vice-President J. Saxton 
Lloyd, Secretary Frederick M. Sut- 
ter, Treasurer Turner A. Summers, 
Managing Director M. Robert Deo 
and General Counsel James C. 
Moore. 
* * * 
| eer the Henry J line, OPS au- 
thorized “basic” retail price ceil- 
ings of $1,331.57 on the standard 
four-cylinder model and $1,466.38 
on the Deluxe six. K-F’s suggested 
prices to dealers, however, are 
$1,251.57 on the four and $1,378.29 
on the six. These prices include 


“delivery and hand- | 
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NPA ‘Amenduicnt 
Clarifies Machine 


Tool Order 


WASHINGTON.—NPA last week 
amended its basic machine-tool or- 
der M-41, to make it clear that ma- 


|chine tools covered by government 


pool order contracts may not be 
diverted after Feb. 1, 1952, to fill 
non-priority rated orders placed by 
private buyers. 

Government pool orders, it was 
stated, are let to machine-tool build- 
ers to stimulate production of spe- 
cific tools needed by the mobiliza- 
tion program. The contracts pro- 
vide that the government will take 
title and actually pay for only 
those tools which the builder is 
unable to sell to a defense contrac- 
tor or other user. 

The new clarifying amendment 
provides that machine tools built 
under pool orders may be sold 





| 
| 
| 


dealer markups, but omit federal 
taxes and other extras. 

No change was made in “basic” 
ceilings for Kaiser and Frazer lines, 
but OPS listed new retail prices 
for an extensive group of optional 
equipment, including Hydra-Matic 
and overdrive. 


after Feb. 1 only to a buyer who 
can rate his order. Any tools which 
cannot be disposed of on rated or- 
ders are to be invoiced to the gov- 
ernment in accordance with provi- 
sions of the pool order. The tools 
will be stored by the builder for 
the account of the government. 


Body Drop at K-F's dapen Plant— 

The Henry J is being produced at the plant of East Japan Kaiser-Frazer in 
Kawasaki City, near Tokyo. Plant turns out six cars daily from parts supplied by the 
K-F Willow Run plant. Here is the body drop point on the assembly line. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 


_ » 1898 RUNNING RECORD 


The Stanley Brothers set a “running record” 
























in Cambridge, Massachusetts with a Stanley Steamer 
by climbing a 30 per cent grade, 
and on the same day established 
a new world’s record for the mile 
at 2 min. 11 sec. In those early contests, 
victory often depended on the mechanics’ 
ability to keep the cars running. 


—from Get A Horse" by M. M. Musselman 


NOW. »» REYNOLDS & REYNOLDS “Running Record” 
TIME TICKETS Chart Mechanics’ Productivity... 
Increase Dealers’ Profits! 


New carbon interleaved Running Record Time 
Tickets give you a daily productivity report on 
each mechanic in the Service Department. By 
analyzing this report, you can cut “unapplied 
time,” increase the mechanic’s efficiency, and in- 
crease over-all production and profits . . . for flat 
rate, straight time or combination payment plans. 












Origin! copy is filled in 
by the mechanic and sent 
to the office at the end of 
each day... saves clerical 
time and eliminates tran- 
scribing errors. 


Job Ticket carbon copy, is perforated 
and has a gummed back. It is attached 
to each Repair Order .. . assuring 
proper labor charges. 


ive Dee ees oo. eee ee | 


| The Reynolds & Reynolds Company 
Celina, Obio 


Mechanic's carbon Cony is kept 
by the mechanic... eliminates 
‘time’ disputes, 


. one of the several hundred 

sales aids and operating systems 
that build and protect your profits, 
produced by Reynolds & Reynolds 


Please send me information on "'Running Record’’ Time Tickets. 





Firm Name__ — ieiaslenieiaiipeieaiiediadtmesbennieds 


| 
| 
| 
| 
| Address__— pctaueeeena 





| 
| 
| 
Name. | 
| 
| 
} 


City. aon State 
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Th REYNOLDS & REYNOLDS «.,,...,, 


OFFICES IN PRINCIPAL CITIES 
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Roundup from State Capitals ... 








oLegisla fion Affecting Aube Sndustry 


By Bethune Jones 

Legislative Correspondent 
ON’T look for a shortage of significant developments in 
state capitals next year, despite the fact that fewer state 
lawmills will grind in regular session than during the year 


of heavy biennial lawmaking 


activity now concluding. 


States in which regular, budgetary or extended legislative 


sessions are scheduled for “ 


1952 include Arizona, Cali- 
fornia, Colorado, Georgia, 
Kentucky, Louisiana, Maryland, 
Massachusetts, Michigan, Missis- 
sippi, New Jersey, New York, 
Rhode Island, South Carolina and 


Virginia. Many special sessions 
may be anticipated. 
Besides legislative develop- 


ments, major issues will go be- 
fore the voters through referen- 
dum and initiative actions in a 
number of states. Trends also 
will be shaped by interim legis- 
lative committees, courts, admin- 


‘istrative agencies and other fac- 
tors requiring continuing atten- 
tion as indices to the course of 
legislative and regulatory devel- 
opments at the state and local 
level. 

Proposals for new and increased 
taxes again will play a very lead- 
ing role in the 1952 legislative show. 
While efforts will be made to play 





|down the tax issue in an election 
|year, some states will be unable 
|to sidestep the problem of new 
|revenue needs. There will be much 
‘talk of tax reduction and it may 
materialize temporarily in scattered 





Gustin-Baeon 
announces... 








instances, but the general trend 
will continue the same—upward. 
* * + 


Increased Taxes 

NE or more forms of new or 

increased taxes were enacted 
during 1951 by the legislatures of 
at least 29 states, in a trend which 
has progressed steadily since the 
end of World War II. Cause of 
the trend is plain enough— inflated 
costs and constantly growing pres- 
sures for new and expanded serv- 
ices. Until one or both of these 
factors change, there is no prospect 
of any real reversal of the tax up- 
trend. No change in either factor 
is currently in sight. 


Forced curtailment of highway 
construction because of steel short- 
ages and other defense program 
handicaps may temporarily retard, 
but won’t stop the continuing trend 
toward added highway-user taxes 
and bond issuance to finance long- 


grams. 

Enactment of gasoline tax rate 
increases by eight states this year 
brought to 35 the number which 
have boosted motor fuel levies 
since the end of World War II. 
While previously - enacted tax 
boosts were reduced this year in 
Georgia and New Mexico, no 
general downtrend is in sight. 
On the contrary, there will be 
continued pressure for further 
increases in gasoline and other 
highway-user levies to finance 
modernization of deteriorating 
highway systems. 

Aside from motor fuel levies, pro- 
posals for higher taxes against 


| 
|trucks will attract the most atten- 
| tion in the highway-user tax field. 
|In many instances, however, truck 
tax proposals will stem from inter- 
ests seeking to use the trucking 
|industry as a “whipping boy” rather 
than from those sincerely search- 
ing for highway construction reve- 
nue. This factor was evident in 
the enactment of new or increased 
truck taxes or registration fees, or 
| both, in at least a dozen states this 
| year. Whether other states will 
|follow the lead of New York in 


mile variety will depend largely on 
the outcome of litigation attacking 
the levy’s validity and the extent 
of success achieved by the truck- 














a new automotive insulation of fine glass fibers that 
can—and will—be delivered when and where you need it! 


Gustin-Bacon announces this new addition to its line of automotive materials 


which are now widely used throughout the industry as dash insulation, roof pads, 


shroud side insulation. door panel padding, arm rest padding, air duct liner, seat 


back padding, and under-hood insulation. 


The newcomer is ULTRAFINE, a lightweight insulation of extremely fine glass 


fibers bonded together with a thermo-setting resin. From the standpoint of both 


performance and price, ULTRAFINE thermal and acoustical insulation is a “natural” 


for many uses in the automotive industry. 


The promptness of Gustin-Bacon’s delivery service is well known in the industry. 


Now, thanks to the recent completion of a large new plant, Gustin-Bacon can offer 


the same fine delivery service on ULTRAFINE. Call, write, or wire today for 


ULTRAFINE samples and complete information on this truly exceptional thermal 


and acoustical insulation. 


Gustin-Bacon Manufacturing Company 
Plant: 3000 Fairfax Road, Kansas City, Kansas, ATwater 6306 
Detroit Office: 408 Fisher Bildg., Trinity 3-3033 








adopting truck taxes of the ton-| 


| Pontiac Revision— 


A revised edition of the Pontiac Indian 
| head ornament, new mouldings and modi- 
| fications in the radiator grille and hubcap 
| (above) are features of the ‘52 Pontiacs. 
| 
| ing industry in exposing the weak- 

nesses of such taxation. 
* * *& 


Road Construction 
de rapid rise which already has 
taken place in highway-user 
taxes in recent years will lead an 
increasing number of states to turn 
|to bond issuance as a means of 
attempting to finance their highway 
needs. Proposals for new or broad- 
ened authority for issuance of high- 
way bonds were approved this year 
by eight states. That state highway 
debt will be much further increased 
is a foregone conclusion, if con- 
struction needs are to be approxi- 
mated in the years immediately 
| ahead. 

Impatience over difficulties in 
trying to obtain needed highway 
improvements in a_ reasonable 
time from current revenues also 
is certain to further stimulate 
the trend toward toll highways. 
Additional toll-road construction 
may get under way next year in 
several states, including major 
projects in Ohio and West Vir- 
ginia, while feasibiity studies and 
legislative enabling acts will be 
pressed in a growing number of 
others. 
| While much about toll roads 
jawaits long-term demonstration, 
|one thing is certain—each new toll 
{road definitely gives rise to pro- 
|posals for extensions and connect- 
jing links. Thus, as each new toll 
highway is opened, look for pres- 
sure for more of them in a spread- 
ing network now only in its in- 
cipiency. 

A bright spot in the demands for 
increased highway construction and 
maintenance revenues is the tend- 
ency of the trend to dampen incen- 
tives for highway fund diversion- 
a practice which still persists on 
a damaging scale, despite the prog- 
|ress of efforts to curb it through 
|anti-diversion state constitutional 
amendments and statutory action. 
As a result of 1951 legislative 
action, anti-diversion amendments 
will go before the voters of Ala- 
bama and Georgia at next fall’s 
general election. Similar measures 
will be introduced in a number of 
1952 legislative sessions with strong 
backing. 











* * * 


| Car Inspections 
| ed THE FIELD of general state 
taxes, the continuing trend to- 
ward new and increased levies 
against sales and corporate income 
| will be reflected in proposals intro- 
|duced in 1952 legislative sessions 
|and in interim preparations for the 
|larger number of sessions to con- 
|vene in 1953. 

Higher taxes at the local, as well 
as state level, will be a growing 
threat, with municipalities plan- 
ning no letup in their efforts to 
|obtain either broadened local tax- 
|ing authority or a larger share in 
| the receipts of state-collected taxes, 
|or both. 

As to regulatory measures of 
direct automotive concern, pro- 
posals for compulsory periodic 
inspection of motor vehicles will 
attract increased interest in sev- 
eral states next year, with strong- 
er backing than heretofore. After 
making virtually no progress for 
more than a decade, this type of 
legislation started to move for- 
ward again this year with the 
enactment of inspection bills in 
Illinois, Texas and West Virginia. 
Efforts are now being made by 
a number of groups to broaden 
public support for inspection 





legislation. 

More stringent and uniform driv- 
er’s license laws will continue to 
be sought in extension of a trend 
which during 1951 saw Arizona, 

(Continued on Page 66, Col. 1) 
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Slight 52 Upturn Forecast 


Despite Defense Outlays, Economist Predicts 
Only 3 to 5 Percent Hike in Business 


NEW YORK.—There will be | 
1 moderate increase in overall busi- | 


“ae . | . . . 
ness activity next year, despite an|to bring into operation new Ca-| 


increase in defense spending be-| 
tween $25,000,000,000 to $30,000,000,- | 
000, it is predicted by Martin R. | 
Gainsbrugh, chief economist of the | 
National Industrial Conference | 
Board. | 

Gainsbrugh, addressing a lunch- 
eon forum of the New York 
Credit and Financial Manage- 
ment Assn., estimated that the 
yield of the gross national prod- 
uct, or level of general business 
activity, will be 3 to 5 percent 
higher in 1952 than during the 
current year. 

He said the Conference Board 
has begun compilation of probable 
business and financial trends for 
the coming year, from the findings 
of leading economists in the coun- 
try who were called in to give their 
views. 

The consensus, he revealed, is 
that the continued price pressure 
that was experienced in the im- 
mediate postwar years does not 
seem so imminent for 1952. By the 
middle of 1952, he further predicted, 
deficit financing may intensify 
price pressure, but higher savings 
should contribute significantly 
toward closing the resulting infla- 
tionary gap. 

“We now 
surplus position 
of consumer industries,” 


find ourselves in a 
in a wide range 
he said, 








Clean Slate 


Mo. Truckers Cleared 
Of ‘Slush’ Charge 


JEFFERSON CITY, Mo.—Gov. | 
Forrest Smith’s verbal bullets aimed | 
at the truck and bus industry | 
turned out to be duds. 

Smith, who charged that the in- 
dustries maintained a $200,000 slush | 
fund in the state legislature to at- | 
tempt to block his proposed bus | 
and truck license fee bill, received | 
a clean bill of slate on the industry | 
from a special house committee | 
which investigated the matter. 

The committee reported that it | 
found no evidence that any legis- | 
lator had accepted a bribe to quash 
the proposal. 

Previous to the finding, Smith | 
had been attacking the industry, 
charging that it had representa- 
tives on hand at every legislature 
to block passage of his pet tax 
proposals. 


Caen, Peahurs Out 


For Steel Mill 


HARTFORD, Conn.—New Eng- 
land Steel Development Corp. has 
been attempting to induce some 
existing steel company to build and 
operate its proposed $228,000,000 
plant in the New London-Water- 
ford area. 

It was reported that several firms 
are interested “under certain con- 
ditions,” but who the companies 
are and their conditions were not 
disclosed. 

Meanwhile, it was disclosed that 
the development has been given 
an extension until Jan. 11 to start 
construction on the project. Its 
backers said an integrated mill, 
one that can process ores to the 
finished product, was needed to 
supply the highly industrial north- 
eastern region. 





Parking Meters Cut Down 


Boston Area Coin Supply 


BOSTON. — Growth of parking | 
meters is given by the Federal Re- | 
serve Bank of Boston as one of | 
the reasons for a shortage of coins 
in the New England area. 

An official of the bank warned | 
that the coin shortage would be- 
come more serious if member banks 
held onto larger amount of coins 
instead of passing them along to| 
the Reserve Bank when they ex- 
ceed normal day-to-day require- | 
ments. In shortest supply are pen- | 
nies, nickels and dimes, with quar- 
ters and 50-cent pieces more plen- 
tiful. | 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


“and for a growing number of raw 
materials. Each month we continue 


pacity in the defense sectors. 

“Meanwhile, hours worked in 
manufacturing, except in defense 
industries, have slipped back to 
pre-Korea. Twice in the last year 
the consumer has demonstrated 
that beyond a certain point his 
output in the factory can and 
does rise faster than his demand 
at home.” 

Gainsbrugh predicted that fur- 
ther expansion in steel, aluminum, 
electric power, petroleum and other 
defense-related sectors will more 
than offset possible declines in 
expansion of civilian soft goods. 

He said home building and other 
commercial construction unrelated 
to defense is expected to decline 
somewhat. It also is believed that 
there will not be a repetition of the 
accumulation of inventories valued 
at $17,000,000,000, as was the case 
during the current year. 


the contest. 


$20 Million OK’d 


For Forest Highways 


WASHINGTON. — Authorization 
of $20,000,000 for improvement of 
highways in the nation’s forests in 
the fiscal year beginning July 1, 
1952, was announced last week by 
| the Department of Commerce. The 











jest highways. 








Hudson Cites Harrison for Sales Superiority— 
C. W. Margetts (left), Hudson's Washington zone manager, presents a new watch |2Cctivities in connection with all 


to Ralph C. Harrison, general manager of Bankert Hudson, Baltimore, for an out- 
standing saies record in a new and used-car sales contest. Outstanding dealers and 
salesmen throughout the country received watches for exceeding sales quotas in 





funds were approved by the Fed- 
eral-aid Highway Act of Sept. 7, 
1950. 

The funds, distributed among the 
states in proportion to area and 
value of land, in greater part will 
be used in modernizing obsolete 
and dangerous sections of old for- 
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BRINGS PERMANENT CUSTOMERS 
TO YOUR SERVICE DEPARTMENT 


Leading car dealers throughout America are finding that ROYAL TRITON 


motor oil is a great business-builder for their service departments. Here’s why: 


PIONEER! ROYAL TRITON is the pioneer of the heavy-duty motor oils. This 
oil was engineered to meet the exacting lubrication requirements of 
today’s precision-built engines. Discriminating car owners demand 
ROYAL TRITON because they know it passes the most rigid of the 


car manufacturers’ specifications. 


prorit! New manufacturing facilities make it possible for ROYAL TRITON 
to be brought to you at a very reasonable price. This great heavy-duty 
oil offers a wide margin of profit for your service department. 


purpie! Highly effective organic compounds give ROYAL TRITON its 
distinctive purple color. To the car owner, this distinguishing feature is 
an assurance of the finest engine protection he can buy. Car owners 

are quick to identify your service department with this engine protection. 


Promotion! Television and radio commercials and ads in national 
magazines tell millions of motorists that ROYAL TRITON is available in 
local automobile agencies. ROYAL TRITON is bringing permanent 
customers to your service department ...customers who recommend 


your entire service tc their friends! - 


For full information on handling ROYAL TRITON in your automobile 
agency, write to your nearest Union Oil Company office. 


Los ANGELES 


Union Oil Building 4904 RCA Building 


NS Motor 
. 





America’s Finest 


Oi! 


—— 


New York CHICAGO 


1612 Bankers Building Bank of Commerce Building 


UNION OIL COMPANY 


OF CALIFORNIA 


New OrLEANS—917 National 





| 
| 
| 


| 





ard. 


Goodvear Shifts 


Six in Labor 


Relations Posts 


AKRON.—Personnel changes in- 
volving six labor relations execu- 
tives at Goodyear Tire & Rubber 
Co. are announced by the firm 

First of the shifts affects the 
company’s Gadsden (Ala.) plant, 
with Thomas S. Mick, the plant’s 
personnel manager, named to the 
new position of assistant manager 
of sales and office personnel in 
Akron, reporting to C. R. Langdon, 
manager of the department. T. G. 
Plumb will continue his present 
field personnel work, both whole- 
sale and retail. 


Mick will be replaced at Gadsden 


|by E. G. Lytle, currently assistant 


manager of factory at 


the Akron plant. 

Elevated to Lytle’s post is H. C. 
Hilliard, now assistant to the direc- 
tor of personnel for the company, 
F. J. Carter. 

C. F. Pinkston, manager of the 
Plant one wage efficiency depart- 
ment in Akron, will replace Hilli- 


personnel 
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Parley Gets ‘Sell’? Plea... 





| 


Franchised Dealers Must File This by Saturday 





Bright Outlook Seen crv nm 
For TBA Industry 


against 104,581,000 in 1950, the big- | 


ST. LOUIS—The tire industry to- 
day is getting closer to that posi- 
tion of “immediate delivery,” which 
means a selling job has to be done. 

That was the assertion of Lee R. 
Jackson, president of Firestone Tire 
& Rubber Co., at the annual meet- 
ing of the Oil Industry TBA here. 

“Unless we are faced with an 

all-out war, the TBA business in 
this country looks most encour- 
aging, with larger and larger 
markets ahead,” Jackson said. 
“The rubber industry will have a 
record year in 1951, with the 
largest dollar volume of sales it 
has ever experienced.” 

Jackson said it will not, however, 
be the largest year in unit sales, 
for it is estimated that 1951 sales 
will amount to 85,949,000 units as 


OPS Checking 
Shops on CPR 34 


Posters, Reports 


WASHINGTON. — OPS Enforce- 
ment Director Edward Morgan has 
announced that the price agency 
will launch a nationwide enforce- 
ment survey in the service trades 
covered by CPR 34, which includes 
automobile repair shops. 

While compliance on the part of 
firms and individuals selling serv- 
ices of many kinds is satisfactory 
in some areas, non-compliance is 
quite widespread in other areas, 
Morgan said. Ignorance of the ex- 
istence of the regulation and its re- 
quirements, particularly the filing 
and posting provisions of Section 
18 of CPR 34, can no longer be 
given as an excuse, Morgan pointed 
out, adding: 

“The service trades represent 
about 12 percent of the average 
consumer’s budget and cannot be 
overlooked. Every effort has been 
made throughout the country to 
publicize the regulation, both 
through the daily and weekly press 
and through trade journals. Vigor- 
ous enforcement action will now be 
taken to bring about greater com- 
pliance with the regulation.” 

In connection with the enforce- 
ment survey, OPS officials called 
attention to the filing and posting 
provisions which are required un- 
der Section 18 of CPR 34. 

All retail service establishments 
must post their ceiling prices for 
all the services they supply in a 
conspicuous place. Each firm’s legal 
ceilings are the highest price 
charged for each service in the pe- 
riod of last Dec. 19-Jan. 24. 

In addition, each seller must pre- 
pare, make available for inspection 
and file with the OPS district of- 
fice, a statement of ceiling prices, 
rates or pricing methods for pur- 
chasers of each class, together with 
an adequate description of each 
such service. For most sellers, such 
statements should have been filed 
with OPS by last June 15. 

After enforcement agents check 
compliance with posting and filing 
requirements, they will check the 
accuracy of the material filed with 
OPS and prices being charged now, 
Morgan said. 








gest year. 

He declared that with the rubber 
supply situation improving it could 
result in the early elimination of 
government restrictions. 

“Assuming full use of all syn- 
thetic rubber facilities and a prac- 
tical potential of natural rubber 
production, it is estimated that new 
rubber will be available to the 
United States in sufficient quanti- 
ties to meet our full requirements 
through 1954, including the govern- 
ment stockpile requirements, he 
pointed out. 

Jackson told of the increasing 
improvement in the production 
of synthetic rubber for tires dur- 
ing the past six years and said 
the new “cold” rubber, when 
combined with new kinds of car- 
bon blacks, will increase passen- 
ger tire tread life up to 25 per- 
cent over natural rubber. 

Carlos D. Kelly, vice-president of 
Puralator Products, Inc., told of his 
survey of service stations through- 
out the country in which he learned 

that the sale of gas and oil “does 
not provide a decent living for the 
operator, and the repair jobs are 
too few.” Owners of cars over 10 
vears old, he said, spend as little as 
possible to keep the vehicle mov- 
ing; those with cars less than three 
vears old still getting ton care from 
their owners and what they do need 
in the way of replacements, new 
tires, batteries and accessories. 

Others who spoke at the two-day 
convention were C. F. McCoughran, 
vice-president and general sales 
manager, Sinclair Refining Co.: 
Casilda V. A. Wyman, commercial 
research coordinator, Farm Jour- 

nal. Inc.: H. G. Barmes, vice-presi- 
dent. Gould-National Batteries, Inc.: 
H. B. Sherer, sales training special- 
ist, United States Rubber Co.: E. R. 
Chappell, manager, training divi- 
sion, Esso Standard Oil Co., and 
John B. Plumb, coordinator of 
sales, Sun Oil Co. 

The convention attracted 500 
members and dealers for the larg- 
est attendance in the organiza- 
tion’s history. 

New officers elected were: na- 
tional chairman, C. W. Henking. 
Pure Oil Co., Chicago; vice-national 
chairman, William Schmidt, Sun 
Oil Co., Philadelphia; national sec- 
retary, Ted Arnold, Standard Oil 
Co. of Ohio, Cleveland; eastern 

chairman, William R. Kelly, Sinclair 
Refining Co., New York: midwest 
chairman, Art Sweet, Humble Oil 
and Refining Co., Houston, and 
West Coast chairman, W. J. Mat- 
son, Tidewater Associates, San 
Francisco. 





NEW CAR DEALERS REPORT 
PURSUANT TO CPR 83, SECTION 7(b) 


UNITED STATES GOVERNMENT 


OFFICE OF PRICE STABILIZATION 


WASHINGTON 25, D.C. 


BUDGET BUREAU NO. 94-51120 
APPROVAL EXPIRES FEBRUARY 15, 195 


The individual company information reported o 
this form is for use in connection with the De 
fense Mobilization Program. Persons who hav 
access to individual company information ar 
subject to penalties for unauthorized disclosure 


This form may be reproduced without change 


File one copy with the OPS District Office controlling the territory in which your place of business is located. 





WHEN SHALL THE FORM BE FILED? Section 7(b) Ceiling Price 
He ag 83 requires that every passenger car dealer file OPS 
Pu 


lic Form No. 98 within 60 days from the effective date of the 


regulation (October 15, 1951) or belore midnight, December 15, 1951 


WHY MUST THE FORM BE FILED? Because under the provisions 
Price Regulation 83 which — to ever 
new passenger car dealer, after 60 days from the effe 


of Section 7(b), Ceilin 


the regulation (October 15, 1951), you may not sell a new passenger 
car unless you have filed this form with your OPS District Office. 


WHY MUST THE FORM BE COMPLETELY FILLED IN? 


Section 


7(b), Ceiling Price Regulation 83 specifically requires the form be 


Ctive date o 


filled in, in the specified detail. 


HOW TO COMPLETE THE FORM. First read carefully Ceiling 
Price Regulation 83, Section 7(a) and 7(b). 





FIRM NAME UNDER WHICH YOU DO BUSINESS 





BUSINESS ADDRESS OF YOUR FIRM 


(Street and No.) 





(City, Zone, State) 





Column (a) - Enter the make of car you handle (if you handle more 
than one make, i.e. Chrysler-Plymouth or Lincoln-Mercury, fill in a 


separate OPS Public Form 98 for each). Fill in the basic lines or 


series of the make such as 4 cylinder, 6 cylinder, Special, Meadow- 
brook, New Yorker etc., but only on the basis of separate and distinct 
lines. Do not enter custom or deluxe models unless they constitute 
lines or series that differ from the others by more than a few added 


accessories. 


Column (c) - Enter the base period charge which you made January 
26 to February 24, 1951. 


Column (d) and(e) - List the advertising and/or other items and serv- 
ices included in the base 
the new car for delivery. 
services. (These charges may be estimate 


tiod charge but not related to preparing 
ist base period rt for these items or 
if the exact charges are 


not available from your records) 


Column (b) - Enter the Best Selling Body type opposite each line or 


series already listed. 





(ENTER MAKE OF CAR) 


PREPARATION AND CONDITIONING CHARGE 








LINE OR SERIES 
(a) 


CHARGES INCLUDED IN THE BASE PERIOD CHARGE FOR 
ADVERTISING (or any other charge not related to preparing 
new car for delivery) 





BASE PERIOD 
BEST SELLING CHARGE 
BODY STYLE JAN. 26-FEB. 
24, 1951 


(b) (c) 


ITEM OR SERVICE 


CHARGE 


(4) (e) 














4.- 

















NOTE: If you have a separate: preparation and conditioning charge for each line or series within a make, list the line or series and the 
not, make a notation that the charge is the same for all lines or series. 


aration a 


conditioning charge for that line or series; i 


Pp 
nter 


only basic lines or series. Do not make separate entry for DeLuxe or Custom models within lines or series. 








I certify that the information given on this form is true and correct to the best of my knowledge and belief. 


NOTICE - A willfully false statement is a criminal offense. 





SIGNATURE OF OWNER OR AUTHOR! ZED AGENT 


TITLE 





OATE 








Be sure that your form is completely filled in and is signed by an authorized member of the company in order to avoid the time and delay of 


making an amended return. 





OPS Form for Filing Preparation and Conditioning Charges— 


Shown above is a replica of OPS Public Form 98, on which new-car dealers must report data pertaining to preparation-and- 


conditioning charges, advertising-fund charges and “any other charge not related to preparing new car for delivery.” 


Fail- 


ure to meet the Dec. 15 deadline will prevent new-car dealers from making sales after that date. 





NPA Okays Metals for Increased Output. . . 





16,000 Trailers for 2nd Quarter 


WASHINGTON. — NPA officials 
last week told the advisory commit- 
tee representing the truck trailer 
manufacturers that they will okay 
an allotment of materials sufficient 
to permit the construction of 16,000 








en 


Wins Peruvi 


= 


an Race— 


Driving a 1948 Nash Ambassador club coupe, Henry Bradley placed first in the 
gruelling 1,760-mile Gran Premio Nacional del Sur (National Grand Prix of Peru). 





Starting and ending in Lima, the race course extended over rugged terrain from sea 
level to altitudes as high as 16,800 feet. Bradley finished the race one hour, 28 


minutes and 47.5 seconds ahead of his nearest rival. Of the 36 cars entered, only 


11 crossed the finish line. 





truck trailer units in the second 
quarter of 1952. 

This would be 1,500 more units 
than were approved for the first 
quarter, and would be in addition, 
it was stated, to “the constantly 
mounting” military demand for 
trailers. 

Before the truck trailer industry 
can count on the 16,000 units in the 
second quarter, NPA said, the De- 
fense Production Administration 
will have to grant the requested al- 
lotment. That, it was pointed out, 
will depend on the availability of 
controlled materials. 

Support for the 16,000-unit pro- 
gram was given by the Defense 
Transport Administration in a 
survey which showed a steady up- 
ward trend in highway freight traf- 
fic since mid-summer. 

Within the next few months, DTA 
reported, there will be a 10 to 15 
percent boost over the present vol- 
ume of highway traffic. 

The truck trailer industry was 
urged by the NPA men to increase 
its efforts to find substitutes for 
critical materials wherever possi- 
ble. They promised they would as- 
sist the manufacturers in efforts 
to substitute aluminum for copper. 

While current supplies of alum- 
inum are only about five percent 
above those on hand in the first 
quarter of 1950, NPA reported, 





the outlook for 1952 shows pro- 
gressive improvement to a final 
quarter position 35 to 40 percent 
above the supply at this year’s 
close. 

Progress is being made now in 
supplying aluminum to independent 
fabricators, and trailer manufactur- 
ers should not experience too much 
difficulty in obtaining needed 
products, NPA said. 

Reporting on the situation with 
respect to steel and rubber, NPA 
said tire inventories were being 
built up. The principal steel bottle- 
neck is in the production of plate 
which will continue in tight supply 
until well into the second quarter of 
1952, NPA added. 

NPA urged trailer manufactur- 
ers to intensify their collection of 
iron and steel scrap by forming in- 
plant salvage committees with au- 
thority to search out both scrap 
from production and dormant scrap 
such as old jigs, tools, dies and 
fixtures. 

The current method of allocat- 
ing trailer units and materials 
to the industry was formalized in 
@ memorandum read by NPA. 
Agency officials pointed out that 
a small percentage of the total 
allotment to the 194 manufactur- 
ers in the industry would con- 
tinue to be withheld to enable 
NPA to deal with hardship cases, 





particularly those which affect 
the economy of a community. 

A questionnaire on 1951 produc- 
tion soon will be sent to all indus- 
try members to assist NPA in re- 
screening allotments and determin- 
ing any possible new figures for 
the second quarter of 1952. 


More Study Due 


On Tire Prices 


WASHINGTON. — Continuance 
under the General Ceiling Price 
Regulation, pending further study 
to select the most practical tailored 
set-up, was approved by the advis- 
ory committee for the tire and tube 
manufacturers during a meeting 
here with OPS officials last week. 

Committee members indicated 
that the present level of prices un- 
der GCPR was satisfactory for 
their industry so long as there are 
no substantial changes in their ma- 
terial and labor costs or volume 
production. 








Orlando Auto-Truck Group 


Elects Wright President 


ORLANDO, Fla.—At its regular 
meeting the Orlando Automobile 
and Truck Dealers Assn. elected 
the following new officers: 

Frank E. Wright sr., Sunshine 
Motors, Inc., president; J. M. Col- 
lins, Price Collins Motors, Inc., 


vice-president; W. D. Ray, Orange 
Belt Truck & Tractor Co., treas- 
urer, and L. W. Zoller, executive 
secretary. 
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Used-Car Market Falls 


Seasonal Factors Send Sales and Prices 
Into Drop Like That a Year Ago 


(Continued from Page 2) 


more active this year than they 
were in 1950. For example, in the 
four weeks ended Dec. 10, sales at 
representative auctions ranged from 
63 to 66 percent of offerings. 

In the same four weeks of 1950, 
sales at the same auctions ranged 
from 55 to 61 percent of offerings, 
an average of 6% percentage 
points less than this year. 

Despite the similarity of this 
year’s trends to last year’s, dealers 


Sales Hit Bottom 


DETROIT. — New-car sales in 
October fell to the lowest level 
in over 2% years with only 373,- 
162 units titled, statistics re- 
leased Thursday by R. L. Polk 
& Co. showed. 








attribute the present slowness of 
the market to different reasons, 
from credit restrictions to an- 
nouncements of lower ceiling prices 
for used cars. 
* 7 * 
HERE seems little doubt that 
volume took a decided turn for 
the worse about the middle of No- 
vember, as dealers from several 
different parts of the country have 
reported. 
In the case of Akron, figures 
prove the point. Sales of used 
ears in that city totaled over 600 
units in each of the three weeks 
ended Nov. 17, but slumped to 420 
units in the week ended Nov. 24. 
The Thanksgiving holiday was re- 
sponsible for most of the week’s 
decline, of course, but still the daily 
average fell over 20 percent from 
the preceding three weeks. 
Significantly, a similar decline 
was experienced in the same week 
last year in Akron. Daily sales in 
the week ended Nov. 24, 1950, also 
slipped off slightly more than 20 
percent. 


Rhode Island Dealers Blast 


Used-Car Price Rules 

PROVIDENCE. — The Rhode Is- 
land Automobile Dealers Assn. last 
week sharply criticized OPS order 
CPR 94, covering used-cars, label- 
ing it “unfair, unreasonable and 
cumbersome.” 

It is against and not for the 
public’s interest, the assdciation 
said. 

An RIAD resolution hit particu- 


Gas Price War 


Flares in Chicago 


CHICAGO.—A gasoline price-cut- 
ting war, confined mostly to sta- 
tions handling “unbranded” gas 
but including also some Standard 
Oil and Shell stations, broke out in 
this area last week, with prices re- 
duced to as low as 18.9 cents a gal- 
lon in certain instances, as com- 
pared to the regular price of 26.9 
cents. 

Victor Postillion, executive direc- 
tor of the Gasoline Retailers Assn. 
of Metropolitan Chicago, called a 
meeting late in the week to discuss 
ways of halting the war. Postillion 
charged that “discriminatory sub- 
sidies” had been given to select 
dealers in a number of instances. 


Exports 


(Continued from Page 2) 
which an export statistic has trailed 
a 1950 level. 
* 








* * 


TRUCK exports from the U. S. in 
October amounted to 18,465, con- 
trasted with 18,908 during Septem- 
ber and 11,728 for October a year 
ago. No month’s truck shipments 
this year have fallen below 17,900. 
There were 66 coaches shipped 
out of the U. S. in October, 
against 83 the month before and 

51 the same month last year. The 

10-month bus totals were 454 this 

year and 756 last year. 

The ratio of Canada’s exports tr 
domestic production has _ risen 
steadily through every month this 
year, according to the Canadian 
Automobile Manufacturers’ Re- 
search Service, Toronto. 

Canadians exported 5,877 cars and 
4,027 trucks during October, com- 
pared with 5,152 cars and 3,730 
trucks in September. 

—Mac Gorpon 





larly at the principle of one price 
on all similar year models, regard- 
less of what condition they are in 
and what type of equipment is on 
the car. 

It was further charged that the 
order carries “such detailed re- 
quirements” that the dealers will 
be forced to increase their clerical 
help and a bigger administrative 
burden will be placed on numerous 
government agencies. 

The dealers also blasted the gov- 
ernment’s idea of reducing ceiling 
prices on used cars by 2 percent 
every quarter beginning Jan. 1. 

Such order does not take into 
account the relationship of used- 
car prices to new-car prices, the 
dealers said. 

The RIAD resolution declared 
that the government is operating 
in the manner of an “astrologer” 
with a “crystal ball.” 








At Chevrolet School— 


As fellow students look on Howard Jolley adds his nameplate to the others which 
form a permanent record of the men who have used his desk since the Chevrolet Post- 
Graduate School of Modern Merchandising and Management was founded in 1938. 
Jolley is from Enoch Chevrolet Co., South Gate, Calif. Others in the group (left to right) 
are William K. Chase, Chase Chevrolet Co., Stockton, Calif.; Travis A. Reneau, South Bay 
Chevrolet Co., Chula Vista, Calif., and Don H. Plummer, Central Chevrolet Co., Center- 
ville, Calif. 





Ford Briefing 
Dealers on 1952 
Sales, Ad Plans 


DEARBORN.—A national confer- 
ence of Ford sales management 
personnel, Ford dealer ad commit- 
tee chairmen and advertising 
agency men opens in Ford offices 
here today (Dec. 10). 

L. W. Smead, general sales man- 
ager, said about 200 general office, 
regional and district sales man- 
agers and their assistants of Ford 
division would meet for three days, 
to be followed by a two-day confer- 
ence of the Ford dealer committee 
chairmen. 

J. D. Ball, manager of product 
sales and service, will preside over 
the sales conference which will dis- 
cuss sales plans for 1952. 

L. D. Crusoe, Ford Division gen- 
eral manager; Walker A. Williams, 
vice-president, sales and advertis- 
ing, and Smead will address both 
the sales executives and the adver- 
tising chairmen. 

Frank J. McGinnis, manager of 
sales promotion and training, and 
Gordon C. Eldredge, advertising 
manager, wili outline sales and ad- 
vertising programs for 1952. 








“Yes, that’s right,” says Elphege E. Lebel, owner of Speedway Auto Body 
Works, Worcester, Mass., “since we installed our Brake Shoe Auto-Bake oven 
and started promoting our factory-method finishing facilities locally, we’ve tripled 
our refinishing volume—and profit has gone along with it!” 


Humidity no problem. “The Auto-Bake’s infra-red heat dries and cures our 
jobs in 30 minutes. No matter how rainy the day, cars come out with a finish 
that’s hard, clean and brilliant. We also found that the Auto-Bake is less ex- 
pensive to purchase and to operate than competitive ovens, and unlike them, 
could be installed in our present setup without extensive remodeling.” 


What about you? Steadily increasing car registrations and the more than 
28,000,000 cars over 5 years old now in use, with the present possibility of cut- 
backs in the manufacture of new cars, provide a huge national refinishing poten- 
tial. You can cash in on your local area’s share of this potential by putting the 


30 minutes. 


Shoe can 


area. 


American 


Rochester 
CJ Please 


(] Please 
to discuss 


Brake Shoe factory-method finishing plan to work in your neighborhood. NAME... . 

WHAT EQUIPMENT WILL YOU NEED? FIRM..... 

1. The mobile, infra-red Auto-Bake oven, that fine and distributing it exceptionally evenly. TITLE.... 
dries a showroom finish to granite hardness in 3. A standard packaged spray booth to pre- 

vent dust and turn out jobs cleaner and safer, ADDRESS. . 

2. The Micro-Spray gun, which sprays an ex- is often a profitable investment. CITY..... 


tra smooth finish by atomizing paint extremely 
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KELLOGG DIVISION, S4HUMBOLDT ST., ROCHESTER 9, K. 7. » DOMINION BRAKE SHOE COMPANY LTD., NIAGARA FALLS, ONT. 


Body Works: 


SS. 
Worcester, Ma 


Mail the coupon today for 
detailed information on how Brake 


help make your shop the 


Number One refinishing shop in your 


Brake Shoe Co. 


Kellogg Division 
94 Humboldt Street 


2h. ¥. 
send me detailed informa- 


tion on the Brake Shoe Turnover Plan. 


have a representative cali 
the Brake Shoe Turnover 


Plan with me. 


eocene ZONE...STATE...... 
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Chicago Show 
To Offer Eight 
Truck Exhibits 


CHICAGO.—Eight truck exhibits } 
will require 37,874 square feet of | 
space at the 1952 Chicago Automo-| 


bile show to be held Feb. 16-24 at 

the International amphitheater. 
Trucks to be displayed will in- 

clude Chevrolet, Dodge, Diamond 


T, Ford, GMC, Hendrickson, Inter- 
national Harvester and Studebaker. 

Frank H. Yarnall, chairman of 
the executive show committee, an- 
nounced last week that a special 
day during the 44th annual show 
also will be set aside to honor the 
motor truck industry. 

The truck displays will 
cated in both north and 
wings of the main floor 
amphitheater. 

Passenger car spaces for the 
most part will take up 86,891 square 
feet of the entire second floor. 

Another large exhibit, taking up 
12,370 square feet in the south wing 
of the first floor, will feature the 
famous Chrysler engineering dis- 
play. 


be lo- 
south 
in the 
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DeVilbiss Sets School Dates— 


The school of spray painting operated by DeVilbiss continues to offer tuition-free 
instruction in automotive refinishing and preventive maintenance of car finishes, 
according to an announcement. The classes for the first half of 1952 are for the weeks 
of Feb. 25 and June 2. The school, which is maintained for users of DeVilbiss equip- 
ment, offers week-long classes for training in the theoretical and practical phases of 
spray painting. There is no charge for attending, the only expenses being transporta- 
tion, board and lodging. Applications may be made now for enrolling shop super- 
intendents, spray operators, service managers and any others who wish to attend. The 
school is now in its 27th year. 








FOB FACTORY 








Handling of Materials 
Is Vastly Improved 





URING the postwar period, improved handling has been 


the greatest single contr 
cost. in auto plants. 

For all practical purposes, 
tion part has disappeared in D 
delivered to the automobile 
factories arrive in a package 
that permits the efficient han- 
dling by fork trucks, lifts or other 
types of equipment. 

From that point through the 
entire fabrication process, these 
goals are kept in mind: (1) han- 
dling with less physical effort, (2) 
foolproof processing, (3) fewer 
manhours per part and (4) re- 
duced overall cost. 

The fact that substantial gains in 
factory efficiency have been made 
despite the uncertainty about raw 
materials is a high compliment to 





the industry’s design, materials 








HOLLEY MATCHED FUEL 


AND IGNITION PARTS 


ORIGINAL EQUIPMENT ON WHITE 3000 MODELS 


White 3000 series tractors have built an 
excellent reputation on their cost-per- 


mile operation record. One important 


produced by Holley. 


contributing factor: the Holley carbure- 


tor-pressure distributor-governor com- 





bination. This fuel and ignition com- 


bination was designed, engineered, and 


ibutor to reduced production 


manual handling of a produc- 
etroit. Raw materials or parts 


handling and process engineers. 

Planning for more efficient ma- 
terial handling starts with the 
supplier. Nowadays, most material 
is palletized for shipments. Pallets 
may be made of wood or of steel or 
wire. They may be expendable or 
returnable. The pallet may be a 
closed metal box or it may be a 
wire box. Whatever material is 
used, the pallet is always designed 
so that a fork truck can get under 
the load and move it quickly and 
safely. 


* * * 


Making Handling Easier 
T THE receiving department of 
the auto plant, the same kind 
of powerful gasoline-driven fork 
trucks enter the freight car or 
trailer and pick up the load. Even 
items like foundry brick are pal- 
letized today. This practice was 
unthinkable prior to World War II 
Many modern shipping docks 
have a floor that may be raised or 
lowered to proper height to facili- 
tate unloading of a truck or trailer 
This is another important step in 

improved materials handling. 


Inside the plant, pallets permit 
easy pickup and delivery. Some 
types of pallets are especially 
designed so they can be stacked 
on top of one another to save 
floor space. The use of pallets in 
the form of wire baskets makes 
it possible to check the amount 
of stock on hand merely by walk- 
ing down the aisles. 
| Parts like crankshafts and axles 
jare usually held together with a 
|band of steel that also goes around 
the pallet, permitting efficient han- 
dling with a forked truck. These 
parts are not often stacked but the 
juse of pallets permits. efficient 
| location on the floor of the plant 
jand rapid pickup and delivery. 


® * * 


| Automatic Transfer 

JX THE final analysis, the im- 
|* proved efficiency of the so-called 
|transfer machine or transfer press 
\is largely a matter of improved 
|materials handling. Long before the 
transfer machine arrived, most auto 
plants had machines with multiple 
heads. 

Often, a revolving stage carried 
the part from one machine sta- 
tion to the next. These were 
|described as turret machines. The 
modern transfer machine has ex- 
jtended the turret machine by 
straightening out the line. This has 
made it possible to “transfer” the 
|part automatically though a larger 
|series of operations. 
| At the new DeSoto engine plant 
everything moves electrically, hy- 
draulically or mechanically. In- 
stead of having locating holes in 
the new V-8 block, special pads 
have been cast on the block. After 
milling, these become the locating 
points. 

The average transfer line at De- 
Soto is 85 feet long. Milling, drill 
jing, reaming and tapping opera- 
tions are performed as the part 
moves automatically from station 








| to station. 
In addition to special pads for 
locating, DeSoto turns its blocks 


over frequently. Sometimes this is 
done solely to remove chips—the 
enemy of smooth block clamping 
and handling. At several points the 
blocks are raised and fed by gravity 
over rollers to the next station. 
These are only a few examples 
but they show unimstakably how 
improved materials handling has 
become a major objective of every 
auto plant. The same advances in 
|materials handling techniques ar° 
evident in pressed metal, platinz 
|forging and casting departments. 


Shore Appointed 
| William T. Shore jr. has been a; 
| pointed general manager of E. (¢ 
|Clifton Motors, Inc. (Packard . 
| Jacksonville, Fla. it has been an- 
{nounced by E, O, Clifton, presiden 




















Supply OK Now, but... 
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Oil Shortage Feared 
In a Few Years 


ATLANTIC CITY. Western 
Hemisphere crude oil supplies are 
idequate to meet current military 
and curtailed civilian needs for a 


few years, but after that will have | 


to be supplemented by supplies 
from other sources, according to 
Adam K. Stricker jr., business re- 
search expert for General Motors. 

Stricker told the annual meet- 
ing of the American Society of 
Mechanical Engineers here that 
the Petroleum Administration for 
Defense has recommended in- 
creasing present U. S. refining 
capacity of 6,700,000 barrels of 
crude a day by 1,000,000 barrels. 

“It is becoming apparent,” Strick- 
er said, “that even this is not 
enough, and although the petroleum 
companies are willing to expand at 
a greater rate, limitations on avail- 
ability of materials, principally 
steel, place a very real restriction 
on our ability to expand.” 

He said, in appraising the present 
situation, “it may safely be in- 
ferred that the nation will have a 
greater reserve from which to draw 
in meeting military requirements 
if it continues to expand its facili- 
ties to deliver petroleum products 
for civilian purposes. The larger 
our daily capacity, the greater is 
the cushion to meet peak military 
needs.” 

“American oil companies have 
kept pace with industrial require- 
ments and are providing sufficient 
crude oil to meet all present needs,” 
Stricker said. “They are producing 
as much oil today as did the entire 
world, including the U. S., 10 years 
ago. Domestic crude production in 
June, 1951, was at an annual rate 
of 2.2 billion barrels. This was the 
world production in 1941. 

“American oil companies have 
also played an important part in 
developing the petroleum  re- 
sources of the rest of the world, 
producing at least 75 percent of 
the total world production.” 

He said that U. S. oil companies 
have invested over $10 billion in 
new facilities and improvements 
since the end of World War II, 
having reinvested more than 50 
cents out of every dollar earned to 
help finance needed expansion. 

Stricker warned, however, that 
though the U. S. produces more 
than 50 percent of the world’s crude 
oil, it has less than a third of the 
proved reserves. Domestic consump- 
tion increased by 7 percent in 1950, 
and a further gain of 10 percent 
is expected in 1951. 

Though crude supplies from the 
Western Hemisphere are sufficient 
to meet present civilian and mili- 
tary demands for a few years, 
strategic interest requires that re- 
serves outside this hemisphere be 
considered, Stricker said. The 
world’s greatest untapped known 
reserves are in the Middle East, in 
spite of progress made in locating 
additional reserves within the U. 
S. and Canada, he said. 

“The importance of Iran, Saudi 
Arabia, Kuwait and Iraq, whose 
proved reserves constitute 46.6 
percent of the estimated world 
reserves, is obvious when con- 
trasted with 29 percent for the 
U. S.,” he continued. “The present 
proved oil reserves in Saudi Ara- 
bia, Kuwait and Qatar are the re- 
sult of drilling less than 200 ‘wild- 
cat’ wells. More than 20 times 
that number are drilled each year 
in the U. 8S.” 

“Almost one billion barrels—42 
thousand million gallons—of motor 
vehicle gasoline were produced in 
1950,” Stricker said. “This produc- 
tion sets an alltime record. Under 
war conditions, diversions of gaso- 
line produced for normal civilian 
requirements provide the source for 
meeting increased military de- 
mands. 

“Sharp curtailment of gasoline 
consumption is possible under war 
conditions, especially in those areas 
which have good public transpor- 
tation. The fuel diverted can meet 
the increased requirements of mili- 
tary gasoline without curtailing es- 
sential civilian transportation. In 
order to meet the requirements for 
high octane aviation fuel for piston 


engines, the octane number and 
volatility of motor gasoline must 
decline if increased mobilization de- 
mands require such a diversion. 
“Furthermore,” he added, 
greatly expanded demands for jet 


fuel seriously affect the quantity | 


jand quality of the middle-of-the- 


| 





Gates Heads Truck Sales 


Rufus R. Gates has been named 
to direct truck sales at Barnard 
Ford Sales, Cleveland. 


barrel cuts which provide diesel 
fuels and heating oils.” 
A serious shortage of petroleum 


products in some localities might 


develop as the result of inade- | new problems. Fortunately, the na- | 


quacies in transportation, Strick- 
er said. Any serious interruption 













“the | 


of world trade routes affects the 
tanker supply and the ability of 
the world petroleum producers 
to deliver their products to the 
ultimate consumers. Tankers 
would be diverted to supply Eu- 
rope should the Suez Canal be 
closed. 


“Local shortages of petroleum 
products in the northeast may occur | 
should this diversion be necessary,” | 
he said. “The government might | 
even find it necessary in an allout| 
| war to reconvert the big and little 
inch lines from natural gas back | 
to petroleum, although this is not 
likely. 

“Many users of heating oils and | 


| Dodge Dealer Sons in Detroit— 





A group of Dodge dealers’ sons attending Chrysler Corp.'s Conference of Business 
natural gas in the northeast would | Management at Detroit included, left to right, Robert J. Link, conference leader; Gerald 
be forced to use coal under such | E. Welchlin, Fairmont, Minn.; Bernard E. Sweeney, jr., Morrisville, Pa.; D. A. Hoff, 
conditions. We are now sending | Redding, Calif.; Leslie M. Taylor, Salt Lake City, Utah; Bernard C. Shields, Blissfield, 
\coal to Europe, so this, too, poses | Mich.; Robert Lammon, Wauseon, O., and E. Rodriguez Maduro, San Juan, Puerto Rico. 


| tions outside the Iron Curtain have| have at least more flexibility in|situations than do our potential 
| most of the world’s tankers and we | meeting shifting petroleum supply | enemies.” 


@ Put Casite in every new car—the very first mile 
—for easy break-in, for extra engine protection. 
Sell Casite to all new car owners with every oil 


change—for steady, extra profits. 


kind of motor oil is used, Casite gets it around 


quickly and into the tight spots. Casite cuts engine 


Casite is an amazing oil-carrier. No matter what 





wear by protecting these vital, close-tolerance areas 


during the break-in period . . . by reducing deadly 


start-up wear... by keeping the motor free-running. 


Suggest Casite to every new car buyer—all of 


them need Casite—all can be sold. It’s the quick- 


est, easiest, surest way to keep them satisfied. 


CASITE DIVISION - HASTINGS MANUFACTURING CO., HASTINGS, MICHIGAN 
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Public Inspects Dealer's Body Shop— 


Body refinishing was translated into layman's language when Town Auto Co. 


(Chevrolet), Allentown, Pa., opened its streamlined body shop here with inspections 
by the public and trade. The new $100,000 plant is housed in a building erected 
specifically for it. It replaces, 2.4 miles from the congested shopping district, the body 
and paint shops at Town's mid-city Chevrolet sales and service center. More than 
1,500 persons, two-thirds of them the general public, saw the plant in full operation 
during the three-night inspection. Only come-ons were a refrigerator and mixmaster, 
given as door prizes on the nights reserved for the trade, and three paint jobs 
awarded on the night the public was invited. Full-page newspaper ads in black and 
white, plus two colors, and direct-mail invitations in two colors announced the open- 
ing. Both the Mid-Town and the East-Town operations are under the direct supervision 
of Leigh Schadt, who founded the company 26 years ago and serves as president, and 
Edwin Schadt, secretary and treasurer. 


Cornell Plan Aimed at Cutting Death Toll. . . 





ITHACA, — An important 
new ak Sian designed to 
provide information which will en- 
able manufacturers to make the 
automobile a less lethal form of 
transportation has been announced 
by Cornell university. 

The undertaking will strive for 
improved automobile design to 
give the rider greatly improved 
chances of emerging from acci- 
dents without disfiguring, dis- 
abling or dangerous injuries. 

The Cornell committee for air 
safety research, which has been 
confining its interests to air safety, 
will broaden its activities and 
change its title to “The Cornell 
Committee for Transportation Safe- 
ty Research.” The committee’s ac- 
tivities have led to a “gas inerting 
system” to prevent explosion of 
aircraft fuel tanks, safer designs 
for aircraft instrument panels, 
safer windshields in small airplanes, 
stronger seats and safety belts for 
airline passengers, improved shoul- 
der harness for pilots, control 








wheels which incorporate safe de- | 
sign and other developments. 


“Someday we may find a way of | 
pe ste will be engineering studies 


preventing automobile accidents,” 


President Deane W. Mallot, of Cor- | 


— — 1 but a og Se agees — | protective basic structures through- 
ogica’ step that can be| out the vehicle with safer design 
taken now is to cut the exposure | 


tant. 


to injury when accidents occur.” 
Decision to undertake the pro- 


| gram under Cornell auspices devel- 


oped from an awareness of “a need 
for considerable more _ research 
aimed at reducing the mounting 
toll of casualties in automobiles” 
and a realization that findings 
from the university’s air safety 
work have “obvious applications in 
the automotive field.” 

Although the program  ulti- 
mately may extend to highway 
engineering and other elements 
of accident prevention, present 
plans call for a detailed survey 
to determine the specific struc- 
tural elements and other factors 
in automobiles which cause in- 













PORTABLE 
HEAOLIGHT 
TESTER 


The new Weaver RAYOSCOPE Headlight Tester 
is an inexpensive and efficient machine for test- 
ing and aiming headlights. It is designed to be 
used close up to vehicles, and is available in 
Portable Model WX-50 (illustrated at right) and 
also in track-type Model WX-51. 

This equipment not only helps you handle 
headlight correction service, but it helps disclose 
opportunities for you to sell items related to 
headlights — you know, such items as sealed 
beam units, replacement bulbs, batteries, 
switches, rheostats, reflectors, fuses and rewiring 
jobs. 

For details, see your authorized Weaver Job- 
ber, or write us for Bulletin AN-473. 


Weaver Manufacturing Company, Springfield, Ill., U.S. A. 


\ 


Weavtk 


Brake Testers . . 





A small investment pays off BIG profits with the 


WEAVER RAYOSCOPE 







SERVICE SHOP EQUIPMENT 


Twin Post Lifts... 
. Wheel Bal , 9 Eaui 





Unit Lifts... Wheel Alig 


. Jocks . 
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- Headlight Testers . 
- and Air Compressors 















‘Sa fer ’ Designs for Autos Studied 


juries and deaths in survivable 
automobile accidents. 

Among contemplated research 
to produce safer windshields, dash- 
boards and steering wheels, and 


and shielding of dangerous objects. 
Findings from such research will 
be submitted to automobile manu- 
facturers for use in future design. 


“Crash research in aviation has 
shown that the human body, rea- 
sonably protected, can endure the 
force of extremely severe acci- 
dents,” a university spokesman said. 
“If methods of protection now com- 
ing into use in aircraft are applied 
to automobiles, survival in high- 
speed crashes will occur frequently 
with limited and non-dangerous in- 
jury.” 

In making the automobile studies, 
the group expects to draw on the 
various units in Cornell’s air safety 
program. They include the crash 
injury research project; the aero- 
nautical laboratory in Buffalo, 
which has undertaken a substantial 
amount of experimental and de- 
velopment work in the safety field, 
and the engineering and scientific 
units on the campus. 

Research projects will be initi- 
ated at Cornell or at other insti- 
tutions particularly qualified to 
undertake specific programs. The 
steering committee for this auto- 
motive safety program will en- 
deavor to enlist the support of 
automobile manufacturers and 
safety organizations. 

“We are convinced,” the univer- 
sity’s Vice-President Theodore P. 
Wright said, “that a major reduc- 
tion of the transportation accident 
casualty rate can be achieved if 
reasonable amounts of time, money 
and effort are devoted to the prob- 
lem.” 


Southwest Seen 
Heading Toward 


Business Boom 


DALLAS.—Population gains and 
trends of the last decade are likely 
to be accentuated during the next 
year or so by high-level business 
activities in the Southwest, to- 
gether with rapidly expanding de- 
fense production, according to the 
Federal Reserve Bank of Dallas. 


The bank pointed out that from 
1900 to 1950 the population of the 
United States as a whole doubled, 
while in the five Southwestern 
states the increase was 250 percent. 
From 1940 to 1950, the population 
of the five states increased 15.7 per- 
cent, compared with the national 
gain of 14.5 percent. 

Asserting that the population 
gain understates the extent of the 
economic advance, the bank adds: 
“Much more important has been 
the rise in average skills, produc- 
tion and income per capita. Per- 
sonal income rose by 253 percent 
and in terms of constant prices 
was up about 105 percent.” 

New-car registrations and fur- 
niture store sales in Dallas, Hous- 
ton and San Antonio were down 
markedly from August and Sep- 
tember, 1950. 

Crude oil production reached new 
highs in September and October. 

Construction awards were prac- 
tically unchanged from August to 
September, with an increase in 
residential awards being offset by 
a drop in nonresidential contracts. 

Nonfarm employment in Texas 
showed a further increase in Octo- 
ber, due mainly to continued ex- 
pansion in defense industries and 
seasonal gains in trade. 

The bank said that the easing of 
installment credit controls, effective 
Aug. 1, “appears to be having little 
noticeable effect on sales. Install- 
ment sales at district department 
stores in September were down 7 
percent from August and remained 
sharply below the 1950 level.” 








Piedmont Motors 
Piedmont Motors, Inc., Green- 
ville, S. C., has been organized with 
capital stock of $10,000 to finance 
and insure and repair automobiles 
and motor vehicles of all kinds. 
S. H. Lusk, is president. 
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ags to Riches—Via Steel 


Illinois Broker Expects to Get $7 Million 
This Year from $1,300 Investment 


CHICAGO. — Seymour Waldman, |tee he had been in business a year 


a 30-year-old steel broker, shocked 
a Senate Small Business subcom- 
mittee hearing here with the revela- 
tion that he expects to gross about 
$7,000,000 this year from a firm he 
founded with $1,300 in 1946. 

What’s more, Waldman, head 
of the Emergency Steel Service 
Co. in Skokie, IIL, testified that 
he grossed between $5,000,000 and 
$6,000,000 last year. 

The subcommittee, headed by 
Michigan’s Sen. Blair Moody, is in- 
quiring into alleged artificial short- 
ages and price-gouging in steel. 

Following Waldman’s testimony, 
Moody said he believed that short- 
ages could be attributed to the 
large number of middlemen who 
had entered the steel business. 

However, he said, there is appar- 
ently nothing illegal in “reprehen- 

sible” practices. 

“But,” Moody declared, “gov- 
ernment regulations certainly 
should be changed to make them 
illegal.” 

During testimony, the subcom- 
mittee was able to trace one ship- 
ment of steel and show that it 
changed hands more than six times 
and rose in price from $5.20 to 
$15.75 a hundred pounds. 

Waldman and other brokers testi- 
fied to volume sales of steel. Sev- 
eral consumers testified that they 
were forced to deal with brokers 
and pay a high price because they 
could not otherwise get enough to 
keep their plants going. 

Lester J. Carlin, purchasing 
agent for Chevrolet’s plant in In- 
dianapolis, said he was forced sev- 
eral times to buy steel from bro- 
kers in order to avert an assembly 
line shutdown. 

Carlin said he had paid as high 
as 18 cents a pound for steel, com- 
pared with a mill price of five 
cents. 

Further testimony revealed a 
chainlike juggling of steel ship- 
ments, with the price rising after 
each additional sale and picking up 
freight charges even if the steel 
never moved. 

Moody called such costs “phan- 
tom” freight fees. 

Isadore Forman, a steel broker 
in Pittsburgh, told the subcommit- 





Japanese Autos 
Nippon SAE Publishes 


Guide to Models 


TOKYO, Japan.—The Society of 
Automotive Engineers of Japan has 
published a book, “Automobiles, 
1951,” which they say may be called 
the “General Volume” of the cata- 
logs published by the Japanese gov- 
ernment for the purpose of intro- 
ducing their models to foreign 
countries. 

The book is comprised of four 
sections: general, ordinary automo- 
biles; two-and three-wheelers and 
automobile parts. 

In the introduction, the authors 
of the book say that a glance 
through the volume will show the 
history of the Japanese automobile, 
and an understanding of the recent 
state of Japanese automobiles. 

It is pointed out in the book that 
the technical standard of the auto- 
mobiles produced there are prac- 
tically on a level with those of the 
U. S. and Europe. The authors said 
that all matters concerning Japa- 
nese automobiles worth noting have 
been inserted. 





Kentucky Tax Applies 
To All Vehicle Fuels 


FRANKFORT, Ky.—All motor 
vehicle fuels are taxable under 
Kentucky law, it has been made 
clear here by David K. Walker, 
revenue department director of 
excises, 

Kentucky law states that taxes 
are based on the use of the 
highways, Walker said, and that 
fuels “other than gasoline” are 
covered by that law. In the 
matter of propane gas, Walker 
said, the revenue department 
uses a formula for translating 
the fuel from pounds into gal- 
lons, and is taxable at the regu- 
lar rate of seven cents a gallon. 








but that he owned no warehouse, 
knew nothing about steel produc- 
tion and had never seen any of the 
steel he bought or sold. 


“Steel was expensive,” Forman 
told the subcommittee, “and a lot 
of people were finding it hard to 
get, so I thought I’d go in the busi- 
ness.” 

The traced shipment of steel cov- 
ered 74,780 pounds that started at 
the Weirton Steel Co., Weirton, Pa., 
and finally wound up in the hands 
of the Daisy Mfg. Co., Plymouth, 
Mich., and at the Indianapolis 
Chevrolet plant. 


| | 


+ 
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3 TomoTive New 


“In entering the auto business, 
son, you'll find it a business that 
is never monotonous—the govern- 
ment sees to that!” 





McLain Pontiac Bows 


McLain Pontiac Co. has been 
opened in Cameron, Tex. G. N. 





McLain is owner and manager. 


Law to Require 
Auto Inspection 


Urged in N.Y. 


NEW YORK.—A compulsory pe- 
riodic motor vehicle inspection pro- 
gram in New York State would 
prevent 800 fatalities and save 40,- 
000 from injury annually, on the 
highways, according to State Sen. 
Seymour Halpern, Queens Republi- 
can. 

Halpern, who heads a joint legis- 
lative committee on motor vehicle 
problems, said he will introduce a 
bill in the 1952 New York legisla- 
ture for a state-operated inspec- 
tion system. 

“About 40 percent of the vehicles 
operating on the New York roads 
are potential murder weapons be- 
cause of typical defects such as 





| bad brakes and steering systems,” 


|he declared. 
| Periodic inspection, he asserted, 
would “save millions of dollars’ 
worth of property damage each 
year.” 

He further declared that periodic 
|}inspection would improve the me- 
| chanical conditions of cars, reduce 
insurance rates, allow owners to 
| check the quality of garage repairs 
|and prevent the state from becom- 
jing a dumping ground for cars un- 
able to pass inspection elsewhere. 


Critzer Takes Truckstell 

Critzer Equipment Co., Spokane 
(Wash.), trailer distributor, has 
acquired the Inland Empire dis- 
tributorship for the Truckstell 
truck and motor equipment. This 
line was formerly handled by 
Washington Truckstell Sales Co. 











ough.. but oh so gentle 


TOUGH ON OIL-PUMPING - GENTLE ON CYLINDER WALLS 


@ Whatever the engine condition, whatever the 
operating condition, Hastings gives you the right 


combination built 
control ring. 


around the famous Steel-Vent oil 


Steel-Vent really controls oil. It can’t clog. Oil 
flows freely through the spacer’s wide vents. In every 
installation, it stops oil-pumping—checks cylin- 


HASTINGS 


= eles, 
on 


sNGS 
HASTINGS 





STEEL-VENT SET 


—The famous Tough- 
but-oh-so-Gentle 
steel oil control ring 
in a Motor Engineered 
Set. 


fVERY ENGINE 





der wear and restores engine performance, too. 


Hastings Steel-Vent is the one ring that’s engi- 
neered exclusively for replacement service and for 
all replacement service—in re-bore, re-ring and re- 


sleeve jobs. Use it everytime. 


HASTINGS MANUFACTURING CO., HASTINGS, MICHIGAN 


Hastincs Ltp., Toronto 


Piston Rings, Spark Plugs, Oil Filters, Casite, Drout 


THE RIGHT COMBINATION FOp 


HA 


—With chrome onthe 
two oil control rings, 
the Steel-Vent and 
the Hastings Chrom- 
lube (an auxiliary 
type oil-compression 
ring). 





CONDITION 


HASTINGS 3C SET 
—Acomplete chrome 
set-up with Chrom- 
lube, Chrome-Faced 
Steel-Vent and 
Chrome-Test top 
compression ring, for 
extreme operating 
conditions. 
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Optimism in N. Y. 


By Edwin H. Brown 
taff Correspondent 
motor vehicle selling 
New York are quite 
slow. No one has experienced any 
kind of upswing, but most dealers 
seem to feel it is a matter of being 
able to weather the storm for a 

short time longer. 


The introduction of some of the 


In general, 
conditions in 


hope that dealers will outbid them- 
selves and bring even lower prices. 


“We expected these conditions to| 


change by this time and we are 
very disappointed,” confided one 
dealer in summing up the effects 
of this “price war.” His is a typical 
reaction. 

The want of space is becoming 
a problem among used-car deal- 
added reason for 


dealers are endeavoring to dispose 
of vehicles either by wholesale sales 
or sharp price cuts at retail. 
(M. L. Schwartz.) 


y k 4 


Hartford, Conn. 
Passenger car registrations in- 
creased 7 percent and truck regis- | 
trations increased 4 percent in Con- | 
necticut during the licensing period 


1952 models did not bring the re- 
sponse from the public which 
had been expected, several deal- 
ers reported, although it did help 
activate business to a degree. 


ers and is an 

price cuts. 

With the arrival of heavy snows 
and colder weather, many dealers 
|have found it more difficult to han- 


to date this year in comparison | ® 
with the like 1960 period. | Fords Featured in Annual Macy Parade— 


Charles F. Kelley, state vehicles Fifteen Ford convertibles were featured in the annual traditional Macy Thanksgiving 
commissioner, said that 783,695 day parade in New York. The Fords were used to pull the giant and colorful floats 
vehicles have been registered in|which this year included Pinocchio, Noah's Ark, Alice in Wonderland and Bugs Bunny 


One dealer in Westchester 
summed up the feeling of just 
about everyone in this area when 
he said: “The advance 
sprees, coupled with the new taxes 
and higher prices in the cleanup 
period, are responsible for our 
present predicament. It is a matter 


dle large inventories. Consequently, 
|in efforts to ease the pressure, some 


buying | 


of getting out and digging up the} 


business, but it is bound to 
prove, with the 
more stable outlook.” 

He went on to say: “Our great- 
est difficulty at this point is keep- 
ing our used-car stocks from 
increasing too fast.” 

The trend is steady, but many 
feel quite optimistic about the fu- 
ture, Everyone seems to feel that 
the present situation is attributable 
to seasonal fluctuations and they 
expect an improvement around the 
first of the year. 

“ & * 
Denver 

Announcement of new ceiling 
prices on used cars has had little 
or no effect on the used-car busi- 
ness in Denver. In fact, local prices 
would have to jump to meet the 
new ceilings, according to Charles 
A. Wheeler, president of the Den- 
ver Used Car Dealers Assn., who 
said: “The order won't affect cars 
in this area for the present.” 

Lacy L. Wilkinson, Colorado di- 
rector of OPS, said the effect will 
be more immediate in rural areas 
of the state where dealers are ex- 
periencing a shortage of used cars. 

Wheeler said the effect of the 
regulations probably will begin to 
be felt in Denver after the sched- 
uled cutback in manufacture of new 
cars looked for during the coming 
year. Dealers here welcomed 
fact that private sellers 
brought under the ceilings. 
Alexander.) 


were 


(Ira R. 


St. Louis 

Dealers in the St. Louis area re- 
port service and parts sales at, or 
near, alltime highs. Unseasonal 
and unexpected cold weather has 
loaded all service 
doors. 

Service income is particularly ap- 
preciated just now since new-car 
sales have suffered a decided sink- 
ing spell since the imposition of 
the increased excise tax, dealers 
reported. 

Most dealers express a _ pessi- 
mistic outlook for sales volume 
for the balance of the year. Re- 
sistance to higher prices and 
higher taxes is increasingly ap- 
parent with buyers in all price 
classifications, they said. 

Used-car sales are relatively little 

better off than new-car sales. Al- 
though used cars were not affected 
by the increased tax, there is still 
little evidence of brisk demand. 
(Sam X. Hurst.) 


* * * 


Ottawa 

The “price war” among used-car 
dealers in Ottawa is reaching seri- 
ous proportions as dealers try to 
outdo one another to get whatever 
business is possible at this season 
with the arrival of colder weather. 

“Better-quality used cars at 
prices no other dealer can meet,” 
states one larger dealer in his 
advertising. “Will go all out on 
any reasonable offer,” is the chal- 
lenge of another big dealer. “Val- 
ues are below cost,” admits 
another. 

Other dealers confess that they 
are losing money on some of their 
“loss leaders” in efforts to outbid 
competitors. The “price war” is 
hurting the used-car trade in gen- 
eral, according to most dealers, 
because prospective car buyers are 
holding out more than ever in the 


im- | 
appearance of a} 


| 
| 


(Continued on Page 60, Col. 1) 


Connecticut since March 1 this|More than 2% million persons lined 7th Avenue and Broadway in New York while 
millions more watched the parade on television. 


REVOLUTIONARY 


the | 


stations to the} 


| 
| 
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| 
| 
| 
} 
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Complete 





Ready for Upholstering and Installation in the Car! 


This radical new major development for factory instal- 
lation in America’s automobiles is definitely a revolu- 
tionary, enthusiastically received achievement in greater 
riding comfort at lower cost! To make this new design 
possible, L. A. Young Spring & Wire Corporation, 
for the first time is now producing steel tubing to 


make the seat and back frames, and combining them 
with superior L. A. Young coil springs in one com- 
plete assembly. Thus, car manufacturers can now save 
two ways! (1)... they pay less for these complete 
L. A. Young assemblies, and (2). . . they can reduce 
their costs to upholster and install them in new cars! 


RYZE 


End view 
of complete 
front seat, 
lsTela @elite| 
frame 


assembly 
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Merchandising 


Memos to Dealers 


By Bob Finlay 


URING the National Used Car 
Dealers Assn. convention in 
fampa, Fla., we conducted our own 
little forum on used cars—talking 
with some of the top used-car deal- 
ers of the country in airplanes, 
hotel lobbies, at the bar and in ele- | 
vators. 

Big question was: What happened 
to the business in the last couple | 


N E W 
Assembly 





of weeks of November? Business 
was slow in October, about half of 
normal volume, but dealers from 
most sections reported the net was 
better, resulting in a good month. 
However, in the last two weeks, 
business slowed almost to a stand- 
still. 
Alec 


Keller, president of the 


Michigan Used Car Dealers Assn., 


if 3 


| offered a clue. Keller says that talks 


with customers revealed that many 
were under the impression that the 
10 percent excise tax (up from 7 
percent) which recently went into 
effect applied to used cars as well 
as new. 

“The headlines,” Keller said, “re- 
ferred to a 10 percent tax on autos.” 
Many people read little more than 
the headlines. 

* * * 
May Be Reaction 
HE present lull may be a reac- 
tion—and it might be a good 
idea for used-car advertising to 
point out that there is no excise 
tax on used cars. 

There is another angle that deal- 
ers with a backlog of satisfied cus- 
tomers could use effectively during 
|the present low period. 
| When business dries up, 
‘temptation is for used-car men to 


Just Being Announced, But Already Accepted 


For Cars of Leading 


Result of 45 years of L. A. Young Leadership 


in Automotive Seating Engineering! 


Combines Strong Tubular 


Dependable Coil Springs in One Integral Unit! 


Amazingly Simplified Design That 


Saves Greatly on Critical Materials! 


Provides Car Manufacturers With 


“Luxury Seating’ Comfort at Lower Cost! 


Easier to Upholster and Install in All Cars! 


Stronger; Lighter Weight; Far More Enduring! 


Introduces New Combination of Materials Assembled 


by Radical New Fool-Proof Method! 


New Flock Finishing Process Sound-Proofs, 


the | 


Now! 
“LUXURY COMFORT 


at Lower Cost! 


Stabilizes, and Prevents Rust! 


“You put me on quite a spot. 
Your repair bill is $20 more than 
the car is worth.” 


loaf around depressing each other 
| with stories of how bad business is. 
During such periods, prices 

| ease up, and the public should be 
| buying. Dealers who have the con- 
| fidence of old customers should 
have salesmen on the phone tell- 


CL 


Frames With 


L. A. YOUNG SPRING & WIRE CORPORATION 


GENERAL OFFICES: Detroit 11, Michigan... IN CANADA: L. A. YOUNG INDUSTRIES, Ltd., Windsor, Ontario 


13 PLANTS: 3 in 
Leeds, Ala. ° 


Detroit, Mich. ° 


Los Angeles and San Leandro, Calif. 


Chicago and Joliet, Ill. © 







Trenton, N. J. ° 


Memphis, Tenn. 


¢ Windsor, Toronto and Montreal, Canada 
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ing customers the advantages of 
buying a better car now. 

They would be providing custom- 
ers with a valuable service and at 
the same time stimulating busines 
Ride ’Em Right 

ACK Geller, of C & G Motors, 
J who is the new secretary of 
NUCDA, had an interesting obser- 
vation to make with reference to 
slow markets 

Jack has a keen feeling for peo- 
ple, having been in the trading 
business all his life, starting with 
mules. He can detect the phony in a 
few moments of conversation. 

Too often in a slack period a 
dealer is tempted to ride his men 
the wrong way. He gives them hell 
instead of giving them an oppor- 
tunity to talk the situation over 
and then lifting their spirits. 

They have had too many pros- 
pects say “no,” too many orders 
which were signed only to find 
that Regulation W terms were too 
stiff for the customers. 

“What they need,” Geller said, “is 
for the dealer to cheer them up, to 
remind them that the best of sales- 
|men have to hear a lot of “noes,” 
|to offer them advice and encour- 
|} agement.” 















Who among us has such a super- 
ego that it doesn’t need a little re- 
| building at times? 

Louis Baker, a long-time used-car 
|dealer who recently took on the 
| Studebaker line, in Providence, R. 
|I., backed up this thought. 

| “If you’ve got to hit your boys,” 
| Baker said, “hit them when they’re 
| up. Cheer ’em when they’re down.” 
| + * * 

| 


lt Is THE Business 
ILL KELLER, national used-car 


manager for Lincoln-Mercury, 
| Srougnt up the subject of the need 
|for better merchandising of used- 
|cars by new-car dealers. 

Factories are coming to realize, 
Keller said, that the used car is 
| the auto business. For only a fleet- 
|ing moment in the 10 years or more 
| of life of a car is it new. 


In this respect, Walter Wilson, 
| Dallas, immediate past president 
| of NUCDA, asked why a car 

should be called a used car when 

a house is rarely referred to as 
a used house? 

A car has almost as long an effec- 
|tive life span as a house. To the 
| best people, the word “used” con- 
|notes something not quite nice, yet 
|the best people buy used houses 
| without a thought. 

Can something be done along this 
line? 

: * 
What They Say 
qoetraa back to Keller, he 
pointed out a fact so self-evi- 
dent that we often forget it: 

“Word of mouth advertising is 
the best advertising in the world.” 

Every sale, he said, should be 
made with the idea of insuring 
the success of the next sale. 

We were chatting about this at 
| breakfast the next day with Arthur 
| Waterman, of Portland, Me. 

Waterman said that finding 
“good homes” for his cars is 
a point he always keeps in mind. 
Waterman, by the way, is a new- 
car dealer (Lincoln-Mercury) as 
well as a used-car dealer. 

He is reluctant to sell a car to 
anyone whom he thinks will not be 
satisfied with it, since he knows 
that a dissatisfied owner can seri- 
ously hurt a dealer’s business. 

He estimated that out of 50 sales 
a dealer is lucky if he gets 25 good 
owners. 


* « * 


For Complainers 

7 TATERMAN made an interest- 
ing point with reference to 

complainers. He says he takes them 

into his office and encourages them 

to pour out their troubles. When 

they get all through, he asks: 

“Now what can I do to make you 
happy?” 

This, says Waterman, seems to 
flabbergast the complainers. They 
usually ask only a minor adjust- 
ment and go away satisfied. 

Here is another useful merchan- 
dising tool which Waterman uses 
Most years dealers run into sales 
resistance on the last of a model 
series. 

Waterman reminds’ customers 
that the last models are usually the 
best merchandise a factory pro- 
duces, since the lines are running 
slower in preparation for the 
changeover. 
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Signs Nash Franchise— 


Newest Nash dealership in the South is 
Dolan-Yonce Nash, Charleston, S. C. Shown 
at the recent signing of the franchise are 
(left to right) L. L. Yonce, president; J. A. 


Huff, Atlanta zone manager, and R. J. 


Dolan, vice-president. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 








AUTOMOTIVE WASHINGTON 





U.S. Begins 





Of Materials Rules 


Policing 





By William Ullman 


Washington Correspondent 


ANLY FLEISCHMANN, NPA administrator, last week 
issued a warning that strict enforcement can be ex- 
pected to back up the government’s regulations on the use 


of scarce materials. 


“The regulations have been in force long enough so that 


businessmen have had plenty ° 


of time to grasp what they 


mean,” he said in a news con- 
ference. “We have been lenient; 
now we expect to enforce rigorous 
compliance.” 

He said the agency has 200 
imvestigators at work on a na- 
tionwide check on the use of 
materials. Three cases he de- 
scribed as flagrant have been 
referred to the Department of 
Justice for prosecution, and he 








said about 25 more cases are 
about ready for prosecution. 
Fleischmann is also head of the 


Defense Production Administration. 
* . * 


Defense Lag Denied 

T THE NEWS conference he 

also: 

1. Denied charges that failure to 
cut back civilian production has 
caused a dangerous lag in arms 
production. The charges were made 
by the Senate Preparedness sub- 


committee headed by Sen. Lyndon 
Johnson, Texas Democrat. 

| 2. Indicated that civilian use of 
|nickel and other scarce alloying 
|metals may have to be eliminated 
| entirely. 

| 3. Disclosed that both the Depart- 
|ment of Justice and Interior Secre- 
|tary Chapman have recommended 
against the entry of Anaconda Cop- 
per Co. into the 
aluminum indus- 
try on the ground 
that such a step 
would tend to en- 
courage monop- 
oly. 

Discussing en- 
forcements of reg- 
ulations, Fleisch- 
mann cited the 
case against En- 

fai der Mfg. Corp., 
William Uliman New York City, 
manufacturer ot fluorescent light- 
ing equipment, and its president, 
Jules Levenstein, now on trial in 
New York. 


Robert H. Winn, NPA assistant 
general counsel in charge of en- 
forcement, said the defendants are 
charged, in a 12-count criminal 
indictment, with obtaining steel 
under NPA regulations and divert- 
ing it into the black market. Winn 











said the government is asking a 
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From twelfth place to first place in sales and service 
among sixty-one dealers in his region! That's the 


report of a car dealer who recently 
installed a SUN Scientific Diagnosis 


Department. This dealer showed 58% 


increase in parts and labor 


sales. Similar reports 


are received daily from car dealers and independent 
repaifl shop owners all over the nation. 


One out of every three cars coming into your shop 
needs work which can best be detected by Scientific 
Diagnosis. This is the proven way to increase parts 


and labor sales. 


Tell us the number of cars you service per month. 
We'll tell you how shops your size are increasing 
their business with SUN Diagnosis Equipment. Write 
TODAY— there is no obligation. 


ECTRIC CORPORATION 


DEPT. 6327 AVONDALE AVE. 
CHICAGO 31, ILLINOIS 





one-year sentence on each count for 
Levenstein. 
o * 


Congress Eyes News Action 


SENATE committee staff re- 

ported last week that more 
than a simple repeal may be re- 
quired to expunge President Tru- 
man’s order for tighter restrictions 
on government agency news re 
leases. 

The memorandum recommende: 
that legislators fighting the orde: 
take affirmative action throug! 
legislation setting forth in detai 
what news should be made avail 
able to the public. The memo wa 
a technical report for the guidanc: 
of the Senate committee on ex- 
penditures in executive depart- 
ments. 

Sen. Bricker, Ohio Republican, 
who introduced the bill asking 
for repeal of the order, has indi- 
cated he will conduct hearings in 
the next session of Congress. 

Publishers and news associations 
have joined many Republican legis- 
lators in denouncing the Sept. 24 
order of the President, which in 
effect places the same sort of 
security restrictions on all civilian 
agencies as have governed the De- 
fense and State departments. 

President Truman has defended 
the order as essential to the na- 
tional welfare and has said it would 
increase, rather than retard, the 
news flow. a 


Filibuster Fight 

4 ip Senate may revise the limi- 
tation on debate. Broad differ- 

ences of opinion are voiced over 

proposals to change the rules in 

order to make it easier to bring 

measures to a vote. 

Demands for changes are gener- 
ated in part by the desire of some 
members to crush filibusters of 
southern senators against fair em- 
ployment practices, anti-lynching 
and similar measures. 

As a part of filibusters before 
World War I the Senate adopted 
the rule of cloture, under which 
two-thirds of the Senate could 
force a limitation on debate. It 
was discovered, however, that this 
did not apply to motions to take 
up a bill. 

Within the last few years the 
Senate adopted a compromise pro- 
posal. Under the rule change 
urged by the late Sen. Wherry of 
Nebraska, cloture petitions were 
made effective on a vote of two- 
thirds of the full membership of 
the Senate against both motions 
and bills. 

This, however, has not ended the 
clamor for modification of the rules. 
Senators Lehman of New York and 
Morse of Oregon want more drastic 
changes. The Lehman proposal 
would permit limitation of debate 
through a vote of a simple majority 
of the Senate, following a 14-day 
waiting period, or through a two- 
thirds majority without a waiting 
period. The Morse proposal calls 
for limitation of debate by a simple 
majority. 





Chicago Drivers 
To Pay More 
And Get Less 


CHICAGO.—As has been the case 
with a number of states, diversion 
of a large percentage of funds 
raised from motor vehicle owners 
in Chicago will be the rule. 

This policy was disclosed by al- 
dermen after the city council pass- 
ed a city ordinance increasing fees 
50 percent, from $10 to $15 annually 
for cars under 35 horsepower and 
from $20 to $30 for those over 35 
horsepower. 

Aldermen estimated that of the 
approximately $5,000,000 to be col- 
lected from this source annually, 
only $1,315,000 will be used for 
street repairs, maintenance and 
construction. 

The remaining $3,685,000 will go 
to the corporate (operating) fund, 
where part of it will be used to pay 
salaries of traffic policemen. Most 
of this amount, according to the 
aldermen, will be channeled to sup 
port other city departments by per 
mitting diversion of corporate 
funds. 

Also listed as an expense to b« 
paid for by vehicle owners is th« 
city safety lane setup providing for 
twice yearly compulsory annual in- 
spections. Even before the in- 
creased rates were authorized, only 
about $3 out of every $10 from city 
license fees went directly to stree* 
maintenance, it was stated, 
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“Oft in the stilly night, 
‘Ere slumber’s chain hath 
bound me 
Fond memory brings the light 
Of other days around me.” 
* x * 


ND . 
laughs... 

Of course I’ve been thinking of 
Kenosha and the rare characters 
who made that town distinctive in 
the diaper days of the automobile 
industry ... before Nash arrived. 

This reminiscence is chiefly about 
the amusing Dick Welles, father of 
Orson Welles who summoned the 
Martians to our terrestrial shores 
by radio, and husband of the fabu- 
lous Beatrice Ives Welles, who 
could have easily won all the 
Oscars in Hollywood, had she taken 
the time and put her mind to it. 

Dick was the “big shot” at the 
Badger Brass Co., making Solar 
lamps for most of the early auto- 
mobile manufacturers, but he 
took time now and then to origi- 
nate some unique ideas. Associ- 
ated with him was the giant 
Charlie Hall, whose name later 
became synonymous with lamps 
in Detroit; George and “Bill” 
Yule, whose father had built up 
the old Bain Wagon Co.; Z. G. 
Simmons, who originated the 
“Beauty Rest” mattress; “Milt” 
Pettit, later president of the 
J. I. Case Co. (Racine), and 
George Allen, head of American 
Brass (Kenosha plant) ... AND 
- . « that comical colored boy, 
Ebenezer, down at Homer Royce’s 
hotel and restaurant who was 
the willing butt of many of Dick 
Welles practical jokes. 

I first met Dick when he was 
kidding Ebenezer after the calami- 
tous finale to the boy’s effort to 
follow Dick’s advice about how to 
beat all bicycle speed records by 
hugging the tail end of a speeding 
car going down Prairie avenue, 
using the flying car as a buffer 
against the wind. Ebenezer was 
scorching like mad, head down be- 
tween the handlebars, when sud- 
denly the gates went down at the 
Northwestern express crossing and 
Ebenezer went headlong into the 
rear of his flying “windbreak.” 

“By the way, Eb,” said Dick, 
“didya ever try your speed on a 
saucer track?” I can hear that 
boy’s answer YET. 

“Say, mister . . on a saucer 
track, mister . . . Bo-o-o-y ... on 
a saucer track ah cain jest f-l-l-y.” 

* * * 


a lot of wonderful 


‘Badger Argonaut’ 
UST a moment... that reminds 
me of a remark made by Dick’s 
partner, “Bill” Yule, to Charlie Jef- 
fery and me while we were loung- 
ing in the lobby of the old Pont- 
chartrain in Detroit, late one 


So—it had a nautical tradition. 
Dick Welles conceived the idea | 
of linking Kenosha commercially | 
to the Father of the Waters, the| 
Mississippi. He organized a club, | 
called the “Southport to Gulfport | 
Assn.” 


jleast half of his tongue in his 


mariners every man who had ever 


association buy a boat, fit it with 
a motor, and run down the lake 
to Chicago . . . into the drainage 
canal, and then loaf down the 
Mississippi to Gulfport on the delta. 


* * * 


Ah! Voyagers 


6 be spirit of adventure caught 
the town. The idea thrilled some 
of the lads who had never been 
farther away from home than Ra- 
cine. The club bought the boat, 
while Dick found a motor. The 
wives of the members spent the 
winter making nautical uniforms 
and insignia was designed. 

The day of departure was antici- 
pated with fervor. Officers were 
elected with not a little rivalry for 
staff positions. Dick Welles was 
quite the young cosmopolitan lad 
“about town” in those days. He had 


I wasn’t there at the time| 
but I can imagine Dick with at} 


cheek when he was enlisting as| 


rowed a boat, He proposed that the| - 


Ross Sales and Service, Inc.- 


the left. 





(Lincoln-Mercury), St. 
1951 Mercury sedan to the St. Joseph chamber of commerce. Mary Lou Ross (right), 
turned the car over to Ray Laufenberg, secretary. Leon J. Harris, president, stands at 


Mercury to St. Joseph (Mich.) Chamber of Commerce— 


Joseph, Mich., presented this 





been to New York time and again. 
He hobnobbed with the famous 
George Ade, of “Fables in Slang,” 
John T. McCutcheon, the cartoon- 
ist, and fellows like “Ort” (Orson) 
Wells (no relation), well-known 
caconteur of the Chicago Athletic 
club. 

On the day of the scheduled 








departure the dock was crowded 
by a throng of well wishers. I 
can’t be certain about details, but 
someone probably made a speech. 
Surely the Kenosha Silver Cornet 
band played “Anchors Aweigh.” 
Perhaps some of the spectators 
shed tears. Finally the signal was 


given. The official flag fluttered 
in the breeze. 


| “SHAKE A LEG MUH 


|HEARTIES ... CAST OFF THE 
LINES HEIGH HO FOR 
GULFPORT.” 


One of the seasoned “seamen,” 
who was probably a clerk in Henry 
Eichelman’s haberdashery, grabbed 


© |the crank of the motor. One strong 
man after another 


tried it. It 
“Something wrong 
. “Nah, must 


wouldn’t start. 
with the magneto?” . 
be a dirty spark plug” . “Is there 
any gas in the tank?” ... “I'll say 

. Maybe there’s water in the 
gasoline.” 


Well, to make a long story short, 
as we used to say down at Bert 
Tanner’s drug store, they never did 
get the damn thing going. 


P.S. Dick Welles bought the first 
gasoline propelled White motor car, 
after that company had abandoned 
the White steamer. My father-in- 
law bought the first Model 21, two- 
cylinder Rambler ... Gosh . 
didn’t we have fun thinking about 
pouring sand into that friction disc 
clutch when we got stuck on the 
road . 


BUT... 





we never actually did it. 





TEXA 


r:Eereree eee esec es Fees XS 


ONLY 3 YEARS AGO 
.. June 1948—this show was 
telecast from 7 East Coast sta- 


CO 


JIA THEATER 
CHEATER 
THAN EVER 





— 


—every Tuesday 











25 MILLION TELEVIEWERS 


night! 


Eleven Million More Viewers than last Fall! Among them hun- 
dreds of thousands of new and potential customers for Texaco 
Dealers everywhere! Bigger and better than ever, the Texaco 
Star Theater features ‘“Mr. Television’’ himself — Milton Berle! 


To Texaco Dealers, the Texaco Star Theater and Milton Berle 
mean money in the bank. Yet T'V is just one of the many ways 
Texaco Dealers profit by outstanding company support. National 





pert ny tions, reaching an audience of 


Out of the elevator popped an old 
professor who had been attending 
some dinner upstairs. He had on 
a dress suit which reminded me 
of the days of Martin Buren ... 
very short in the legs and sleeves 
: - @ sort of “fetlock” dangling 
over his brow ... an extremely 
high color coralling a prominent 
Adam’s apple. The old boy went 
loping toward the lobby entrance, 
his coat-tails flying behind. His 
eyes were staring fixedly ahead ... 
panic seemed to engulf him. 

“Jeez,” mused Bill, “that boy will 
have to run like hell to keep from 
choking to death.” 

Mrs. Welles’ story of Dick’s 
promotion of the celebrated 
cruise of the “Badger Argonaut” 
is perhaps one of the forgotten 
legends of Kenosha today. You 
see, when Kenosha was just a 
harbor on the shore of Lake 
Michigan, but rivalling the im- 
Portance of Chicago, 50 miles 
south, and Milwaukee, 25 miles 
north, it was called Southport. 
Some good-sized lake boats put 
in at the mouth of the Pike river. 


magazines carry not one but four major 
product campaigns to millions of car own- 
ers. Billboards deliver 30 million messages 
daily coast-to-coast, in the heavy driving 
seasons. The Metropolitan Opera broad- 
casts reach more millions. Plus direct 
mail, window displays and countless other 
dealer aids —all building healthy, year 
’round business for Texaco Dealers. 


1% million. It is now telecast 
from 61 cities—reaching more 
than 25 million—every Tuesday 
night!—another ‘First’ for 


Texaco Dealers. 
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HAVOLINE and TEXACO MOTOR OILS - MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 
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Brents (Kentucky) Gets 
December Award 


By Sam Sampson 
Staff Writer 
aon originating a state program 
of highway safety through the 
cooperation of the Kentucky state | 


an immediate should be 
started. 

“Our first problem,” Brents told 
Automotive News, “was how to 


get the story across to the public 


program 


in a manner forceful enough to 
make an impression, and compel 
the best sources of thought to 
ceives AuTOMOTIVE| think in terms of safety.” 

News’ “safety- Brents said that he took the 
minded dealer of | problem to Guthrie F. Crowe, Ken- 
the month” award |tucky state police commissioner, 
for December. |and the cooperative plan was born. 

Brents became | * ¢ 6 


Soeae re the | Presented by Troopers 
mobile Dealers tipo program consists of two state 
Assn. safety com-| troopers showing a film and 
mittee in 1949,| giving a talk on highway safety to) 
after serving as a| interested organizations in the state. 
director for one year. At that time, |Thus far, Brents said, the program 
Brents said, very little was being|has been presented before Rotary, | 
done by the organization towards |Lions and Kiwanis clubs, and high 
greater highway safety, and it was | schools throughout the state. | 
the opinion of the association that “These programs were so en- | 


police department, C. E. Brents, of 
Brents Buick Co., | 
Lebanon, Ky., re- 





©. E. Brents 





| MARTIN ~ VAN HOY MOTOR C 


MARTIN- VAN HOV 


een EOE i 
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Two New Chevrolets for Training Drivers— 


Martin-Van Hoy Motor Co. (Chevrolet-Oldsmobile), McPherson, Kans., presented these | 


two new Chevrolets to McPherson high school as a contribution to its driver training 
program. From left to right are J. L. Haggard, sales manager; Phil Lane, driving in- 
structor; R. H. Vanderbilt, school principal at Inman, Kans., and Elmer Buhler, also 


of Inman. 


thusiastically accepted that we had presented Sgt. Williard Black- 
had to cancel them for a time (burn, of the state police depart- 
due to lack of manpower and |ment, with a scholarship to the 
time required to present them. | Northwestern Traffic Institute this 
However, we expect to carry | year. 
them on again soon,” Brents re- “We think he’s an outstanding 
ported. {member of the industry,” 
Commissioner Crowe told AuTo- | continued, “and feel that he has 
Motive News in a letter that Brents/contributed greatly toward safe 


Gold Standard of the Industry! 


Progressive Shops Daily Are 
Making More Profit with a 


ODuratake 


INFRA-RED DRYER 


True factory quality refinishing jobs with one- 
day service—no comebacks! By drying areas 
up to 4 x 8 feet, a pair of Durabake 80-448 units 
handles 90% of your refinishing work in both 
enamels and lacquers, uses the famous Fostoria 
“Evenray” gold-plated radiant wall to give even 
heat, is easy to handle in tight quarters. Result? 
Costs and rework down—production and profits 

up! See your own Jobber for 
details on this amaz- 

ing profit-maker. 





A Modernize your own paint shop with a 
pair of Durabake units. 


ONLY ONE 


IS YOUR DRYING 
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Shso™ 


MINUTE OF LABOR 


REFINISHING CARS! WRITE 
FOR YOUR OWN PROFIT STORY 


Dept. 10 
FOSTORIA PRESSED STEEL CORPORATION 
FOSTORIA, OHIO 


























“‘Mobil-Dry” 
Traveling Ovens 
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Larger Portable Units 











COST ON 














(1) Please send me your latest brochure on Durabake Infra-Red 
Refinishing Units. 


Nome...... Sie A ERAS SRSOSE Add awen be seedseanna Seepees 
Firm Name.........-++5 EY FeSO ETE. 


Street Address 


Come em emcee weer eee esas ee reese. sere eeeeeeereeeee 


Crowe | 





| driving and law enforcement in our 
| State.” 


na * * 


| Dealer Cooperation 
RENTS laid some of the success 


of the program to the efforts 
of Lew Ullrich, secretary of the 
KADA, who supports the safety 


program nearly every week in his 
bulletin to dealers. 

“This, I believe, has materially 
strengthened our program, as it 
keeps the dealer ever conscious 
of our work, and instills a desire 
| to assist in every possible man- 
|} ner when called upon,” he said. 
“We are endeavoring to impress 
on our dealer organization that 
highway safety is as important to 
his success as any other phase of 
his business,” Brents said. 

“It is vital that we, who are 
interested in people and their wel- 
fare, do all in our power to bring 
about a courtesy of the highway, 
just as our mothers taught us to 
be courteous and considerate of 
others in our homes.” 

7 * 


Speed Checkers 
‘Okayed in Ky. 


The Kentucky court of appeals 
has ruled that evidence of speeding 
| violation supplied by a mechanical 
| timing device will be accepted as a 
|basis for conviction, it was an- 
|/nounced in Frankfurt recently. 

The evidence was tested in a case 
involving Ward Carrier, of George- 
town, who was found by the device 
to be traveling 44.6 miles per hour 
in a 35-mile zone. Circuit court 
fined him $50 and the court of ap- 
|peals affirmed the ruling a short 
'time later. 


Judge Judged 
Gives Himself the Book 
For Drunk Driving 


A conscientious California judge 
recently took himself into court 
and gave himself “the book” for 
drunk driving. 

He had set up a standard fine of 
$200 for such offenses, and had fol- 
|lowed the practice of making no 
exceptions. On his way home from 
a party one night, he found he had 
a little trouble negotiating a turn, 
and took himself into hand. 

He called an officer, had himself 
arrested, signed a complaint against 
| himself, and pleaded guilty before 
| himself. He then fined himself $200, 
and issued a severe warning to 
himself not to appear in court again 
on the same charges. 

It was reported that he was fairly 
“beside himself” with anger! 

* * . 
N. J. Plans to Renumber 
State Highways 

New Jersey plans to renumber 
its state highways to reduce confu- 
sion between state and federal des- 
ignations, according to State High- 
way Commissioner Ransford J. Ab- 
bott. 

The change will become effective 
Jan. 1, 1953, to give map makers, 

| roadside establishments and others 
time to adjust themselves to the 
new numbers. Abbott explained that 
with the exception of Route 9-W, a 
federal designation, no letters are 
used in the new system and that 
wherever possible there is a mini- 
mum of different numbers on 
routes between major cities. 

& ” * 


Movie for Truckers 

A 15-minute film aimed at driv- 
ers of commercial vehicles, called 
“Smooth Operation,” has been pro- 
duced by Sarra, Inc., New York, 
for the National Safety Council. 
The film, produced under the direc- 
tion of Paul H. Coburn, head of 
the NSC motor transportation bu- 
reau, gives a three-part plan which 
is said to make driving easier for 
the commercial driver. It is avail- 
able in the 16-mm. motion picture, 
or as a 35-mm. sound slidefilm. 


Hall Chairmans ‘Dems’ 

P. W. Hall, DeSoto - Plymouth 
|dealer in Riverside, Calif., has been 
| named Democratic chairman for 
| California’s 29th congressional dis- 
| trict. 
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Service and Used-Car Reconditioning 


A Regular pes Section for Those Who Maintain America’s Motor Vehicles 





Reconditioning Entices Owners, Builds Profits ies 





Selling ‘New-Look’ Jobs 


| E. HALL, of Hall Motor Sales, 

¢ Inc. (Studebaker), Pittsburgh, 
recently pointed out in an AvuTo- 
MOTIVE News article a customer- 
labor type of reconditioning that 
many dealers merchandised during 
and right after the war to the 
profit of their service department 
and the satisfaction of their cus- 
tomers. 

Hall noticed that a considerable 
number of prospective used-car 
buyers were coming to his lot 
lately with the desire to “trade 
up” the car they are now driving, 
but who found they could not 
meet the monthly payments when 
the deal was worked out. 

Rather than lose the customer 
entirely, Hall went after a com- 
plete reconditioning job on the cus- 
tomer’s present car on a time-pay- 
ment basis. 

He found that the customer could 
usually meet the down payment of 
such a service and the monthly pay- 
ments for the balance if they were 
spread out for 12 or 18 months. 

. * * 


|.) pote dealers during and right 
after the war, when cars were 
unavailable or hard to get, did a 
very profitable and worthwhile 
business in reconditioning custom- 
ers’ cars. They found that the cus- 
tomers were not only willing to buy 
this service but in many instances 
would rather have their present car 
“done over” rather than take 
chances on a used-car, which they 
did not know. 

One of the best ways to mer- 
chandise this service is to prepare 
a car, “half and half”’—one-half 
of the car done completely even 
to the wax, and the dye on the 
tires, and the other side just as 
it came in off the street. James 
F. Waters (DeSoto), San Fran- 
cisco, had such a display in its 
service customer area, where all 
who came in could see and in- 
spect it. 


Another good place to have such 


a “silent salesman” stationed would 
be on a pedestal in the used-car lot. 
* * ” 

UCH a deal would work out well, 

particularly with the dealer who 
has both a diagnosis department 
for selling service and a used-car 
conditioning crew to rebeautify his 
own tradeins. The diagnosis could 
give both the dealer and the cus- 
tomer an accurate estimate of how 
much it would cost to put back the 
car mechanically into the condi- 
tion it was when the customer 
bought it, or back into a good 
sound operating condition that 
would preclude the customer’s hav- 
ing any trouble with the car for 
some time after the reconditioning 
work was done. 

With modern materials, the 
“beauty treatment” part of the 
job is not only a low cost deal 
but enhances the opportunity to 


sell mechanical as well as metal 
work and repaint. 

A Detroit dealer found that al- 
though he gave a customer’s car a 
good interior and exterior beauty 
treatment, the customer was very 
dissatisfied with the job when it 
had one bad fender or the finish 
was worn thin in spots. The rest of 
the car looked so nice that even 
though he could not or would not 
go for the metal work when he first 


Vast Difference 








Display Car Sells Jobs— 


A “half-and-half” car on display,—one- 
half thoroughly reconditioned and the 
other side left as it came in to the shop— 
has been found to sell complete recondi- 
tion service to many a customer who for 

is ble to buy a new 
car or even trade up to a better used car. 
This is particularly true in these days of 
high prices and high taxes. 


ec ic 











The Sales Clincher— 


Showing the interior of a car with one 
half of the upholstery clean and bright, 
with the other all dirty and marked, has 
been found to be one of the best clinchers 
for a reconditioned car sale. Upholstery 
and headlinings seem to impress the 
women especially when the odious com- 





parison is made, as in the car above. 





bought the reconditioning job he 
bought it before he took the car 
out of the shop. 

Many times the sale of a cus- 
tomer reconditioning job also opens 
the sale of seat covers, a set of 
tires and other accessories that in- 
crease the original amount of the 
sale. 

* * * 

i oy found the principle reasons 

for customers buying the re- 
conditioning job were: the present 
car is paid for; the customer has 
little cash; the customer has an in- 
clination to do something about 
his present situation, and he could 
have the car reconditioned within 
his ability to pay and still continue 
to meet current expenses. 

Most complete reconditioning 
sales will run from $150 to near 
$300, according to the experience 
of dealers who have made an ef- 
fort to sell this type of service. 
When the job runs over $150 it is 
usually due to metal work and 
painting. 

Hall found out in his survey that 
the best potential for this type of 
work was the owner of a fairly 
good used-car with a small amount 
of money, usually from $50 to $100, 
in cash. 

He is the type of owner who has 
pride of ownership and _ usually 
needs his car; he not only wants 
to drive a car that looks good, but 
one that does not break down. 

* * 

F HE is at all dubious about be- 

ing able to make the monthly 
payments on the difference between 
his present car and a later model he 
is invariably interested in having 
his present car put into first class 
shape. 

Thus, it is important that the 
“display” car be done properly. 
The engine compartment on the 
side that has been reworked 
should be clean and painted; the 
shocks on that side should be 
good and the tires, if they have 
fair tread, be finished in a top 
quality of rubber dye that does 
not give them a “shinola” appear- 
ance. Poor quality rubber dye, 
made mostly of lamp black, will 
many times kill the sale of a 
reconditioning job. 

The head linings and upholstery 
should be cleaned and tinted so 

there is no evidence of bleach or 
spots, especially if the car has leaks 
around the windows and the linings 
and panels are water streaked. 
Either washing with upholstery 
cleaner that contains a dye slightly 
darker than the water spots, or a 
“spray on” head lining material 
that will cover all bleaches and 
water spots. 

Window mouldings and dashes, 
if in rough shape, now can be 
given a “wipe on” finish that 
matches modern car finishes and 

(See ‘NEW LOOK,’ Page 22, Col, 5) 





Backshop 








--+ by Jack Weed 











| here present indications NADA’s 
1952 shop equipment exhibition 
is shaping up as being the most 
complete display of tools and equip- 
ment the national association has 
ever put together. And the show is 
still nearly two months away. 

And again from scanning the list 
of those firms who have already 
taken space, I will guess that there 
will be more “oldline” tool and 
equipment makers exhibiting in the 
1952 show than in any previous 
shop equipment exhibition NADA 
has ever held. 

This I know will be pleasing 
to a great many dealers. In my 

contacts around the trade, I have 
had dealers many times complain 
that the exhibition was all right 
but it lacked the showing of the 
type of equipment that the dealer 
would like to see and have his 
service manager see. 

Dealers know that insofar as 
they can, they must substitute ma- 
chines for manpower in their serv- 
ice and reconditioning operations, 
if they are going to be able to meet 
the demands of their customers. 
The lack of experienced manpower 
right now is without doubt one of 
the most critical factors that the 
average franchised dealer has to 
deal with. 


* * 


End ‘Comebacks’ 


HERE is no question in anyone’s 

mind either that, as we go fur- 
ther into the defense campaign, 
this lack of good mechanics will 
become more and more of a prob- 
lem. 

The proper use of testing equip- 
ment can go a long way toward 
aiding the dealer in maintaining, 
or even increasing, his present 
shop output and diminish the 
number of “comebacks” practical- 
ly every dealer experiences. If 
the dealer himself becomes inter- 
ested in this phase of his busi- 
ness, he can institute programs 
and procedures in his service shop 
routine that not only can elimi- 
nate a lot of the “comebacks” 
but also end a lot of idle time by 
those mechanics who must make 
the actual repairs. 

Equipment salesmen have found, 
however, that it takes an honest 
desire on the part of the dealer 
himself to do something about these 
problems for any _ worthwhile 
changes to be made. 

* * * 


Constant Followup 


As is so strong and the fear 
of making a mistake so deeply 





rooted in most service managers’ 
minds that, as a group, they are) 





afraid to make the drastic | 





Survey Points Up Dealers’ Service Failings 


IRANCHISED car dealers con- 
tinue to get more than twice as 
much of the major repair work of 
the country and more minor repairs 
including tune-ups and adjustments 
than any other type of service shop, 
according to the latest Crowell-Col- 
lier automotive survey, the fifteenth 
in a series. 

Corner service stations are still 
getting 50 percent of all lubrica- 
tions, however, with the fran- 
chised car dealer running a poor 
second with but 24 percent. 

While franchised car dealers get 
57 percent of all major repairs with 
independent repair shops getting 
28 percent, filling stations getting 3 





percent and 11 percent of owners 
doing their own work, the selling 
dealer gets but 41 percent with 12 
percent going to another dealer in 
the same make and dealers handling 
another make of car getting 4 per- 
cent. 
* *” + 


N ADJUSTMENTS and tune- 

ups, the picture is not quite as 
bad. While the franchised dealer 
gets 50 percent of this minor re- 
pair work and the independent gets 
24 percent with filling stations get- 
ting 11 percent and 14 percent do- 
ing their own, the selling dealer 
gets 38 percent, other dealers in 
the same make get 9 percent and 


dealers handling other makes of | 
cars only 3 percent. 

Even though the corner service 
station gets 60 percent of all lu- 
brications, the selling dealer gets 
20 percent which is more than all 
other sources combined. Dealers 
in the same make get 3 percent, 
dealers in another make get 1 per- 
cent, independent service stations 
get 8 percent and 7 percent do 
their own greasing. 


Considerable food for thought is 








Service Highlights 


New Products ..... + ee 32-37 
Ignition Training -Page 22 











| been considerably 


found in the table that shows that | 


| while the dealer from whom the car | 


was bought gets 60 percent of the 
major repair work on cars bought | 
new, the independent shop gets 19} 
percent, dealers in the same make | ¢ 
get 12 percent, dealers handling an- | 
other make get 3 percent and fill- | 
ing stations get 2 percent, while 4/| 
percent of the buyers of new cars| 
do their own work. 

On cars bought used, however, | 


in their conventional manner in 
handling service selling. It takes 
the “big boss” to make the decision 
to do things in a certain manner 
and then constant followup for a 
long period to make certain that 
the new procedure is being fol- 
lowed as laid out to be really ef- 
fective. 

And the dealer also must have a 
sincere desire to build a customer 
following that stays with him be- 
cause of the quality of work that 
his shop turns out. 

One table in the Crowell-Col- 

lier survey, just out, seems to 
indicate that the reason why 
more people patronize the dealer 
service than other sources is not 
because they get better work or 
have an appreciation of the qual- 
ity of work put out by the fran- 
chised dealer, but because they 
are afraid to take the modern 
complex motor car anywhere else 
to have it repaired or adjusted. 

For instance, this survey points 
out that owners rate the selling 
dealer at the bottom of the list for 
good service—86 percent of all cus- 
tomers said that they thought their 
source of service did good work 
and but 84 percent felt that way 
about the service of the dealer from 
whom they bought the car. They 
give “other dealers” an 85 percent 
rating, 86 to the independent re- 
pair shop and 87 percent to the 


gasoline service station. 
* . * 


Price Survey 


ON QUALITY of workmanship, 
the average was 85 percent for 
all sources and only 82 percent for 
the dealer who sold the car. Other 
shops were 87, 87 and 86 percent 
in the order as given above. 
Selling dealers got the same rat- 
ing on promptness of delivery as 
the independent repair shops, 85 
percent as against 89 percent for 
other dealers and 88 percent for 
the corner service station. 
Franchised selling dealers were 
(Continued on Page 23, Col. 1) 





| Parts Supplies 
Viewed as 
Not Critical 


RECENT industry check indi- 
cates that, except for some 


| anticipated future trouble that may 


come up on copper, lead and tin 
base material, dealers will not have 
to fear any drastic shortage of re- 
placement parts at least for the 
first half of next year. 

The “lead time” on some items, 
such as engine bearings, has 
increased by 
bearing producers because they 


| wish to protect their customers 


on replacement parts, and some 
hardships have developed where 
suppliers’ prices were based on 
mill steel prices and they have 
had to use conversion or ware- 
house steels. 

But the general feeling is that 
the replacement parts situation is 
in better shape right now than it 
| was six months ago. 

oe . - 
| HIGH alloy steel parts are still 
critical and will remain so 
until producers are able to get 


the selling dealer really takes a | either a satisfactory substitute or 
licking, getting but 22 percent of | more alloy steel is made available 
the major repairs while 38 percent | |to smaller manufacturers. Copper 
goes to the independent service sta- | Still looms as the No. 1 threat. 


tion, 18 percent of the buyers do} 
their own work, 13 percent take 
(Continued on Page 24, Col. 1) 


Manufacturers of engine bear- 
ings and items of this type, who 
(See PARTS, Page 43, Col. 1) 
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Ignition Training Urged 


A Pure Oil Official Says Battery Failures 


As Such Are 


CHICAGO.—The blame for many 
of the automobile breakdowns re- 
ported to the American Automobile 
Assn. as “battery failures” during 
the past several years should be | 
shared by other units of the auto-| 
mobile’s electrical system, C. W. | 
Henking, of Pure Oil Co., told the | 
Assn. of American Battery Manu-| 
facturers. 

Speaking at the battery mak- 
ers annual meeting here, Henk- 
ing showed by use of AAA fig- 
ures that, while reported battery 
failures have increased consid- 
erably during the past few years, 
and reported ignition failures 
have decreased, the combined to- 
tal of reported failures due to bat- 
tery and ignition comprises an al- 
most constant figure over the last 
10 years. 

The increase in battery failures, 
Henking said, coincided with the 
introduction of the voltage regula- 
tor, which made the electrical sys- 
tem of the car much more complex. 








Exaggerated 


cases, he said, the dealers couldn’t 
find the exact source of trouble. 
But since the battery was certain- 
ly dead, the trouble was reported 
as “battery failure.” 

In order to overcome 
criticism resulting from the alleged 
increase in battery failures, Henk- 
ing said the battery industry must 
teach its service organizations how 





Foxworthy Celebrates 
Alltime Sales Record 


INDIANAPOLIS.—C. T. Fox- 
worthy Co., Inc. (Ford), 819 E. 
Washington St., held an appre- 
ciation party with C. T. Fox- 
worthy, president; Gordon Fox- 
worthy, vice - president, and 
Richard A. Foxworthy, manager, 
as hosts, celebrating October as 
the largest sales month in the 
history of the dealership, with 
the delivery of 569 new units for 
a $723,000 business volume. 





It is not unlikely that in many 





Just turn the ignition key and you’re ready to 
go—that’s the new and convenient way of 
starting. And best of all, switch key starting, 
like most starting systems, costs less with 
Bendix* Starter Drive. This unique combina- 
tion of convenience and low cost is made 


possible by Bendix excl 


For example, the Bendix Starter Drive re- 
quires no actuating linkage and the solenoid 


may be placed in any 
Result —starting motor 


easily and in more positions. Also, the Bendix 
Drive has fewer parts and needs fewer 


public | 


1|to diagnose properly failures in all | 


| major parts of the electrical sys- 
| tem. 

| “Unless we are willing and able 
|to teach our dealers the simple 
| rudiments of generators, voltage 


|the sources of trouble from these 
units,” he concluded, “we are going 
|to continue to have the public mad 


lat the battery industry.” 

| Following Henking’s presenta- 
tion, and tying in closely with his 
conclusions, Russell Seymour of 
Electra Mfg. Co. presented suggest- 
ed service procedures to be followed 
by automotive service men when- 
ever installing a new voltage regu- 
lator. Seymour said that battery 
troubles divide themselves into two 
main classes: overcharging and un- 
dercharging (or no charge at all). 


There are very definite possi- 
ble causes for either of these 
conditions, which can be located 
accurately in either the fan belt, 
generator, regulator, wiring, am- 
meter, or in the battery itself. 
Exact location of the source of 
trouble, and positive steps to cor- 
rect it, are absolutely necessary 
for proper servicing of the elec- 
trical “team” made up of genera- 
tor, regulator and battery. 


These statements by men in the 








| regulators, and battery cables, and | 


af 





For Windshield Wipers— 


Teleflex, Inc., 248 W. Wingohocking 
St., Philadelphia 40, has announced the 
development of several mechanical re- 
mote control systems that have applica- 
| tion to many automotive functions. Here, 
the special control is applied to an auto 
windshield wiper. 





industry highlight again the acute 
need for battery training, voiced a 
year ago by Ray Shaw, president 
of Chek-Chart Corp. 

Shaw, using AAA figures on bat- 
tery failures up to 1949, accused 
battery manufacturers and mar- 
keters alike of failing to educate 
their dealers and customers in “the 
facts of battery life.” 

In the light of the new evidence 
presented by Henking, some ob- 
servers say it is apparent that the 








usive design features. 


convenient position. 
can be mounted more 


adjustments. If you want true economy from 


installation 


to service, 


plus performance 


proven by over 85,000,000 installations, be 


sure to specify Bendix 


Starter Drives. Your 


inquiry will receive immediate attention. 
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battery industry must enlarge its 
field of training and service to in- 
clude the other major units of the 
automotive electrical system. 

Chexall division of Chek-Chart 
has urged definite steps toward 
setting up such a comprehensive 
training program. 

Chexall recommends that either 
the AABM commissioner or a very 
small committee of AABM meet 
with representatives of the genera- 
tor and voltage regulator manufac- 
turers, who have an important 
stake in the success of this pro- 
gram. Battery cable manufactur- 
ers should be represented, also, but 
their contribution and _ interest 
would be on a smaller scale. 

The committee should be limited 
to four or five representatives from 
the manufacturers of each section 
of the electrical system: batteries, 
generators, voltage regulators and 
cables, in Chexall’s opinion. 

Chexall proposes that this group 
prepare a complete educational pro- 
gram covering servicing of the en- 
tire electrical system, for training 
of personnel at all battery service 
outlets. The program would not 
have to be done in elaborate or ex- 
pensive style—just so all the “meat”’ 
of proper training is included. 

Production costs could be kept 
down to a minimum or absorbed 
entirely by having final printing 
and distribution taken care of by 
the manufacturers of the four com- 
ponents as well as by oil companies 
and others with a stake in TBA 
marketing. 

This kind of complete training at 
the service level, eventually passed 
on to the motorist, will do much to 
lighten the load of misplaced blame 
for “battery failures” now lying on 
the battery manufacturer’s door- 
step, Chexall believes. 


‘New Look’ 


(Continued from Page 21) 


lasts for years. Arm rests can be 
covered and “flocked” to look like 
new. If the trunk is in rough 
shape it can be completely cov- 
ered with a flock coating that 
gives the compartment the ap- 
pearance of having been covered 
with carpeting. 

Door panels, too, can be given a 
two-tone treatment by using the 
wash or “spray on” material for 
the upper half and flock for the 
lower half. 





* * * 


VEN chrome that has scaled and 

pitted can be made to look rea- 
sonably well with modern cleaning 
materials that brush on and are set 
by heat from a blow torch or bak- 
ing process. 

Cracked and pitted steering wheel 
rims can be filled and refinished 
to look like new by a new plastic 
material. 

If the “display” car has uphol- 
stery that is not torn or ragged 
it is much better to show it half 
cleaned and half in its original 
condition. This is even better 
than “dressing” them with covers. 
Seat covers can be sold anyway, 
but there is nothing that shows 
off a good reconditioning job bet- 
ter than the original seats and 
backs. 

Always make certain that the 
battery in the reconditioned car is 
in good shape, or sell the owner a 
new one. The same goes for spark 
plugs, ignition points, coil and bat- 
tery cables. There is perhaps no 
other mechanical trouble that will 
kick back the dealer faster than a 
reconditioning job which has elec- 
trical failure within the first week 
or so. 

It is always a good thing to in- 
spect the generator and motor care- 
fully to make certain that they 
don’t need an overhaul. Windshield 
wiper blades should be renewed 
and hoses inspected to make cer- 
tain that there are no leaks or 
collapsed sections. 

* + 


LL LAMPS should be checked 
and new bulbs installed if there 
is any doubt of their condition. 
When new bulbs are installed the 
bases should be cleaned thoroughly 
to assure good contacts. Both posi- 
tive and ground cables from the 
battery should be carefully inspect- 
ed and replaced if any wear shows. 
Dealers who have featured this 
service have found that it not only 
provides a good volume of customer 
labor volume, good parts sales, aids 
in cutting down their own recondi- 
tioning costs, but also proves a 
good source of obtaining new serv- 
ice customers. 
Those who receive good recondi- 
tioning will invariably send in other 
customers. 
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| Backshop eg by Jack Weed || 





(Continued from Page 21) 


really low on “mechanics inter- 
est,” getting but 80 percent while 
“other dealers” were 86 percent, 
independents were 87 percent and 
gasoline stations were 85 percent. 

The dealer who sold the car was 
onsidered as too high in price by 
20 percent of his patrons, about 
right as to price by 75 percent and 
low by 2 percent. Dealers, 
than the selling dealer, was marked 
24 percent too high, 73 percent 
about right and three percent as 
iow. Independent service shops 
were rated by 18 percent as high, 
76 percent about right and six per- 
cent low, while gasoline stations 
were 15 percent high, 82 percent 
about right and three percent low. 

s * * 


Dealers in Shop 


N2. DOUBT the reason why the 
+‘ “mechanics interest” rating 
wasn’t better for the dealer was 
because the questions were asked 
of many owners who patronized 
dealer service, where the owner 
rarely ever sees the mechanic who 
works on the car and has no actual 
personal contact with him, but 
gains his impression of how much 
interest the mechanic has in the 
job by the interest displayed by the 
service salesman or service man- 
ager whom he does contact. Here 
the “brush off” is not premeditated 
or done with any malicious intent 
as a rule, but because these men 
are fighting the minute hand on 
the clock when the greatest num- 
ber of owners come into the shop, 
and they haven’t learned how to 
make the customer think he is be- 
ing given the attention he deserves 
and still take his order quickly. 

Every dealer, if he knows how 
himself, can profitably spend a 
little time each week in coach- 
ing his service “greeters” on how 
to be pleasant and impress the 
customer with their sincerity in 
the customers’ problems and still 
get the orders written. 

Just a little more time spent with 
each customer might also result in 
these boys being able to raise the 
number of items written per ticket, 
and by that one act alone material- 
ly increase the dealers het profit 
from his service operation. 

* * 


Saturation Points 


| D pers GRANT, once the dynamic 
sales manager of Chevrolet and 
later vice-president of sales for 
General Motors, will go down in 
history as the author of the yard- 
stick by which dealer worth to a 
factory is measured, the “percent- 
of-the-price-class” rule that is still 
used. Another of his “yardsticks” 
was the statement that saturation 
would come to the automobile busi- 
ness when we no longer had roads 
for them to run on, places for them 
to park and not enough fuel to pro- 
vide the power. 

The industry has at long last 
awakened to the threat of Grant’s 
first saturation-point prediction— 
the lack of roads and parking 
spots, and is doing something about 
it. 

The Nov. 19 issue of The Oil 
Marketer has three items that 
shed a little ray of sunshine on 
the fuel question. Delos W. Rent- 
sel, Under Secretary of Commerce 
for Transportation, is quoted as 
saying that “the Iranian crude 
has to a great degree been made 
up, mostly from Iran’s neighbors.” 

Capt. R. H. Meade, chief of Naval 
Petroleum Reserves, said the ex- 
ploration of the Alaskan oil field 
at Umiat, which is estimated to be 
as large as 100 million barrels, 
would be continued. Two new fields 
of unknown size have recently been 
tapped, one in North Dakota and 
the other in Montana, that “may 
well be the beginning of a vast 
undeveloped source of domestic 
oil.” 


other | 





- 
Push-Button Line | 
)OR the life of me, I can’t see 
how the new DeSoto engine can | 

be anything but perfect—and every | 
engine seems to be exactly the same | 
as every one that comes down| 
that new engine production line. | 
For once in my life—at least during | 
the last decade—I am glad I took a/| 
‘factory” trip. I wouldn’t have| 
missed seeing Clarence Bleicher’s 
‘million-dollar baby” for anything. | 
To say that Bleicher, president 
of DeSoto, is proud of his new 
line would be a gross understate- 


* * 


ment. Even Chrysler Chairman 
K. T. Keller, who was at the | 
showing of the new DeSoto en- 
gine production department, said 
now that they had gotten Bleich- | 
er back in the machine shop busi- | 
ness, it would add years to his 
life for the DeSoto prexy is really 
a machinist at heart. 
But to get back to this perfection | 
idea; the line is safeguarded from | 
start to finish with “go and “no-go” | 
gauges and templates that come | 


25-Year Plaque to Bonfield— 





|Mercurys and Lincolns because of- 
| ficially they still are “under wraps.” 
|\In addition to completely new 
|bodies and style points, they do 
have a few features that possibly 
I won't be betraying confidence to 
mention. 

The 1952 Lincoln, for instance, 
has “touring luggage” space in 
that rear deck; its new steering 
is tops, it is claimed, and the 
geometry is right. It will stay 
put, regardless of how much 
weight is being carried. 





I also like the instrument clus- 
|tering of the new Mercury. It’s go- 
ing to please a whole lot of people, 
especially when driving at night, 


Charles E. Bonfield (center), president and founder of Bonfield Motor Co. (Dodge),|I believe. Instrument controls are 


into operation and test the work- | michigan City, Ind., receives a 25-year silver anniversary plaque from R. N. Nutter|up where a fat guy like me doesn’t 


manship of the automatic machines | , 
at every step as the engine block | eft, Dodge regional truck manager and F. 


G. Braun, Dodge district manager. |have to do a figure eight to see 





flows along this “push-button” line. | 
If one tiny hole is not bored prop-|as pleased as a bunch of mice let | 
erly, or a cut is off a fraction of | loose in a cheese storing room. 
a thousandth of an inch, the guage | Even K. T. wore that broad smile 
or template test immediately stops |of his continually and got to rem- 
the line until that block is taken | iniscing about some of his cub days 
out. Of course, they could re-work|in the industry to a group of us 
such blocks, but I don’t see how,|who knew the shops where he got 


with every thing done so auto-|his early experience. 
matically, there can be any over- ia aie: 
size holes or other variations. | L-M Feature 


NOTHER group that was just 
about as pleased with their ac- 


The whole top Chrysler command 
was at the showing, and all were 
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GIVE YouR car _ 
THE WINTER CARE 
IT DESERVES 


Anti-freeze 

Winter Lubricants 
Carburetor « Ignition 
Starting « Lighting 

Engine «+ Clutch 

Cooling & Exhaust Systems 
Brakes » Safety Devices 
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Here’s one good way to sell your customers 
the kind of winter service that gives them rea/ pro- 
tection... and at the same time earns a real profit 
for you! 

From your NAPA Jobber, get a copy of the NAPA 
Winter Service Poster shown above. Get it up in 
your shop where it can be seen by everyone who 
comes in for service. And remind those customers 
that you are featuring the same winter service 
they’ve seen in The Saturday Evening Post and 
in Collier’s. Then sell the complete, car-saving 
checkup-changeover that the poster recommends. 














- \voaia button he is looking for. I 


complishments that I “caught” on Poe sg “ey ory od “to ome 
this “tear-yourself-apart circuit” ‘signed a couple of years ago to be 
that bobs up each year about new | ready to meet any and all competi- 
model time, was the top brass at |tion in what was then looked for- 
Lincoln-Mercury. And [I'll agree ward to as being a very competitive 
with them that they had some-| year before Korea and defense 
thing to be happy about, from Ben | hreparedness changed the picture. I 
Ford and Ostrander down through | will hazard a guess that L-M deal- 
the ranks of Joe Bayne, Ed Long- lors across the land will be happy 
necker and Chris Fournier. |about everything but Lincoln-Mer- 

There isn’t much I can tell you|cury’s inability to produce this 
about the new, and I mean new, | coming year. 

















Ask your NAPA Jobber 
for your copy of this 
big, colorful NAPA erextictg 


And remember: your NAPA Jobber has more 
than posters to help you do a real job on that 
winter service business. From him, you can get the 
genuine quality parts that your customers want. 
And when you deal with your NAPA Jobber, you 
can be sure of getting those parts when you need 
them. In other words... in any season... ‘““Your 
NAPA Jobber is a Good Man to Know!” 


USE COUPON BELOW TO ORDER YOUR POSTER 


ASSOCIATION 


A Jobber to bring me an NAPA 


oster. , 
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Used-Car Buyers Spurned . 
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Dealer Shop pee | 
Bared by Survey 


(Continued from Page 


their work to another dealer 
the same make and 4 percent each 
goes to filling stations and to fran- | 
chised dealers in another make of | 
car. 

* * +” 


T SEEMS evident from this anal- 


in | vehicle 


ysis that franchised dealers are | 
still neglecting to sell their used- | 


car customers on the value of their 
service department and still failing | 
to make those who buy used ve- 


21) 


customers as_ lubrication 
customers than he* does of those 
| who buy his used vehicles. 

The selling dealer keeps 31 per- 
cent of those who bought the car 
new, 3 percent go to another deal- 
er in the same make and 1 per- 
cent to dealers in other makes. 
Six percent go to an independent 
shop and 55 percent immediately 
start patronizing the corner fill- 
ing station. Only 4 percent do 


hicles, real customers of the deal-| their own work. 


e rship. 
The franchised dealer retains a 
much larger percentage of his new 





|ers hardly make 
lubrication business as the selling |chised dealers are doing a much 


On cars bought used, the car deal- 
a dent in the 





| dealers gets only 6 percent, another 


| 66 percent of this business, 





| dealer in the same make gets 4 per- | 
cent and dealers in another make 
get 2 percent. Filling stations get | 
inde- | 
|}pendent shops get 10 percent and 
| 11 percent do their own greasing. 
i * * 
F THE franchised dealer made 
any effort at all to retain a large | 
percentage of his used vehicle cus- | 
tomers as lubrication customers, | 
there is no doubt he would mate- | 
rially increase his shop revenue 
from those who had come to him to} 
purchase a vehicle. 
Here, perhaps, is a place where 
an effort should be made to sell 
all used vehicle customers a lubri- 
cation booklet at a price that 
would not only create goodwill 
but also get more frequent con- | 
tacts with the purchaser of the 
used vehicles, for used vehicles 
buyers are important customers 
to any franchised dealer. 
According to this survey, 





fran- 









a truck.” 
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“It may seem ridiculous in the 
daytime, but at night it looks like 


better job of retaining the major 
repair work of those who own their 
make of car than they did prewar. 

In the prewar era the franchised 
dealer had practically lost all serv- 
ice contact with owners by the end 
of the fourth year. The Crowell- 


NO ADAPTORS 


Trico’s new soft-rubber blades fit ALL 
windshields on ALL cars up to 


20 years old 


@ Now, for the first time in automotive history, it’s a 
3-second job to snap new wiper blades into place! 

Coast-to-coast television and radio are sending custom- 
ers your way, asking for the new and better Trico soft- 
rubber Blades...the soft-rubber blades that float, flex and 
hug the glass to give the cleanest wipe ever seen. 

And YOU quickly can sell every one of them from a 
simple, compact stock. Trico Rainbows fit ALL curved 
’shields; Triple Actions fit ALL flat ’shields on cars up to 
20 years old! 





D-101 EYE-OPENER Counter Display Package...puts you 
“in business” for a few dollars. Contains 10 Triple Actions; 
2 Rainbows. 


D-102 METAL STOCK ORGANIZER CABINET. Your 
Trico Jobber will provide you with this handsome metal 
counter or shelf Stock Organizer Cabinet and stock it with 
an inventory balanced to meet your requirements -+- aS part 
of a complete service of sales helps which cash in on Trico’ s 
record-breaking national advertising program. 


TRICO PRODUCTS CORP., BUFFALO 3, N. Y. 





|Collier survey indicates that fran- 
|chised dealers are now keeping the 
bulk of major repair business back 
jas far as six-year-old cars. 
* . 
( N 1951 cars the dealer gets 85 
percent of major repairs; on ’50s 


|he gets 84 percent; on '49s, 75 per- 
jcent; °48s, 60 percent; '47s, 58 per- 
jcent, and on ’46s, he gets 56 per- 
| cent. 

It is even surprising to note from 
this survey that the franchised 
dealer still retains 32 percent of 


the major repair work on 1942 mod- 
els, 43 percent on 1941, 41 percent on 
1940 and 28 percent on 1939 or earli- 
er models. 

The independent repair shop 
gets but 9 percent of the major 
repair work on 1951 cars; 12 per- 
cent on ’50s, 20 percent on ’49s, 
30 percent on ’48s, 33 percent on 
’47s, drops to 26 percent on ’46s, 
up to 43 percent on ’42s, 37 per- 
cent on ’41s, 41 percent on ’40s 
and 39 percent on ’39 and earlier 
models. 

Owners make their own major 
repairs on 4 percent of the 1951 
models, 3 percent on 1950, 4 percent 
on 1949, 7 percent on 1948, 5 percent 
on 1947, 14 percent on 1946, 16 per- 
cent on 1942, 14 percent on 1941, 16 
percent on 1940 and 26 percent on 
1939 and earlier models. All other 

sources in each case make up the 
difference between these major 
classifications and 100 percent. 
+. + * 


EALERS evidently haven’t suc- 

ceeded in convincing the driv- 
ing public that they have more re- 
liable mechanics than other sources 
of service, according to the break- 
down of the reasons why people 
patronize each type of service shop, 
as this reason is given by the few- 
est number of people among the six 
most prominent reasons. 

Familiarity with make induces 
82 percent of owners to bring 
their car back to the selling deal- 
er for major repairs, 17 percent 
go back because of convenience 
or accessibility, 13 percent for 
personal or business reasons, 4 
percent for lower prices, 2 percent 
because of reliable mechanics, 2 
percent for good workmanship 
and service and 1 percent for all 
other reasons. 

Seventy percent of owners take 
|their car to another dealer in the 
|same make because of familiarity 
with make, 19 percent because of 
convenience, 9 percent for business 
reasons, 4 percent because of lower 
prices, 3 percent for reliable me- 
chanics, 3 percent because of good 
workmanship and 1 percent for 
other reasons. 

Dealers handling another make 
of car get 20 percent of the major 
repairs because of familiarity with 
make, 33 percent because of con- 
venience, 36 percent due to busi- 
ness reasons, 9 percent because of 
good workmanship, 9 percent be- 
cause of reliable mechanics, 5 per- 
cent because of good workmanship 
and again 1 percent for all other 
reasons. 


* * * 


| le gp eter repair shops get 
18 percent of the major repair 
work because the owners feel that 
they are familiar with make, 33 
percent because they are conveni- 
ent, 33 percent for business reasons, 
30 percent because of lower prices, 
4 percent because they have relia- 
ble mechanics, 6 percent for good 
workmanship and 1 percent for all 
other reasons. 

Franchised dealers get 82 per- 
cent of the adjustments and tune- 
ups on 1951 cars, 74 percent on 
50s, 64 percent on ’49s, 49 percent 
on 48s, 47 percent on ’47s, 44 per- 
cent on ’46s, 29 percent on ’42s, 
32 percent on ’41s, 33 percent on 
40s and 21 percent on ’39 and 
earlier models. 

Dealers really fall down on lubri- 
cation, however, as the franchised 
dealer gets but 52 percent of the 
lube jobs on 1951 cars as against 41 
percent for the filling station, 37 
percent on ’50s as against 54 per- 
cent, 30 percent on '49s as against 
62 percent, 19 percent on ’48s as 
against 63 percent, 23 percent on 
’47s as against 62 percent, 17 per- 
cent on ’46s as against 66 percent, 
14 percent on ’42s as against 69 per- 
cent, 12 percent on ’41s as against 
66 percent, 12 percent on ‘40s as 
against 65 percent and 9 percent on 
’*39 models and earlier as against 
the filling stations’ 64 percent. 

The fact that the type of service 
the dealer maintains does have an 
affect on new-car sales is shown 
by a table which indicates that 71 
percent of all car owners who rate 
dealer service good, expect to buy 
the same make of car when they 
buy their next car, while only 57 

(See SURVEY, Page 25, Col. 1) 
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Dealer Business Counsel 
Keeping Customer Coming Back for Service 
Requires Careful Planning 


By J. B. Van Tassel 


CCORDING to the latest reports, 
there are some 100,000 inde- 
pendent service garages in our 
country as compared with approxi- 
mately 40,000 new- 
car dealer service 
garages. This rep- 
resents a ratio of 
2.5 independent} 
garages to one 
new-car garage. | 
We all know 
that the number 
of outlets is a 





very important 
> , factor to the suc- | 
J. B. Van Tassel = Gessful merchan- | 


dising in any _ selling business, | 
whether it be automobiles, service, | 
parts or accessories. This is prob- 
ably why the Big Three have so} 
many dealers as compared with the | 
other car manufacturers. 

It is also reported that the 
independent garage gets approxi- 
mately 60 percent or better of the 
total new-car service business. 
This means that better than every 
other customer you sell a new car 
to goes to the independent garage 
for service. The reasons for this 
are many. 

First of all, too many new-car 
dealers think that when they have 
completed the sale and delivery of 
the new car their selling job is 
finished. To my way of thinking, 
in terms of repeat profits and a 
long-range success of their busi- 
ness, the real selling job should 
start right here, for the selling of 
service to the new-car owner at the 
time he takes delivery of his new | 
car is only a small part of the real | 
selling job. 





| 
* * } 
| 


Put House in Order 


te big part of the job is to con- | 
tinue to keep him coming back | 
for service—not for once or twice, | 
but forever. This part takes real | 
planning, top management and best | 
of follow-up methods. So the first | 
thing to do is to lay your plans; | 
next, execute your plans; then fol- | 
low through and check the plans. 

In laying your plans, make sure 

your house is in order first. Do 
you have the space, manpower and 
facilities to satisfactorily handle 
the service potential you have in 
your local trading area? 

‘In the matter of space require- 
ments, I made a survey not too 
long ago of some 125 new-car 
dealers’ service departments (they 
were not large dealers). This sur- 





Survey 


(Continued from Page 24) 





percent of those who rate dealer | 
service fair, poor, or who do not use 
dealer service, expect to re-buy the | 


same make. 
7 OW much bearing one table on | 
the cost of service to the owner | 
may have is problematical as the | 
figures were built on the answers | 
to the question: “About how much |} 
was the total amount spent on all 
services and repairs in the last two | 
months?” 

Whether these answers can be | 
taken as indicative for expenditures | 
during the year is questionable, but 
the table in itself is interesting | 
insofar as it shows on what year 
models the heavy expenditures fall. 

The “last two months service 
expenditures” on 1951 models 
showed up as $23, on 1950 models 
as $28, on 1949 models as $30, on 
"48s as $46, on ’47s as $48, on 46s 
as $37, on 42s as $63, on *41s as 
$52, on ’40s as $60 and on 1939’s 
and earlier as $36. The average 
expenditure reported to Crowell- 
Collier surveyors for the two 
months period was $40, or $20 

per month. 

If these figures can be relied 
upon, it indicates that the figure of 
$163 per year being used by many 
authorities as the total average 
service expenditure per year is only 
about two-thirds of what it should 
be. 

Perhaps included in this survey 
were a large number of cars that 
had been taken to the dealer or 
service station to be put in shape 
for the summer vacation trip as 
the midpoint in the survey was 
June 1, 1951. 


* * * 





vey showed that the average of 
these dealers wrote 600 repair 
orders per month and employed 
an average of six mechanics. The 
required average amount of floor 
space for each mechanic and 
helper can best be measured in 
terms of one productive stall for 
each mechanic and helper. 

Each productive stall in a service 


| Square feet or better. 


ithe entire service department, you 


— and entrance space and a good 


| office 


department will average about 200 


* * * 


Average Space Needs 
} OWEVER, in order to arrive at 
the required average space of 


should add to these figures about | 
40 percent or better for aisle space, | 


| provision for the service manager's 
and room for the service | 
| salesmen to do a good job of selling | 
ithe customer. 

So, let us assume the required 
overall space comes to approxi- 





Cc 
would be % of a square foot for 
each repair order written per year, | conce rning “Dealer Business Man- 


mately 300 square feet for each 
productive stall, on the basis of 
an average of six mechanics and 
helpers, the total required space 
would amount to 1,800 square feet. 
These six mechanics and helpers 
would work on 600 customer re- 
pair orders in a month’s time, 
according to the averages in this 
survey. Or they would work on 
7,200 customer repair orders in a 
period of one year. 

Therefore, the 


ustomer repair order 


or three square feet of floor space| agement” 
for each order written per month. | by writing to Av TOMOTIVE News.) 








WASHMOBILE 








Nicious ¢ to 


1807 BROADWAY 
















automatic shop equipment. 
SPECIFICATIONS: 


foot track * height overall, 7'3” 
all, 9/3” 
on request. 





MR. AUTOMOBILE DEALER: 


You, too, can turn your wash bay head- 
aches into wash bay profits with this 


All steel welded construction * ball bearing 
wheels * 50 spray nozzles « certified pres- 
sure tank * 2 high pressure water hoses * 2 
high pressure water guns for wheels and under 
fenders * 2 air guns for interior cleaning * 23- 
¢ width over- 
* Prices and complete specifications 








Write for full facts... 
turn your wash bay 
losses into profits. 


Washmobile Corp. of N. J. 
276 Halsey , 


Washmobile Corp. of Chicago 
2350 West 58th St. 
i. 


350 North Foothill R 


1030 Tenny Ave. 


Newark 2, N. Chicago 36, Dearborn, Mich. 
Washmobile a Co. Central States Washmobile Co. Schoeller Sales Co. 

2161 Shattuck Ave. 700 South 12th St. 1163 Edmund Ave. 

Berkeley 4, Cal. Springfield, 11. St. Paul 4, Minn. 


Washmobile of Colorado 
ox 1383 


P. 

Denver 1, Colo. Louisville, 
ee Corp. of Florida 

1034 N.W. 23rd St. 


Miami 37, Florida 


Kentucky Washmobile Co. 
1817 S. Third St. 


Washmobile Sales Corp. 
2300 Washington St. 
Newton Lower Falls 62, Mass. 


Siagins Company 
704 Broadway 


Ky. Kansas City 6, Mo. 


2412 2nd Aven 
Birmingham, Ala. 


ADIL ar 
| OLOSmonice 4 





Washmobile Div. of Ace Dist., Inc. 


Southern Washmobile Corp. 
» North 





| ; . 
The figures used in this example 


|/are only average figures as taken 
|from a comparatively few dealer 
| service operations in the country. 
| Average figures represent only the 
best of the worst and the worst 
of the best, and should not be used 
as a goal to aim for. 

Nobody wants to be just average. 
However, this article is intended 
|for you to use as an outline to help 
|you lay a plan—one step of many 


required space per|to a long-range successful service 
written | program. 


More steps to follow. 
(Any questions you may have 


will be gladly answered 





_ 
Ralph Nichols, Pres., RALPH NICHOLS CO. 


20 to 30 cars a day 
with one man. Up to 800 
per cent increase over old methods. 


Fits your present wash bay with 

no structural changes. And what a 
difference it makes in housekeeping. 
Washmobile steps up service sales. 


More repair orders and greater 
customer labor sales per repair order. 





My Washmobiles 








“We are strong believers in modern time and space saving equipment,” 
Ralph Nichols, leading Cadillac-Olds dealer of Nashville, Tennessee. 


“When we buy such equipment and it exceeds our expectations, we are in the 
habit of telling the maker or distributor of our satisfaction with it. 

“Such is the case with WASHMOBILE. After installing our first unit we followed 
that up with the purchase of a second WASHMOBILE. 


“Frankly, we wouldn’t be without this time and space saver. When we look back, 
we wonder how we managed without this equipment.” 


OBILE 


oad e 


Federal Washmobile Corp. 
225 Lafayette St. 
New York 13, N. Y 
Western Washmobile Co. 
280! Van Buren St. 
Amarillo, Texas 


Ken Garff Company 
State at Fifth St. 
Salt Lake City, Utah 

Washmobile Service 
P. 0. Box 894 
Santa Barbara, Calif. 


U.S. Washmobile Corporation « 


have eliminated for all time 
the bottleneck in my 
car washing department 


says 


Beverly Hills, Cal. 


Washmobile Div. of Acme Equip., 
Central Trust Building 
Altoona, Pa. 

Washmobile Co. of Eastern Texas 
3916 Fannin Street 
Houston |, Texas 

Merkle Sales Co., Manufacturer’s Rep. 
4969 North Newhall St. 


Ine. 


Milwaukee 11, Wis. 
Washmobile- Motes 6 . 
1704 19th St. N. 


Washirgton, D. Pi 





26 
Service Manager 


Called ‘Key Man’ 


In Dealership 
The success of | 


WILLOW RUN. 
an automobile dealership depends | 
more than anything else on how | 
well the service manager does his | 
job, according to a service manage- 
ment booklet, “Getting the Most | 
Out of Factory Relations,” issued | 
by Kaiser-Frazer. 

“He is the key man. Always on 
the firing line, it is primarily his 
job to keep the customer satisfied,” 
states the booklet, the fifth in a 
series being distributed to K-F 
dealers. 

Owner-satisfaction, the booklet 
contends, is a matter of teamwork 
between the dealer, the distributor 
and the factory. 

A six-point factory aid program 
available to K-F dealers’ service 
managers is listed, along with the 
advice that the service manager 
should know how to apply the war- 
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Dealer Bray's Novel Showroom— 


Redwood paneling features some of the interior decoration of Bray Motor Co. | 
Oldsmobile dealership on El Camino Real in Redwood City, Calif. Glass in the show- | 
room windows is in a V-shape, with decorative plantings in the V. Service entrance is 
on the left, with redwood paneling on the exterior of the service manager's office. 








McCarthy’s 4th Award 
McCarthy Motor Co., 6153 Delmar | 


“understand the procedures to be 
followed in handling claims and 














Auto Excise 


ATLANTIC CITY.—The National 
Grange, at its 85th annual session 
here, called for increased fines and 
revocation of licenses as penalties 
for loading trucks beyond state 
limits. 

In a resolution approved during 
the Grange’s 10-day convention, the 
800,000-member farm group said 
stiffer penalties are needed because 
“some truckers consistently over- 
load and have found it cheaper to 
pay fines than stay within their 
weight limits.” 

The organization’s transporta- 
tion committee, headed by Lee R. 
Pritchard, of Littleton, Col., also 
urged that no changes in size and 
weight laws for heavy trucks be 
made “until present road studies 
are completed.” 

Other recommendations of the 


|committee, which pointed out that 
|three million trucks are devoted to 
|the hauling of farm products, in- | 


cluded support for the principle of 


Farm Group Hits Truckers 


Grange Urges Big Fines for Overloading; | 


|credits. This is essential to the 
| dealership in the interest of owner|year in succession won a Ford 
four-letter award. 


ranty and terms of the owner-serv- 
ice policy. 
“He should,” the booklet warns, | satisfaction and profit.” 
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e¢¢ Unity protects the car dealer’s retail sales—by 
distributing only through legitimate wholesalers— 
never through chain stores or other cut-price channels. 


* 
Unity Spotlights will not drift in the wind, rattle, etc.—because 
Unity Spotlights are the only ones with adjustable frictions, both 
horizontal and vertical, easily adjusted with a screwdriver. 


All Unity Spotlights are three-tube spotlights. The outside tubing is tightly 
locked in the corner post by the two mounting brackets and cannot rotate. The 
head housing and the handle housing pivot on this stationary outside tubing. 
The corner post is stronger after the Unity Spotlight is installed. 

There are millions of Unity Spotlights in the field 
giving perfect satisfaction after years of service. 


|basis of area, road mileage and 


population and opposition to the | 











Tax Rapped 


toll method of highway financing. 

In addition, the committee urged 
increased allocations of steel for 
highway construction, pointing out 
that “at a time when we are behind 
in road construction, traffic is at 
an alltime high and efficient trans- 
portation is needed in our mobiliza- 
tion effort.” 

The Grange’s taxation committee 
reaffirmed its opposition to “levy- 
ing federal automotive excise taxes 
as a means of securing funds for 
general revenue purposes.” 

The committee, with H. C. Fil- 
ley, of Lincoln, Neb., as chair- 
man, said that “it is unjust for 
the federal government to levy 


| high automotive excise taxes to 


pay current costs of government, 


are less essential than automo- 
biles and trucks are not subject 
to any excise tax.” 

The report noted that farmers 
| will be hit harder by these taxes as 


| 
| while hundreds of articles which 


Blvd., St. Louis, has for the fourth |federal aid for highways on the |the shift to greater farm mechani- 


zation continues. 

Use of revenue from motor ve- 
hicles or gasoline taxes for any pur- 
| pose other than highway construc- 
|tion of maintenance also was op- 
posed. 





Illinois Truckers 


Wait Till March 
‘For Fee Edict 


SPRINGFIELD, Ill.—Illinois 
truckers will have to wait until 
next March for a final edict on the 
constitutionality of higher truck 
license fees enacted by the Illinois 
legislature last June. 

Meanwhile, however, state offici- 
jals have been enjoined from col- 
jlecting the high fees by Circuit 
|Court Judge Clem Smith, who held 
|them to be unconstitutional in an 
oral opinion. 

A move to obtain an immediate 
decision from the Illinois supreme 
|court failed when the high court 
| denied a motion by Irvin I. Kay, 
ja truck operator, to file a man- 
damus suit to compel the state to 
issue licenses at the old fees. 

Frank Pfieffer, special assistant 
|\Illinois attorney general, has al- 
ready announced plans to appeal 
Judge Smith’s decision but the 
supreme court is not expected to 
|pass on the appeal before next 
| March. 

Meanwhile, Illinois Secretary of 
|\State E. J. Parrett either must 
|license trucks under the old fees or 
|hold up any action until the state 
;supreme court does settle the case. 

The new schedule of fees for 
|truck licensing in Illinois is de- 
jsigned to increase revenue from 
them by $20,000,000 a year starting 
Jan. 1, and by another $8,000,000 in 
| 1954. 

Truck owners charge that the 
new fees are confiscatory and dis- 
criminate against certain classes of 
truckers in favor of others. 





LICENSE PLATE 
FASTENERS 
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Look for the spotlights with the ornament on top. 
You will never see any Unity products sold at cut 


prices either under Unity name or under a different 
name or trade mark. Unity protects the dealer. 











UNITY MANUFACTURING COMPANY 





2909 SOUTH 
MAKERS OF SPOTLIGHTS WITH OR WITHOUT MIRRORS - 


INDIANA AVENUE 


CHICAGO 


16, 
FOGLIGHTS - 


ILLINOIS 
BACK-UP 


LIGHTS» POLICE LIGHTS» FIRE LIGHTS» DECK LIGHTS AND EMERGENCY LIGHTS 








On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each..... $ 20 
Packed 12 to Box- 
Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from . . 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


100 Service. Items 








Over 
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On the Financial Front. . 





Firms Try ‘Options’ 
To Hold Key Men 


By George Deery 
Associate Editor 
Cc of stock option plans 

J has been greatly stimulated by 
the new “restricted option” 
vision of the 1950 federal tax law, 
according to the National Indus- 
trial Conference Board. 

While the compensation of ex- 
ecutives has been rising, the 
study notes, real take-home pay 
has been decreasing. “There are 
two reasons for this: first, high 
taxes; second, reduced buying 
power because of inflation,” the 
board said. 

“This decline in financial incen- 
tive poses a serious problem to 
many companies,” the study con- 
tinues. “They are consequently try- 
ing to provide executives with 
some kind of compensation or 
‘extra benefits’ which either will 


Nash Profit Dips 
To $16,220,173 
For Fiscal Year 


Nash-Kelvinator had net earnings 
of $16,220,173, equal to $3.73 per 
share, in the fiscal year ended 
Sept. 30, George W. Mason, presi- 
dent, reported last week. 

This compared with net earnings 
of $28,836,326, or $6.64 per share, in 
the 1950 fiscal year. The decline was 
due mainly to the opposing effects 
of price controls of rising costs of 
materials and labor and higher in- 
come tax rates, he said. 

Sales of $401,148,293 for the 1951 
fiscal year were only 6 percent 
under the record $427,203,107 total 
in the previous year. 

2 o os 





American Bosch 
Sets Sales for °52 
At $110 Million 


Sales of the American Bosch 
Corp. are expected to expand to 
between $110,000,000 and $125,000,- 
000 in 1952 from the $70,000,000 level 
of this year, President Donald P. 
Hess has disclosed. 


Hess said the larger potential 
volume has necessitated substan- 
tial additions to facilities and that 
American Bosch’s subsidiary, Arma 
Corp., will have increased its plant 
from 320,000 to 1,200,000 square feet 
upon completion of a new plant at 
Roosevelt Field, Long Island, N. Y. 

Because of the need for more 
capital funds, Hess said, directors 
of American Bosch are calling a 
special meeting of stockholders for 
Dec. 4 in New York City to author- 
ize a new issue of 100,000 shares of 
cumulative second preferred stock, 
of which 65,450 shares would initial- 
ly be issued as $50 par cumulative 
second preferred stock 1951 series, 
which will be convertible into com- 
mon stock until Dec. 31, 1961. 

The initial issue will be offered 
to the common stockholders at a 
ratio of one share of the new pre- 
ferred stock—1951 series, for each 
20 shares of common stock held, 
and will be underwritten by Allen 
& Co., New York. 


Cleveland ) an Profit 


Declines to $2,283,958 


Cleveland Graphite Bronze has 
announced profit of $2,283.958 for 
first three quarters of 1951, equal 
to $3.23 a share. In the correspond- 
ing period last vear profit was 
$3,052,394, or $4.49 a share. Sales 
and other revenues of $37.821.443 
were up 25 percent over the 1950 
period. 

Profit in the third quarter of 
1951 was $375,921. or 47 cents a 
share, as against $1.228,474, or $1.82 
a share, in last year’s third quarter. 
Chairman B. F. Hopkins and Pres- 
ident James L. Mvers stated that 
with an increase in sales expected 
in the fourth quarter, volume for 
the full year should be in the 
neighborhood of $50.000,000. Al- 
though sales of parts for new cars 
are being reduced bv the curtailed 
output of automobiles, gains are 
being made in the automotive re- 
Placement market, the diese] 
engine field and production for the 
defense program. 


pro- “ 








not be subject to the tax at the 
present high rate, or will not be 
taxed at all. 
* * + 

OME of the measures which 
are being used are bonus plans, 
deferred profit-sharing, contracts 
providing for the payment of speci- 
fied income over a period of years 
after retirement, liberal expense 
allowances and other privileges 
such as extended vacations and 
sick leaves, periodic free physical 
examinations, and the like.” 

The board’s study deals chiefly 


| with executive stock option plans | 


| developed in accordance with the 
| 1950 federal tax law, and analyzes 
186 of these executive stock option 


|plans and five executive stock pur- 


chase plans that have been adopted 
since September, 1950. 
* * * 


| Pittsburgh Glass Net 


Falls to $3,252,368 


Pittsburgh Plate Glass sales for | 


the third quarter of 1951 were $98,- 
718,959, an increase of 6 percent 
above sales of $93,493,210 for the 
third quarter of 1950. For the nine- 
month period ending Sept. 30, sales 
were $310,471,601, or 27 percent 
greater than sales totaling $245,- 
449,903 for the comparable period 
of 1950. 

Reported net income for the third 
quarter was $3,252,368, or 36 cents 
per share after all provisions for 
federal, state and local taxes. This 





(Continued on Page 48, Col. 1) 














Valley Expands in N. Hollywood— 


Valley Truck Co. (GMC), 6826 Lankershim Blvd., in North Hollywood, Calif., an- 
nounces that construction has begun on a new addition on its building. After less 
than two years of operation, greatly expanded sales, service and parts volume have 
made it necessary to double the size of its present building. Lou Marback, president, 
states that this newest addition is just the first step in a long-range expansion program. 








The back pages of every issue of 
Section. 


AUTOMOTIVE NEWS contain the WANT AD 
Others are profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 








Todays most talked about 


AUTOMATIC TRANSMISSIONS 


ENGINEERED AND PRODUCED BY B-W’S DETROIT GEAR AND 
WARNER GEAR DIVISIONS FOR LEADING CAR MANUFACTURERS 


Drive a car equipped with a B-W Automatic Transmission and you will see how 
18 years of exhaustive research and testing have paid off in new driving comfort. 
Never before such complete Automatic Control. 


You step on the gas and response is instant. You get a smooth, steady flow 

of as-you-like-it power. You cruise through traffic with ease. You get off to full 
speed from a standing start. You get full braking power going downhill. 

You’ve got rocking ability, too, if you’re stalled in mud or snow. You stop and 

your car stays stopped. No creeping—no need to keep your foot on the brake. 
Yes—truly you will never again be satisfied with less—once you drive one of the fine 
new cars equipped with B-W Automatic Transmissions. 


So once again—"Borg-Warner engineering makes it work—Borg-Warner 
production makes it available.” In this and dozens of other ways, Borg-Warner 


serves the automotive 


industry every day. 


Almost every American benefits every day from the 185 products made by BORG 7” ake RPE Fe 


B-W ENGINEERING MAKES IT WORK 
B-W PRODUCTION MAKES IT AVAILABLE 


ENGINEERING 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: 

BORG & BECK * BORG-WARNER INTERNATIONAL * BORG-WARNER SERVICE PARTS * CALUMET STEEL 
DETROIT GEAR * DETROIT VAPOR STOVE * FRANKLIN STEEL * INGERSOLL PRODUCTS * INGERSOLL STEEL 
LONG MANUFACTURING * LONG MANUFACTURING CO., LTD. * MARBON * MARVEL-SCHEBLER PRODUCTS 
MECHANICS UNIVERSAL JOINT * MORSE CHAIN * MORSE CHAIN CO. LTD. * NORGE* NORGE-HEAT — 


Lig PESCO PRODUCTS * ROCKFORD CLUTCH * SPRING DIVISION * WARNER AUTOMOTIVE PARTS — 
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News in Brief 








Minn. Tourist Business 
MINNEAPOLIS. 
1951 tourist business equalled or 
slightly surpassed last year’s vol- 
ume, despite a cool summer and 
frequent rainy weekends, it was 
estimated by the Federal Reserve 


Bank of Minneapolis in the first 
complete year’s survey of the 
state’s resort industry. 

* * * 


$75,000 Fire at Winston 
LOUISVILLE, Miss. — Winston 
Motor and Equipment Co., dealer 
for cars, trucks, farm equipment 
and appliances, was destroyed by 
fire. Loss was estimated at $75,000. 
W. C. Garrigues jr. is the owner. 
+ ok + 


Water-Tight Spark Plug 

TOLEDO.—-A new type of spark 
plug designed for under-water op- 
eration in amphibious tanks, jeeps 
and trucks is in production at 
Champion Spark Plug Co. Assem- 
bled with a special connector, the 
plug is an integral part of a water- 
proof, radio-shielded ignition sys- 
tem, the company says. 


Minnesota's | 


Auto Storage Grounds 
BUFFALO. A big waterfront 
|cleanup came to virtual completion 
|}as Pontiac Auto Transport Co. put 
|the finishing touches on 12 acres 
}of reclaimed land that will serve 
as an auto storage and loading lot. 

* +. * 


Antifreeze Sets $8,000 Fire 


ROCHESTER, N. Y.—F rank Dub- 
ilin’s antifreeze gave him a _ hot 
jtime. Some of the fluid spilled on 
ithe motor of his car. It ignited 
| when he stepped on the starter. He 
tried to drive the burning machine 
from his barn, but the fender be- 
came wedged in the door. The barn 
caught fire. Total loss, Dublin esti- 
mated, was $8,000. He was not hurt. 

* a * 


Canada Part Sales 


OTTAWA.—Dealers’ sales of auto 
parts and equipment at wholesale 
continued to increase in September, 
rising 2.7 percent in dollar volume 
over the same month last year. 
Sales increased 21.6 percent in the 
first nine months of this year as 
against a year ago, the Canadian 





Let us show you how you can make more 
money with the new Allen “packaged” de- 
partment plan . . . how our field staff is quali- 
fied to help you develop more business! Let 
us prove to you how simple the new Allen 
equipment is to use . . . how accurate, versatile 
and dependable it is . . . how it will put your 


shop ahead of 


the parade! 


Find out about the “extras” you get with 


Allen equipment. . 
. .. mechanic training . . . fast and economical service . . . 
. prompt after-sale service! Let us 
show you how the famous Allen “Dial-Chek” is providing 
a steady flow of work to service departments in hundreds 
of shops. It is to your advantage . . . fill out the coupon! 


merchandising helps . . 
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Studebaker is Host to AMA Export Committee— 


R. A. Hutchinson, vice-president of Studebaker in charge of foreign operations, was | 


host to the export committee of Automobile Manufacturers Assn. recently. The group 


met in the Studebaker board room. After the meeting, it was entertained at a luncheon | 
and later attended the Notre Dame-lowa game. Left to right: Paul Mattix, manager, | 


AMA export committee, Washington; Elijah Poxon, General Motors Overseas Opera- 


tions, New York; C. R. Weaver, Studebaker 
of Reo in charge of overseas operations; 


export division; John T. Clark, vice-president 
C. B. Thomas, president of Chrysler Corp. 


export division; Hutchinson; A. H. Fleck, general sales manager of Studebaker export 
division; W. H. Thoreson, export manager of Hudson, and P. K. Hills, general sales 


manager, Chrysler Corp export division. 








government has announced. Inven- 
tories were valued 43.2 percent 
higher at the end of September 
than a year ago on same date. Sales 
advanced 7.3 percent in Ontario as 
well as 2.4 percent in Western 
provinces during September, with a 


loss of 7.6 percent being registered 
in Maritime provinces and Quebec. 
During the first nine months, sales 
increased 23.4 percent in Maritime 
provinces and Quebec, 22.1 percent 
in Ontario and 20.8 percent in 
Western provinces, 














1809 North Pitcher St. 


YES! 


help us increase our profits. Please 
DEMONSTRATION in our shop. 


Allen equipment . . . 
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TEAR OUT AND MAIL TODAY 


Allen Electric & Equipment Company 


We would like to learn about the new 





and how Allen can 
arrange for FREE 
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3-MINUTE 
OIL CHANGERS 


FILLING OUT THIS COUPON DOES NOT OBLIGATE YOU 


ALLEN EQUIPMENT AND SERVICES WHETHER YOU 





TO KNOW ABOUT 


ELECTRIC SERVICE 
“DEPARTMENTS” 





ALLEN ELECTRIC AND EQUIPMENT CO., KALAMAZOO, MICHIGAN 


Conn. Sales Tax 

HARTFORD, Conn. — Connecti- 
cut’s 2 percent sales tax which now 
applies to private car sales as well 
as to those by automotive dealers, 
accounts for practically 21 percent 
of all revenue received from this 
source, it was revealed here. It is 
estimated that receipts from auto- 
motive sources will approximate 
$6,000,000 in sales tax collections for 
the year 1951. 
* 


* * 


Safe Found, Car Vanishes 





DALTON, Ga. — A stolen safe 
was recovered south of town, but 
a 1951 Buick sedan stolen at the 
same time from Dorsey Buick Co. 
has not been found, according to 
police reports. The safe had been 
rifled, but only a small amount of 
money was said to have been in it. 

« + ok 
No Jet Cars Ever? 

ST. LOUIS.—Automobiles pow- 
ered with internal combustion en- 
gines have little to fear from com- 
petition from _ jet-propelled ma- 
chines, according to Dr. J. T. Rat- 
taliata, dean of engineers at the 
Illinois Institute of Technology, 
Chicago. In an address here, Dr. 
Rattaliata said that aside from the 





heat-exhaust hazard which would 
be created in a jet-propelled ma- 
|chine, such an automobile would 
| require much greater amounts of 
|fuel than do present-day automo- 
biles. 


* * 
Battery Service Sideline 
MILWAUKEE. — Random Lake 


Ice and Coal Co., here, has been 
named distributor for Pioneers, 
Inc., Oakland (Calif.) producer of 
|a battery additive. Finding that 
the large storage spaces left room 
|for a sideline, the company has 
|added a battery rebuilding and serv- 
| icing department. 

* * * 


$7,500 Research Grant 


WASHINGTON. — The patent 
compensation board of the U. S. 
|Atomic Energy Commission has 
awarded $7,500 to Cyril E. McClel- 
lan, of Glen Burnie, Md., for devel- 
opment of an apparatus and meth- 
od useful in separating isotopes. 
McClellan is an engineer at West- 
| inghouse Electric in Towson, Md. 

* . * 


Lincoln Safety Mark 

DETROIT.—An alltime record 
for man-hours worked without a 
lost time accident has been estab- 
lished at the Lincoln-Detroit plant, 
6200 W. Warren, according to G. S. 
Borgquist, plant manager. Since 
March 8 employes of the plant 
have worked more than 4,000,000 
man-hours free from _ industrial 
injuries, Borgquist said. 

* * ea 





Prodigal Returns 

WICHITA, Kans.—A man who 
borrowed a Cadillac from a deal- 
ership here a year ago without 
the firm’s consent has brought it 
back. He called a salesman and 
told him where the car was 
parked and advised him to get it 
right away because he hadn’t put 
in antifreeze. The car was in per- 
fect condition, had been driven 
20,000 miles and the engine had 
been steamed cleaned. The man 
who phoned said: “Thanks a lot.” 

* * * 


Repairs Foreign Cars 
| MILWAUKEE. — Repairing and 
overhauling foreign cars is the spe- 
| cialty of Brookington Garage here. 
Dan Jones, owner and manager of 
the place, says his place has work- 
ed on some of the most expensive 
| foreign cars in the state. There ar« 
j}about 25 such cars in Milwauke« 
| alone, he said. 
| x * x 


N. H. Scrap Drive 


MANCHESTER, N. H.—(UTPS 
Automobile wreckers in New 
|Hampshire shipped more than 300) 
{tons of scrap during October, a¢ 
|cording to E. P. Grenier, state dis- 
|trict manager of NPA. 
} ” * * 


Anemics Must Pay 


| ST. JOSEPH, Mo.—Shylock had 
|his pound of flesh and the St. Jo- 
|seph police have decided to settl: 
| with certain overtime parkers fo 
|a pint of blood. On one day eaci 
|month but the exact date is secret 
|motorists can “fix” parking ticket 
| by contributing a pint of blood t 
jthe Red Cross. The regular fin 
jis $1. 
| a = SS 

The back pages of every issue of AUT 
|MOTIVE NEWS contain the WANT A 
Section. Others are profiting from AUTC 
MOTIVE NEWS WANT ADS! Are you? 
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SPECIALISTS IN SERVICE 
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Auburn Clutches have been specified 


as standard passenger car equipment 


The modern, exclusive Auburn design, the fine materials, and the expert workmanship in these 


widely-used units meet and exceed the most exacting requirements of automotive engineers. 


Spicer-built Auburn Clutches embody all the engineering genius and manufacturing efficiency 
which Spicer has acquired in 47 years of continuous service to the automotive industry. 


Look to Auburn Clutches for the utmost in dependable operation and economical maintenance. 


Thee Major Featiws 


assure greater Auburn Clutch service! 


SIMPLICITY. Skillful, efficient design 
gives the Auburn Clutch rugged 
simplicity. Fewer parts. Less dead 
weight. Easy adjustment... no 
special screws. Adjusting mecha- 
nism cannot freeze or lock in place. 


47 YEARS OF 


Spicer 


SERVICE 


VENTILATION. Exposed pressure 
plate and fan-like action of spider 
bracket promotes cooler running 
and longer life for entire clutch 
assembly. Less facing wear, higher 
torque over longer period of time 





LONG-LIFE SPRINGS. Springs set on 
strong spider bracket instead of pres- 
sure plate, therefore they run cooler, do 
not lose temper, take more abuse, last 
much longer. Newest, most scientifi- 
cally correct triangular bracket design. 


SPICER MANUFACTURING 


Division of Dana Corporation e TOLEDO 1, OHIO 


TRANSMISSIONS * UNIVERSAL JOINTS * BROWN-LIPE AND AUBURN CLUTCHES * FORGINGS « PASSENGER CAR AXLES * STAMPINGS © SPICER “BROWN .-LIPE” 
GEAR BOXES « PARISH FRAMES * TORQUE CONVERTERS * POWER TAKE-OFFS » POWER TAKE-OFF JOINTS * RAIL CAR DRIVES * RAILWAY GENERATOR DRIVES 
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Australian Auto News 


Holden Announces Price Hikes as a Result 


Of Material, Labor Increases 


YDNEY.—(UTPS)—The General 


Motors-Holden, Ltd., announced | 


price hikes on Holden vehicles. The 
sedans with leather trim are up 85 
pounds, cloth trim, 90 pounds, and 
the utility coupe by 85 pounds. 
This hike set the prices at 900 
pounds sterling for the sedan, and 
870 pounds for the utility car, ex- 
cluding sales tax. The company 
said the price increases were due 





to increased labor and material 
costs, plus additional freight 
charges. 


* * . 


Illegal Import 

ONALD McCORMICK, well 

known in horse racing circles 
here, was fined 250 pounds and 
costs for having illegally imported 
a Cadillac from the U.S.A. He had 
applied for a right to import it, he 
said, on the grounds that it was a 
gift from Bob Aldridge, Buffalo. 
It was found that he was only a 
consignee for another man who had 
asked permission to use his name. 

A former used-car dealer here, 
Melville R. Bailey, declared bank- 
ruptcy, stating that while run- 
ning Bailey’s Used Cars he had 
averaged losses of 2,000 pounds 
a week. 

Since it was known that he was 
a heavy gambler on the horses, he 
was cross-examined on _ possible 
losses from this activity. He 
claimed that his losses of 50,000 
pounds in seven months was en- 
tirely due to business losses, and 
that gambling had nothing to do 
with it. ae og 


U.C. Prices Soar 


WING to the restriction placed 

on imports of American-made 
cars, the prices of U.S. used cars 
here have reached fantastic heights, 
according to Sydney dealers. Tight- 
ening of the customs has stopped 
the “gift” racket, it is reported, 
where buyers received U.S. cars 
and claimed they were gifts from 
friends there. 

The following prices for certain 
autos are listed: 1951 Dodge, list 
price 1,312 pounds, used-car price 
2,500 pounds; 1951 Chevrolet, list 
price 1,232 pounds, used-car price 
2,500 pounds, and 1949 Buick, no list 
price available, but used-car price 
4,500 pounds. 

= s * 

Buicks Banned 

UICKS are, of course, on the 

prohibited list at the moment. 
Importers of so-called “gift” vehi- 
cles now have to sign security of 
1,000 to 2,000 pounds for selling the 
vehicle within three years. This 
has stopped the traffic in the high- 
priced models. but distributors 
claim the business is still flourish- 
ing with the lower-priced makes. 

Orders for Holdens are now be- 
ing refused by dealers who say 
at present output, delivery date 
is four years ahead. Most dealers 
will not accept orders for Ameri- 
can autos. 

Titles for U.S. and Canadian cars 


in 1947 numbered 60,000, but this | 


year only 20,000 were listed. A drop 
in the number of British makes, 
due to shipping shortages, is not 
making the position any easier. 

*. s . 


Wool Growers Blamed 


you growers with huge in- 


comes are blamed for the high | 
prices being paid for the better 


U. S. makes. When they want a 
new vehicle they choose the one 
they want and price is no object. 
Although Buicks have been on 
the list of prohibited imports, the 
gift racket resulted in no less than 





1,800 Ferguson Dealers 


In Conservation Program 


DETROIT.—The 1,800 dealers of 
Harry Ferguson, Inc., are being 
asked to take part in a conserva- 
tion program launched recently by 
the Farm Equipment Institute, it 
was announced. 

J. L. Hooker, product education 
manager, is in charge of the pro- 
gram which will reach the com- 
pany’s dealers through their dis- 
tributors, who are being asked to 
have their roadmen give personal 
assistance to each dealer in every 
phase. Roadmen also will contact 
the local conservation district to 
offer the aid of the Ferguson dealer. 








123 being registered last year. 

A late model Cadillac was sold 
in Sydney for 7,000 pounds, which 
is 2,000 pounds more than the list 
price of a new Rolls-Royce. 

Two of the sources of used cars 
was said to be Hong Kong and 
Singapore, from which they were 
being imported with payment in 
sterling. Customs officials, however, 
have stopped these sources and for 
the last three months no import 
licenses have been granted from 
those ports. 

Four luxury U.S. vehicles were 
seized in Sydney recently as pro- 
hibited imports (which were com- 
ing in allegedly as gifts) and a 
similar number were taken in Mel- 
bourne. 

+ * * 


Auto-Train Mishaps 


ie - alarming increase in acci- 
dents between trains and autos 
has caused the Victorian State gov- 
ernment to require all drivers ap- 
proaching a railway crossing to 
stop within 40 feet and not less 
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Saudi-Arabia Prince Visits Plymouth— 


His Royal Highness, Misha’ al Ibn Abdul Aziz al Saud, minister of defense of Saudi- 
Arabia and son of King Ibn Saud, came to Detroit to study American industrial 
methods as a preliminary to establishing an air force for his country. He was met at 
City Airport by Bruce K. Steele (right), assistant general sales manager of Plymouth, 
who was his host at luncheon and a tour of the Plymouth plant. The prince is being 
conducted about the country by Brig.-Gen. Edwin M. Day (left), who is in charge of 
American Air Force installations in Arabia. His retinue includes 12 government officials 
and personal courtiers. 





not close the door or window un- 
til the rear of the vehicle has 
cleared the crossing by 10 feet. 

Motorists also must drive over 
the crossing in a way to avoid 
changing gear until the vehicle has 
cleared the lines. 


than 10 feet from the rail nearest 
to the crossing. 

Before traveling over a crossing 
the driver must open a front door 
or window and take all reasonable 
precautions against the danger 
of an approaching train. He must 
















**Too young.” 


ec . 
Not enough experience.” 


The factory executive reluctantly passed the deci- 
sion on to the McFail brothers. And it was bad news. 
Joe, now 26, and Jim, two years younger, were aiming 


for a Dodge dealership. 


Experience? They had practically been born in the 
business — their father was a Dodge dealer. After their 
army discharge they had started a surplus army vehicle 
sales operation. When the “surplus” became a “shortage” 
they rolled with the punch and added used cars to the 
stock they offered. Profits and savings, they felt, had 
accumulated to provide them with enough capital to step 


into the “big league.” 





Experience? Yes, the factory executive thought they 
had a remarkable record for their age. But, he explained, 
new car sales experience was essential to insure success 
as a new-car dealer. He pointed out that the investment 
and responsibility a dealership represents could not be 
taken lightly. “You'll be taking a big step forward,” he 
said. “Get more experience so we'll be sure you’re ready.” 


It was bitter medicine, but the boys took it without 


wincing. 


**Look, Jim,” Joe explained, “in the Army we 
learned that the veteran has the best chance of com- 
ing through if the going gets rough. We got to be 
veterans the hard way in service—and we can do 
it again in business. Let’s get out and get that 
basic training. Let’s start selling new cars now.” 


ec > 
But our used car lot? 


*“We'll sell out.” 


**And work for peanuts?” 








wi after all 
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Car Heater Sales 
Late in Winter 
Seen by Arvin 


COLUMBUS, Ind.—It will pay 
dealers to stay “on their toes” dur- 
ing all of the winter months in the 
sales of automobile heaters, accord- 
ing to Gordon T. Ritter, sales di- 
rector of the automotive division of 
Arvin Industries, Inc., here. 

Warning that January, February 
and March of 1952 might well re- 


| peat the pattern of 1951, Ritter said 
|that customers clamored for heat- 


ers last year, and many of them 
found retailers were not supplied. 


Ritter recalled that continuing 


|;cold weather during 1951 forced 


many a motorist into the car heat- 
er market, and that too many deal- 
ers had considered car heaters as 
a October-November “leader” and 
had let their inventories run down. 


While material allocations have 


~ |reduced the number of car heaters 


his company is allowed to make, 
Ritter said that every effort will 
be made to distribute available 
stocks in such a way that retailers 
who stay in the sales picture 





We were not too 


through the late-winter months will 
| have merchandise to offer. 


young 


Reading Time: 1 minute, 45 seconds 








ec . ’ H 
To start with maybe, but we'll make it up once we 


get our own Dodge dealer set-up.” 


business to get sales experience 


Joe will admit. “Our experience 
had that the automobile business 


for success.” 


Write for our free booklet 
containing a number of these 
stories of accomplishments by 
enterprising men. Chrysler 
Corporation, 341 Massachu- ~ 
setts Ave., Highland Park 3, 
Michigan, 


fA Te 1 N 


Chrysler 


The brothers took a deep breath and sacrificed their 


with new car dealers. 


Four months later Joe had advanced to sales manager. 
Both boys were stacking up impressive sales records. 


In little more than a year they won factory approval 
for a Dodge dealership in a thriving mid-west city. Al- 
though they were strangers in town, their sales climbed 
from the first — and so did their service business. 
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*“W e like the business and have been pretty successful,” 


backs up the belief we 
offers those who put in 


the necessary time and effort an excellent opportunity 
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PLYMOUTH * DODGE © DE SOTO ¢ CHRYSLER ® DODGE “‘Job-Rated"’ TRUCKS 





Fine Cars of Great Value 
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IMPROVES COLOR EYE—Acme Quality 
Paints, Detroit 11, announces an important 
improvement on Acme Color Eyes: the 
Micro-Tip. This simple metal fixture on the 
Color Eye's light beam rod gives several 
advantages to the painter-user. The Micro- 
Tip extends down below the illuminated 
rod into the paint. The rod need not touch 
the liquid, therefore, prolongs its life. The 
Micro-Tip sheds paint-drops and need not 
be wiped after using; the painter can 
watch the color approach the light; he 
doesn't “‘over-pour," the firm states. Color 
Eye is a precision instrument for the inter- 
mixing of tinting colors. First made avail- 
able in 1938. Replacement rods with 
Micro-Tip are available to Color Eye users 
through Acme jobbers. 





AIDS MOTOR-STARTING—Norway Dry- 
Ex which helps eliminate fuel system 
freeze-ups in cold weather is now being 
distributed nationally in the new package 
shown above, according to Commer- 
cial Solvents, Terre Haute, Ind. Contents 
of the 12-ounce bottle are simply poured 
into the gasoline tank, preferably when 
fuel is low, before adding gasoline. It is 
recommended that Norway Dry-Ex be used 
every 600 to 700 miles for maximum pro- 
tection against freezing and corrosion, 
minimize hard starting and motor stalling 
due to moisture in the fuel system, the 
firm states. Norway Dry-Ex protects gas 
tank, carburetor and other metal parts 
from rust and corrosion, the manufacturer 
points out. Duraglas bottles are supplied 
by Owens-Illinois Glass, and closures by 
Armstrong Cork. 





*REBEL’ SPINNER—Casco Products Corp., 
Bridgeport, Conn., is offering this steering 
wheel spinner to tie in with the “fad” 
said to be sweeping the country to show 
the Confederate flag. Spinner has one- 
strap bracket and chrome diecast knob. 
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MACTON TURNTABLE—Nesbit Oldsmo- 
bile, 32 Maple Pl., Manhasset, N. Y., built 
this outdoor turntable display with a mod- 
el from Macton Machinery Co., 217 Locust 
Ave., Port Chester, N. Y. Platform is about 
20 feet in diameter and four feet high. 
This is No. 4,000 auto turntable, accord- 
ing to President D. Bruce Johnson of 
Macton. The display is in use from 9 


a. m. to around midnight, seven days a 
week, dealer Nesbit states. 








WALL PANELLING — New prefinished 

Iipanels are gaining more and more in 
popularity with automobile dealers and 
garage owners throughout the nation be- 
cause of their ease of cleaning, states 
Marsh Wall Products, Dover, O. This in- 
stallation is in Harvey Mack Pontiac, De- 
troit. According to -William R. Lindall, 
service manager, “It has been no effort to 
keep our reception room and service area 
clean and sparkling since we installed 
Marlite plastic-finished panels. We do not 
need a regular cleaning program every 
month or two as we used to. Now, our 
night watchman merely wipes one panel 
a night with a damp cloth, and our in- 
teriors stay bright and colorful." 








RANKIN LINE—Rankin Mfg. Co., Cedar 
Falls, la., has announced this addition to 
its line of seat covers for all cars. The 
model, according to the company, is the 
answer to dealer demand for a low priced 
cover as a promotional series. The new 
cover is of Lumite woven plastic panels, 
trimmed with quilted plastic, Rankin said. 


FOR CAR SNACKS—Paul-Reed, Inc., 
Charlevoix, Mich., is producing this ‘Trav- 
L-Tray” as a serving tray for lunches eaten 
in the car. The tray is 91% by 12 inches, 
molded in plastic, and held into position 
by a chromed steel clamp. When not in 
use, the tray may be swung out of the 
way under the instrument panel, the com- 





pany said. 











SPEAKER SALES AID—A complete sales 
package for promotion of its line of auto- 
matic cancelling directional signals is 
offered by J. W. Speaker Corp., Milwau- 
kee 12. The program is built around the 
“It's the Lawl" theme, stressing the safety 


their necessity in order to comply with 
law. The package includes attractive three- 
color posters which may serve as wall 
b s, wire hangers or window stream- 
ers. They may be used in showroom, or 
parts and service department. Directional 
signal envelope stuffers, which double as 
counter leaflets, also help the dealer to 
tell the turn signal story. A space is pro- 
vided for jobber or dealer imprint. The 
envelope stuffers point out the availability 
of Speaker sets for late model Chevrolet, 
Ford, Plymouth, Dodge and Henry J and 
master control switch and adapter kits for 
other model cars, 1942 to date. 








TRUCK FLAPS—Perfect truck flaps re- 
cently introduced by Morton Specialities, 
Norwalk, ©O., incorporate important fea- 
tures not generally found in conventional 
flaps, the firm states. The tough cord 
strengthened friction rubber, of which the 
flap is made in its entirety, is double thick 
at the top to serve as a special rein- 
forcement at the point of installation. This 
not only adds to the life of the flap, but 
it eliminates the expense and trouble of 
using a metal binding strip; thu seffecting 
a saving of critical material, it adds. 


FLOOR MARKER—A new version of the 
Florline marking machine, which, for the 


‘| first time, makes it possible to mark safety 


and parking lines within one-eighth of an 
inch of curbing, buildings, fencing and 
posts, has been developed by H. C. Sweet 
Co., 12083 Woodbine, Detroit 28, the firm 
states. Completely without motor or attach- 
ments of any kind, it operates on the same 
gravity fed principle as the standard 
Florline model, making lines at walking 
speed almost flush with partitions and 
safety islands. Brush can be raised 
by a lift of the hand to retrace a line, 
make skip lines or roll to other areas 
without lifting the machine. Can be oper- 
ated by one man, using one hand to 





guide and control it. 


TENSION WRENCH — Blackhawk Mfg., 
Milwaukee, announces a new %-inch Drive 


| 
| Torkflash tension wrench that has a capac- | 


lity of 50-foot pounds. With the exclusive 
| Torkflash feature, a flash of light 
|when the proper amount of torque has 
been applied, the maker points out. The 
easy-to-read tension scale has all units of 
measure found in service manuals includ- 
ing readings in inch pounds, and foot- 
pounds., scales for spark plugs 
sizes and scales for iron and aluminum 
cylinder heads, it adds. The short 12-inch 
length and narrow 9/10-inch-head makes 
the No. 34968 an ideal tension wrench for 
servicing automatic transmissions on late 


tells 


various 





need for directional signals, as well as | m» 


model cars, Blackhawk states. 


POWDER BATH—John T. Stanley Co., 


manufacturers of Mobo products, has 
packaged its powdered car wash in handy 
envelopes—specifically for the motorist 
who washes his own car. The new pack- 
ages are mounted on an attractive three- 
color self-service merchandiser which can 
be displayed on counter or service station 
wall. Contents of one envelope added to 
a three-gallon pail of water makes a solu- 
tion for a complete washing. Because 


Mobo powdered car wash is not a soap, 
it leaves no streaks or spots and requires 
no wiping. A complete wash in 10 min- 
utes, according to John T. Stanley Co., 642 
W. 30th St., New York 1. 
















FOR RETOUCHING — Powr-Pak, Bridge- 
port, Conn., contract packagers of Aerosol 


products has developed a_ fast-drying, 
color lacquer spray formulation for re- 
painting or touching-up machinery and 


equipment that is shipped ‘‘broken down" 
and assembled at its destination. An in- 
dustry-wide check revealed most pieces of 
equipment, shipped “broken down,"’ re- 
quired considerable repainting after they 
had been assembled and installed. In 
many instances, when special attachments 
were added, the part was left unpainted, 
or painted a different color from the origi- 
nal factory finish. It was found much of 
the equipment was scratched and dam- 
aged in transit, the firm states. Powr-Pak 
has designed and built special equipment 
for packaging Aerosol lacquer in any 





quantity and color. 











| FOR RETREADERS—The Bunch Trea 
| Aligner, designed to answer a long-stand 
ing problem in the tire retreading indu 
jtry, is distributed by Balloon Tire Moul< 
Co., 527 Ceres Ave., Los Angeles 13. Th: 
firm points out that the aligner was de 
veloped by a retreader to eliminate hi 
own crooked tread problem. It does awa 
with the cause of crooked treads by hold 
ing beads in a rigid parallel positior 
through the mould closing and tube ir 
flating process with a rigid metal ex 
panding aligner rim, it adds. 





FOR TRICO PARTS—This stock organ- 
izer cabinet from Trico Products, Buffalo, 
can be used on counters or shelves. Is 14 
inches wide, 13 inches deep and 10 
inches high. Provides open compartments 
for Trico Rainbow blades for curved wind- 
shields and Trico Triple Actions for flat, 
and also for wiper arms. Three drawers 
supply space for additional stocks. A 
handy slide rule shows the proper blade 


-|for every year and make of car. 





DEVILBISS COMPRESSOR—Now the fea- 
tures of a DeVilbiss V-type, four-cylinder, 
two-stage air compressor have been made 
available to the increasing number of 
users of three and five h.p. air compress- 
ing outfits. The three and five h.p. sizes 
of these modernly designed air compres- 
sors have been released by the DeVilbiss 
Co., Toledo, and now augment its line of 
72, 10 and 15 h.p. units introduced ca 
short time ago. All of the sizes are avail- 
able for either 125 or 175-pound-pressure 
service. The purpose of the four cylinders, 
DeVilbiss engineers said, is to divide the 
work and reduce the amount of heat gen- 
erated. Heat that is generated is rapidly 
dissipated by finned cylinder heads, 
blocks, inter-coolers and check valve— 
aided by a highly effective fan-type fly 
wheel, the firm declares. 





FROM KENT-MOORE—An electric gas- 
per-mile gauge is now available from 
Kent-Moore Organization, General Motor 
Bidg., Detroit. Lectrotest gives auto dealers 
a quick, accurate and convincing methoc 
of demonstrating to customers that com 
plaints of poor gasoline mileage perform 
ance are actually caused by incorrect driv 
ing habits, Kent-Moore states. During 
actual road tests, the gauge not only 
demonstrates visually the rate of fuel con 
sumption, but also emits an audible signa 
that increases in frequency as engine revo 
lutions increase. Has a self-contained fuel 
pump which completely elimniates gas line 
surge; such surge is the main cause of 
inaccurate readings according to the man- 
ufacturer. 





(Continued on Page 33, Col. 1) 
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A catalog devoted entirely to 
camshaft bearings has been pub- 
lished by Dura-Bond Engine Parts 
Co., Palo Alto, Calif., it was an- 
nounced. Devoted exclusively to the 
Dura-bond “all round” cam bearing | 
the 40-page catalog lists virtually 
all numbers for 131 auto, truck, bus, 
tractor and miscellaneous engines, 
the company states. 


* * * 





CHROME PROTECTOR—Wuhrman & Co., 
103 N. Main St., Akron, has announced 
the development of ‘Chrome Seal," said 
to be a light liquid plastic coating to 
protect chrome work against rust, corrosion 
and pitting during winter weather. Accord- 
ing to the company, the material may be 
painted on with a brush, and can be re- 
moved at will by merely peeling it off in 
strips. Chrome Seal is available clear, or 
in three colors. 

* * «* 


i from 


| Karbote 





MoPar Offering Mirror, 
Rain Deflector for Cars 


Chrysler Motor Parts Corp., De- | 
troit, has announced it is offering | 
two new products for automobiles 
in its MoPar line. | 

A new mirror is said to eliminate 
glare from headlights which gen-| 
erally reflect in it from the rear. 
The mirror has two reflecting sur- 
faces, the company states. 

The other item is a deflector | 
which the company claims permits | 
the front door vent wings to be} 
opened during rain. It is installed | 
under the rubber window moulding | 
above the vent wings. 


* * * 








TESTS FUEL SYSTEMS—A fuel system 
analyzer that quickly and accurately checks 
the entire fuel system and mileage of 
internal-combustion engines has been de- 
veloped by Choldun Mfg., New Haven, 
Conn., it states. The unit tests actual op- 
erating fuel-pump flow and _ pressure, 
mileage, leaky or plugged gas lines, car- | 
buretor needle and seat, fuel level and | 
fuel-pump diaphragm, it adds. In cases | 
where the fuel system of the vehicle is | 
frozen or inoperative, the analyzer can be 
attached to the vehicle, manually filled 
and used as an auxiliary fuel system for 
driving the vehicle to the shop without 
towing, Choldun points out. | 

* * * 


Carbon-Graphite Catalog 

A new 20-page catalog section 
describing and illustrating “Na- 
tional” carbon and graphite and 
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impervious carbon 
graphite products is now 
from National Carbon Co., N. Y. 
Products made of carbon and 
graphite in grades from porous to 
impervious for applications in the 


available 


| che »mical and process, metallurgical, 


mechanical and electrical fields are 


| dese ribed. 
* + * 


Carbon Removal Cleaner 


Offered by Magnus 


Magnus Chemical Co., Garwood, 
N. J., has announced a new cleaner 
called Magnus 751, for the removal 
of carbon deposits from the tubes 
of fuel oil heaters without disman- 
tling the equipment. 

Instead of removing the fouled 
tubes, cleaning is accomplished by 
exposing the deposit on the tubes 
to the action of 751, the firm says. 
The solution is circulated through 
the exchanger for eight hours. The 
carbon deposit removed from the 
tubes thickens the solution and re- 
tains cleaning action. It is then 
discarded and a fresh solution of 


and | 


|751 and water is pumped for about | tion on the seven basic types of 
/10 hours in reverse direction. automatic transmissions—Dyna- 
‘ R ‘ flow, Powerglide, Merc-O-Matic, 
Ultramatic, Studebaker Auto- 
matic, Ford-O-Matic and Hydra- 
Matic. It shows how to check the 
| level and condition of both en- 
gine and automatic-transmission 
| oil. 

| * * * 


Brakes, Clutches for Machines 


Announced by Warner 
A new series of electric 
and clutches for use 
machinery 
American 
Engineers. 
The _ units, 
Harter, chief project engineer of 
Warner Electric Brake & Clutch 
Co., Beloit, Wis., will have a three- 
fold effect: they are expected to 
increase production up to 20 per- 
|cent; costs will be lowered due to 
|the increased operating speed and 
Oil Change Chart Offered |work capacity of the machines, 
: ° |and maintenance problems will be 
For Automatic Shifts | virtually eliminated. 
A new automatic-transmission * * * 


oil change chart has been pre- | 7 orain Clamp Offers Muffler 


pared by Oil-Eye Corp., 51 Wal- é 
nut St., Winona, Minn., it was an- | For Chrysler, Ford Lines 
Lorain Clamp Co., Inc., 4715 Lo- 


nounced. 
The chart, which can be had [rain Ave. Cleveland, has an- 
free of charge, contains informa- | nounced — a new muffler and tail- 





brakes | 


SIGHT-SAVERS — States 


Development 
and Mfg. Co., 11 W. Cullerton St., Chicago 
16, claims its new inside windshield visor 
of blue-green transparent plastic affords 
glare protection from strong light while 
driving. According to the company, the 
“Sight-Savers" adhere instantly to the 
windshield with pressure only. The plastic 
film will not peel, crack, tear or fade, the 
company said. 


Institute 





* * * 











on industrial | 
was announced by the} 
of Electrical | 


according to Paul| 


99 

vv 
pipe hanger for Ford and Chrysler 
products. 

It incorporates greater strength, 
ease of installation, clip type clamp 
and self-aligning feature, according 
to the company. 


| 
| 
| 





| 


ANCHOR NUTS—An innovation in self- 
locking anchor nuts has been announced 
by Kaynar Mfg. of Los Angeles. Incorpor- 


ating many new features never before 
contained in a lock nut, this new product 
is of all spring-steel and is made to Army 
and Navy Air Corps specifications, the 
moker says. 


* * * 


Catalog on Grinders 
An illustrated catalog of Shef- 
field micro-form grinders has been 
published by Sheffield Corp., Day- 


(Continued on Page 34, Col. 1) 





When Dependable Performance means most! 


@ The consistently dependable performance of 
Ditzler Finishes is the chief reason Ditzler has grown 


to be the largest exclusive producer of automotive 
finishes. For nearly fifty years Ditzler Finishes have 
been used by most of the leading manufacturers of 


passenger Cars, 


preference is the best proof that Ditzler Finishes are 
better than any others for all your refinishing needs. 


You Can't Buy 
than DI 


@ Now better than ever—Ditzler’s DQE-Jet 
Black Enamel widens its margin of superiority 
over all other brands. It is a deeper jet black 
—it dries rapidly to a rich glass-like lustre—it 
hides exceedingly well—it has excellent “build” 
—it may be air-dried or baked and it has dura- 
bility plus. Jobs finished in DQE-9000 bring 


repeat business. 





17s eur OR 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Co., Detroit 4, Mich. 


trucks and buses. This continuous 


Better Black Enamel 
TZLER’S DQE-9000 
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(Continued from Page 33) 
ton 1, O. A copy may be had by;announced by Bee Chemical Co., 


sending a request to the company. | 


* * * 


Hallemite Develops Cement | 


For Setting Anchor Bolts 

A new compound for setting ma- 
chinery or equipment in concrete 
by means of anchor bolts is being 
produced by Hallemite Mfg. Co., 
2446 W. 25th St., Cleveland, it was 
announced. 

Called Por-Rok setting cement, it 
is poured into place around the 
bolt after mixing with water, and 
forms a permanent weld-joint, the 
company states. 


* * f 


Bee Chemical Develops 


Coating for Plastics 

A “fast-drying” coating for acryl- 
ic plastics which the company 
claims is adaptable for use on auto 
ornaments and taillights has been | 





| 13799 South Ave., 


Chicago. 

The product, called Logoquant 
| Series SF, will be available in clear, 
| pigmented, metallic finishes and 
transparent colors, and is suitable 


| for hand and automatic spray ma- 
chines, M. A. Self, company presi- | 
dent, said. 





TESTS ANTIFREEZE — General Scientific 
Equipment, 2700 W. Huntingdon, Phila- 
delphia 32, manufactures this antifreeze 
thermometer, the GS No. 112. A chart 
is furnished to give freezing point of all 
three popular radiator solutions. 

. @~s 


MoPar Clothes Hanger 


A new utility clothes hanger has 
been added to the MoPar line of 








l 
parts and accessories. Called the 


Travalet, the hanger is installed by 
inserting top and bottom parts be- 
tween the window molding and 
felt. It is adjustable to all Plym- 
outh, Dodge, DeSoto and Chrys- 
ler cars, according to John O. Huse, 
sales manager of Chrysler Motors 
Parts Corp. 


* * x 


|E. A. Laboratories Offers 


New Heaters for Big 3 
| Adding’ to its specialty line of 
|custom-constructed heaters, E. A. 
Laboratories, Inc., has announced 
new hot water heaters for General 
Motors, Chrysler and Ford. 

The heaters will be merchandised 
under the names of Travelaire and 
Superpower for Chrysler. Twin Air 
for General Motors and Super- 
power for Ford. E. A. Laboratories 
is at 1388 Spencer St., Brooklyn 5. 

* 


‘Personalized’ Initials 
Offered by MoPar 


Initials for “personalizing” a car 
are being offered by Chrysler Mo- 
tors Parts Corp., Detroit 31, in the 
MoPar line of parts and accesso- 
ries, it was announced. 

The initials, known as MoPar 








Autograms, are ies. without | 
drilling holes or marring the sur- 
face, the company reports. The 
Autograms are finished in black 
enamel and chrome. 


~ 
a“ 
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NEW GRILLE GUARDS — Available for 
the 1952 models of Chevrolet, Plymouth, 
DeSoto, Chrysler, Dodge, Pontiac and 
Buick are these new 1952 Budd Barr 
grille guards. Designed to fit the contour 
of the bumper of each model, they are 
also guaranteed to meet the car manufac- 
turers’ chrome plating specifications, states 
Budd Barr Industries, 1552 Holbrook, De- 
troit 11. 


Roto-Lokit Said to Save Time 
On Door Lock Repairs 


A patented rotary lock repair 
kit known as Roto-Lokit has been 
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Attention Howard Zink dealers! Help yourself to all 
these Christmas sales helps! Order a good supply of 

Gift Certificates—they’re free! Order a good supply of 
Howard Zink Christmas wraps for boxes—they’re in- 
expensive and will pep up your displays! That’s the 
‘way to cash in on the sure-fire Christmas demand for 

i. - the best known, best liked seat covers in the world. 


P. S. If you’re not carrying Howard Zink seat covers, 


= how's the 


time to start. 


Write and our representative 


and explain our entire Christmas program, 


This Gift 


Certificate 


is 


available to all Howard 


Zink dealers. 
supply now! 





Get your 


| placed on the market by the Roto- 
Lokit Co., 2502 N. Second St., 
| Minneapolis 11. 

When repairing a rotary bolt- 
type lock, the Roto-Lokit repair kit 
eliminates the necessity of remov- 
jing inside door upholstery and 
| hardware to get at lock mechanism, 
the company claims, It is designed 
for Plymouth, DeSoto, Dodge, 
Chrysler, Studebaker, Packard and 
Nash cars, and Mack trucks. Avail- 
able for either right or left doors 
in 6%, 12 and 20 degree models. 


* * * 


RK. 


CAR WASH PACKAGE—Swaco Products 
Corp., 204-18 Jamaica Ave., Hollis, N. Y., 
produces ‘“‘WonWash,” a liquid detergent 
for washing cars. Each tube, the company 
says, contains enough detergent to wash 
a car three times. Merely squeeze the 
contents into a pail, fill a pail with water 
(under pressure, preferably) and the car 
bath is ready, the company adds. 

. =. 6 





~~ 


BRAKE FLUID—This refill bottle of Eis 
Super 40 brake fluid is offered by Eis 
Automotive Corp., Middletown, Conn. The 
fluid meets SAE moderate duty specifica 
tions, Eis states. 





HOLDS FOOT FEED—Accela-Rod, manu 
factured by Argle Mfg., Colchester, Ill., i 
designed to replace the now eliminatec 
hand-throttle. By moving the instrumen! 
out from its folded position, along the 
steering wheel, it can be placed so as tc 
hold the foot feed down at faster-than 
idling speeds. This makes it valuable for 
repair work, as well as for warming up 
the motor, Argle states. 

(Continued on Page 35, Col, 1) 
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United States Plywood Corp.,| 
New York, announced it will dis-| 
tribute a new light-color, water- 


repellent hardboard manufactured 
by Abitibi Power & Paper Co., Ltd., 
of Canada. 

S. W. Antoville, U. S. Plywood 
vice-president and sales director, 
said the new board is an all-wood 
fibre made from proportions of 
hard and soft woods, which are 
shredded by special machines and 
permanently fused under heat and 
pressure. It is made in sheets up| 
to four-by-sixteen feet and _ in 
4-inch, 3/16-inch and -inch thick- 
nesses, he added. 

” 7 * 





PF — Converto 


CONVERTO'S MODEL 
Mfg., Cambridge City, Ind., manufacturers 
of the PicUPac Model PP (for pick up trucks 
up to one ton capacity), has introduced 
Model PF, a new hydraulic hoist model 
for flat bed trucks up to one ton capacity. 
The PF is designed for the user whose av- 
erage load does not exceed 6,000 pounds. 
According to the manufacturer, the Pic- 
UPac PF is quickly and easily installed on 
the flat bed bodies and converts ordinary 
trucks to combination hauling and dump- 
ing units. It elevates loads up to a 47 
degree-angle in seconds for the dumping 
of grain, gravel, coal, sand, fertilizer. The 
manufacturer offers choice of the electric- 
ally driven or manually operated Black- 
hawk pump, according to dealer prefer- 
ence. Hoists are shipped complete for 
prompt truck installation, which may be 
accomplished in less than three hours, the 
firm states. 


IGNITION COIL—An ignition coil is an- 
nounced by Crumbliss Mfg. Co., 3011 N. 
Cicero Avenue, Chicago 41, which permits 
quick starting in cold weather, at low 
voltage, and enables motors to idle better, 
develop more power, attain greater speeds 
and save gas, the company says. The 
Super ignition coil has an overall length 
of 4%-inches, is 2¥%-inches in diameter 
ond has a casing of Bakelite. 


hd * . 





WINDOW VENTILATOR —This window | 
ventilator for hardtop convertibles is made | 
by Del-Krome Corp., Walton, N. Y., and 
is finished in stainless Jewelglow finish 
fo match existing chrome, the manufac- 
turer states. 
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Nixdorff-Krein Announces 
New Type Tire Chain 

A tire chain, which its maker 
claims can be installed in fewer 
than three minutes without jacking 
up a wheel, has been announced by 
Nixdorff-Krein Mfg. Co., St. Louis. 

Called the Rolon tire chain, its 
inside section requires no fastening 
device, the company states. For in- 
Stallation the chain is placed on 
the ground in a circle and the car 
is driven over it so each chain is 
in the center of the tire. Then, the 
device is rolled over the wheels and 
fastened the same as with conven- 
tional chains, the company states. 








HUNTER FOR AUTOCAR—Hunter gaso- 
line-burning heaters have been officially 
designated as factory-approved accessory 
equipment by Autocar it has been an- | 
nounced. UH47 cab heater is shown in the 
accompanying photograph mounted on the 
tractor cab. The 


firewall of an Autocar 


heater may also be installed under the 





seat. It is equally efficient in either diesel | 
or gasoline powered equipment, according | 
to Hunter Mfg., 1550 E. 17th St., Cleve. | 


land 14. ! 


Precision Gage Lubricant 

A new lubricant for precision 
gages and other close tolerance sur- | 
faces is claimed by the manufac- | 
turer to extend the life of such 
instruments by 500 to 1,000 percent. 
It is a new formulation of the 
original micronoil gage-lube, and is 
made by Protective Coatings, Inc., | 
Detroit 27 | 


| 
| 


* +: * 


Lube Pamphlet 
To help lengthen the life of | 
machine tools, the NPA has issued | 
a pamphlet on lubrication materi-| COLORFUL SPONGES — Du Pont, Wil- 
als and methods. Copies of “Lubri- mington, Del., states that it is making two 
pore Penge Depactnen pe special offers to dealers on these new-size 
Commerce field office or by writing | colored sponges in coral, green, blue, or 
the Department of Commerce, | yellow. Both displays are factory-packed. 
Washington 25. (Continued on Page 36, Col. 1) 








here’s the 12-Year Tested Recipe 


for correcting engine conditions with 
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1s: CAST IRON 


FOR GENTLE, QUICK S 
er walls than cast iron ..- 
g Contacts only the cast. 


to cylind 
Ramco Inner-Rin 
iron section during 


Ramco’s original Double-Life Principle places initial reliance on gentle cast-iron 


RAMCO RE-POWERING* 
Program Helps You to 
Help America Fight 
Premature Engine Wear 


Use the Ramco RE-POWERING 
Program to show customers 
that oil pumping is a warning 
sign which, if unheeded, will 
result in Premature Engine Wear. 
Sign up for the RE-POWERING 
Station Sign. Getthe help of 
this nationally advertised 


program to sell more piston rings, 
Carburetion, Ignition, and Cooling services. 
See your Ramco Jobber Today. 


*Nationally Advertised in 


RAMCO 


so that 





double-life princi 


The millions of 

















(Cottier, ) 


os 


12 YEARS AGO Ramco originated the 


to enable you to install an all-purpose 
ring set in any job that could be cor- 
rected with piston rings... and have 
it function without harsh pressures. 


Ramsey Engineering has constantly 


Me 





ACTUALLY CURBS WEAR 


They are: Cast-iron for quick seating 

. combination steel and cast-iron for 
long life...and self adjustment of wall 
pressures to the degree of cylinder wear. 


ple. Its purpose was 


See your Ramco Jobber for the full 
story or write RAMSEY CORPORATION, 
St. Louis, Missouri. 


RAMCO 17% 


installations since 


then have completely tested the 
Ramco Principle. 


Through the years 


3 : up RINGS 
worked at the perfection of the prin- / 
ciple but today as 12 yearsago... its F AN 
basic fundamentals are unchanged. R 


CDSE) >) $t. Lovis 8, Missouri, A subsidiary of Thompson Products, Inc. 


R-5654 
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FOR CHEVROLETS — Foxcroft 
3235 N. 22nd St., Philadelphia, has intro- 
duced a new Chevrolet rear door panel, 


Products, 


designed to save time and money for 
the body shop is an exact factory dupli- 
cate in every detail, the firm states. It 
includes lock-plate as on original equip- 
ment, flanged for quick installation. Will 
fit 1949-50-51 Chevrolet four-door sedans, 
1949-50-51 Pontiac four-door sedans and 
1949-50 Oldsmobile 88 four-door sedans. 
In the Chevrolet series, models are avail- 
able for both Fleetline and Styleline, it 
adds. 





from Page 35) 


\Chrysler Adds Seat Cover, 
Utility Tray to MoPar Line 


line of parts and accessories of- 


announced by the company. 

A new type of seat cushion cover, 
which is available in maroon, green 
and blue, is said to be unique in 
that it is designed for the seat 
only. 

The second item is a utility tray 
for the top of the instrument panel. 
Made of metallic gold-toned plas- 
tic, it is held in place by magnetic 
action and can be repositioned on 
any spot, the company states. 


* * 
Casco Announces Lighter 


With Illuminated Well 


A dashboard cigaret lighter fea- 
turing an illuminated well when 
the pop-out unit is removed for 
use, has been introduced by Casco 





Lhe Mysterious C ase O if the 


VANISHING Gites 


Products Corp., Bridgeport, Conn. 
Called Casco Vis-O-Lite, the 


Two latest additions to the MoPar | 


fered by Chrysler Corp. have been | 
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| 
lighter is chrome finished to match | Firm Offers 


or blend with any automobile dash- 


board, the company said, adding 
that a thermostate control quickly 
heats the lighting element in a 


matter of seconds. 





FOR CHOKE CONVERSION — Accurate 
Products, 720 E. Washington St., Indian- 
apolis, offers this choke conversion kit 
which can be installed without removing | 


the carburetor. The spring loaded device | 
assures proper fuel mixture when starting | 
and prevents the killing of the motor by | 


flooding carburetor, the manufacturer 








states. 





bs 
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‘Car Diaper’ 
To Save Showroom Rugs 

Comfort Specialty Co., 200 S. Sev- 
enth St., St. Louis, is offering a 
product called “car diaper,” which 
it says protects showroom 


and oil drippings from a new car 
on display. 

The company states the “diaper” 
is tied under the chasis of the car, 
is made from heavy eight-ounce 
treated duck and is 144 inches by 36 
inches wide. 

” . * 


Ohio Firm Issues Booklet 
On Brake Block Failure 


A booklet available from Grizzly 
Mfg. Co., Paulding, O., illustrates 
causes of premature brake block 
failures, according to the company. 

Titled “How to Prevent Prema- 
ture Brake Block Failure,” it deals 
with such subjects as excessive 
heat; proper control of heat gen- 
eration and dissipation through the 
balance of braking load; worn, 
scored and heat checked drums; 
inaccurate lining fit; causes 


en block life. 








How the TINTQMETER captured fleeing profits! 


This is the way Jim Ryan 


told it to us. “Have you ever experi- 


enced the feeling of a creepy breath of air out of nowhere, 
that seemed to circle ’round your shoulders, then vanish like a 


departing spirit? 


“Let me tell you what happened to me right in my own paint 


shop. I had been working 


into the night. It was close to eleven 


o'clock, when I was suddenly startled by what I thought were 
the cold wings of bats brushing against my neck. 





















“Whirling on my heels, I 
was astounded at what ap- 
peared to be a quantity of 
five dollar bills flying out 
the window. I dashed to my 
cash register. The drawer 
was open and I knew that 
something was horribly 
wrong. How could this hap- 

n to me? How could I 

ave become careless enough 
to permit part of my profits 
to take wings and fly out 
the window? 

“This mysterious occur- 
rence forced me to check 
carefully into my entire 
refinishing operation. I was 


Write today for 
your copy. of the 
helpful R-M Re- 
finishers’ Manual. 


determined to put a stop to this 
A thorough investigation opened 


profits were the result of waste... 


pile of half-filled, dried-out paint cans 


or die in the attempt. 
my eyes. These fleeing 
in the form of a great 
most of which would 


eventually be tossed out the window! 


“Fortunately I talked to our jobber who recommended the 
R-M Tintometer. We installed it immediately. Now we pre- 
pare only the amount needed to complete the refinishing job 
at hand, and our paint inventory is under control! We prepare 
any of thousands of car colors in lacquer or enamel, without 


waste and without delay. Further, th 
the R-M system show us what color to 


e formulas supplied with 
add to compensate for any 


weathering and drifting which may have occurred on the car.” 


Ask your Jobber to show you the latest 
R-M Refinishers’ slide film, "Pat, 


the Pixie Painter.” 





5935 MILFORD AVE., DETROIT 10, 


MICH. 





1244 N. LEMON ST., ANAHEIM, CALIF. _ 


Manufacturers of passenger and commercial 
car lacquers « enamels © primers ¢ 
surfacers @ tinting colors ¢ thinners 
© removers « rubbing compounds, etc. 





rugs | 
from being blotched up by grease | 


of | 
noise and other factors that short- | 





| 

HEATS WHITE CABS — Introduction of 
one of the highest-capacity hot water, 
fresh air truck cab heaters in the indus 
| try has been announced by Evans Products, 
Plymouth, Mich. The new heater-defroster 
was designed jointly by engineers of 
White Motor and Evans for the series 3000 
White trucks. It has an output of 25,000 
BTU per hour and was built to give maxi 
mum comfort and safety in the oversize 
White cab and assure unrestricted visibil 
ity through the extra large windshield 
Even in sub-zero weather, this new Evans 
heater maintains a comfortable cab tem 
perature, Evans states. 








FLEXIBLE COATING — Ramcote Products, 
1141 W. 69th St., Chicago 21, has an- 
| nounced the development of Ramcote, said 
|to be an inexpensive flexible coating for 
| leather, leatherette or canvas. The com- 
| pany said that the material is applied like 
a paint, and produces a tough film over 
the material. It may be obtained in colors 
or clear, it was announced. 





* 2 * 





HEATS ENGINES — Four years ago o 
| heater that takes the place of an engine 
headbolt was introduced in the Northwest 
states. A 650-watt immersion-type heating 
| element, wired through the radiator grill 
to plug in with an extension cord in the 
| garage, extends down into the water 
jjacket. The car owner can switch it on 
| inside his house before breakfast. After o 
his car start instantly 
| with engine parts properly lubricated, the 
| maker states. Half a million of these Free 
|man headbolt engine heaters are now 
installed on cars, trucks, and farm tractors. 
| Once installed, they are left in the engine 
|the year around, according to Five Stor 
| Mfg., East Grand Forks, Minn. 


| few minutes will 








O. STEPHENSON—This autc 


transmission fluid strainer and re 


FROM J. 
| matic 
fill can, 
fered by J. O. Stephenson 
Mfg., 548 E. Fort St., 
turer of Step-Draulic transmission handlin 


an essential service tool, is o! 
Foundry 
Detroit, manufa 
jacks and servicing equipment. 


| (Continued on Page 37, Col. 1) 
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leather, lumber, waste paper, soap 
and some textiles 

Items listed easier to obtain 
lincluded caustic soda, chlorine, 
some brass, cellophane, paper bags, 
corrugated containers, paper, paper 
|board, steel pipe and valves. 








| November Called ‘Recession’ Month .. . 


Buyers Report Business Off 


NEW YORK.-—A slight recession |of the year, the report continued. | 
;occurred in industrial activity dur-|Employment is tapering off. 
jing November, according to the | Noting that buying policy is 
| business survey committee of the| restricted, the report said that 





as 








being held to a maximum of 90- 
day commitments by 87 percent 
| of the purchasing agents partici- 
pating in the survey. This is the 


Automotive Fibres to Open 








INTERCOM SYSTEM —A intercommuni- 
cations system, combining many features 
of the Talk-A-Phone master-selective and 
deluxe models, and adaptable to a wide 
range of time and labor saving uses has 
been introduced by Talk-A-Phone Co., 
1512 S. Pulaski Rd., Chicago. The CL series 
offers for the first time in the low price 
range a flexible combination from which 
incoming calls may be answered from a 
distance of up to 40 feet away from any 
master station or sub-station, and in 
which master stations may talk with each 
other, sub-stations may be called selec- 
tively, or exclusively to any master station, 
and any master may be used privately or 
non-privately at its own option, the firm 
states. 





THERMOSTAT TESTER — Practical Prod- 
ucts, 2632 Nicollet Ave., Minneapolis, has 
developed an electrically heated thermo- 
stat tester designed for checking manvu- 
facturer’s markings on new thermostats be- 


fore placement, and for checking used 
thermostats for the need of replacement. 
The Kleer-Flo Thermo-Tester accurately in- 
dicates opening and closing temperatures 


of all types and sizes of automatic ther- | 


mostats. Results are visual so that custom- 
er and mechanic can plainly see if thermo- 
stat replacement is necessary, the manu- 
facturer declares. 


Wider Interest 





In Auto Classes | 


Urged in St. Louis 


ST. LOUIS.— Many automobile | 
apprentices here are not taking} 
advantage of the training classes 
being offered at Hadley technical | 
high school, according to Joseph A. | 
Schlecht, secretary of the Greater | 
St. Louis Automotive Assn. 

“The apprentice and_ refresher | 
training classes have been provided | 
at the school for the last two years | 
because we felt that through them | 
a beginner could become a com-| 
petent mechanic, an advantage to 
himself as well as his employer,” | 
Schlecht said. 

Schlecht said that any type cf 
class in the auto industry is avail- 
able at the school, provided there 
is a sufficient number of persons 
applying for it. 


N. Y. Reports Lag 
On Truck Claims 


NEW YORK.—Carriers and their | 
employers who want to claim any} 
benefits should they be involved in 
in accident are required to file spe- 
ial forms with the New York} 
workmen’s compensation board, it} 
vas announced. 

Mary Donlon, chairman of the| 
»0ard, said many employers and| 
insurance carriers are uncertain as | 
to the obligations in this respect. 

Reports, she said, show that more | 
than half of all compensated cases 
n the first six months of 1951 failed 
to file their claims within the re- 
quired period for prompt payments. 








| 
} 


| 
| 
| 
| 





orders took a further drop during 
the month, while production lagged | 
a little behind the order position. | 

Defense production is increas- 
ing, however, with more subcon- 
tracting apparent, according to 
the committee. 

Prices are strong and are ex- 
pected to continue so under the 
Capehart amendment to the De- 
fense Production Act. 

The report said industrial de- 
mand is slowing down and may 
continue to decline as_ civilian 
product manufacturers adjust 
schedules to lower controlled ma- 
terials allotments. 

Industrial material inventories 
are leveling off at the low point 





I-H’s McCaffrey 


purchasing policy. Purchases are 





Named to 4-H Post 


CHICAGO.—Four automotive 
companies—General Motors, Inter- 
national Harvester Co., Firestone 
Tire & Rubber Co. and Standard 
Oil Co. (Indiana)—were in the 
limelight here last week in con- 
nection with the International Live 
Stock exposition and 4-H Club ac- 
tivities, which they support with 
scholarships. 

John L. McCaffrey, president of 
Harvester, was elected to the board 
of the national committee on 4-H 
Boys and Girls club work. 


~|material controls, 


| Belief that inventory, price and 
as now set up, 
jare unnecessary to support present 
| defense plans was expressed by 
jmany industrial buyers. 
holding that view feel that current 
problems could be handled better, 


economy, if all had free access to 
domestic and world supplies at 
competitive prices. 

Products whose prices were re- 
ported higher in November in- 
cluded abrasives, adhesives, forg- 
ings, machine tools, some vegetable 
oils, paint, rosin, zinc die castings 
and zine and lead pigments. Prod- 
ducts quoted lower included alco- 
hol, belting, brushes, containers, 





cordage, lamps, sugar, gloves, 


Those} 


with less disruption of the civilian | 


| National Assn. of Purchasing) uncertainty about future con- highest number holding pur- Plant in Orange, Calif. 
| Agents. | trolled Materials Plan allotments | chases in this range since June, ORANGE, Calif——Completion of 
| The survey found that back| is one cause of the short-range 1950. a modern manufacturing plant for 


National Automotive Fibres, Inc., 
40 miles southeast of Los Angeles, 
has been announced by Robert J. 
Stack, president of the firm. 

Costing about $400,000, the plant 
will be operated as one of the com- 
| pany’s California cotton mills divi- 
sions, and partial operations are 
scheduled to begin early in Jan- 
uary. 

The plant contains approximate- 
ly 40,000 square feet of floor space, 
and is located on a seven-acre site. 
P. M. Rogers will be manager of 
the new division, and J. H. Arnold 
will be plant manager. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








customers love 





Purelube Motor Oil builds service business for 
Dodge-Plymouth dealer J. Reynolds Jackson 


Millsboro, Delaware, dealer Jackson is one of the many car dealers who 
switched to Purelube in March, 1950. He writes: 


ee 


and have received nothing but favorable comments. 


er 


engine cleanliness has been outstanding.” 


If you want more satisfied customers and a bigger serv- 
ice business, call your Pure Oil salesman or local Pure Oil 
office today. Find out about Purelube, and the business- 


building Pure Oil Plan for Car Dealers. 


THE PURE OIL COMPANY 


Purelube 


THE SURE MOTOR OIL 


I 
= 
= 
= 
= 
=z 


piavaet 
jag woth seas 


yranve 27! 


7a 


© General Offices: Chicago 





Under the Pure Oil Plan, you get this Service Manual with illustrated 
step-by-step procedures to help your men do service jobs faster, 
better and more profitably for you. 





You also get practical business-building record forms and follow-up 
forms like this Master Service Log, designed by car dealers to help 
you sell more lubrication service jobs. 


we have not only held our old customers, but have added many new ones... 


. +. our mechanics report that in each case where Purelube Motor Oil is used, 


You also get exclusive 


‘serviceman’ 
















NOTE: Purelube is 
Premium Quality- 
PLUS! It meets all 
requirements 
where ‘‘heavy- 

duty”’ oil is rec- 
ommended by 
passenger car 
makers. 





s view” Lubrication Guide 


Charts that make it easy to give correct lubrication at every vital 
chassis and underhood point, for all cars. 


AUTOMATIC — 


_TRANSMISSIONS 


Purelu 


automatic ° 
TRANSMISSION FLUE 
Type & 

Fer Passenger C#" 
a@ ate or 


nado ou =a 





Drained and Refilled with 


Pure] 
ATE = 


And you have available to you the complete, widely advertised 
Pure Oil line, including Purelube Automatic Transmission Fluid 


Type A. 
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Announcing the Great New e 
ich Spectacular Dual. 
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THE POWER YOU WANT WHEN YOU | 





Here—as fully as pictures can show it—you see the basis for a 
fundamental advancement in motor car performance. For the 
great new 1952 Pontiac brings you Dual-Range Performance— 
coupling Pontiac’s powerful high-compression engine with won- 
derful new Dual-Range Hydra-Matic* and a new high-perform- 
ance economy axle. The results are nothing short of spectacular! 
Faster, more flexible acceleration—when you want it! Effective 
engine braking—when you want it! In fact, Pontiac’s amazing 
new “power train” delivers the power you want, when you want 
it, where you want it—automatically—under finger-tip control. 
Pontiac is not only the first car to bring you this amazing 
development—but it is the lowest-priced car to offer it for 1952. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 








OO HIGH-COMPRESSION ENGINE! 
6 NEW DUAL-RANGE HYDRA-MATIC! 
© NEW ECONOMY AXLE! 


* * * sf 
Beautiful New Silver Streak Styling | 
Choice of De Luxe Upholstery to Harmonize with Body Color 





Complete New Color Ensembles, Inside and Out 
Non-Glare Glass All Around* 
Lowest-Priced Car with Hydra-Matie Drive* 
Twin-Duet, Built-In Ventilating System 


*Optional at extra cost. 
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| Pontiac the best deal in the industry: 





DOLLAR FOR DOLLAR YOU CAN°’T BEAT THE °52 PONTIAC 
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Increasing Aid to Finance Road Construction .. . 





Toll System Gaining Popularity 


Oklahoma City-Tulsa toll 
highway by Dec. 1, 


cost within the $31,000,000 bonds 


By Bethune Jones super- 


Staff Correspondent 


NEW YORK.—A continuing trend 


toward financing superhighway |issued for the project. 
construction through the toll sys- Other toll road construction 
tem is indicated by reports from/which has been in progress this 


an increasing number of states. | year includes the $6,300,000 Denver- 


A significant new milestone was | Boulder turnpike in Colorado, and | 
marked by the partial opening in| the western extension of the Penn- | 


November of the New Jersey turn-|sylvania turnpike to the Ohio line. 
pike which, when fully completed! preparations were being made 


1952, at a total | 


perhighway between Jacksonville 
and Miami. The studies, now in 
the preliminary stages, also con- 


|template construction of a leg ex- 
| tending from the East Coast to the | 
Tampa Bay area. | 

Gov. Herman Talmadge has an-| 
nounced he will recommend to the 
1952 Georgia legislature the estab- 
jlishment of a toll system to help 
| finance the construction of super- 
|highways. Toll financing, he said, | 


Ford Plaque Goes to Lovelock 





Jack Doyle, Ford Nevada zone manager, 


next year, will run 118 miles across 
the state from the George Wash- 
ington bridge to Deepwater. 


at this writing for the issuance 
of $90,550,000 in revenue bonds 
to finance construction of an 86,- 





in Reno— 
presents the Ford Four-Letter dealer plaque 


| would enable the state to complete | to Forest Lovelock of Richardson Lovelock, Reno (Nev.) dealer. This is the third time 
i'a four-lane highway between the | that this company has been the recipient of the award. Left to right are Gene Truelove, 


The New Jersey turnpike au- 
thority further plans to construct 
connections with the Pennsyl- 
vania turnpike and the New 
York-Buffalo thruway at an esti- 
mated cost of $42,000,000. 


Construction work on the New} 
York state thruway is now being} 
financed by short-term borrowing | 
from the state. The authority has|revenue bond issue of the Ohio 
estimated that one-fourth of the|turnpike authority. Plans are to 
project will be completed or under | get construction under way by next 
construction by next March 31. | April. 

The Oklahoma turnpike authority | 
is aiming for completion of the |for a proposed $100,000,000 


mile toll superhighway in West 
Virginia, extending initially from 
Princeton, near the Virginia bor- 
der on the south, to Charleston. 
Efforts are being made for a 
start next year on the construction 
of a 241-mile toll superhighway 
across northern Ohio, with the cost 
to be financed by a _ $300,000,000 














|Tennessee line near Chattanooga body department manager; Dick Gilbert, general service manager; Lovelock; Ernie York 


jand Atlanta. 


| parts manager; Doyle; 
Gubernatorial interest in_ toll 


Se 


roads also has been evidenced in ; F ; 
California, where Gov. Earl War- | Construction of the 45-mile Kittery- 
ren recently told a press confer- bogs cloner toll superhighway. 
| ence that the plan might be | In Virginia, Commonwealth Turn- 
|pike Corp. is studying possible 


worthy of consideration as a f ‘ : 
of increasing highway routes for construction of a pri- 
, oe * |vately-owned toll road around 


| revenue, 


| In Maine, the state turnpike au- | 
{thority has announced retirement | 


Richmond. Plans are to construct 





What’s U.S. Rubber doing 


to eliminate brake squeaks? 







ton or snubber prevents metal-to-metal friction and thereby 
eliminates squeaks. Made of Enrup, U. S. Rubber’s versatile 
plastic, the button wears better than metal in this application. 

It is a typical example of how “U. S.” experts work with 


original equipment manufacturers to add to the 
and consumer satisfaction of their products. 





PRODUCT OF 


UNITED 


STATES 


ENGINEERED RUBBER PRODUCTS > 


Located under the vertical leg of a brake shoe, this tiny but- 


RUBBER 


“N 
» 


— ARNO AAA ab Sb ab 





efficiency 





THE HIGH IMPACT resistance and greater abrasion 
resistance make Enrup valuable on the brake shoe. 
The button stands up under the high temperatures 
generated in the brake during rapid deceleration. 


COMPANY 


FORT WAYNE, INDIANA 








| 
| 
|a toll route from north of Rich- | 
mond to south of Petersburg. The | 
Studies are being made in Florida | of $181,000 worth of the $20,000,000 | project would be extended through | 
toll su- | revenue bond issue which financed |Richmond if that city decided not | 


Fred Bartlett, business manager, and R. K. Eldridge, sales 


to build an expressway system of 
its own. 

Pennsylvania’s legislature au- 
thorized extension of the Penn- 
sylvania turnpike to connect with 
the New Jersey turnpike and also 
a northeastern extension to the 
New York state line. Pending 
legislation would authorize fur- 
ther extension of the Pennsyl- 
vania turnpike from some point 
| west of the Susquehanna river to 
| @ point near the Maryland-Penn- 
sylvania border. 

Bills proposing new or broadened 
authority for toll roads were re- 
jected by the 1951 legislatures of 
Alabama, Arkansas, Delaware, IIli- 
nois, Michigan and Wisconsin, with 
such a measure still pending in 
Missouri at this writing. 

Although the last two sessions 
|}of the Michigan legislature have 
|turned down toll road proposals, 
jsuch a measure will again be in- 
troduced at the 1952 session, ac- 
cording to Haskell L. Nichols, 
chairman of the state senate high- 
way committee. 


500,000 Drivers 
Lax, Says Ohio 


COLUMBUS, O.—Nearly 500,000 
motorists are operating in Ohio 
without a driver’s license and this 
is costing Ohio approximately $400,- 
000 in revenue annually, in the 
opinion of the state auditor. Mo- 
torists either do not understand 
the new three-year license law or 
else are deliberately evading it, a 
state official said. 

The new law requires that a mo- 
torist on his birthday must obtain 
a license, which is good for three 
years. Up to Oct. 1, 1951, the state 
collected $47,954,243 for the regis- 
tration of 2,954,303 motor vehicles. 
At the same time, revenue received 
from the new three-year license 
amounted to $2,733,922, or only 
$911,307 for one year. 

This represents a drop of $342,- 
510 from the drivers’ license fees 
received during 1950. Since there is 
an average increase of 200,000 li- 
censes a year, it is estimated that 
lthe annual loss will be about 
$400,000. 








Workshop Associates Plans 
Antenna Lab in Mass. 


NATICK, Mass.—A new antenna 
laboratory will be erected here by 
| Workshop Associates, division of 
|Gabriel Co., it was announced by 
|Gardiner C. Greene, vice-president 
lin charge of electronic divisions. 
| The laboratory, to be located on 
j}a 46-acre site 20 miles from Bos- 
| ton, will be two stories with a mod- 
}ern glass brick front. The roof will 
be specially designed for outdoor 
antenna work. Electrical engineer- 
|ing, mechanical engineering, mod- 
}el shop and a drafting department 
| will all be located in the labora- 
| tory, together with all engineering 
| offices. 








EXTRA STRONG 


LBD OR FLI 


<q 
\ 
BIG 24° by 36’’ 


48s. PER PAR 





%*% Heavy Corded Rubber 
*® Passes all legal 
Strength tests 


® Reinforced top and 
bottom 





* Call your local jobber 
today 


MORTON SPECIALTIES CO., nomwarx 
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jest?” According to a late higher 
‘ ‘ court decision, the answer is no. 
Lawsuits Affecting Dealers. . . | For example, in Nelson v. Scar- 
: P |ritt Motors, Inc., et. al, 48 So. (2d) 
$ O u r t D e Cc 1 S 1 O n S | 168 seller, one Nelson purchased an 
automobile from the Scarritt Mo- 
tors, on the deferred payment plan. 
By Leo T. Parker of operation of the vehicle on the | Later Nelson paid the full amount 
— a at Law occasion in question.” am Pk eur sere a on 
N JATION may arise under » e deterred payment pian ere 
which the driver of a motor! .. : E was no usuary, but since Nelson 
vehicle may be confronted with a| What Is Usury? paid off the balance in cash the re- 
sudden emergency, and he is not (CONSIDERABLE discussion has Sult was that Nelson paid Scarritt 
responsible for resultant accidents.|\“ arisen from time to time over anton - ordinarily unlawful in- 
segptot te this a .. +" prac this legal question: “If an automo- : ce b. litizati 
- that je Sait emer. | Pile purchase contract’ gives the igen comet bane Guan ciaee New 
. 2 . = _ : ° y s am ’ 
gency” arose because of the othe |e cad a - pas Prag og son held a retained title contract | Dealer Sibley's 26th Year— 
er’s negligence. | Cererred’ oF snstalment contract, 'S| for the purchase of the automo- F. C. Sibley (right), Nash Buffalo zone manager, is shown presenting K. S. VanDer 
For example, in Kaestner v. | the seller of the automobile guilty | bile, with an option to purchase 
Milwaukee Automobile Co., 35 N. | of violating the states usury laws| for eash, the contract was not i : s 
W. (2d) 190, it was shown that Ey the purchaser pays cash payment subject to the usuary laws even | recognition of his 26 years as a Nash dealer. W. A. Fullerton, assistant Buffalo zone 
= 


vort, president of Marshall Nash Motors, Binghamton, N. Y., with a clock trophy in 


a hearse and a passenger auto- of more than a legal rate of inter- (Continued on Page 50, Col. 3) manager, looks on. 
mobile were proceeding in op- a Si ia a ae ieee Be EFS Oy Ee ae 
posite directions. The driver of 
the passenger car observed two 
boys standing on the edge of the | 
highway, and acting on the as- | 
sumption that the boys would | 
move he continued on and had to | 
swerve to the left to avoid strik- | 
ing them, thereby causing a col- | 
lision with the hearse. 
In subsequent litigation the own- | 
er of the passenger car pleaded | 
that he was confronted with an} 
unforeseen emergency and the col- | 
lision was not attributable to any | 
negligence on his part. ‘i 
Although the lower court held | a 
the passenger car owner not the | 
ble, the higher court reversed the 
verdict, saying 
“The defendant’s (passenger car) | 
conduct was the result of his delib- | 
eration. He cannot deliberately pro- | 
ceed to a point of danger and then | 
act within the protection that "| 


sudden emergency might otherwise < 
give him. He saw the boys and the | 
oncoming hearse.” | 
ok 
Can Go Through Red Light | 


| gp negra a higher court held | 

that the driver of an emergency | 

vehicle, as an ambulance, is not re-| 

sponsible for a collision when go- | 

ing through a red light or stop sign | e) 
at a street intersection. 


Therefore, the driver of a pri- 
vate vehicle cannot avoid responsi- 


bility for a collision by testifying | 
that he did not see the ambulance | 
or hear its siren. 

For example, in Hardy v. Gilbert, | 


42 So. (2d) 158, the testimony) 

showed facts, as follows: An ambu- | 

lance owned by Daigre-Gilbert Un- 

dertaking was making an emer- 

gency run. The red emergency *k 
warning light was blinking and its 

siren sounding continuously. 

When the ambulance reached a 


street intersection the driver ran 9 
through a red stop light. The 


driver of an automobile dealer’s 
automobile did not hear the siren 


and entered the intersection. A 
Sa LARGEST AND MOST MODERN 
considerable damage to both | 


vehicles. 


In subsequent litigation the high- 

er court held the dealer’s driver lia- | 

ble for the accident, and said: 
“There is no doubt that the am- . 

bulance had its warning lights 

blinking and its siren sounding as 

proven by the two police officers | * 

who saw the collision . .. The} 

plaintiff was chargeable with the 

knowledge that under the law an| 

ambulance could, under certain | 

conditions, proceed against a traf- 

fic signal or stop sign. The siren E S rN) L | S H E D L 8 ) ) 

was heard by the two traffic offi- 


cers and there was no reason why 
the plaintiff (dealer’s driver) | 
should not have heard it also. Un-| 
der the law he is chargeable with} 


hearing what he_ should have 


peed Fe | FOUNDRY DIVISION 


Contributory Negligence 
MODERN higher courts consis- | 
tently hold that one who suf- 
fers an injury through his own | 
gli t dam- | 
ages from anyone. According to «| MAIN OFFICE AND MANUFACTURING PLANTS 


late higher court decision, a person 


who rides with a known reckless | 
driver of an automobile is con- | @ ‘ele 2 SS 
driver of an aut | HATTANOOGA 2, TENNESSEE 
For example, in Pikeville Co. 3 
et al. v. Marsh, 232 S. W. (2d) 
789, it was shown one Marsh was 
seriously injured when an auto- 
mobile in which he was riding 
was wrecked by the driver. | 
Marsh knew the driver to be a} 
reckless driver. Marsh sued for} 
damages. However, the higher court | 
refused to award damages, and | 
said: | 
“It therefore appears that the | 
plaintiff (Marsh) was fully cog-| 
nizant of the reckless propensities | 
of the driver as well as his manner | 
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$500 Million for Highways 


N. Y. and Texas to Get Biggest Slices 
Under Formula in 1950 Law 


WASHINGTON. Apportionment 


age of the area of the state that 


of the $500,000,000 authorized as fed-| is public land. 


eral aid to states for highways in 
year beginning July 1, 
1952, was announced by Commerce 


the fiscal 


Secretary Charles Sawyer. 


Funds for the federal-aid high- | 
way system are apportioned in pro- 
portion to area, population and 


|mileage of post roads, each being 


The funds were authorized by the | 8iven equal weight; funds for sec- 
Federal-aid-Highway Act approved | °ndary roads in the same manner, 
Sept. 7, 1950, and the largest grants | except that rural population is used | 


will go to New York and Texas. 


The act provides $225,000,000 for 
projects on the highway system, 
$150,000,000 for the secondary sys- 
tem and $125,000,000 for projects in | 


urban areas. 

Funds will be expended by the 
bureau of public roads and ac- 
cording to the general procedure 
in use for many years in which 
state highway departments pro- 
pose projects, prepare plans, 
award contracts and supervise 
construction subject to federal 
approval. Federal participation is 
limited to half the cost, except in 
the public-lands where states par- 
ticipation may be increased above 
50 percent by % of the percent- 








|rather than total population and} 
|for urban projects in proportion to} 


population in municipalities and | 


other urban places of 5,000 or more. 
The funds apportioned will be | 
available for expenditure 


| June 30, 1955. | 


The total apportionment made 
after setting aside an amount for 
administration and research as au- 
thorized by law: 

Alabama, $9,875,936; Arizona, $6,- 
009,016; Arkansas, $7,268,084; Cali- 
fornia, $26,155,385; Colorado, $7,658,- 
076; Connecticut, $4,468,298; Dela- 
ware, $2,052,966; Florida, $7,979,807; 
Georgia, $11,446,484; Idaho, $4,894,- 
7 
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Illinois, $21,623,084; Indiana, $11,- 
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In recognition of his 29 years as a Nash dealer, James F. Corkill (third from left), 
of Mauch Chunk, Pa., was honored by Nash Motors officials at a recent testimonial 
dinner. Shown at the presentation of a clock trophy to mark the occasion are (left to 
right) L. M. Pursley, assistant Philadelphia zone manager; W. J. Corkill; Corkill, and 


J. F. McMichael, district manager. 





until | 761,197; Iowa, $10,745,167; Kansas ; $19,382,555; Oklahoma, 
$8,693,265; | Oregon, 


$10,324,219; Kentucky, 
Louisiana, $7,660,875; Maine, $3,703,- 
826; Maryland, $5,171,877; Massa- 
chusetts, $8,849,304; Michigan, $16,- 
708,787; Minnesota, $11,900,098. 
Mississippi, $7,904,316; Missouri, 
$13,659,910; Montana, $7,837,862; 
Nebraska, $8,050,146; Nevada, $4,- 
869,189; New Hampshire, $2,155,849; 
New Jersey, $9,132,278; New Mexico, 
$6,501,048; New York, $30,724,302; 
North Carolina, $11,664,902. 
North Dakota, $5,771,334; Ohio, 





$9,460,432; 


$7,422,464; Pennsylvania, 


| $23,010,755; Rhode Island, $2,670,108; 
South Carolina, $6,288,745; South 


Dakota, $6,152,188; Tennessee, $10,- 
142,649; Texas, $29,681,979. 

Utah, $4,733,896; Vermont, $1,993,- 
186; Virginia, $9,358,321; Washing- 
ton, $7,942,418; West Virginia, $5,- 
295,409; Wisconsin, $11,290,396; 
Wyoming, $4,757,002; Hawaii, $2,211,- 
777; Dist. of Columbia, $2,850,543; 
Puerto Rico, $3,383,550. 
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‘I proved to myself that there's 


50% MORE PROFIT 
OWokorode 


UNDERCAR SEALER AND SILENCER 


“Concentrated Lion Nokorode gives me 
50% more profit on each drum!“ 


Most ordinary undercoatings have a big percentage of 


solvent. When sprayed 1/8” thick they dry about 1/16” 
thick. Lion Nokorode sprays 1/16” thick —dries about 
1/16” thick. Result: you do 50% more cars per drum! Yet 


Nokorode costs no more. 


“Lion Nokorode is easier, quicker 
to apply —saves labor costs!“ 


Nokorode is uniform for smooth application. It’s homoge- 
nized—-won’t clog guns. That means you do more jobs at less 
labor cost. It’s naturally black—no useless coloring added. 


Made and Guaranteed by 


LION OIL COMPANY 


EL DORADO, ARKANSAS 








Name 





“| clipped this coupon for full 
details on Lion Nokorode’s 


profit plan!” 


LION OIL COMPANY, El Dorado, Arkansas 
Please send me complete details on how | can in- 
crease my undercoating profits with Lion Nokorode 
Undercar Sealer and Silencer. 





Street 





City 


___State 
Brand of undercoating | am using now, if any 











N. J. Opens Pike; 
‘Pa. Adds 67 Miles 
To Ohio Border 


| PHILADELPHIA. — Opening of 
|the 118-mile New Jersey Turnpike, 
jand dedication of a climaxing 67- 
|mile link of the Pennsylvania Turn- 
|pike, were announced last week 
by the authorities in the two east- 
ern states. 

On Nov. 30, ceremonies officially 
jopened the New Jersey thruway, 
but the last nine miles of the high- 
way will not be opened to traffic 
until the middle of January, it was 
announced. The _ section, from 
Ridgefield Park, near the George 
Washington bridge, to Raymond 
Blvd., Newark, was held up by 
shortage of steel for the necessary 
bridges. 

The authorities said that the 
bondholders will be paid out of 
the toll charges and revenues from 
concessions, and that the counties 
and municipalities will not be ob- 
ligated financially. 

For the full New Jersey run, it 
was stated that the charge will be 
$1.75 for a passenger car. Charges 
are graduated from there up to 
$3.50 for a dual-axle truck. 

On Nov. 26, the western extension 
of the Pennsylvania Turnpike to 
the Ohio border was dedicated, but 
it was announced that the final 57 
miles of the road would not be 
opened until Dec. 16. The last link 
bypasses Pittsburgh and extends 
the Turnpike from Valley Forge to 
a point near Youngstown, O. 

At the present time, the Turnpike 
ends in a cornfield on the Ohio 
border, but Gov. Frank J. Lausche 
of Ohio, told those at the dedica- 
tion that the state would soon 
remedy the condition. He said that 
Ohio would have a turnpike, too, 
and expressed hope that it would 
connect with the Pennsylvania sys- 
|tem “within a year.” 





Industry Usage 
Of Rubber Gains 
During Month 


NEW YORK.—New rubber con- 
sumption during October increased 
3.71 percent to 110,191 long tons 
from the 106,246 long tons con- 
sumed in September, according to 
the Rubber Manufacturers Assn. 

Consumption of natural rubber 
during the month was up 1.10 per- 
cent to 37,495 long tons from 37,086 
long tons in September. Use of 
synthetic rubber amounted to 72,696 
long tons, an increase of 5.11 per- 
cent from the 69,160 long tons used 
during the previous month. 

Consumption of reclaimed rubber 
|by the industry was estimated at 
| 28,330 long tons, 6.44 percent above 
\the 26,615 long tons used in Sep- 
| tember. 





Rochester Dealer Guilty 
Of Forgery, Larceny 


WATERTOWN, N. Y.—Wallace 
R. Stottlemeyer, 29, Rochester deal- 
er, was found guilty on two forgery 
counts and grand larceny by Judge 
Clarence F. Giles here. 

Stottlemeyer was indicted by a 
grand jury for forging the name of 
Orval W. Youngs, a convict, to two 
checks of $50 and $150 last July 7, 
and an application for an automo- 
bile license. He reportedly also 
traded in Youngs auto at a used- 
car lot. 











‘NAME PLATES 


NOM aecision CAST .. 
ELIMINATING ALL DIE COSTS 


Quentities es low os 100 may be 

ordered with original design for every 

job! Proof of design submitted for 
approval. Heavily plated. 


Write for details. 
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PRECISION CA 
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29th 





Phila. 45, Pa., Dept. A 










ti 














AUTOMOTIVE NEWS, DECEMBER 








Affecting Factories and Dealers... 





Auto Advertising 


By George Deery 
Associate Editor 

Completion of distribution ar- 
rangements for its new color, sound 
motion picture, “A Magazine Story,” 
is announced by Magazine Adver- 
tising Bureau. Since this film will 
be lent on request to any maga- 
zine advertiser or his agent, plans 
have been made for a widespread 
national distribution of the prints. 

This film is designed for show- 
ings by national advertisers in 
sales meetings, and in sales con- 
ventions of advertiser district 
men, wholesalers, distributors, 
brokers and retail principals. In 
25 minutes, it tells in entertaining 
form how magazine advertising 
works, Requests for copies should 
be addressed to Magazine Adver- 
tising Bureau, 271 Madison Ave., 
New York 16. 

There is no charge for the loan 
of the picture print—or for the 
required copies of the booklet— 
for any showing by any national 
advertiser or his agent, the bureau 
states. 





® x * 


Hudson on TV 

Hudson has purchased the | 
United Press-20th Century Fox- | 
Movietone news for presentation 
on WXYZ-TYV, in Detriot. It will 
be seen from 11:00 to 11:10 | 
p.m., e.s.t., on Monday, Tuesday, 
Thursday and Friday. Brooke, 
Smith, French & Dorrence is the 
agency. 


* * 


Chicago Tribune’s Record 
Classified ad linage published by 
the Chicago Tribune during the 
first 10 months of 1951 exceeds the 
total carried by that newspaper 
during the entire year of 1950, it 
has announced. The Tribune pub- 
lished 10,223,099 lines of classified 
advertising during the January- 
November period of 1951. This was 
567,312 lines more than the 9,655,787 
lines of classified advertising pub- 
lished by the Tribune during the 
entire year of 1950 and 2,078,162 
more than was carried during the 
first 10 months of last year. 
During the 10-month period of 
1951 the Tribune published more | 
than 63 percent of all the classified | 
linage in Chicago metropolitan | 
newspapers and carried more than | 


Parts 


(Continued from Page 21) 


operate under the General Com- 
ponents division of NPA, do not 
have the same protective setup 
as far as replacement parts man- 
ufacture are concerned, as those 
who are under the automotive 
division. The General Compon- 
ents division has not seen fit to 
divide its material allotments 
into the two categories of or- 
iginal and replacement use. | 

Therefore those makers are ask- | 
ing a longer lead time so that they | 
can anticipate the replacement re- | 
quirements of their customers. This 
may work a hardship here and 
there, if demand should increase 
on any particular item or size. Then 
these makers would be hard put to 
take care of their customers. 
Something must be done to in- 
crease the amount of tubing out- 
put, or the industry may experience 
some shortages of parts that are 
made from this material, observers 
declare. 

Something should be done as 
well to make foreign copper, 
lead and tin available to those 
manufacturers who are willing 
to pay the higher price so that 








70 percent of the want 
lished, the paper points out. 

Automotive 
lines reflected an 


percent. The 175,871 ads published | 
more | 
than 52 percent of all of the auto-| 
motive classified ads in all Chicago | 
metropolitan newspapers, the Trib- 


in this classification were 


une adds. 
. * * 


Another Ford Movie 

Ford Motor has announced 
plans for national distribution of 
its motion picture birthday pres- 
ent to Detroit in honor of the 
Motor City’s 250th anniversary. 

The Ford gift was a full color 
motion picture entitled “Portrait 
of a City.” One-hundred color 
prints have now been placed in 
Ford film libraries across the 
nation and abroad for public 
showings. The 25-minute film 
presents a re-enactment of the 
city’s history and a camera-eye 
examination of Detroit, 1951. 

Addition of this film to Ford’s 





ads pub-| 
K & E Promotes Fry 


volume of 1,128,555 | 





motion picture libraries through- 
out the U. 8S. makes a total of 
27 16-millimeter pictures available 
for public use without cost. More 
than 7,000,000 persons viewed | 
Ford films in 1950, the company 
states. 
* « * 


Tom Fry, national account execu- 


increase of 17. 5| tive for the Lincoln-Mercury Deal- | 

j}ers Assn., has been named a vice- | § 

president of Ken-| & 
| 


yon & Eckhardt, 
ad agency, New 
York. Prior to 
joining Kenyon & 
* Eckhardt in Jan- 
% uary, 1950, he was 
national director 
of network sales 
with American 
Broadcasting Co. 
He had previous 
experience’ in 
sales promotion 
with Columbia Broadcasting Sys- 
tem and Esquire. 
+ 7 * 


Takes Dealer PR Post 
James R. Garfield II has been 


named to the newly created posi- 
tion of public relations director 





Tom Fry 





(Continued on Page 70, Col. 4) 
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MANUFACTURING CO. 














they can maintain their replace- 


ment parts output of things that | 


are made from this scarce ma- 
terial, it is contended. 

Dealer replacement parts stocks 
are reported as being equal to or 
above the normal for this time of 
the year, in the majority of items 
and, unless a material change is 
made in the present NPA allot- 
ment of material, the industry will 
not have to resort to a “car-down” 


Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 


no matter how exacting. 





type of operation within the fore- 
seeable future on most items. 


—JacK WEED 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10, MO. 
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VER HOVEN CHEVROLET'S 


Department — finished in "Steelcote's 
Rubber | - 2 Process 


Service 


Aad 





Pure rubber-base coating for successfully painting concrete floors in 
garages and industrial plants. 


Tough, durable coating which withstands heavy traffic. 
Highly resistant to grease, oil, battery acids, gasoline and alkali. 


Will not chip, crack or saponify. Ten colors to choose from. 
PROCESS NO. 1 ° PROCESS NO. 2 
Steelcote (Clean and Etch) — dissolves and A coating of beautiful pure-rubber base 


cleans all oil and grease from surface in 
one operation. 

After 20 minutes, flush with clear water, let - 
dry. Results in a perfectly clean, bleached 
surface ready to be painted. 


GENERAL MAINTENANCE PRODUCTS COMPANY 


1026 WEST 7 MILE ROAD AT WOODWARD DETROIT, MICHIGAN 
TOwnsend 8-3811 


floor enamel is applied. 


Gives a surface—easy to clean, easy on the 
eye and will wear for months. 


Steelcote can be applied over other paint. 





COMFORT 


helped sell cars in 1914, 
when the production 
sedan first appeared 












WORLD'S LARGEST MANUFACTURERS OF 


Dealer 





Doings 








Scherman -Schaus-Freeman, 
(Studebaker), 
auto to James H. Ringer, of In- 
dianapolis, director of the driver 
training division, Indiana depart- | 
ment of public instruction, to be} 
used in promoting the driver train- 
ing program in state high schools 


which still lack such a program. 
re x = 


Feldstein on College Council 
Dalton G. Feldstein, of Dalton 

Motors, Inc. (Chrysler-Plymouth), 
Sacramento, Calif. is among 11 
members appointed to the Cali- 
fornia state college council by Gov. 
Earl Warren. 
* * 


Brecht In Again 
John C. Brecht, Chevrolet deal- 
er at Franklin, Pa. has been 
elected to his fourth term as 
commissioner of Venango county. 
+ * * 


Broe Buys Out Prehn 


R. E. Broe, president and general 
manager of Prehnco, Inc. (Dodge- 
Plymouth), Springfield, Ill., has an- 
| nounced that he has bought out | 





sell cars today! 





most popular type — and that same desire for comfort makes 


the Ranco automatic temperature control story a big 


many times it helps them ‘make up their minds." 


South Bend, gave an} 


|the interests of Harold W. 
in the dealership, and will continue 
operations under the name of R. E. 
Broe, Inc. Policies and personnel 
| will be the same, it was announced, 
at 412 S. Fourth St. and at its used- 


lear lot at 815 E. Monroe. 
| . 





| Feature Floats 
Manchester’s Dealers Join 


Christmas Parade 

Members of the Manchester Auto- 
mobile Dealers’ Assn., Manchester, | 
N. H., played a leading part in the | 
staging of a big Santa Claus pa- 
rade through the city’s business 
district, where an elaborate Christ- | 
mas lighting system was turned on. | 

The automobile dealers, under the | 
supervision of Chairman Clyde) 
Garfield, of Clyde Garfield, Inc. 
(Ford), entered decorated floats | 
which attracted much attention | 
and favorable comment. 

Other participants’ included: 
Queen City Motors, Morse-Batcheld- 
er, Leo A. Cavanaugh, Inc., Merri- 
mack Street Garage, New Hamp- 
Shire Auto Co., Hanover Hill Ga- 











Your customers’ desire for comfort made closed cars the 


Prehn | -! 


| Bierly, 


EPARTMEN 
i 


(( PaRts De 
,y ; 





Vheact 


Don'7 Sova wk 


FTENTIME 


: \) DARTS an MUCH 
Beit | Il) CHEAPER THAN 
nl STEAK BY THE 
| POUND/ 


| 
| | 











Glerky 


“That ought to shut some of 
the m up.’ 


rage, Cuvenuah Bros., L. E. Whit- 
ten, Inc., Charles Morse Motor Co., 
C.. A. Smith Garage, Manchester 
Buick Co., Fitch Motor Co., Roy 
Prince Motor Co., State Motors, 
Inc., and Gale Motor Co. 

% * * 


Smallcomb Marks 32nd 


Glen O. Smallcomb, operator of 
dealerships in Burlingame, San 
Bruno and San Mateo, Calif., has 
marked his 32nd anniversary as 
Chevrolet dealer. 


Publisher Daniels 


J. C. Daniels, Pampa (Tex.) auto- 
mobile dealer, has also entered the 
publishing field, recently bringing 
out the first edition of the Pampu 
vaily Spokesman. 


| Stafford Announces Bid 


|For Governor of N. H. 


Charles F. Stafford, one of the 
owners of Stafford Buick Co., 
Laconia, N. H., has announced 
his candidacy for the Republican 
nomination for governor of New 
Hampshire. 

The 38-year-old auto dealer, 
who is in partnership with five 
brothers and a sister, also has an 
interest in several other  busi- 
nesses in the city, and is prom- 
inent in many civic and fraternal 
organizations. 

x « * 
Dealer Crisconi to be Honored 


At Dinner in Philadelphia 


Because of his support of the 
Community hospital and his other 
philanthropic activities, John P. 
Crisconi, automobile dealer and 
treasurer of the Philadelphia rede- 
velopment authority, will be hon- 
ored at a dinner Dec. 12. 

The annual award of the Com- 
munity hospital will be presented to 
Crisconi at the dinner. Gerald A. 
Gleeson, Federal district attorney, 
is general chairman of the dinner. 

x * * 
Newly Formed Association 
In Sidney, O., Picks Officers 

The Shelby County Automobile 
Dealers Assn. was organized at a 
meeting held at Sidney, O. 

Officers are: Dorsey Nevergall 

(Dodge), president; Lloyd Wentz 

(Chevrolet), vice-president; Rob- 
ert Wagner (Ford), secretary; 
C. L. Bierly (Chevrolet), treas- 
urer; Mike Johnson (Lincoln- 


| Mercury), George Stamm (Chrys- 


ler) and Omer Dillon (Hudson), 
trustees. With the exception of 
who resides in Jackson 


| Center, all live in Sidney. 
* *” 


help in closing sales. Tell it to your prospects, and see how 


THE FINEST CARS ARE COMFORT- CONTROLLED BY RANCO 


| 


* 


$60,000 Fire at Furr 


Albert Furr Automobile Co., 


|Atoka, Okla., was destroyed by a 


$60,000 fire which was set off by 
the explosion of a steam boiler in 
the garage. 
+ ~ 
Knight Hit by Fire 

A $200,000 fire damaged the 
building of Ralph Knight Chev- 
rolet, Inc., Aurora, IIL, and de- 
stroyed more than 30 automobiles. 
The blaze raged for five hours 


| and attracted more than 4,000 


Kanco Dae. 


COLUMBUS I, 


REFRIGERATION AND AUTOMOBILE HEATER CONTROLS ! 


persons. 


35-Year Story 
Molyneux Chevrolet Co. 


Feted in Tennessee 


An open house celebration of the 
35th anniversary of Molyneux Chev- 
rolet Co., Rockwood, Tenn., was at- 
tended by more than 1,000 persons 
| who came to see “Tennessee’s Old- 
lest Chevrolet Dealer.” 

The company published a special 

(Continued on Page 45, Col. 1) 














AUTOMOTIVE NEWS, DECEMBER 10, 1951 oe ae 
with Vizard Motor Sales in De- 
catur. Schmitt, in the automobile 
business since 1933, plans to take 
an extended vacation. 








Dealer Doings 


‘(Continued from Page 44) 








Lance Shifts Personnel 

J. M. Lance, president of George 
A. Falke Co. (Ford), Cleveland, an- 
nounces the reorganization of his 
dealership with Eugene Morrison 
as new general manager; Mrs. Ruth 
Brock, office manager, and Roy 
| Payne, service manager. 


x 


Rountree Expands 
Plans for the construction of a 
new, modern showroom and repair 
shop at the corner of St. Vincent 
and Southern Ave., Shreveport, La., 
for tountree Olds-Cadillac Co., 


booklet for the occasion, called |Packard, Inc., and Richard Sey- 
“The Story of Molyneux Chevrolet |mour, of Packard Cleveland, Inc., 
Co.” In addition, the firm “bought | were named to the advertising com- 
out” the city’s parking meters for | mittee. 
the day, and covered them with * * * 
paper bags reading, “Park on us aS | Mjlwaukee Chrysler Dealers 
long as you want today.” : ~ 

The firm was begun in 1916 by | Elect Langemack Head 
John Molyneux, who co-founded the! The Chrysler Dealers Assn. of 
company with his son, Harry. Mr.| Milwaukee has elected the follow- 
Molyneux continued as president of |ing officers for the coming year: 
the firm until his death ar 1934, | Clarence Langemack, president; 
when his son, the president now,|wijiam A. Budmats, , 





Geo. W. 4 ae Et mes 


took over the firm. Browne, Inc., secretary; Al Stein, 4 es : = 














Fred Eachus is present secretary, | treasurer er 5 Inc., have been announced. William 
and Mrs. Harry Molyneux, vice- | . :& aa |New Home for Gafes in South Bend— Rountree is general manager of 
president. The department heads — } . ee _, | the firm, located at 1305 Texas Ave. 
are Mrs. Fred Eachus, office and Lester Shifts Two L. O. Gates Chevrolet Corp., South Bend, is operating in its new quarters which * * 

‘ hanes y ts;| E. E. Schexnayder has been ap-|°°C¥PY 52,000 square feet at 333 Western Ave. An eight-page newspaper section was ° ° ° 
non Chinusa aeatinaeed we pointed service ‘manager of ‘aa used to announce the three-day opening. The firm, headed by L. O. Gates, president, Sinclair Builds Home . 
Gaston Bailey service : | Lester Motors (Nash), 700 St.|and his son, Van E., vice-president, has grown from a $25,842 volume in September, Pat Sinclair, Pasa Robles (Calif.) 
The sales department is com-|Charles Ave., New Orleans. Paul | 1939, to a $277,795 for the same month this year. aaah ie oom Foro roaeee 
, , ’ - : —— ye is versatality by building 
posed of Fred Eachus jr., Paul Hel- | Culotta, former service manager, P , pea . 
ton and C. S. McWhirter. has been placed in charge of the | bought out French Pontiac Co., Inc., Beery Buys Out Schmitt rape mgs ose 3 himself a new home 
* ¢ * ts department |2120 Canal St., New Orleans, and in Pasa Robles. 
par P . | : Lewis E. Beery announces he has * * *® 
Wh Heads Up Deal ss * | changed the firm name to Pattison : 
arton Heads Up Weaters | - ‘ | Pontiac Co., has appointed Richard| Purchased Al D. Schmitt Motor Schulte Opens Lot 
In Warren County, Ohio P attison Names Tut |Tut used-car manager. The com-/Sales (Dodge-Plymouth), Decatur,/ pay Schulte Motors Co. (Kaiser- 
The Warren County (O.) Auto- George Pattison, who recently | pany operates two lots. Ind. Beery was formerly associated (Continued on Page 46, Col. 1) 








mobile Dealers Assn. has elected |~— 
the following officers: Arch 
Wharton (Ford), president; Rus- 
sell Scott (Hudson), vice-presi- 
dent, and Fred Schwarz (Chevro- 
let-Oldsmobile), secretary-treas- 
turer. 


* * * 


Brown Chairmans Event 


Ira A. Brown, Portsmouth, N. H.., | 
automobile dealer, was chairman | 
in charge of arrangements for al 
testimonial dinner held at the Pan- | 
away club honoring former Mayor 
Kenneth E. Goldsmith, who was 
promoted to deputy commissioner 
of the state motor vehicle depart- 
ment. 








QUAKER 
STATE 


SUPER 
QUADROLUBE 


50th Birthday _ 
Nelson Motors Celebrates 


In Lockport, N. Y. 


A two-page spread in the Lock- 
port (N. Y.) Union-Sun ¢ Journal 
by Nelson Motors, Inc. (Dodge- 
Plymouth), celebrating the firm’s 
50th year in the automobile busi- 
ness also brought nice returns in 
increased sales, according to Presi- 
dent Kenneth B. Nelson. 

Nelson Motors tied in its birth- z 
day celebration with the introduc- «* 
tion of the 1952 Dodge and, in ad- 
dition, held a drawing for a new 
television set, for which all who} 
visited the firm were given a 
ticket. 

Results of the promotion, accord- 
ing to Nelson, were seven sales of 
52 Dodges; one new ’51 Dodge sold; 
four late-model, and two old-model 
used cars sold, and two new trucks 
sold. ; ae 

Associated with Nelson in the ~ ie 6 
firm are Albert L. and Bruce E. | + Sone h d 
Nelson. Bill Moorish is sales man- am ¥ wit stan 
ager; Floyd Fritz, service manager, is 
and Harold Van Tassel, parts man- ‘ 1 
ager. 

































Designed to 





e Hypoid gear teeth surfaces are exposed to 
severe sliding and rubbing action as well as 
pressure. They require a powerful, extreme- 
pressure lubricant. Protect hypoid gears with 

finest Quaker State Super Quadrolube spe- 
TW. Melineer te presi iia cially designed for this heavy-duty service. 
McKinney Buick, said his company lf Quaker State makes not one, but several 
has purchased the Valley Motors different grades and types of lubricants, each 


bi a 
Pee Goenet tae Gk teas designed for a particular purpose, all of out- 


Three Chattanooga Dealers 


Move to Different Spots 


Location changes of three auto- ‘ 
motive concerns in Chattanooga, 4 





Broad St. to 1809 Broad. we standing quality. 

Horace Collins, vice-president of all Sell complete Quaker State lubrication ser- 
Valley Motors, said his company ‘ , , " 
has selected another location in the vice to give your customers’ cars the finest 
downtown section and Harry Law- “ lubrication that modern science can devise. 


rence, president of Citizens Motor 
Co., announced that his concern 


has leased the present McKinney A COMPLETE LINE OF FINEST QUALITY LUBRICANTS 


Buick location and the former 
Halley Chevrolet Co. building. ; @ Quaker State Super Quadrolube 


Kearns Promotes Halgren @ Quaker State Viscous Lubricant 
@ Quaker State Wheel Bearing Lubricant 
Henry Kearns, president of 
San Gabriel Valley Motors, Lin- oe. @ Quaker State EXPP2 Lubricant 
coln-Mercury dealership in Al- a @ Quaker State Universal Joint Lubricant 
hambra, Calif., has announced the @ Quaker State Waterproof Lubricant 
promotion of Lee Halgren to new- © Quaker State Quadrolube 


a “= "a" ¢ @ Quaker State Quadromatic Automatic 
Packard Dealers Elect Transmission Fluid Type A 
Kaskey in Cleveland 

Packard dealers of Greater Cleve- 
land have elected Walter Kaskey, of 
Kaskey Sales, as the president. S. 
J. Pallay, of Pallay-Pierce, Inc., 
was elected treasurer, and Howard 
Friedman, of Cleveland Heights 
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Dealer 





|of the company in charge of opera- 
tion. 


J 
D @) f n g S Rodine has served as a sales | 


supervisor, promotion chief and | 








(Continued from Page 45) 


Frazer), St. Louis, has opened a 

used-car lot at Highway 66 and 

Laclede Station Rd. The lot con- 

tains 60,000 square feet of space. 
* + + 


French Promotes Two 
Fay E. Loynes has been appoint- 
ed sales manager of new cars and 
Howard W. Baxter has been named 
sales manager of used cars at Dick 
French Studebaker Sales, 1015 N. 
Saginaw St., Flint. 

o 


Century Car Sales 
Century Car Sales, Inc., Char- 
lotte, N. C., has been organized 
with capital stock of $100,000 to buy 
and sell automobiles. Principals 
are S. P. Risley, Joseph Barkley 
and E. A. Palmgren. 
s o s 


S. C. Firms Chartered 
Charters have been granted to 
the following South Carolina auto- 
mobile firms: 
Buddin Motors, Inc., Spartan- 
burg; to buy and sell automobiles 


|to conduct a general garage; capi-| : es @& 


| president. 


|Path; to operate an automobile |dealer in Carey, O. has revealed 





trouble-shooter for the Fick-Berry 
|organization, Kansas City. Willis 


; ‘ |was general sales manager for 
n § as Si in: 
and all kinds of auto accessories Fick-Berry. 


tal stock $15 ; kL . Buddin, ve ° 
— elimi Rappauf to Simonis 


Ervin Motor Co. Inc., Honea! Bill Simonis, veteran used-car | 


business; to deal in and repair|that he has purchased the Chevro- | 
automobiles and sell parts; capital | let dealership of George Rappauf in 


stock $10,000; Houston S. Ervin,|Sycamore, O. Simonis has started | 
president. |a complete renovation of his new} 


| firm, he said. | 


Equipment Co., Inc., Spartan- . ¢ * B. | 
| 


burg; to deal in automobiles, | P 

trucks, machinery and _ rolling! Dillon Buys Out Fry 

equipment; capital stock $5,000;| Paul Dillon, president of Dillon- 

Paul P. Davis, president. 
* + * 


Smith to Handle Nash 


coln Way W., Mishawaka, Ind., has 





‘Fry Motors, Ine. (Ford), 315 Lin-| Dealer Sponsored Golf Tournament— 

The Chevrolet dealers of San Diego, Calif., will sponsor the San Diego open golf 
bought out Phil C. Fry and has as-| tournament on Jan. 17-20 for the benefit of the San Diego Society for Crippled Chil 
sumed full management. The cor-| dren. Roy Miller (left), City Chevrolet, discusses the tournament with Lou Reneau (right) 


Shelton Smith, Shelton Smith |poration name will be changed to| and Zell Eaton, present California Open golf champion. 





Motor Co., 1018 Baronne St., New pay] Dillon Mot Inc. 
Orleans, has signed a Nash dealer- Sree renee . e% eg 


ship contract. 
. * 


Rodine, Willis to Pilot 
Indianapolis Ford Deal 


Downtown Ford Sales Co., Indi- 


Harris-Sauer Centralizes or, service supervisor. 


Harris-Sauer, Inc. (Ford), Erie, . <= = 
Pa., has moved its entire service 





Formerly the firm maintained serv- 





of the firm: C. J. Harris, secre-|jr. as sales manager. He was 
tary-treasurer, and George Young- | former merchandising manager for 


Hudson Sales Corp., Washington. 


x * e 


operation to its 12th St. garage.| Brown Named Sales Manager | Morrison Joins Roper-Danz 
Safford-Chandler Motor Co., Inc.| Bert Morrison, formerly with 


anapolis, has appointed Ray Rodine | ice operations both on 12th St. and | (Nash), Washington, announces the|Ray McCarthy Motor Co. St. 


and Vern Willis as vice-presidents 








CONVERSATION 
or 
VISIBLE PROOF - 


Mt Bring 
‘Oil Filter sj 





Double your filter service volume ...a 
WIX Dirtector is equivalent to an extra 
man at your pump! 







CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., 25 Curity Ave., Toronto 13, Ont. 









Today, with modern Heavy Duty Oils in the 
picture, you’re as out-of-date judging the condi- 
tion of motor oil by the dipstick or on a piece of 
paper as you’d be trying to sell gasoline from a 
barrel! 


Only with the WIX Dirtector can you ac- 
curately show the condition of your customer’s 
motor oil. Whether light or dark—clear clean or 
dirty—the WIX Dirtector gives both you and the 
motorist the TRUE answer! 


Thousands of WIX dealers are cashing-in on 
this modern “Engineered Selling” tool. It is so 
important to sales and profits in oil and oil filter 
cartridges, that every service station should have 
a WIX Dirtector at every pump! 


WIX, and only WIX offers you the WIX 
Dirtector. Contact your nearby WIX distributor 
for full information. If your Jobber doesn’t have 


WIX, write us today. 


OIL FILTERS © CARTRIDGES 
WIX ACCESSORIES CORP, GASTONIA, N. C. 








on 7th St. L. C. Sauer is president | appointment of George L. Brown Louis, has been appointed manager 
a ~—*4 tof the Roper-Danz, Inc., used-car 


| department. 
a 


Payne Moves Lot 


William Payne, Payne Motor Co., 
Inc. (Willys), New Orleans, has 
opened a used-car lot at 325 N. 
| Claiborne Ave. The company’s used- 
ear location was formerly at 1556 
| Canal St. 


* > : 


| Milwaukee Ford Dealers 


Elect Kuhl President 


The Milwaukee County Ford 
| Dealers Assn. has elected the fol- 
| lowing officers: 
| President, Frank Kuhl; vice-pres- 
ident, A. P. Stauffacher; secretary- 
treasurer, Ben Selig; director, Leon- 
ard Rohrbach, and Selig as alter- 
| nate to Rohrbach. 


: * * 


Big Event 
Santa Ana Dealer Marks 


Triple Anniversary 

| W. R. Gordon, of Santa Ana, 
| Calif., celebrated a triple anniver- 
| sary in connection with his career 
|in the automotive field. 
| The occasion marked his 15th an- 
| niversary as a Buick dealer at 
Santa Ana, his 30th year of asso- 
ciation with Buick and his 35th 
year in the automobile business. 

He started as a salesman for 
|Winton Automobile Co. at Los An- 
|geles in 1916 and five years later 
transferred to the sales staff of a 
| Buick dealer at Santa Ana. 


Later he was appointed sales 
manager, and in 1936 when the 
|}owner of the dealership died, he 
| was given the Buick franchise and 
acquired the business. 

* * = 


|5 Delaware Dealers File 


Incorporation Charters 


| The following charters have been 
| filed with the corporation depart- 
|ment in Dover, Del., according to 
Secretary of State Harris B. Mc- 
Dowell jr.: 

Hoffman Buick Co., with capitali- 
zation of $295,000; Curtice Buick, 
Inec., $40,100; Marco Motor Car 
|Co., $100,000; Winterhalter Ford 
| Sales, Inc., $240,000, and Cater Lin- 
| coln-Mercury Sales, Inc., $195,000. 

. . a 


Miller Pushes Used Trucks 


| Miller Chevrolet, Pittsburgh, has 
| established a used-truck lot directly 
|across from its used-car lot. Clyde 
Kumps is used-car manager. 
+ 7 = 


Canipe Buick Co. 


Canipe Buick Co., Havelock, N. 
C., has been organized with capi- 
tal stock of $100,000 to deal in auto- 
mobiles and all parts and accesso- 
|ries thereof. Principals are E. A. 
Canipe, Anna L. Canipe and K. E. 
| Tiffany. 


. * * 


Andersen Promoted 


Frank C. Patterson, general man- 
ager of Patterson Motors, Ltd., 
Ottawa (Chrysler-Plymouth-Fargo), 
has announced appointment of 
John L. Andersen as general serv- 
ice manager to succeed J. S. Healey 
who has been appointed to the sales 
staff. 
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The Booming South 


Sawyer Says Its Share 


of U. S. Income Rose 


3.2 Percentage Points in Two Decades 


ATLANTA—tThe South has been 
a boom area in the last couple of 
decades, Secretary of Commerce 
Charles Sawyer told the third an- 
nual meeting of the Atlanta Retail- 
ing Clinic here. 

Sawyer said his appraisal was 
meant to cover the states of Vir- 
ginia, North and South Carolina, 
Georgia, Florida, Kentucky, Ten- 
nessee, Alabama, Mississippi, 
Louisiana and Arkansas. 

He said this region’s share of 
total U. S. income rose from 10.5 
percent in 1929 to 13.7 percent in 
1949. During that period the popu- 
lation grew at about the same rate 
as the rest of the nation so that 
the per capita income increase in 
the South was 156 percent, as com- 
pared with 96 percent for the U. S. 
as a whole. 

Sawyer said that the South’s in- 
dustry expanded faster than the 
national rate and that workers, 
sensing employment opportunities, 
moved into urban areas. Meanwhile, 
increasing productivity in agricul- 
ture resulted in increased farm 
output, despite a loss of workers. 

But by 1949, Sawyer said, agri- 
culture was no longer the South’s 
leading industry, having become 
second to manufacturing. 

At the end of World War I the 
South had only 11 percent of the 
nation’s manufacturing wage 
earner employment and ranked 
in fourth place. 

It is now in third place, Sawyer 





said, surpassed only by the Central 
and Middle East regions of the | 
country. In 1947, he said, the South | 


| 


Personal Freedom | 
Basis of Progress, | 


Collyer Believes | 


TUSCALOOSA, Ala. — Maximum | 
individual freedom, with the mini- | 
mum necessary restraints on busi- | 
ness actions, will encourage and | 
develop the competition and en-| 
lightened self-interest that pro- 
duces the most in material prog-| 
ress and human values, John L. | 
Collyer, president of B. F. Goodrich | 
Co., said. 

Speaking before a meeting of stu- | 
dents and faculty at the University 
of Alabama, the rubber executive 
said: 

“No nation in the world, large or | 
small, has not benefited directly | 
because there is a United States 
founded on principles of human lib- 
erty and individual freedom. There 
is no nation that will not lose if | 
we permit our freedoms, our liber- | 
ties, and our competitive economy 
to be destroyed. Loss of the ma- 
terial benefits of our competitive 
economy could also bring the loss | 
of essential human values that for 
generations have characterized the 
United States to peoples through- 
out the world. 

“Our nation has demonstrated | 
conclusively that all the people, 
with freedom to think and plan} 
their own progress, will go much 
farther than where freedom is re- | 


tained only for the chosen few.” 





No Accelerator? 
Hand Operation Called | 


Better for Safety 


COLUMBUS, O.— An oldtimer, | 
who designed and built the first | 
automobile driven on Columbus | 
streets, believes that many acci- | 
dents could be averted if the foot | 
accelerator were eliminated. 

Perry O. Okey, 77, said that too} 
many drivers become excited and | 
step on the accelerator instead of 
the brake. He was guest speaker at | 
the 50th anniversary celebration of 
the Columbus Automobile club. 

Okey also thinks that the throt- | 
tle should be located near the! 
steering wheel and operated by) 
hand as on the old Ford Model T. | 

Accidents, he said, also could be} 
reduced if the motorist could drive | 
with the right foot on the brake | 
pedal at all times. A car can travel | 
pretty far in the time it takes the | 
driver to switch his foot from the | 
1ccelerator to the brake pedal, he | 
pointed out. 


had 48 percent of the entire textile 
industry employment in the nation, 
45 percent of the lumber industry 
employment and 60 percent of the 
tobacco industry. 

Within 20 years, Sawyer contin- 
ued, the South moved from third 
to second place in the U. S. as a 
producer of fuels and other mineral 
products, from fifth to third in out- 
put of petroleum products and 
from fifth to fourth in output of 
non-fuel products. 

Sawyer said that the South has 
become a larger part of the na- 
tional market for retail merchan- 
dise. In 1929, it accounted for only 
12 percent of all the goods sold in 
the U. S. at retail, as against 15 
percent in 1948. 

The major portion of the in- 
crease, he said, was accounted for 
by the fact that percapita sales 
in the South rose faster than 
anywhere else in the country. 

Sawyer estimated that private in- 
dustry had put $16 billion into 
Southern expansion since the end 


of World War II. He said a good 
portion of this was put into auto- 
mobile assembly plants. 

“The South,” said Sawyer, “has 
virtually everything needed for a 
balanced and growing economy, It 
has markets—markets important 
enough to justify the holding of a 
retailing clinic such as this one. It 
has raw materials, it has water 
and power resources, many of them 
undeveloped; it has transportation 
facilities.” 

To help in expanding production, 
Sawyer said, the South posseses 
one raw material used by every 
industry in greater amounts than 
any other single material. 

“I refer to water,” said Sawyer. 
“For modern industry lack of 
water can be as disastrous as lack 
of fuel.” 


Fisk Warehouse Planned 

CHICOPEE FALLS, Mass.— 
Turner Construction Co. of Boston 
has been awarded a contract for a 
$300,000 storage building addition 
by the U. S. Rubber Co. The Fisk 
plant of U. S. Rubber, here, has 
long been in need of additional 
warehouse space. In the past the 
firm has been forced to lease space 





at distant points to store tires. 


Wilson Takes Pontiac Deal |Fisher Body at Cleveland, terri- 

Virgil E. Wilson is the new Pon-|torial manager of GMAC in the 
tiac dealer at Corona, Calif., ac-|southern area and general man- 
cording to Don M. House, Pontiac | ager of Harbor Pontiac at San 
zone manager. Wilson has been with | Pedro. 
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Rear Deck Plates 
For Most Cars 


0. 


1130 S. 7th Street Minneapolis 4, Minn. 

















To stop oil-pumping, replace worn 
connecting rod bearings 


Control is essential for good engine per- 
formance, too—control of oil through 
connecting rod and main bearings. 


These bearings meter just the right amount 
of oil throw-off to lubricate the cylinder 
and piston assemblies. When bearings are 
worn, excess oil reaches combustion cham- 
bers, burns to carbon on pistons, rings, 
valves and spark plugs—stealing power 


Control oil-pumping where it starts—REPLACE WITH 


FEDERAL- MOGUL 


SELF-CONTROL 





AND T 


OIL-CONTROL 


9 RESTORE 


AND TRACTOR 


and economy. Performance goes up in smoke! 


Good mechanics know that they must re- 
place worn bearings to give new rings a 
chance to do their own job. Genuine 
Federal-Mogul bearings are engineered for 
the job of oil-control! 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) 


DETROIT 13, MICHIGAN 


STARTS HERE 





Gar, TRUCK 
PERFORMANCE 


STARTS HERE 


)= 
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On the Financial Front 








(Continued from Page 27) 


is a decrease of 75 percent from the 
comparable three-month period of 
1950 when earnings were $12,929,477, 
or $1.44 per share. For the first 
three quarters of 1951 net income 
was $22,732,227, equivalent to $2.52 
per share, as compared with $32,- 
287,802, or $3.58 per share for the 
same period of 1950. 
. s a 


Fruehauf Sees 
Alltime Sales 


Record for 751 


Roy Fruehauf, president of Frue- 
hauf Trailer, told a recent meeting 
of the Cleveland Advertising Club 
that his company will set an all- 
time sales record this year, sur- 
passing a $128,000,000 figure for 
1950 by a comfortable margin. 

Fruehauf indicated that several 
hundred trailers were being pro- 
duced daily by his company. 

Production and employment fig- 
ures at the nearby Avon Park plant 





will also outstrip previous totals, 


{ 


Fruehauf said. Employment is now | @@# 
2,900 persons, as compared to 2,000 | 2 


before the defense program began, | 
he said, and the company is turning | 
out “a substantially larger num-| 
ber of truck-trailers than the out- 
put of 1,000 a month before the Ko- 
rean war.” 

Fruehauf said his company now 
spends between 1 and 1% percent 
of its total sales income on adver- 
tising. He said that the company 
has come far in this field since the 
placement of the first $50 ad by 
the company in 1914. 

Cleveland’s Mayor Thomas A. 
Burke presented Fruehauf with a 
key to the city for his production 
efforts in the greater Cleveland 
area. 


3M Earnings 
Total $11,127,754 


Minnesota Mining & Mfg. sales 
reached a record $126,810,666 for the 





salesman, wholesal 9 





Grand Rapids Mack Truck Sales Opens— 


As well as serving Grand Rapids, Mich., Grand Rapids Mack Truck Sales in that 
city will also take care of the needs of three other Michigan cities—Holland, Traverse 
City, Cadillac, and surrounding communities, it states. R. F. Ecker, formerly a retail 
, and on the Central division in Chicago for the fire en- 
gine division of Mack is president and resident manager. L. E. Ecker, his father, is 
vice-president and will remain in Detroit as a transportation engineer and senior 
salesman. M. E. White is service manager. 
Mack factory parts and service depot in Detroit. 


He was formerly service supervisor for the 





creased taxes reduced earnings to 
$11,127,754, compared with $14,820,- 
590 for the same period last year. 
The firm’s third-quarter report 
showed higher normal and excess 
profits taxes took $19,586,000 of the 
record $31,013,754 net income. The 





first nine months of 1951, but in- 


tax figure amounted to $2.45 per 








There’s a big difference between a 


duck 


oo Oe 


share, compared with $1.91 per 
share for the same period last year. 

Earnings of $1.39 per common 
share for the first nine months 
this year compare with $1.87 for 
the first nine months of 1950. The 
company also announced that $336,- 
102 of the third-quarter earnings 








buck 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 





Other products sold under the ‘‘ Ethyl’’ trade-mark: salt cake 


—ETHYL 
CORPORATION 


TRADE-MARK 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using “Ethyl” gasoline. When you set 
the timing to take full advantage of ‘‘Ethyl’”’ 
gasoline’s higher antiknock quality, your cus- 
tomer gets “‘Ethyl’’ performance—more power, 
quicker starting, more mileage. And you get 


happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


...ethylene dichloride...sodium (metallic)...chlorine (liquid)...oil soluble dye...benzene hexachloride (technical) 


| was set aside for the employes’ 
| profit-sharing plan, bringing the 
| total for the first three quarters to 
| $1,223,724. Employes have shared in 
company profits for 59 consecutive 
quarters. 
* * * 
$67,000 Paid 
On Soss Loan 


Soss Mfg., has further reduced its 
corporate debt by the payment of 
$67,000 on its loan from Prudential 
Insurance of America, it was an- 
nounced last week by Samuel Soss, 
president. The payment is the cur- 
rent year’s obligation under a 12- 
year loan of $1,000,000 on instal- 
ment notes payable which was 
made in 1947, and it reduces the 
total amount outstanding to $732,- 
000. 





L-O-F Enlarges 
Tint Windshield 
Output Tenfold 


NEW YORK.—Production of sci- 
entifically-tinted safety glass for 
windshields has been stepped up 
1,000 percent during the last year 
to meet the ever-growing demand 
by motorists for relief from over- 
head glare and heat, G. P. Mac- 
Nichol jr., vice-president of Libbey- 
Owens-Ford Glass Co., reports. 


More than 170,000 automobiles 
now are equipped with the bluish- 
green windshield which was intro- 
duced a year ago, he said. Automo- 
bile men say the demand for the 
glare-reducing glass has been in- 
creasing steadily, not only in the 
sunnier sections, but also in areas 
where snow-glare is a problem. 

Developed by L-O-F engineers 
after years of research, the shaded 
windshield consists of slightly 
tinted bluish-green safety plate 
glass with graduated shading above 
the eye level. Exhaustive tests 
show it reduces overhead glare 
considerably, MacNichol said. 

The tint is obtained by mixing 
iron oxides in the glass during 
manufacture. By balancing the in- 
gredients correctly, it is possible to 
eliminate a substantial percentage 
of the sun’s glare-producing rays 
and about one-half of the heat rays 
and still preserve good optical 
properties in the glass, MacNichol 
explained. 

First used in Buicks, the special 
glass now is being provided as 
optional equipment in a _ limited 
number of Pontiacs, Oldsmobiles 
and Cadillacs. 


Palmer Named Ad Man 


William J. Mullen, president and 
general manager of Midwest Mo- 
tors, Inc., 535 W. Douglas, Wichita, 
Kans., distributor of Kaiser-Frazer, 
has announced appointment of A. 
E. Palmer as advertising manager 
of his dealership. 











J. W. MORTELL COMPANY 


Factories 


KANKAKEE, ILL. 
DETROIT, MICH. 
LYNDHURST, N. J. 


Pioneers and Today's Largest 
Producers of 


AUTO 
SOUND 
DEADENERS 


Also Underbody Coatings and 
Rustproofing Products for 
the Automotive Industry. 


Have served car, truck and 
body plants for 25 years 
through our Research Lab- 
oratories, Consulting, Engi- 
neering and manufacturing 
Facilities—Now expanded 
to give faster and better 
service. 
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—— . E — | Samworth Elected Head 
oming Events | Of W. Va. Bus Group 
CHARLESTON, W. Va.—Leonard 
: | Feb. 7-8, 1952—I3th annual meeting, Na- H. Samworth, of Ohio Valley Bus 

5 —— pansoricagyr ol A tones Council r Private Motor Truck Co., Huntington, has been elected 
ec. — nnual meeting, etroit uto wners, Hotel Statler, Washington. sside . iP yi ini 
Dealer Assn.. Statler hotel. Detroit. Feb. 7-18, 1952—13th annual meeting Ne- president of the West Virginia Bus 

Dec. 14— Annual meeting of Portland tional Council of Private Motor Truck |Assn, He succeeds A, K. Parker 
eben a Assn., Multnomah hotel, gy ga Hotel Statler, Washing jr., of Consolidated Bus Lines, Inc., 
ortiand, re, ton, D. C. - 7 ce e : 

Jan. 27-30, 1952—NADA convention, Wa!- | Feb. 18-19, 1952—American Petroleum In a, Bluefield, who was named to the 
dorf-Astoria hotel, New York City. stitute meeting, Book-Cadillac hotel, | 4 board of directors. 

March 10-11, 1952—Annual convention of Detroit. Also named were: first vice-presi- 
Louisi t il Deale Assn. Apr. 7-9, 1952—Annual meeting, National H H bd 5 . 
mms Pick Leena em eine, Naicre! | Enhancing the Display of the ‘52 Dodge— dent, F. H. Sullivan; second vice- 

Apr. 7-8, 1952— 13th annual convention, hotel, Chicago. Gardiner Motors (Dodge-Plymouth), Glen Burnie, Md., put forth a special promotion president, R. C. Carnes; third vice- 
Missouri Automobile Dealers  Assn., May 16-17, 1952— Southeast Automotive | to introduce the new 1952 Dodge models. Miss Maryland, Georgia Reed, was hostess| president, F. E. Baldwin; secre- 
Muehlebach oe City. Show conference, Asheville, N. C. for the reception held there which more than 700 persons attended. From left to right |tary, R. A. Keeling, and treasurer 


Dealer Auto Shows 
Feb. 16-24, 1952—44th annual Chicago Auto 
Show, International Amphitheater, Chi 
cago, 
Feb. 22- Mar. 1, 1952—Washington Auto- 
motive Trade Assn., National Guard 
Armory, Washington, D. C. 


March 3-8, 1952—40th automobile show, 
Coliseum, Denver. Sponsored by the 
Denver Automobile Dealers Assn. 


March 7-16, 1952—tLos Angeles Motor Car 
Dealers Assn., Pan Pacific auditorium, 
Los Angeles. 

March 8-15, 1952—Kansas City Auto Show, 
sponsored by Motor Car Dealers Assn. 
of Greater Kansas City, Municipal audi- 
torium, Kansas City. 

March 8-15, 1952—Pittsburgh Automobile 
Dealers' Assn., Hunt Armory, East End, 
Pittsburgh, Pa. 

March 29-Apr. 6, 1952—Seattle Auto show, 
sponsored by Seattle Automobile Deal 
ers Assn., Field Artillery Armory, Seattle. 

* 7 * 


Aftermarket Shows 
Feb. 28-March 2, 1952—Pacific Automotive 
show, Pan Pacific auditorium, Los An 
geles. 


March 20-23, 1952—l0th annual Southwest 


Automotive show, Sam Houston Coli 
seum, Houston, Texas. 

* * * 

General 
Jan. 15-18, 1952—3ist annual meeting, 
Highway Research Board, National 


Academy of Sciences, Washington, D. C. 
Jan. 22-24, 1952—Annual meeting, National 
Car Rental System, Inc., Delano hotel, 
Miami Beach. 
Jan. 27-30, 1952—Iith annual convention, 
Truck Trailer Mfg. Assn., Hotel Sham- 
rock, Houston. 





Buyer’s Psyche 
Listed as Factor 


In Auto Design 


MILWAUKEE.—The modern au- 
tomobile represents, in itself, con- 
tributions from every field of en- 
gineering and the natural sciences 


—even including psychiatry and 
physiology, according to a Ford 
scientist. 


“We go to great lengths in pos- 
ture research to give the passenger 
a comfortable seat for his physiol- 
ogy and we go to greater lengths 
in tracking down and eliminating 
noises which would disturb his 
psyche,” A. L. Haynes, of the en- 
gineering research department, of 
the Ford Motor Co., told members 
of the Wisconsin Education Assn. 
physical science section meeting 
here. 

“These are but two of the sci- 
ences involved that are less obvious. 
To these are added petroleum tech- 
nology in the field of chemistry— 
and the design and improvement of 
engines, metallurgy in the fabrica- 
tion and treatment of metals used 
in making car components, ther- 
modynamics in the design of the 
engine and the cooling system, 
etc.,” Haynes said. 

Discussing “Requirements for a 
Young Research Engineer,” Haynes 
listed the qualities needed to con- 
stitute a good research engineer in 
the technological sense. They in- 
cluded honesty, curiosity, common 
sense, an inclination toward sci- 
ence, ability to work with people, 
knowledge of how to speak and 
write effectively and a willingness 
to continue one’s education after 
graduation. 

Today, Haynes said, the ever-in- 
creasing search for efficiency and 
effectiveness leads to specialization 
and specialists with their technical 
knowledge are necessary. All of our 
engineering and scientific tools are 
of such a nature that they aid re- 
searchers in pursuing two methods 
of attack; the analytical approach 
combined with the experimental ap- 
proach. 

Ruhe Promotes Alloo 

George H. Ruhe, Buick’s Pacific 
regional manager, has announced 
the appointment of Cecil B. Alloo 
as Los Angeles assistant zone man- 
ager. He succeeds Roy P. Barbata, 
who has been promoted to zone 
manager at Milwaukee. 








|. —50t i eeti ° . ° ° * 
ay ed ‘cae Lr kanes themen jis J. C. Gardiner, owner of the dealership; Miss Reed, and C. Bowie Rose, sales 


manager. 


and managing director, M. S. Ald- 
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The “Full View’ Rear Window and Dual 
Shields are only two of many car parts and 
accessories made of weather-resistant, 
breakage-resistant PLEXIGLAS. For full 
information concerning PLEXIGLAS acrylic 
plastic molding powders and sheets for 
automotive applications, call or write 
our Detroit representatives, W. E. 


Biggers and R. C. Oglesby, 728 Fisher 
Bidg., Detroit 2, Michigan. Telephone: 


Trinity 3-3200. 


Want plenty of fast, easy profits? Just show these clear, gleaming 


PLEXIGLAS accessories — manufactured by Paul-Reed, 


Inc.* —to any 


convertible-owner. He'll see at a glance how their glistening smart- 


ness improves the looks of his car. And he'll see what 
comfort and safety .. . 


“FULL VIEW" GIVES DRIVERS FULL REAR VISION 


The large yet light weight PLexicLas rear window 
insures an undistorted full view to the rear— 
because “Full View” is a rigid window, and 
because weather-resistant, breakage-resistant 
PLEXIGLAS acrylic plastic retains its clarity 
through years of outdoor exposure. 


flat against back of seat. 


INSTALL EASILY IN JUST A FEW MINUTES 
Anyone can install Full View in just a few 
minutes—without cutting or changing the car drilling holes or marring seats. 
top. Simply un-zip rear flap and drop it behind 
the seat. Insert Full View. Fit molded rubber 
flange over belt rail and fasten. assure long life. 
*These PLEXIGLAS accessories are sold through 


id t CHEMICALS 
authorized automobile dealers and distributors. 


they do for his 


DUAL SHIELDS GUARD RIDERS AGAINST WIND BLAST 
This custom-styled accessory protects front-seat 
riders against disagreeable back-drafts, dirt and 
dust—shields back-seat riders from burning wind 
blast. Shields are adjustable to any angle, or lie 


Dual Shields can be installed quickly—without 


Special heavy- 


duty clamps provide sturdy rattle-proof mounting. 
Tough PvexicLas and chrome tubular framing 


FOR INDUSTRY 





For full information, contact the manufacturer: 
Paul-Reed, Inc., Charlevoix, Michigan 





PLEXIGLAs is a trade-mark, Reg. U.S. Pat. Off. and in princ ipal foreign countries, 


Canadian Distributor: Crystal Glass & Plastics, Lid., 130 Queen’s Quay at Jarvis 


Street, Toronto, Ontario, Canada 








ROHM ¢ HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 
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Back to Trial 
Court Holds Dealer Liable 
For Defective Truck 
AKRON.—An automobile dealer 
who sells a defective vehicle is lia- 
ble for damages if injuries result to 
the buyer, unless the buyer was ad- 
vised of the vehicle’s defects, ac- 
cording to a ruling made here by 


the Ninth District Court of Ap- 
peals. 
The court delivered its edict on 


an appeal from the parents of an 
18-year-old boy. They contended 
the youth was permanently injured 
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|while driving a truck bought from | 
|the Spot Motor Co. 
| A lower court had dismissed the | 
parents’ $100,000 suit, but the ap-| 
peals court held that it must be| 
tried again. 


Hoefert to Bernhardt 
| Appointment of Karl F. Hoefert 
to the new position of assistant | 
general manager of Bernhardt Mo- | 
tors (Chrysler-Plymouth) Tona-| 
wanda, N. Y., has been announced | 
by Charles J. Bernhardt, president. | 
Hoefert has been engaged in auto} 
sales and service for many years. | 








THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION’S LEADING CARS 
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MoPar Parts and 


The name MoPar means genuine Chrysler Corpo- 
ration parts and accessories. They’re factory-engi- 
neered and inspected especially for Plymouth, 
Dodge, De Soto and Chrysler cars and Dodge “‘-Job- 
Rated”’ trucks. That’ 
fit right and work right! 


Always recommend and install MoPar parts and 
accessories in vehicles built by Chrysler Corpo- 
ration. You'll benefit in many ways— including 
customer goodwill and repeat business. 


You can get MoPar parts and accessories from Plymouth, 
De Soto and Chrysler 


Dodge, 


Top-flight performance 


In any season, any weather, you can always depend 
on the top-flight, more-for-the-money quality of 





accessories! 


s why you can count on them to 


dealers and from 


general service and repair shops. 


\fact that it held an unpaid repair- 





Lawsuits Affecting Dealers .. . 





Court Decisions 


(Continued from Page 41) 


though the difference between the 
cash price and the deferred pay- 
ment price was in excess of 
amount equivalent to a legal rate 
of interest. The court said: 

“It appears that such contracts 
have provoked considerable litiga- 
tion over the country and while 


| there may be said to be a division 


of authority on the point, Florida 


| appears to have allied itself with 


the weight of authority in holding 
such contracts not amendable to 
the charge of usuary.” 

* + * 


Garage Gets Car 


ig SUBSEQUENT litigation the 
higher court was asked to decide 
whether the finance company was 
entitled to possession of the auto- 
mobile by virtue of the fact that it 
held a conditional sales contract 
thereon, or whether Watkin’s ga- 
rage was entitled to possession of 
the automobile by virtue of the 


many 





|men’s and mechanic’s lien on the 
| automobile. 


| The higher court held that the 
| 


Watkin’s garage could take pos- 
session of the automobile. The 
court said: 

“The conditional sales contract 
in this case provides that the ven- 
dee (Barnett) shall not attempt to 
|sell or encumber said vehicle dur- 
ling the life of the contract. In our 
| opinion this provision does not pre- 
| vent the creation of liens. 

“The vendor, by entrusting the 
vendee with possession and a right 
to use the automobile, impliedly 
|clothed vendee with authority to 
contract for necessary repairs, so 
that such repairs, if made at the 
request or direction of the vendee, 
|were as though made by vendor's 
| request or direction.” 

+ + + 
Employe Shot 

CCORDING to a late higher 

court decision, a garage em- 
ploye is entitled to compensation 








CHRYSLER MOTORS PARTS CORPORATION, DETROIT, MICHIGAN 








Canadian Driver Training— 


Maurice Carter (left), Pontiac dealer at 
Edmonton, Alto., presents the keys of a 
dual-control Pontiac to Jack Housez, chair- 


man of the Edmonton branch of the 
Alberta Motor Assn., for use in the driver 
training program there. 





if he is shot while parking auto- 
mobiles. 

For illustration, in Reed v. Sen- 
senbaugh, 86 S. W. (2d) 388, the 
testimony showed facts as follows: 
One Reed was a night mechanic, 
employed in a garage. One night 
an officer intercepted the driver of 
a stolen car, whose name was 
Hunter. 

The officer ordered Hunter to 
drive his car to the garage, the 
officer following in his own car. 
Reed opened the garage doors for 
them, and after the stolen car was 
driven in Hunter shouted “stick 
‘em up, and started shooting. Reed 


| was shot and killed. 
” + * 


| Mechanic’s Lien 


| {*ONSIDERABLE discussion has 
|\“4 arisen from time to time over 
|the legal question: “Can a service 
|station have a lien on an automo- 
bile for both labor and accesso- 
| ries?” 
| See Hardy v. Watkins, 117 So. 
| 255-256. Here a service station own- 
pe furnished an automobile owner 
|certain accessories. An employe at 
|the service station installed the ac- 
cessories without making any 
|charge for the labor. 
} In_ subsequent litigation the 
| higher court held that the owner 
of the service station had no lien 
| on the automobile to secure pay- 
| ment. 

This court explained that a me- 
|chanic’s lien on an automobile ap- 
plies only where both labor and 
material are used by the garage- 
|men in the repair of the automo- 
| bile. 
| Also, see Funchess v. Penning- 
|ton, 39 So. (2d) 1. Here a garage 
|owner claimed a lien on an auto- 
|mobile for labor and material. 
| This court explained that as to 
|whether accessories, as a battery, 
|battery cable, an additional oil 
| pump, etc., were proper subjects for 
|a lien depends upon whether the 
{seller made a charge for the instal- 
| lation. If so he could have a valid 
jlien on the automobile to secure 
|payment for the cost of the parts, 
— the labor charge. Otherwise 
not. 








* * * 
Labor Dispute 


TH scope of the National Labor 
Relations act extends to all la- 
bor disputes affecting interstate 
commerce. 

For instance, National Labor 
Relations Board v. Townsend, 185 
Fed. (2d) 378, a California retail 
automobile dealer’s new automo- 
biles are supplied by a California 
wholesale dealer to whom the 
automobiles are shipped from 
outside the state. 

Although the retail automobile 
dealer did no interstate business, 
the higher court held that an inter- 
ruption of the retail dealer’s busi- 
ness due to a strike caused by un- 
fair labor practice is within the 
scope of the National Labor Rela- 
tions act. 

This was so because the whole- 
saler’s business, in buying automo- 
biles from a manufacturer outside 
the state, affected interstate com- 
merce. 


From Kansas Injuns? 
Paul Seifert Motor Co., McPher- 
son, Kans., has completed improve- 
ments at its used-car lot at 409 
N. Main St. A metal archway 


made of neon-lighted squares fea- 
tures large Indian heads at the 
entrance and the lot has been re- 
surfaced. 
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European Auto News 


Sweden Imposes 10% Sales Tax Hike 
On Home Makers, Importers 


STOCKHOLM, Sweden.—(UTPS) |that production of 9,000 cars was 
A new automobile sales tax of|estimated as the actual output. 


10 percent has been announced for 


* * * 


every car made or imported into Upward Spiral 


the country. 
The new tax will be effective im- 


| ARIS, France. - 


Lifting of gov- 
ernment price controls recently 


mediately, the government treas-/has caused the French auto indus- 


irer has announced, and is ex- 
pected to yield the government 
ibout 50 million kronor (or $9,750,- 
00) during the fiscal year 1952-53. 

Due to the nature of the tax, it 
is thought that the new measure 
will in actuality raise the cost of 
cars by 11.1 percent, because the 
tax is to be levied on the total 
retail price, including tax. 

Dealers have pointed out that the 
government will probably not re- 
ceive the expected figure from the 
tax, for it will knock down sales 
of motor vehicles considerably, It 
is expected, however, that the used- 
car dealers, not affected by the tax, 
will carry on a booming business. 

Meanwhile, it has been reported 
that the Swedish agents of the 
German Volkswagen have pur- 
chased a site at Uddevalla to erect 
an assembly plant there. It is 
thought that savings in freight 
costs would permit a reduction of 
prices in Sweden on the models, 
and partially make up for the prices 
after the new sales tax tilt. 

* 


> 
Trails Year Ago 


| bperonpee yen. Germany. — Produc- 
tion of motor vehicles here dur- 
ing August and September was 8 
percent lower than the same period 
last year, it has been announced, 
and it is felt that material short- 
ages will hold production at its 


present level for the immediate | 


future. 

However, export figures show that 
82,000 cars have been shipped thus 
far in 1951 as against 84,000 for 
the whole year of 1950. It is re- 
ported that the home demand for 
small cars is still keen, but has 
reached the saturation point on 
other types. 

At the present time, the industry 
said that there was a market for 
12,000 Volkswagen a month, but 





Tower of Babel 
Ford Needs 3 Linguists 


For Its Mail 


DEARBORN.—Probably no other 
employes at the Ford headquarters 


here get a better insight into the | 


hearts of the world’s troubled peo- 
ple than the three members of the 
company’s translation department. 

The three, who speak 15 lan- 
guages among them, not only pro- 
vide the foreign technical informa- 
tion for Ford engineers but trans- 
late thousands of foreign-written 
letters ranging from requests to 


help locate separated families to} 


letters from a man in South Amer- 
ica who identifies himself as Charlie 
Chaplin. Written in Spanish, his 
letters request plane fare home to 
the U. S. 

The Ford linguists are Stanis- 
law Angerman, an ex-Polish dip- 
lomat; Helen Gulevicz, former 
conspirator in the French under- 
ground, and Victor Fellner, for- 
mer guide for around-the-world 
tours and the interpreting depart- 
ment head. 

They’ll translate letters from 
Hindu, Mohammedan, Chinese, 
Japanese, Syrian, Esperanto—and 
even Braille. But the one query (or 
rather 40,000 since 1944) which irks 
them most is that from Quebec 
asking if Ford will give a car away 
free upon presentation of a 1943 
U. S. copper penny. 

Wescoat Elected 

. 

API Chairman 

_ CHICAGO.—L. S. Wescoat, pres- 
ident of Pure Oil Co., Chicago, has 
been elected API chairman of the 
hoard of directors of the Ameri- 
can Petroleum Institute, succeed- 
ing W. Alton Jones, president of 
Cities Service Co., New York. 

Reelected president was Frank 
M. Porter. All other officers were 
also reelected, except P. C. Spencer, 
president of Sinclair Oil Corp., New 
York, who replaced T. E. Swigart 
of Shell Pipe Line Corp., Houston, 
28 vice-president for the division of 
‘ransportation. 


try to “adjust” it prices. It was 
reported that Citroen has raised 
its prices 12-13 percent; Renault by 
10 percent, and Simca and Peugeot 
by 7-10 percent. 


* > + 

Norse Order 3,500 
SLO, Norway.—Advance licenses 
for the importation of 3,500 
foreign automobiles have been is- 
sued by the Norwegian department 
of commerce, it was reported by 
the auto importers. The permits 
were distributed as follows, the 
importers said: 500 taxis from the 
U. S., Israel, or E.P.U. region; 1,500 
trucks from East Germany or 
E.P.U. region; and 1,500 passenger 
cars from East Germany, Czecho- 





K-F Dealer Displays 1924 Locomobile— 

Newark Kaiser-Frazer, Inc., used a 1924 Locomobile with a gridiron motif to dress 
up its showroom for the football season. Marty Lehrhoff, head of the New Jersey 
dealership, reports the Locomobile ‘‘Sportif'’ model had a wheelbase of 142 inches, 
weighed 5,900 pounds and sold for $11,500. 





slovakia, or the E.P.U. region. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 








‘String Saving’ 
Condemned in 
Small Plants 


ATLANTIC CITY, N. J.—Many 
small plants impede production be- 
cause they are “string savers,” 
Frank K. Shalienberger, associate 
professor of industrial management, 
graduate school of business, Stan- 
ford university, declared here. 

Poorly planned plants cluttered 
with miscellaneous “junk” and 
hampered by antique equipment 
make good shop “housekeeping” 
impossible, he said, laying the 
blame on over-conservative and un- 
imaginative management. He spoke 
at the annual meeting of the 
American Society of Mechanical 
Engineers. 

Small plants of less than 50 em- 
ployes comprise mo:e than 80 per- 
cent of manufacturing plants in the 
country. Their part in defense mo- 
bilization will depend on their pro- 
ductivity, a problem of manpower, 
management, plant and equipment, 





Shallenberger pointed out. 











MORE BUSINESS FOR YOU 1 


DeVilbiss products—Spray Equ 
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Here’s a progressive shop that 
aggressively follows a planned 
“appearance service” program—and 


finds it highly profitable. 


Two complete DeVilbiss Paint 
Shops are now needed to handle 
the demand—which often reaches 
10-15 complete paint jobs and 
touch-ups a day. The factory- 


quality, customer-pleasing refinishes 





Air Compressors Hose and Connections 





turned out have resulted in more 
and more business, and conse- 


quently higher profits. 


Records prove appearance services 
can easily account for one third of 
service department volume! There’s 
no doubt that you can increase 
your refinishing jobs and _ profits 
with a complete DeVilbiss Paint 


Shop. 


Spray Guns Spray Booths 
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we: 
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HAVE YOU OVERLOOKED THIS PROFIT-MAKING SERVICE? 


Your DeVilbiss distributor or 
Branch Office will gladly give you 
expert advice on DeVilbiss products 
—Spray Equipment, Air Compres- 
sors, Exhaust Systems and Hose— 


for your refinishing operations. 


Call today! 


THE DEVILBISS COMPANY 
Toledo, Ohio 


Windsor, Ontario ¢ London, England 
Santa Clara, Calif. 


Branch Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


ATE TR 
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| national trade and 





Tracks for Tanks— 


First rubber tank tracks are rolling off | 
the production lines at B. F. Goodrich's 


new track division. First shipment 
tracks for the M-24 light tank have beer 


sent to the ordnance depot for overseas ' 


destination. Final assembly on some of the 


M-24 tracks is being completed by Frank | 


Estock (above). Goodrich now is working 
on contracts to supply replacement tracks 
for Patton, Sherman and Pershing tanks 
and highspeed cargo carriers and gun 
motor carriages. 





Competition Marks 
Ford Operations, 


Manager Says 


CINCINNATI.—Each Ford divi- 
sion is in business for itself and 
has to compete with other outside 
businesses in the same field, ac- 
cording to Marvin L. Katke, gen- 
eral manager of Ford’s automatic 
transmission plant here. 

“The results obtained at each one 
of the divisions is up to the man- 
agers themselves,” Katke told a 
group of bankers. “Whether it be 
a steel mill, glass plant or other 
unit there is competition among 
them all, both within the company 
and outside.” 

Katke said that the plant here 
operates on that basis and strives 
to have better facilities than the 
outside competitor and “manage- 
ment must assume the responsibil- 
ity of giving better service in qual- 
ity parts, materials and service.” 

Katke said that the company’s 
new building here, which is expect- 
ed to employ an additional 1,000 
persons, will house about 375 ma- 
chine tools and some 78 different 
parts will be machined. 


Twelve sub-assemblies will be 


produced for three models of the |’ 


Pratt & Whitney reciprocating air- 
craft engine at the new addition, 
he said. 


“Meanwhile, operations have be- 
gun on the processing of parts for 
the contract on the pilot line of the 
present building,” Katke said. 


Public Squawks 


Ohio Orders at of Cars 


Used by State 

COLUMBUS, O.—An administra- 
tive order has been sent out to all 
state departments asking them to 
report the number of cars in their 
possession and who is using them, 
it was announced here. 

The action followed a survey by 
a@ newspaper revealing that the 
state owns 1,600 automobiles and 
that “people are getting tired of 
seeing state cars pass them at 70 
and 75 miles an hour, and don’t like 
to see them standing in front of 
amusement places or out on Sun- 
day rides in the country.” 

The survey further revealed that 
the state department’s own 50 
Buicks, one Packard and one Lin- 
coln. 

The highway situation came in 
for an airing on the Town Meeting 
of the Air. 

State Highway Director T. J. 
Kauer, who favors a ton a mile tax 
on trucks, says the state needs 
$265,799,000 annually. The Petro- 
leum Industry Committee of Ohio 
puts the figure at $192,900,000. The 
proposed programs would run 20 
years. 
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Auto News from Japan 


Nippon Version of OPS Sets Used-Car Ceilings 
Of From $833 to $7,777 on Foreign Cars 


By Stewart Griffin 
Staff Correspormdent 


OKYO.— 


1 


government’s ministry of inter- | 


industry has | 


revealed the latest list of estab- | 
lished ceiling prices for foreign | 


|used cars. The bottom price is ap- | 
| proximately $833 as against a top 
price of about $7,777. These prices 
include 40 percent import duties, 





| 


|20 percent Japanese commodity | 
| taxes and roughly $140 in brokerage | 


(UTPS)—The Japanese charges. 


So far applications have been 
filed with the Ministry for as- 


| ernmental agencies, 


| which originate from the U. 


signment of foreign exchange to | A se i 
| mitted to the Ministry of Interna- 


purchase a total of approximate- 
ly 15,000 automobiles, as com- 
pared with dollar allocations 
fixed at about $1,500,000 for 1,000 
cars for the current year. Pri- 


| 


ority will be given to general gov- 
physicians, | 
large concerns, and law-enforce- 
ment and fire-fighting agencies | 
in the purchase of these cars, 
the overwhelming number of 
Ss. 
and from American sellers. 

As a result, car allocations for 
|private ownership and use or for 
private taxi use are very small in 
comparison with the very large 
number of private applications sub- 


tional Trade and Industry. 
Agencies of the Central Govern- 

ment headed the list of applica- 

| tions, requesting almost 950 cars, 


| 





as against requests by the police 
|and local self-government prefec- 
| tural agencies totaling 750 and 700, 
respectively. The market for used 
cars seems to gravitate entirely to 
four-door models with Buicks, 
Chevrolets, Cadillacs, Packards, 
Chryslers and DeSotos being pre- 
ferred to other makes. 





Towell Plans Service Garage 

Plans for the construction of a 
service garage that will cost $200,- 
000 have been announced by David 
C. Towell, president of Dave Towell, 
Inc., Akron. Towell is Cadillac dis- 
tributor for five counties and an 
Oldsmobile dealer. 





How 


much trouble 


can one world 


get into? 


There’s a popular song that says ““Nobody knows the trouble I’ve seen.” It could almost 
have been written about Cyrus L. Sulzberger, chief foreign correspondent of 

The New York Times. In the more than 13 years Cy Sulzberger has been datelining 
dispatches from foreign places, he has seen and reported—and been in—enough 
trouble to make Richard Harding Davis seem like an amateur. 


Cy Sulzberger has been a hot-news-chasing typewriter-pounding reporter since 1934. 
He covered fires in Pittsburgh. He covered labor in Washington. Since 1938 

he has been chasing trouble all over the world, mainly in Europe. In 1950, besides 
heading the biggest foreign staff of any U. S. newspaper, he traveled more than 
40,000 miles, filed stories from some 22 different countries. 


He has interviewed the kings of Belgium, Italy, Norway, Greece, Yugoslavia, 
Albania, Saudi Arabia, Jordan and Afghanistan; the emperor Bao Dai and the 

Shah of Iran; such other world figures as Tito, Franco, the Pope, General MacArthur, 
Benes, Masaryk, Bierut, de Gaulle, Abd el Krim, Weizmann, Azzam Pasha, the 
Wali of Swat, Nehru, the Orthodox Patriarch, Trygve Lie, Ben Gurion, Cripps, Attlee, 
Evatt, Paasikivi, de Gasperi, Inénu, Bevin, Gruber and Sforza. His interview with 


Yugoslavia’s imprisoned Archbishop Stepinatz won him a special Pulitzer Prize citation. 


Times readers like Sulzberger’s reports. He digs deep, gets the news that isn’t obvious, 
tells it vividly, makes global affairs as plain as local gossip. Some governments 

don’t like that. They have banned him. Others have arrested him. Virginio Gayda, 
Mussolini’s chief propagandist, allergic to the truth, called him “a creeping 


tarantula... 


spreading poison.” Time magazine called his dispatches “epic.” 


It is because The Times pools the skills and talents of many notable reporters and 
editors like Cy Sulzberger that it is such an interesting, unusual newspaper. 
Readers get more news from it than from any other source; rely upon it, trust it. 


* Advertisers know, of course, that when readers get more out of a publication, 
they get more out of it, too. That’s why, for 32 consecutive years, advertisers 

have made The Times their leading medium in the world’s leading market. There’s 

a lot about The Times you’d enjoy knowing. May we tell you? 


HUNDREDTH ANNIVERSARY 195 
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Auto Personnel 





‘ 





Appointment of Richard J. Wil- 
son to the sales promotion staff 
of Martin-Senour Co., Chicago, has 
been announced by William M. 
Stuart, president. Wilson came to 
Martin-Senour from Montgomery 
Ward. Earlier he had been with 
the public relations department of 
International Harvester Co. 

* *- + 


Whittemore Moves Up 


At Pittsburgh Glass 
Appointment of Russell G. 





Whittemore as acting director, 
product development department 
for Pittsburgh Plate Glass Co.’s 
glass division, is announced by 
Richard B. Tucker, executive 
vice-president. 

Whittemore has been with 
Pittsburgh Plate Glass_ since 
1930. He had served in various 
supervisory positions at the firm’s 
Creighton (Pa.) plant and during 
the past eight years as a techni- 


| cal representative of the product 


development department. 





| automotive 
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Cole-Hersee Outlet 
Southern Sales Co., 514 Court St., 
Jackson 5, Mississippi, has been 
named _ sales_ representative for 
Cole-Hersee Co., manufacturers of 
electrical products. 


Southern Sales will serve Missis- 


|sippi, Louisiana, northern Alabama, | 


| 
| 


Arkansas, and western Tennessee, 


jand is headed by W. A. Todd. 


| 


| 


* * * 
Coveney Moves Up 


In Chrysler Export 


Appointment of Lloyd H. Cov- 
eney as export production super- 
visor of cars and trucks and 


other overseas functions has been 


GP me S, ia 
ne, te A 


teen, 


announced by K. H. Kingsley, 
general works manager, Export 
division, Chrysler Corp. 

Coveney joined Chrysler Export 
in 1934 and served in various 
planning and production capaci- 
ties until 1942, when he was as- 
signed to the purchasing depart- 
ment. He served as planning 
superintendent at the tank arse- 
nal from 1944 to 1946 and re- 
turned to the Export division as 
planning manager. 

* * 


Lyle Heads District Sales 
For Timken Division 

Timken Roller Bearing Co., Can- 
ton, O., has announced the appoint- 


Abbe: 
te aA ptm 
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|ment of Sherman R. Lyle of its 
| Cleveland office to district manager 
of its Steel and Tube division in 
northern Pennsylvania and New 
York State. 

Lyle joined the firm in 1940 and 
has been sales engineer for the 
Cleveland district since 1946. Lyle’s 
new office will be in Buffalo. 

* * * 


Textileather Names Maclean 


Head of Pacific Coast Area 


Leonard Maclean has been ap- 
pointed district manager for Tex- 
tileather Corp. in 
Los Angeles, it 
was announced by 


G. H. McGreevy, 
sales. vice - presi- 
| dent. 

Born in Glas- 


gow, Scotland, 
Maclean has been 
in the coated fab- 
rics field in Amer- 
ica for nearly 25 
years. His terri- 
tory will include 
| California, Oregon, Washington and 
Arizona. 





Leonard Maclean 


* * * 


McCall Named Sales Head 


Of GM’s New Departure 


Charles D. McCall has been ap- 
pointed sales manager of New De- 
parture division, 
General Motors. 
He succeeds 
Frank J. Miller, 
who resigned. 

Affiliated with 
GM since 1931, 
McCall had been 
manager of New 
Departure’s cen- 
tral regional of- 
fice in Detroit for 
the past three ss 
years. He is a Cc. D. MeCall 
native of Rochester, N. Y. 

* * * 





Blanchard Heads Promotion 


For Belnap & Thompson 


K. W. Heck, president, Belnap & 
Thompson, Detroit, Inc., incentive 
program merchandising firm, an- 
nounces appointment of R. B. 
Blanchard as promotion director. 

Blanchard recently resigned as 
treasurer and account executive of 
Ralph Sharp Advertising, Inc. For- 
merly he was director of advertis- 
ing and sales promotion of Electro- 
master, Inc. Prior to that he held 
executive advertising positions with 
Buick and Chrysler. 


Price, Williams Promoted 


At Bendix Aviation 


Earl R. Price has been appointed 
chief engineer of vacuum power 
products and W. R. Williams has 











‘ 
| W. R. Williams 
| been advanced to executive engi- 
|neer, according to George W. Pon- 
tius, manager of the automotive 
| section of the Bendix Aviation 
|Corp., South Bend. 

Price was a field engineer for 
Bragg-Kliesrath Corp. and joined 
Bendix in 1930. He succeeds T. H. 
Thomas in the new post. Williams 
joined the engineering staff as a 


laboratory technician in 1939. 
* ” 


E. R. Price 


Harper Gets Top Sales Post 


At Goodyear in Canada 


Goodyear Tire & Rubber Co. of 
Canada, Ltd., has named H. G. Har- 
per as sales vice-president to suc- 
ceed A. W. Denny, who has been 
appointed to the board of directors. 

Harper was transferred to Can- 
ada from the company’s main of- 
fice in Akron, where he held vari- 
ous sales executive positions. 

. 2 * 


Office Equipment Makers 


Elect Oelman President 


Robert S. Oelman, executive vice- 
president of National Cash Regis- 
ter Co., Dayton, O., was elected 
president of the Office Equipment 
Manufacturers Institute at its an- 
nual meeting in New York. Oelman 
succeeded Ray R. Eppert, executive 
vice-president, Burroughs Adding 
Machine Co., Detroit. 

Elected vice-presidents of the in- 





(Continued on Page 62, Col, 1) 
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Hobby Pays Off | 
Father, Blind Son, Help 
Recover Stolen Car 
BRAILLE, Pa.—A father and son 
who have made a hobby of keeping 
a record of police calls helped local 


authorities recover a stolen auto- 
mobile. 


The son, John Sullivan jr., how- 
ever, is blind. But since he was 21 
he has kept a log book of all the 
radio calls, and his father has as- 
sisted him in the hobby. John jr. 
is such an ardent hobbyist that 
he hates to miss out on any calls, 
so when he gets up in the morning 





he ’phones city hall to find out 


what happened during the night. 

Recently, John sr. became curi- 
ous of a car with a damaged 
fender while he was returning from 
church. He jotted down the license 
number and told his son about it. 
They checked their log and found 
out the car was stolen, called 
police. 

Worcester Ups Two 

Raymend D. Leigh has been pro- 
moted to sales manager of Wor- 
cester Motors, Inc., Worcester, 
Mass., and David K. Montgomery 
has been advanced to assistant 
general manager. Leigh has been 
used-car manager and Montgomery, 
sales manager. 





Now You Can Use Bemis BURLAP 
In Seat Cushions Again! 





BURLAP prices have already 
dropped halfway from the peak to 


are good 


" gems ag’ 


way you. 


Detroit «¢ 
New Orleans 





Brooklyn « 


pre-Korea figures. And shipments 


...and increasing. You 


can again have seat cushions the 


..and your customers... 


want them. 


Chicago ¢ Indianapolis 


¢ Boston * New York « St. Louis 


Also offices in Qther Principal Cities 





Anather Great AMMCO TRIO 


for cylinder reconditioning 


See your 


Ammco jobber 
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_Used-Car Auction Prices 








Market Trend 


Either the approach of Christmas or the fact the used-car ceilings 
will soon be lowered could be cited as a primary factor in causing a 
decline last week of $21 in the overall used-car price average to $875. 

At any rate, the drop was the largest weekly decline since early in 
July when a $26 fall occurred. Compared with last year at this time, 
the current average of $875 is $46 over the $829 average of Dec. 10, 1950. 

It might be significant, however, that the drop in the second week of 
December last year also amounted to just $21. The only models which 
failed to lose value last week were ’42s, which gained $6. The rest of the 
list dropped from $10 to $55, the latter figure affecting ’49s. 

The decline in prices had only a minor effect on sales. Of the 1,914 
offerings at 12 representative auctions last week, 1,220, or 64 percent, 
were sold. In the preceding week at the same auctions, 1,205, or 63 
percent, of the 1,900 offerings were sold. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Nov. 23.) 

(Sold 56 units out of 116 offerings.) 


BUICK—’51 Super Riviera conv., $2,240*. 
'50 RM conv., $1,860*%; Special 4-dr., 
$1,540. °49 RM conv., $1,370*; 4-dr., 
$1,260*. °47 Special 2-dr., $860. 

CADILLAC—’50 (61) 4-dr., $2,755*, $2,- 
680*. '47 (62) 4-dr., $1,220*, $1,090. 

CHEVROLET—’51 Bel-Air, $1,935*; SL De- 
luxe 4-dr., $1,690*%; SL Special club 
coupe, $1,520. ‘50 Bel-Air, $1,585. °49 
FL Deluxe 2-dr., $1,150. '48 FL aero- 
sedan, $890. ‘47 SM 4-dr., $850; FM 
club coupe, $770. 

CHRYSLER—’51 NY 4-dr., $2,450. °49 
Windsor 4-dr., $1,270*; NY 2-dr., $920. 


’48 Royal 4-dr., 

try conv., $930. 
DeSOTO—’'49 Custom 4-dr., $1,380. 
DODGE—’49 Wayfarer roadster, $900; 

Coronet 4-dr., $900. °48 Deluxe 4-dr., 


$1,120*; Town & Coun- 


$870. 

FORD—’51 Victoria, $2,030*; Custom (6) 
2-dr., $1,620. ’50 Custom (8) 2-dr., $1,- 
320; station wagon, $1,400. ’°49 Custom 
(8) club coupe, $1,050; Custom 2-dr., 
$990. 

HUDSON—’48 Commodore (6) 4-dr., $895. 

KAISER—’51 Henry J (4) 2-dr., $945. 


MERCURY—’48 club coupe, $865. '46 club 
coupe, $700. 
NASH—’50 Ambassador 4-dr., $1,220; 


Statesman 4-dr., $1,140. 
OLDSMOBILE—’50 (88) Holiday, $1,680*. 
"49 (98) 2-dr., $1,400*. °47 (78) 2-dr., 
$850*; (98) 4-dr., $710. 
PLYMOUTH—’51 Belvedere, $1,900; conv., 
$1,750; Cranbrook 4-dr., $1,590. '49 SD 
4-dr., $1,105. ‘47 Deluxe 2-dr., $800. 
PONTIAC—’51 Chieftain (8) 2-dr., $1,980. 
‘49 SL (8) 2-dr., $1,185. °47 Torpedo 
(8) 2-dr., $750. "46 SL (8) 2-dr., $770*. 
STUDEBAKER—’51 Land Cruiser 4-dr., 


$1,700*. °50 Champion 
Champion 2-dr., $630. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Nov. 23.) 
(Thanksgiving holiday cut attendance. 
Sold 60 units out of 148 offerings.) 
BUICK—'51 Special 2-dr., $1,925. 
CHEVROLET—’51 Bel-Air, $2,000*, $1,- 
900*; SL Deluxe 2-dr., $1,617. 50 FL 
Deluxe 2-dr., $1,400, $1,335; SL Deluxe 
2-dr., $1,225. °49 conv., $1,150; SL De- 
luxe 2-dr., $1,100, $1,105, $1,040; FL 
Deluxe 4-dr., $1,100; 2-dr., $1,050; %- 
ton pickup, $720. ’47 FL aerosedan, $775; 
FM 4-dr., $830. '46 SD 2-dr., $675. °39 
Deluxe 2-dr., $190. 
CHRYSLER—’50 NY 2-dr. Newport, $1,750. 


2-dr., $1,110. '47 


DODGE—'49 Wayfarer 2-dr., $1,075. °48 
Custom 4-dr., 2 at $900. 

FORD—’51 Victoria, $1,860; Deluxe (8) 
4-dr., $1,850; 2-dr., $1,500; Custom (8) 
2-dr., $1,635*, $1,625*, $1,575. °50 Cus- 


tom (8) 4-dr., $1,375, $1,350; 2-dr., $1,- 
125; Deluxe (8) 2-dr., $1,170; club coupe, 
$1,180*; %-ton pickup, $800. '49 Custom 
(8) coupe, $975, $950; Custom 2-dr., $1,- 
030. °48 Super Deluxe (8) 2-dr., $900; 
club coupe, $900; conv., $840. '47 SD (8) 
club coupe, $610. ’46 Deluxe club coupe, 
ad SD (8) 2-dr., $600; club coupe, 


HUDSON—’49 Deluxe (8) 4-dr., $500. 


KAISER—’51 Henry J (4) 2-dr., $1,070. 
LINCOLN—’51 Cosmopolitan 4-dr., $2,- 
o* 


350*. 

MERCURY—’50 4-dr., $1,450. °49 4-dr., 
$1,040. '47 4-dr., $930; club coupe, $780. 

PLYMOUTH—’51 Cranbrook club coupe, 
$1,650; Cambridge 4-dr., $1,525. '50 SD 
4-dr., $1,300. 

PONTIAC—’51 Catalina, $2,370*, $2,275; 
Chieftain (8) Deluxe 4-dr., $2,125*, $1,- 
960; SL (8) 2-dr., $1,750. °'50 conv., 
} a *49 club coupe, $1,200. ’47 2-dr., 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Nov. 26.) 

(Storm cut attendance but buyers were 
more active than usual. Prices about 
the same as past three weeks. Sold 70 
units out of 96 offerings.) 


BUICK—’49 Super sedan, $1,285*; RM se- 
dan, $1,120*, $1,025*. °48 RM _ sedan, 
$860*. °47 Super sedan, $760. °40 Cen- 


suas sedan, $210. °39 Century sedan, 

145. 

CADILLAC—’50 (62) 4-dr., $1,880*. °47 
(62) 4-dr., $1,050*. '46 (62) 4-dr., $760*. 

CHEVROLET—’51 SL Deluxe club coupe, 
$1,560. °50 SL Special sedan, $1,260. 
49 SL Deluxe sedan, $1,140; SL Special 
sedan, $1,050, $900. ’48 SM sedan, $630; 
FL sedan, $850; FM conv., $685. °47 
conv., $700; SM sedan, $650; FL 4-dr., 
$780. °46 FM 2-dr., $600; %-ton pickup, 

; FL 4-dr., $550; SM 4-dr., $520. 
"41 SD 2-dr., $130. 

CHRYSLER—’46 Windsor sedan, $700. 

DeSOTO—’48 conv., $800. 

DODGE—’52 Coronet sedan, $2,300*. °49 
Coronet sedan, $1,300*. '47 Deluxe 4-dr., 
$700. 

FORD—’51 Custom (8) sedan, $1,460, $1,- 
730*. '50 Custom (8) club coupe, $1,125; 
Deluxe (8) 2-dr., $1,030. ’48 (6) %-ton 


express, $590. ’47 station wagon, $425. 
"46 SD (8) 2-dr., $700. °41 Deluxe (8) 
2-dr., $160. 


HUDSON—’50 Super (6) 2-dr., $1,060. 
Super (6) 2-dr., $750. 


48 


MERCURY—’49 station wagon, $1,075*. °46 
2-dr., $580. 

NASH—’49 Ambassador 4-dr., $810. ‘47 
(600) 4-dr., $510, $435. °40 4-dr., $130. 

OLDSMOBILE—’51 (88) Holiday, $2,490*. 
*50 (88) 2-dr., $1,560*. °49 (88) 4-dr., 
$1,390*. °48 (98) 4-dr., $1,000*; (66) 
4-dr., $840. 


PACKARD—’51 (200) club sedan, $1,725*. 
’48 Deluxe sedan, $735. 

PLYMOUTH —’51 Belvedere, $1.800. ’49 
Deluxe club coupe, $1,090; SD sedan, 
$1,100, $1,010. '47 SD 2-dr., $650. 

PONTIAC—’51 Chieftain (6) 4-dr., $1,875. 
'48 SL (6) 4-dr., $850. °47 SL (6) 4-dr., 


$650. ’40 (6) club coupe, $230. 
STUDEBAKER — °'49 Champion conv., 
$880* 


WILLYS—'48 Jeep, $725, $760. 


OAKLAND, CALIF. 


(A, L. Pollock’s Auto Dealers Whole- 
sale Auction. Sale every Wednesday. Prices 
are for sale of Nov. 28.) 

BUICK—’50 Super 4-dr., $1,795, $1,700. ’49 
Special 4-dr., $1,050; RM 4-dr., $1,380, 
$1,310; Super 2-dr., $1,405; conv., $1,- 
310. '47 Special 4-dr., $970; 4-dr., $800; 
RM sedanet, $805; Super 2-dr., 2 at $845. 
°46 Super 4-dr., $775; 2-dr., $860, $735. 
"41 4-dr., $155. '40,4-dr., $175. 

CADILLAC—’51 4-dr., $3,860*. '50 
(61) 4-dr., $2,860*%; (62) 4-dr., $3,200*. 
"49 (62) 4-dr., $2,215*, $2,205*; (61) 4- 
dr., $2,200*. ’47 (62) 2-dr., $1,520. '46 
4-dr., $955. 

CHEVROLET—'51 ‘%-ton pickup, $1,275. 
’50 FL Deluxe 2-dr., $1,305, $1,400; Bel- 
Air, $1,640*, $1,650*; conv., $1,555. °’49 
SL Deluxe 4-dr., $1,260; conv., $1,155. 
’48 FM club coupe, $1,000; conv., $1,050, 
$895. °47 FM 4-dr., $820; SM 2-dr., $775. 
46 SM 2-dr., $630; FM 2-dr., $790. ’42 
2-dr., $315. ’41 4-ton pickup, $300, $320; 
4-dr., $290. 

CHRYSLER—’51 Windsor 4-dr., $2,275. ’50 
Royal club coupe, $1,650, $1,600. '49 NY 
4-dr., $1,260. ‘47 4-dr., $905. °46 NY 
4-dr., $505. 





DeSOTO—'50 Custom 4-dr., $1,575, $1,530; 
earryall, $1,555. °46 station wagon, $795. 








41 4-dr., $245. °40 2-dr., $170. '38 4-dr 
$120. 

DODGE—’50 Coronet 4-dr., $1,575; Mea- 
dowbrook 4-dr., $1,400, $1,450. '48 Deluxe 
2-dr., $795; Custom 4-dr., $930 47 4- 
ton panel, $485. ‘41 %-ton panel, $175 

FORD—'51 Custom (8) 2-dr.; $1,805; conv 
$1,925. ‘50 conv $1,450; -ton pickup 
$1,075; Deluxe (8) 2-dr., $1,200; 4-dr 
$1,305, $1,110 ’49 Custom (8) 2-dr 
$1,175, 2 at $1,100; 4-dr., $1,055, $1,120 
$1,150; Deluxe (8) 4-dr., $910; conv 
$1,140; business coupe, $930*; Custom 
(6) 2-dr., $970. ‘48 (6) -ton pickup 
$865; station wagon, $775. '47 (8) conv 
$735, $655. "46 Deluxe (8) 2-dr., $600 
SD (8) 2-dr 745; (6) business coupe 
$180. °41 2-dr., $200 

HUDSON 48 Super (6) 4-dr 840 

LINCOLN—'49 club coupe, $1,040; 4-dr 
$1,200 

MERCURY—'51 2-dr 2,035*. °49 2-dr 
$1,275; 4-dr., $1,325; station wagon, $1 
480. '48 4-dr., $950. '46 conv., $745 10 
4-dr., $165 

NASH—’50 Statesman 2-dr $1,180. '46 
(600) 4-dr., $460. 

OLDSMOBILE—’50 (88) 2-dr., $1,655; club 
coupe, $1,700, $1,605; 4-dr., $1,750"; (76) 
2-dr., $1,425. °49 (98) 2-dr., $1,310, $1 
600*; (76) 4-dr., $1,190. °47 (76) 2-dr 
$820; (78) 2-dr., $830; (66) club coupe 
$795. °42 club coupe, $200, ‘41 4-dr 
$310. '40 4-dr., $205. 

PLYMOUTH—’50 suburban, $1,575. ‘49 
suburban, $1,270; SD 4-dr., $1,080; De- 
luxe 4-dr., $1,105. °48 conv., $915. ‘41 
2-dr., $170 

PONTIAC—'50 (8) station wagon, $1.- 
800*; conv., $1,735. °49 SL (8) 2-dr., 
$1,300. "47 (S) conv., $725; 4-dr., $790* 
’46 club coupe, $630; 2-dr., $740*, $650 
’41 2-dr., $265; 4-dr., $170. '40 4-dr 
200. 

STUDEBAKER—’51 Land Cruiser 4-dr 
$1,705, $1,760. ‘50 Commander 2-dr., 
$1,165; conv., $1,350, $1,300. °48 Com 
mander 4-dr., $995. ‘41 4-dr., $200. 

WILLYS—’50 ‘%-ton pickup, $1,005. ‘47 


station wagon, $720. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 28.) 

(Market off slightly due to slack re- 
tail sales. Sold 85 units out of 138 offer- 
ings.) 


BUICK—’51 Super sedan, $2,275*. 50 Super 
sedan, $1,600. °49 RM sedan, $1,225*; 
conv., $1,260; Super sedan, $1,470. ‘47 


Super sedan, $760; Special sedan, $710. 
’46 Special sedan, $675. 


CADILLAC—’48 (62) sedan, $1,830*, $1,- 
660, $1,510; (61) sedan, $1,570. ’41 se- 
dan, $390 


CHEVROLET- ‘51 SL Deluxe sedan, §$1,- 


500*. ’50 SL Deluxe sedan, $1,300"; 
conv $1,350, $1,185. °49 %-ton panel, 
$660; SL Special sedan, $1,000, $965, 


$960, $950, 4 at $940, $920; FL Deluxe 
sedan, $1,110, 2 at $1,100, $1,050. ‘48 
FM sedan, $775. ’47 SM sedan, $760, 
$685, $675. '46 sedan, $620. '41 SD sedan, 


$300, $275. "40 SD sedan, $170. 
CHRYSLER—’51 Windsor Deluxe sedan, 
’49 NY sedan, $1,260; Royal se- 


$1,340. 

DeSOTO—’49 Custom sedan, $1,310, $1,210 
’47 sedan, $840. °42 sedan, $175. 

DODGE—’50 Meadowbrook sedan, 
’49 Meadowbrook sedan, $1,210. 
tom sedan, $790. 

FORD—’51 Deluxe (8) sedan, $1,400. 


$1,390 
"47 Cus- 


"50 


Custom (8) sedan, $1,140, $1,025. ’'49 
Custom (8) sedan, $1,085. °48 SD (8) 
sedan, $820 $795. °46 SD (8) sedan 
$620. °42 Deluxe (8) sedan, $220. ‘40 
SD (8) sedan, $250. 

HUDSON—’50 Commodore (6) sedan, $1,- 
220. °47 sedan, $595. 

MERCURY—’51 sedan, $1,875. °49 sedan, 
$1,110*, $1,025. °46 sedan, $605. 

NASH—’51 Ambassador sedan, $1,750. °46 


(600) sedan, $410. 

OLDSMOBILE—’51 Super (88) sedan, §$2,- 
260°. °50 (98) sedan, $1,660. °49 (76) 
sedan, $1,220*; (88) sedan, $1,075. 

PLYMOUTH—’51 Suburban, $1,800; Cam- 
bridge sedan, $1,375, $1,335, $1,250. '50 


conv., $1,330. ’47 SD sedan, $640. °46 
SD sedan, $425. 

PONTIAC—’50 (8) Catalina, $1,825*. ’'49 
(8) conv., $1,275*. °46 (6) sedan, $650. 


STUDEBAKER—’51 Commander sedan, 
$1,450*. '50 Champion sedan, $1,150. '47 
Champion sedan, $565. 

WILLYS—’47 station wagon, $650. 


DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo. Prices are for 
sale of Nov. 27.) 

(Prices slipped slightly; demand good. 
Sold 196 units out of 289 offerings.) 
BUICK—’51 Super Riviera coupe, $2,155*. 

’50 Super Riviera coupe, $1,810*, $1,815*; 

Special sedan, $1,125, $1,190, $1,255, 

$1,290*, $1,300, $1,415*. ’49 Super sedan, 

$960*. 47 RM sedan, $695. 
CADILLAC—’51 (62) sedan, $3,760*, $3. - 

950*. °50 (62) sedan, $2,790*, $2,805*, 

$2,865*, $3,030*, $3,110*. °46 (62) sedan, 

$1,035, $1,100*. 
CHEVROLET—’51 2-ton truck, $2,285 
Bel-Air, $1,940*; SL Deluxe sedan, $1, 
590*, $1,630*, $1,650*, $1,685, $1,710": 
%-ton pickup, $1,455, $1,460. ’50 Bel-Air 
$1,580; SL Deluxe sedan, $1,070, $1,195 
$1,245, $1,255, $1,265, $1,295*. '49 FI. 
Deluxe sedan, $930, $1,025, $1,050, $1 

(Continued on Page 55, Col: 1) 








CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 


Tie tightly under chassis. Catches oil | 
and grease drip. Does not show. Made | 
from heavy 8-oz. treated duck. Size | 


144-in. long x 36-in. wide $7 95 
e 





F.O.B. St. Louis. Each 
ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 So. 7th St. Louis 2, Mo. 
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a ° om ; ,025*. NTI ~’' 2-dr., f 
aye sin po | a 2 at $1,530. '50 ‘%-ton pickup, | pacKARD—’'49 2-dr., 2 at $850*. ‘46 (6) 4-dr., $1,330*. °49 (8) 4-dr., $1,050; (6) 
Model ‘to date) 1951 1951 > 2-dr., $490. sedanet, $1,050. °48 SL (8) 4-dr., $875*; 
aa . oa ae) | EBENSBURG PLYMOUTH—'51 Cranbrook 4-dr., $1,570; (Continued on Page 56, Col. 2) 
$875 $896 $926 1951 $1,852 $1,896 $1,944 || “-BENSBUR x, PA. ADVERTISEMENT 
1950 1,387 1,402 1,411 || (Ebensburg Auto Auction Co. Sale every 
~~ , | Thursday. Prices are for sale of Nov. 29.) 
1949 1,075 1,130 1,169 (Prices falling but sales percentage 
19438 844 854 892 holding very well, Sold 89 units out of 
H - » . * 129 offerings. ) 
; 1947 704 718 743 BUICK—’50 Super Riviera coupe, $1,505*, 
j 1946 610 632 068 $1.405*; sedanet, $1,400*; 2-dr., $1,380. 
H ‘ . 9e "49 RM 4-dr., $1,000*; Super 4-dr. $1,- 
i > . 7 4 
1942 2389 283 298 200. ‘48 RM 4-dr., $910*: Super 4-dr., 
Nov Oct Sept. 1941 240 256 221 $860. 47 Super 2-dr., $745. °46 Super 
Overall 4-dr., $630. °41 Super 4-dr., $110; Spe- 
i : =a cial sedanet, $290. ‘39 Century 4-dr., 
Average $ 875 $ 896 $ 926 $150; Special 4-dr., $125. 
‘ : CHEVROLET—’51 FL Deluxe 2-dr., §$1,- 
(The above figures are averages of used-car auction prices, all 440. '50 SL Deluxe 4-dr., $1,300* §$1.- 
makes and models, carried regularly in Automotive News.) 250; SL Special 2-dr., $1,105, $1,075. "49 
FL Deluxe 2-dr., $1,010; SL Deluxe club 
coupe, $1,070; SL Special 4-dr., $950. '48 
suburban, $740. ‘47 aerosedan, $690. ‘46 
SM 4-dr., $505. '42 2-dr.. $350. ‘41 MD 
a . 2-dr., $285. 
se = ar uc ion rices CHRYSLER—’'49 Windsor 4-dr., $1,250. '47 
NY 4-dr., $805. '46 NY 4-dr., $505; Royal 
4-dr., $640. 
DeSOTO—’'50 Custom 4-dr., $1,425. 
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070, $1,095, $1,100, $1,105. °48 FM sedan, 
$780, $800, $815, $900. ‘47 FM sedan, 
$530, $610, $615, $655, $755, $835. ‘46 
SM sedan, $390, $400, $420, $510, $575, 
$605, $630. °41 sedan, $200, $215, $365. 


CHRYSLER—’51 NY sedan, $1,835*. ‘50 | 


Windsor sedan, $1,510*. ‘49 NY sedan, 
$1,420*. °48 Windsor sedan, $1,115*. °46 
DeSOTO—’'52 Custom sedan, $2,395*. ‘49 
Windsor sedan, $600*. 
Deluxe sedan, $1,055*, $1,275*. °48 sub- 
urban, $900*. °46 sedan, $655* 
DODGE—’51 Diplomat, $2.100*. *49 Coro- 
net sedan, $1,065*. ‘47 sedan, $610*, 
$645*. °46 sedan, $495*. 
FORD—’51 conv., $2,100*; Country Squire, 
$2,050*; Custom (8) sedan, $1,485, $1,- 


$1,675. °'50 Deluxe club coupe 
$1,215; 


SD club coupe, 


PONTIAC—'51 Chieftain (8) Standard 2- A 
$2,130*; 4-dr.. $1,795, $1,670; De- $1,075; Deluxe (8) 4-dr., $1,200°; %-ton “GREAT” aa hoe that turns, are now working for progressive lots in 36 states, frem 


DODGE—'50 Coronet 4-dr., $1,450*. ‘48 
Custom club coupe, $900. ‘41 Custom 4- 


si." 1° pond 51° victoria, $1,900", $1,505, '50|21-FOOT UMBRELLA FOR CAR LOTS— 


Custom (8) Crestliner, $1,400*; 4-dr.. |The mMefariand “GREAT” UMBRELLA (21-foot spread) and new “WHIRLABOUT,” the 














| adr. . 

| y eenne ” 6 ickup, $875. ’4 sto (8) 2-dr., $9 

| el + Pa 50 Chieftain (8) | ow gg Roel ie) Sar ease. "a an at | coast to coast. A “‘GREAT’’ UMBRELLA will make your lot more attractive—help your sales 
= . — coupe, $1,315. ’49 (8) 4-dr., $730. '46 SD (8) 2-dr.. $640. | and make you money! For full information, call, wire or write McFarland ‘GREAT’ UM- 
| __conv., 285°. HUDSON—’47 Super (8) 4-dr., $450. ’46 | BRELLA co” Division of McFARLAND Awning Corp., 742 S. W. 8th Street, Miami, Florida. 
| STUDEBAKER—’51 Champion 2-dr., $1,- Super (6) 4- ar. $400. 


660*. °'50 2-ton truck, $1,240; Custom | 


(6) sedan, $1,145*, $1, 150*; (8) %-ton 
pickup, $1,050, $1, 105, $1,115. '49 Custom 
(8) sedan, $880, $905, $975*, $1,010*, 
$1,060*, $1,090*. '48 (8) sedan $625, $700, 
$705, $710. °47 (8) sedan, $620, $640, 
$655, $660. '46 (8) sedan, $510, $545. 

FRAZER—’51 sedan, $1,460 

HUDSON—’51 Hornet sedan, $2,200*. '47 
Commodore (6) sedan, $555". "46 Com- 
modore (6) sedan, $500. 

KAISER—’51 sedan, $1,305*. 

LINCOLN—’51 sedan, $2,155*. °49 sedan, 
$1,150*, $1,200*, $1,230*. 

MERCURY—’51 sedan, $1,980*, $1,995*, 
$2,100, $2,270*, $2,330*; Monterey, $2,- 
000. °50 sedan, $1,300*, $1,305*, $1,660*, 
$1,710*. ’°49 sedan, $1,005*, $1,185*. 

NASH—’46 (600) sedan, $450. 

OLDSMOBILE—’51 Super (88) sedan, §$2,- 
155*. °50 (88) conv., $1,805*; sedan, 
$1,640*, °49 (98) sedan, $1,085*, $1,255*, 
$1,295*, $1,305*. '48 (98) sedan, $925*. 
’47 (78) sedan, $475*. °46 (98) sedan, 
$525*. 

PACKARD—'51 (200) sedan, $1,850*. °50 
sedan, $1,020*. '49 sedan, $725*, $810*. 

PLYMOUTH—’51 Savoy, $2,065; Belvedere. 
$1,870; suburban, $1,840; Cranbrook se- 
dan, $1,615, $1,770. 50 Special Deluxe 
sedan, $1,210, $1,225. ’49 suburban, $1,- 
145, $1,200, $1,215. '48 sedan, $630, $665. 
‘47 sedan, $435, $510, $600, $675, $680, 


695. 
PONTIAC—’51 (8) station wagon, $2,450*; 
conv., $2,370*; Chieftain (8) sedan, 
$1,795, $1,850, $1,905, $1,910, $2,205*, 


$2,210*, $2,220*. "49 SL (6) sedan, $1,- | 


050*, $1,065*, $1,120*, $1,195*, $1,240", 
$1,245*. ‘48 sedan, $835*, $850, $890", 
90*. 

STUDEBAKER—’51 Commander sedan, $1,- 
590. °50 Commander sedan, $1,315"; 
Champion sedan, $1.105*, $1,190*:; %- 
ton pickup, $760. 

WILLYS—’51 station wagon, $1.U075*. 


"50 


Jeep, $865. 
MISCELLAN EOU S-—51 GMC %,-ton pick- 
up, $1,505; %-ton pickup, $1,295. ‘'45 


International 1-ton pickup, $370 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every Fri- 
day, Prices are for sale of Nov. 30.) 

(Best sale in three weeks; demand 
very good. Sold 282 units out of 335 
offerings.) 

BUICK—’51 Super 4-dr., $2,165, $2,290*; 
Riviera coupe, $2,350*, $2,360*. '50 Super 
4-dr., $1,490, $1,660*, $1,675*; Special 

2-dr., $1,065. '49 Super 4-dr., $1,230*; 

2-dr., $1,140. '46 Special 2-dr., $520. 

ADILLAC—'51 (62) 4-dr., $3,675". ‘50 
(62) club coupe, $3,090*; (61) 4-dr. $2, - 

860*, $2,900*. °49 (61) 4-dr., $2,050, 

$2,180*. 

CHEVROLET—’'51 SL Deluxe conv., §1,- 
700; 2-dr., $1,635, $1,660, $1,725, $1,780", 
$1,800*, $1,850*, 2 at $1,855*; 4-dr., $1,- 
715, $1,885*; %-ton pickup, $1,290, 3 at 
$1,450. °50 SL Special business coupe, 
$880, $895; SL Deluxe club coupe, $1,- 
180; Bel-Air, $1,475, $1,510, $1,700*; 2- 
r., $1,150, $1,185, $1,205, $1,285*; 4-dr., 
$1,115, $1,325*. '49 %-ton pickup, a, 

CHRYSLER—’51 Saratoga 4-dr., $2,520, 2 
at $2,525, $2,675; Imperial 4-dr.. 2 at 
$3,300*. '50 Windsor club coupe, $1,535; 
4-dr., $1,595. '49 Windsor club coupe, 
$1,250, $1,340; 4-dr., $1,345. 

DeSOTO—’50 Custom club coupe, $1,490*, 
$1,520*; Deluxe 4-dr., $1,110. '48 Custom 
club coupe, $890. 

DODGE—’50 Coronet club coupe, $1,300 
‘49 %-ton pickup, $550. ‘48 Deluxe 4- 
dr., $655; Custom club coupe, $850*. 

FORD—'51 Custom (8) club coupe, §1,- 
560, $1,565; Victoria, $1,930, $1,990, 
$2,200*, $2,220*; conv., $1,590, $1,790; 
2-dr. $1,545, $1,680, $1,790*; 4-dr., $1,- 
685, $1,795*, $1,860*; (8) %-ton pickup, 
2 at $1,425, 2 at $1,500; Custom (6) 4- 
dr., $1,430; Deluxe (8) 2-dr., $1,455. '50 
conv., $1,340. '49 %-ton pickup, $810. 

HUDSON—’51 Hornet 2-dr., $1,820*. ‘48 
Super (6) 4-dr., $960. 

LINCOLN—'49 2-dr., $1,225. 

MERCURY—’51 club coupe, $1,950, §$2,- 
205*; Monterey, $2,005; 4-dr., $1,925, $1,- 
py *49 club coupe, $1,080; 4-dr., $935, 
1,07 

NASH— 51 Rambler conv., $1,260. '50 Am- 
bassador 2-dr., $1,300. 

OLDSMOBILE—'51 Super (88) 2-dr., $2,- 
550°; 4-dr., $2,385, $2,580*; (98) 4-dr., 
$2.365, $2,375, $2,495*. ‘50 (88) club 
coupe, $1,525; 4-dr., $1,700*; (98) 4-dr., 
$1,610, $1,700*. 

PACKARD—'51 (200) 4-dr., $1,755; (300) 
4-dr., $2,035*, $2,000*. '50 2-dr., $1,200*; 
i-dr., $1,005, $1,140 

LYMOUTH—’51 Cranbrook club coupe, 
$1,855; 4-dr.. $1,890, $1,850, $1,820; Bel- 


~ 


vedere, $2,015; Cambridge 4-dr., $1,645, 


























Mrs. Customer: It’s just right for the family. Plenty of space for all our gear 
when we go camping. But one important detail is missing. 

Mr. Salesman: Radio? Heater? They can be quickly installed. 

Mrs. Customer: No . . . leather upholstery. With growing youngsters and 
dog... you’ve just got to have upholstery that will take hard use and like 
it. And genuine leather is so easy to clean. 

Mr. Salesman: We'll get you this car with genuine leather upholstery. Glad to 
do it. And in the color you like. Just a moment... and I'll show you the 


swatches. 


For distinction, durability and sales appeal nothing takes the place of GENUINE LEATHER 


THE UPHOLSTERY LEATHER GROUP 
Tanners’ Council of America + 100 Gold St., New York 38, N. Y. 


American Leather Manufacturing Company, Newark, N. J. ° The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. . Eagle-Ottawa leather Company, Grand Haven, Michigan . Garden State Tanning Inc., Pine Grove. Pa 
The lackawanna Leather Company, Hackettstown, N. J. ° Radel Leather Manufacturing Company, Newark, N. J 
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Yes, It's a Camera— 
This is an ultra high-speed motion pic-| ar., $1,810*. ’50 Custom (8) 4-dr., $1,- 


ture camera, and according to Battelle 
Institute, Columbus, O., many high speed 
phenomena may be viewed through 
use. It is said that the camera will fur- 











Used-Car Auction Prices 








SL (6) 4-dr., $755; 2-dr., $900*. °'40 
(6) 4-dr., $280. 
STUDEBAKER—’'50 Champion RD 2-dr., 
$1,088*. '47 %4-ton pickup, $310. 
WILLYS—’50 station wagon, §$775*. ‘48 
(4) %-ton pickup, $700; %-ton panel, 
$500; Jeep, $585. °47 (4) Jeep, $450, 
25. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Nov. 28.) 

(Prices firm on clean pieces, but off 
on other units. Sold 51 out of 88 offer- 
ings.) 

BUICK—’51 Special 2-dr., $1,925*. '49 Spe- 
cial 2-dr., $1,230. '46 Special 2-dr., $600. 
’41 Special 4-dr.; $220. 

CHEVROLET—’51 FL Deluxe 2-dr., $1,500. 
"50 SL Deluxe 2-dr., $1,275; 4-dr., $1,- 
285*, $1,290*; FL Deluxe 4-dr., $1,255; 
SL Special 4-dr., $910. '49 SL Deluxe 4- 
dr., $1,075; club coupe, $1,100. °48 SM 
2-dr., $800. '47 SM 4-dr., $610; 2-dr., 
$730; FM 4-dr., $680. 

DODGE—’48 Custom club coupe, $755. '46 
Deluxe 4-dr., $480. 

FORD—’51 Custom (8) 2-dr., $1,825*%; 4- 


200. '49 Custom (8) 4-dr., $1,050; conv., 
$1,010. '47 SD (8) 4-dr., $675, $500, 
$700; club coupe, $570. '46 SD (8) 2-dr., 


its $755, $410; 4-dr., $595. '41 SD (6) 2-dr., 


$105. °40 SD (8) 2-dr., $245. 
HUDSON—’51 Hornet 4-dr., $1,610. 


nish important information on what causes | weERCURY—’50 club coupe, $1,310. 


knock in pistons. 





NASH—’49 Ambassador 4-dr., $780; (600) 
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2-dr., $600 

OLDSMOBILE—’46 Deluxe (6) 2-dr., $690. 
'41 4-dr., $300. 

PACKARD—’'49 4-dr., $910. 

PLYMOUTH—'50 SD 4-dr., $1,230. '48 SD 
2-dr., $700; club coupe, $710. ‘42 SD 
4-dr., $310. '40 SD 2-dr., $380. 

PONTIAC—’46 SL (6) 2-dr., $680. '40 
conv., $200. 

STUDEBAKER—’49 %-ton pickup, $675. 

MISCELLANEOUS—’50 GMC %-ton pick- 
up, $835. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of Nov. 28.) 
(Prices steady. Sold 123 units out of 

176 offerings.) 

BUICK—’51 Super Riviera 4-dr., $2,085*, 
$2,055*. '50 Special sedan, $1,195, $1,160; 
Super sedanet, $1,480*. '49 Super sedan, 

. 


1,190*. 

CADILLAC—’51 (62) 4-dr., $3,690*. 

CHEVROLET—’51 Bel-Air, $1,935; SL De- 
luxe 2-dr., $1,650, $1,610 $1,600. '50 SL 
Deluxe 2-dr., $1,120, $1,080. '49 FL De- 
luxe 2-dr., $1,040, $1,010, $955. °48 FM 
2-dr., $850, $810. '47 SM sedan, $780, 
$730. °46 FL aerosedan, $685. °41 MD 
2-dr., $250. 

CHRYSLER—’48 Windsor conv., $815. '46 
Windsor sedan, $575, $485. 

DODGE—’51 Coronet sedan, $1,780*, $1,- 
-— 49 Coronet sedan, $1,030, $1,010, 
$930. 

FORD—’51 Victoria, $2,080*, $1,900*, $1,- 
750; Custom (8) sedan, $1,760, $1,730. 








’50 Deluxe (6) 2-dr., $1,010, $980. '49 
Custom (8) 2-dr., $1,045*, $1,000, $965. 
’48 Deluxe (8) 2-dr., $720, $685. '46 De- 
luxe (8) sedan, $575, $520. 
FRAZER—'49 sedan, $510, $420. 
HUDSON—’'51 Pacemaker sedan, $1,500*, 


KAISER—'51 Henry J (4) 2-dr., $710. °48 
sedan, $485, $425. 
LINCOLN—’'49 Cosmopolitan sedan, $1,020* 


| MERCURY—'51 sedan, $2,165*, $2,125*, 


$1,970*. '50 sedan, $1,425*, $1,415. 

NASH—’50 Statesman sedan, $1,060, $1,- 
020. °49 (600) 2-dr., $1,000, $935. °47 
(600) sedan, $475. 

OLDSMOBILE—'50 (88) sedan, $1,490*, 
$1,410. '49 (98) 2-dr., $1,310, $1,280* 
’47 (98) sedan, $765°. 

PLYMOUTH—’49 SD sedan, $920, $885; 
suburban, $1,035. '48 SD sedan, $735. '46 
Deluxe sedan, $480, $430. 

PONTIAC—’51 Chieftain (8) sedan, §2,- 
100*, $1,910*. °'49 Chieftain (8) sedan, 
$1,235*, $1,185. '48 SL (8) sedan, $880. 

STUDEBAKER—'51 Champion club coupe, 
$1,575*. °50 Champion 2-dr., $1,100, $1,- 
005. °47 Land Cruiser sedan, $720*. 

WILLYS—’48 Jeep, $630. 

MISCELLANEOUS—’'49 GMC %-ton pick- 
up, $695. 


NORWOOD, MASS. 


(New England Auto Exchange. Sales 
every Tuesday and Thursday. Prices are 
for sales of Nov. 27-29.) 

(Market slow. Sold 60 units out of 141 
offerings.) 

BUICK—’50 Super 4-dr., $1,400*; Special 
4-dr., $1,375*. '49 Super conv., $1,250*; 
4-dr., $1,215. °48 RM _ sedanet, $875*; 
Super 4-dr., $965. '42 RM sedanet, $360, 
$340. '41 Super 4-dr., $295. 

CADILLAC—’46 (62) 4-dr., $1,125*; (61) 
4-dr., $940*. °42 (62) club coupe, $625*. 

CHEVROLET—'49 SL Deluxe club coupe, 
$1,190. ’48 station wagon, $705. '47 FM 










ee 


needing the repairs 
department profits. 


@ When you see parts, protected by that heavy, 
tough, creped paper with the excelsior cushioning, 
in your service department—please remember 
your friends at the factory—for that is not 
ordinary wrapping—but 
the factories use it because it helps you— 


YOU MUST KNOW Cadwrap 


You may not have known its name until now, but most 
dealers now receive sheet metal parts from their factories 
wrapped in CADWRAP. First developed to protect 
fenders, it is now used on all such items as doors, decks, 
hoods, fenders, etc. 


WHAT IS Cadwrap? 


It is a patented wrapping consisting of tough, extra- 
heavy, creped paper laminated to excelsior cushioning 
pads. Because it conforms to the shape of the part, it is 
easily handled and fastened in place. 


WHAT ARE Cadclips? 

A patented metal device which slips over the doubled 
edge of CADWRAP and is easily clipped in place. They 
eliminate the unhandy wire or cords formerly used, mak- 
ing the parts easy to handle and perhaps, most important, 
cut down storage space because they nest so well. 


@ Remember how fenders and other sheet metal parts used to arrive? 
If you were a car dealer prior to 1947, probably you can still picture 
shipments of doors, decks, hoods and fenders from the factory with the 
big dents, little dings and deep scratches. It cost you a lot of time 
and money to put those parts back into shape—and the red tape of 
getting adjustments from the rail or truck people was endless. 


@ But perhaps you will also realize that damage of this kind doesn’t 
happen any more. For this you can thank the men at the factories 
who have so thoughtfully adopted 
saving you time and money. Practically all of the car and truck 
manufacturers now use this unique, patented, cushion-type 
protection when shipping sheet metal parts to their dealers. 
While there is a saving to the factory, because the parts 
handle easier, nest better and cost less to ship—the big ad- 

is getting the part to you without 


Cadwrap 


at took so much of your service 


—and 


Cadwrap 
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SHIPMENTS OF FENDERS USING Cad W/ap WITH 
Cadclips are €AasieR TO HANDLE AND NEST 


Cadwrap anv Cadclips ant MANUFACTURED BY < 
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~~ CADILLAC PRODUCTS, INC. 


2300 GAINSBORO AVENUE FERNDALE 20, MICH. 





4-dr., $725; aerosedan 2-dr., $725, $800. 
'46 FM club coupe, $725. ‘41 MD club 
coupe, $340. '40 2-dr., $265. 
CHRYSLER—’41 Windsor 4-dr., $315. 
DODGE—’49 Wayfarer roadster, $800. 
FORD—’50 Deluxe (8) 4-dr., $1,150. '49 
Custom (8) 2-dr., $975; club coupe, $935; 
Deluxe (8) 4-dr., $850, $875; 2-dr., $835 
$875. '48 SD (8) club coupe, $735; De- 
luxe (8) 2-dr., $680. '42 club coupe, $255. 
'41 2-dr., $250; business coupe, $100. 
HUDSON—'46 4-dr., $415, $300, 
KAISER—’51 Henry J (6) 2-dr., $915. '47 
4-dr., $490. 
LINCOLN—’49 Cosmopolitan 4-dr., $1,210* 
MERCURY—’51 Monterey, $2,025*. °50 2- 
dr., $1,330. 
NASH—’'46 (600) club coupe, $410; 4-dr., 
435. 


$ 
OLDSMOBILE—’49 (76) 4-dr., $1,185*, 
PACKARD—’'42 4-dr., $360. 
PLYMOUTH—’51 Cambridge 4-dr., $1,450 
’50 (commercial) 4-dr., $1,150. '49 conv. 
$1,000. °41 4-dr., $205. ‘40 4-dr., $160 
PONTIAC—'41 2-dr., $250. °40 club coupe 


$165. 
STUDEBAKER—’47 Champion 4-dr., $615 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 

Friday. Prices are for sale of Nov. 30.) 

(Marked improvement in market; more 
activity than in previous four weeks.) 

BUICK—’50 Special 2-dr., $1,305, $1,530*. 
’47 Super 4-dr., $735, $790. 

CHEVROLET—’'49 SL Special 4-dr., $970 
$915, $995; SL Deluxe 4-dr., $1,090, °48 
FM 2-dr., $840. 47 SM club coupe, $645 
46 SM 4-dr., $635; FL aerosedan, $670 
"40 SD club coupe, $210. 

CHRYSLER—’48 NY T & C conv., $1,130*. 
’46 Windsor conv., $625. 

DeSOTO—’49 Deluxe 4-dr., $1,060. 

DODGE—’48 Custom 4-dr., $820, '41 Cus- 
tom 4-dr., $275. 

FORD—’50 Deluxe (8) 4-dr., $1,110; Cus- 
tom (6) 4-dr., $1,050; %-ton pickup, 
$825. °49 Deluxe (8) 4-dr., $905; club 
coupe, $830, $855. '47 4-dr., $600. °46 
Deluxe (8) 4-dr., $555. 

FRAZER—'47 4-dr., $410. 

LINCOLN—’49 4-dr., $1,015. 

MERCURY—’51 club coupe, $1,990*. °'46 
sedan, $680. 

NASH—’46 (600) sedan, $445, $465. 

OLDSMOBILE—’51 (88) sedan, $2,250", 
$1,530*. '49 (98) sedan, $1,250*. 

PACKARD—’48 conv., $710. 

PLYMOUTH—’48 SD sedan, $850, $805. 
46 SD sedan, $460. '42 SD sedan, $185. 

PONTIAC—’50 SL (8) sedan, $1,405*; 
Chieftain (8) club coupe, $1,275*. ‘47 
(6) station wagon, $430. 

STUDEBAKER—’47 Champion club coupe, 


$635. 
WILLYS—’46 Jeep, $580. 


Sun Gazing 
Alexandria (Va.) Police 
Now Spot Planes 


ALEXANDRIA, Va.—New duties 
beset policemen here, it has been 
reported by the American Automo- 
bile Assn. If you see the officer on 
the corner gazing into the sky, he’s 
not doping off—he’s following or- 
ders. 

The city council has passed an 
ordinance there that planes must 
fly at least 1,000 feet above the 
city, or answer to a fine of $300 and 
90 days in jail. 

Since the National Airport, Wash- 
ington, is only a couple of “prop 
spins” away from Alexandria, the 
matter is thought to be of some 
importance. If the wind is in the 
right direction, a plane simply 
must fly low over the city to land. 

As yet, no arrests have been 
made. The police there find it 
rather hard to judge the altitude 
of planes, and are hesitant to pre- 
fer charges. 








COURIER-EXPRESS 
— SELLS 


_ WESTERN NEW YORK 


5, Because WESTERN N. Y. 
; 1S SOLD ON THE 
COURIER-EXPRESS 


BUFFALO’S LARGEST CIRCULATION 


and the largest in the state out- 
side of N. Y. City—is the Sunday 
Courier-Express. 290,348 copies 
(ABC Audit, 9/30/50) blanket 
Western New York’s huge eight- 
county market of 400,000 families. 






ROP COLOR 


for greater impact is offered by 
the Courier-Express. One color 
plus black—when available— on 
Sundays; one, two or three colors 
plus black, on weekdays for your 
most powerful selling force di- 
rectly aimed at those».Western 
New York families with the most 
money to spend. ce 


BUFFALO 
COURIER-EXP 
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Used-Car Notes 








Sefman Buys Senella Motors 
In Studio City, Calif. 


STUDIO CITY, Calif—(UTPS)— 
Stanley Motors, 11845 Ventura 
Blvd., here, formerly known as Bill 
Senella Motors, has been purchased 
by Ben Sefman. 

The lot now handles only used 
cars and has expanded its facilities 
so that 30-50 cars are on the lot for 
sale. To make room for this ex- 
pansion the service department and 
the Crosley-Renault dealership have 
been discontinued. General man- 
ager of the firm is Vernon Stoaks, 
formerly of the sales staff of Bill 
Senella, while Sefman’s son, Rich- 
ard, is a member of the sales force, 
and his wife, Jeanne, handles the 
office. 

+ = + 


Oklahoma City Compels 


Dealers to Keep Lots Trim 

OKLAHOMA CITY. — Persons 
who want to start a used-car lot 
business here must pledge to keep 
their lot clean and obtain a special 
permit under a new ordinance 
passed by the council. 

If there’s any grass around the 
sidewalk they must keep it 
trimmed and make sure there’s no 
rubbish or any other junk littering 
the place, the ordinance states. 
Violators of the new law are sub- 
ject to having their permits can- 
celled. 

* * * 


Denver Dealers Deny Plot 
Against Sunday Blue Law 


DENVER.—The Denver Used Car 
Dealers Assn., through its presi- 
dent, Charles A. Wheeler, has de- 
nied it is sponsoring a move to 
permit used-car dealers to sell auto- 
mobiles on Sunday. 

Dick McCoy, executive secretary 
of the organization, said many 
members are not in favor of the 
Sunday closing law, however. A pro- 
posed measure is before the city 
council to repeal the ordinance pro- 
hibiting used-car dealers from sell- 
ing cars in the city on Sunday. 

* . = 


Used-Car Auction Opens 


In Brooklyn, N. Y. 

BROOKLYN, N. Y.—tThe first 
sale of a new auction operation has 
been held here at Park Square Mo- 
tors, 103 Empire Blvd. The sale will 
be conducted every Thursday at 10 
a. m. 

Mike Boras and Tim Anspach are 
the owners of the Park Square 
Dealers Auto Auction. Anspach also 
runs an auction in Albany, N. Y. 

* * * 


Strayham, Poulos Buy Lot 


BILOXI, Miss.—W. P. Strayham 
and Mickey Poulos have purchased 
the Caillavet Street used-car lot. 

= e * 


McCabe Incorporates 
MOUNTAIN HOME, Ark. —T. J. 
McCabe Used Cars, Inc., here, has 
obtained a charter of incorporation 
from the secretary of state, listing 
authorized capital stock of 50,000 
shares, no par value. Principals are 





Firestone to Aid 
On Brotherhood 


NEW YORK.—Harvey S, Fire- 
stone jr., chairman and chief ex- 
ecutive of Firestone Tire & Rubber 
Co., has agreed to serve as co- 
chairman of the religious organiza- 
tions committee for Brotherhood 
Week, to be observed throughout 
the nation Feb. 17-24 under the 
sponsorship of the National Confer- 
ence of Christians and Jews. 

Sharing the post with Firestone 
are James A. Farley, former U. S. 
postmaster-general, and Rear-Ad- 
miral Lewis L. Strauss, president, 
Institute of Advanced Study, 
Princeton, N. J. 

The three co-chairmen have is- 
sued a call upon the church and 
synagog for leadership in Brother- 
hood Week. President Truman is 
honorary chairman of the national 
observance. Eric Johnston, recently 
resigned administrator of the eco- 
nomic stabilization agency, is gen- 
eral chairman. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


|Mary Williams. 





T. J. McCabe, Louise McCabe and 


* * * 


Sterling Motors Lot 


BUFFALO. — Sterling Motors, 
Inc., has opened a used-car busi- 
ness at 1120 Main St. P. B. John- 
ston is general manager of the new 
firm. He was formerly with Gen- 
eral Motors. 

* + * 


Stone Elected President 


Of St. Louis Loan Firm 


ST. LOUIS.—Ralph S._ Stone, | 
board chairman of the Missouri 
Used Car Dealers Assn., has been 
elected president of United Con- 
sumer Finance Co., which has 
opened offices at 3920 Lindell Blvd. 

* oa 


* 


Tradin’ Weber Robbed 


ST. LOUIS.—Charles A. Smith, an 
officer of Tradin’ Weber’s (used- 
cars), 3330 S. Kingshighway Blvd., 
reported to police that burglars 
broke into the office and carted 
away a small safe containing 
$115.92 in cash, some checks and 





ee MOTORS 


F i TA 
Proit EAR 


DEBAN 
te 


This Display Stops 'em— 






Passing motorists have to look twice before they decide this is not an auto accident. 


It's an idea of Klyce Motors, 850 S. Patterson Ave., Dayton, O., 
their cars for new Studebakers. 


“turn over" 


to get car owners to 








automobile titles. The battered safe, 
minus the cash, was later found 


Bowker Opens 2nd Lot 
PORTLAND, Ore.—Gordon Bow- 


by police in an alley several miles | ker, owner and operator of Gordon 


away. 


| Motors, 5038 NE Union Ave., has 





announced the opening of a second 
used-car lot at 605 NE Broadway, 
and appointment of Gene Stanton 
as manager. 


Space Going Fast 
For Boston Show 


BOSTON.—Nearly 75 percent of 
the space that will be available at 
the 1952 New England Regional 
Automotive Show, scheduled to be 
held here in the Mechanics build- 
ing Apr. 25-28, has been applied 
for, reports Larry Kelly, show pres- 
ident. 

Kelly predicted that the entire 
area of the Mechanics building, re- 
putedly the largest exposition 
building in New England, would be 
completely occupied. He said that 
the number of jobbers actively sup- 
porting the show had more than 
doubled. 





Ford Property in Georgia 
Bought by Paper Company 

RICHMOND HILL, Ga.—A 70,000- 
acre Ford estate here has been 
purchased by the Southern Kraft 
Timberland Corp., a subsidiary of 
the International Paper Co. of New 
York, it was announced. 








CASCO VIS-O-LITE 


THE FIRST AND ONLY LIGHTER 
WITH AN ILLUMINATED WELL! 


Terrific demond for this 
most modern of avtomatic 
pop-out lighters. Light 
from dashboard well 
gvides hand back swiftly 


and 4 
Ne. tist $2.85 


CASCO FAN HUB 


TREMENDOUS NEW MARKET EVERY DAY 
Worn out fans of every make ore replaced daily with the 


reliable CASCO Fan Hub 


age includes 6 Fan Hub Assemblies — each 3 mounted on 
Ne. F-14 LIST $2.05 


display card. 








'S YOUR 
AUTOFAN 


REPLACEMENT ASSEMBLY 


Assembly. Merchandising pack- 








ASCO SPOTLIGHTS 





Powerful sealed-beam light 


turns in a 


complete circle. Smart, streamlined 
design ... heavily chrome-plated. 
JUNIOR: Ne. $40 Thru-the-Post LIST 
Ne. $35 Thru-the-Door $18.00 
STANDARD: Ne. $41 Thru-the-Post LIST’ 
Ne. $36 Thru-the-Door $18.50 
({Stendard Models alse available for 12 volts) 





CASCO GLASS WINDSHIELD DEFROSTER 


i A-15 


Exclusive Switch Control plug provides 
positive “on and off” heat control. De- 
froster, 8°x16", works wonders in sleet, 
ice, snow and fog. 


for 6 Volt Systems__LIST 
A-16 for 12 Volt Systems.__.LIST 


CASCO 2-SPEED 6” 
RUBBER-BLADED AUTO FAN 
QUIET! DEPENDABLE! 


Fans have chrome-plated metal trim and 
swivel arm. Motor case is die-cast, has 
universal mounting brackets for quick, 


easy installation. 
Ne. F-11 (6 Volt ST 
Ne. F-12 (12 Volt) ST $3.78 


() oe 
DEPENDABLE PRODUCTS FOR OVER A QUARTER CENTURY CASCO CASCO PRODUCTS CORP., BRIDGEPORT 2 






CONNECTICUT 
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Pontiac for Queens (N. Y.}) School— 


Nuffield-Austin Statement: 





NEW YORK.—Merger plans of 
the Nuffield Organization of Eng- 
\land, and Austin Motor Co., Ltd., 
will not affect the present U. S. 





Cunningham Pontiac, Queens, N. Y., presented a 1951 Pontiac for the driver educa- | marketing programs of either com- 
tion program being carried on at the Woodrow Wilson Vocational high school @here.| pany, it was announced here last 
Left to right are R. Cunningham, president of Cunningham Pontiac; James Lunday;|week by Clifford B. Webb, vice- 


Edward Michaels, student, and William J. Fitzpatrick, principal. 





| president of Hambro Trading Co., 





will be 


the 
the standardization of the|be fourth in production for the 
products. In addition, there will be | world—led only by General Motors, 
a pooling of assembly plant facili- | Ford and Chrysler. 


No U.S. Sales Shifts 
Planned in Merger 


and Joseph Dudley, 
in charge of Austin’s U. 





| ties in Canada, Australia and South 


Africa. 

One of the beneficial effects of 
the U. S. market will be the im- 
proved spare part and maintenance 
service, they continued. This will be 
further aided by the long-range pro- 
duction policy offering a higher de- 
gree of standardization of the 
models. 

The merger, announced in Lon- 
don on Nov. 24, brings together two 
of Britains largest auto manufac- 


|turers, and the combined organi- 
One of the early objectives of the | 
merger, 


zation will be the largest outside of 


representatives said,|the U. S. It is expected that it will 
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The following advertised-delivered prices 








are based on factory retail prices at the 
factories, as established by the Office of 
Price Stabilization. prices include 
federal excise taxes and factory handling 
charges, and dealer delivery-and-handling 





527.85; cl. cpe., $3,436.24; Coupe De Ville, 


cial—4-dr. sed. $4,141.61 Series 75—7- standard on Crown Imperial.) 
pass. sed., $5,199.54; lim., $5,405.02. 


75, standard on other series.) 
CHEVROLET—Styleline Special -—— 4-dr. 


190.83. Fleetline Deluxe— sed. cpe on Deluxe, standard on Custom.) 


$1,- 
628.79. Conengnte optional at $168. ‘60 on DODGE — Wayfarer —- 2-dr. sed., $1,- 
953.31; bus. cpe., $1,812.38. Meadewbrook 
CHRYSLER—Windsor — 4-dr. sed., $2,- | —4-dr. sed., $2,076.90. Coronet—4-dr. sed.. 
409.97; cl. cpe., $2,387.64; Town & Coun- $2,165.01; cl. cpe., $2,149.81; Diplomat, 


Deluxe models.) 





age oe wag., $1,001.64; bus. 
. coupe, $943.38; Hotshot, $952.07. Super— 
(Hydra-Matic optional at $185.74 on Series 2-dr. sed., $1,032.82; stat. wag., $1,076.77: 
conv., $1,035.38; Sports roadster, $1,028.72. 
DeSOTO—Deluxe—4-dr. sed., $2,247.37; 
sed., $1,593.50; 2-dr. sed., $1,540.06; cl.jcl. cpe., $2,235.38; Carry-All sed., $2,- 
cpe., $1,545.44; bus. cpe., $1, 459.72. Fleet- | 476.71; 8-pass. sed., $3,020.73. Custom— 
line Special—sed. cpe., $i, 540.06. Styleline |4-dr. sed., $2,457.65; cl. cpe., $2,437.70; 
Deluxe—4-dr. sed., $1,680.22; 2-dr. sed., | Sportsman, $2,780.52; conv., $2,881.69; 
$1,628.79; cl. cpe., $1,646.94; Bel-Air, $1,-|8-pass. sed., $3,231.24; stat. wag., $3,- 
913.51; conv., $2,030.15; stat. wag., $2,- | 066.55. (Tip-Toe Shift optional at $131.97 


785.40. (Gyro-Matic optional at $102.61 on 
all models.) 


FORD—Deluxe 6—4-dr. sed., $1,606.94; 


Deluxe 8—4-dr. sed., $1,687.40; 2-dr. sed., 
$1,635.70; bus. cpe., $1,548.90. Custom 6 
—4-dr. sed., $1,701.74; 2-dr. sed., $1,- 
649.56; cl. cpe., $1,649.56; stat. wag., 
$2,214.77. Custom 8—4-dr. sed., $1,787.56; 
2-dr. sed., $1,735.88; cl. cpe., $1,741.72; 
Victoria, $2,103.90; conv., $2,128.97; stat. 
wag., $2,301.59. (Ford-O-Matie optional 
at $177.22 on eight-cylinder models. ) 
HENRY J—Four—2-dr. sed., $1,362.47. 
Six—-2-dr. sed., $1,498.90. 
JAGUAR—XK-120—Super Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at New York.) 
KAISER—Special—4-dr. sed., $2,212.26; 
2-dr. sed., $2,159.79; bus. cpe., $1,991.89; 
2-dr. Traveler, $2,264.72; 4-dr. Traveler, 
$2,317.21. Deluxe—4-dr. sed., $2,327.70; 
2-dr. sed., $2,275.23; cl. cpe., $2,296.22; 
2-dr. Traveler, $2,380.17; 4-dr. Traveler, 
$2,432.63. (Hydra-Matic optional at $162.30 
on all models.) 
LINCOLN—4-dr. sed., $2,795.89; cl. _cpe., 
| $2, 744.94; Lido, $2, 957.16. C 





$2,495.11; conv., $2,585.41; stat. wag., $2,- | leather, 


2-dr. sed., $1,554.74; bus. cpe., $1,454.58. sed., $1,968.25; 
Statesman Deluxe — bus. 
Statesman Super—4-dr. 
sed., $1,928.50; cl. cpe., 
man Custom—4-dr. sed., 
sed., $2,099.05; cl. cpe., 
sador Super—4-dr. sed., 
sed., $2,303.65; cl. cpe., $ 
sador Custom—4-dr. sed., 
sed., $2,474.20; cl. cpe., 
Matic optional 


dra-Matic 
models. ) 

PACKARD — 200 — 4-dr. s 
200 Deluxe—4-dr. s 
$2,622. 
$3,450. 300—4-dr. sed., 
Patrician 400 — 4-dr. 


2-dr. sed., 
; 2-dr. 
$3,293; conv., 


$2,325.33); conv., 
$2,758.98. 
|} at $177.22 on all models.) 
NASH—Rambler Super—Suburban, 
Rambler Custom —- Country Club 
cony. stat. wag., $1,933.25. 


at 


Current Ceiling Prices on New Cars 


charges. They do NOT include transpor- |try wag., $3,082.55. Windsor Deluxe— 
tation charges, state and local taxes or |4-dr. sed., $2,628.43; cl. cpe., $2,604.74; 
Pp quip Newport, $2,972.79; 8-pass. sed., $3,435.60. 
BUICK—Special — 4-dr. sed., $2,138.92; | Saratoga—4-dr. sed., $3,040.58; cl. cpe., 
2-dr, sed., $2,079.92; cl. cpe., $2,045.51; | $3,013.93; Town & Country wag.. $3,- 
bus. cpe., $1,986.51. Special Deluxe—4-dr. | 706.33; 8-pass. sed., $3,937.14. New Yorker 
sed., $2,185.13; 2-dr. sed., $2,127.13; Rivi- |——4-dr. sed., $3,402.81; cl. cpe., $3,373.04; 
era, $2,224.93; conv., $2,561.14. Super— | Newport, $3,822.89; Town & Country wag., 
4-dr. sed., $2,436.78; Riviera, $2,356.19; | $4,050.99. Imperial—-dr. sed., $3,698.76; 
conv., $2,727.80; stat. wag., $3,132.82, |cl. cpe., $3,686.31; Newport, $4,067.05; 
Roadmaster—4-dr. sed., $3,043.62; Riviera, | COMV., $4,427.28. Crown Imperial — lim., 
$3,143.42; conv., $3,283.03; stat. wag., | $6,740.39. (Fluid-Matic optional at $131.81 
$3,780.46. (Dynatiow optional at $181. 75|0n Windsor, standard on Windsor Deluxe 
on Special and Super, standard on Road-| 4nd other series. Fluid-Torque optional at 
master. ) —, Ryne New Yorker and 
mperial series, standard on Crown Im- 

CADILLAC—Series 62—4-dr. sed., _ $3,- | perial. Hydra-Guide optional at $225.75 on 


$3,843.11; conv., $3,986.86. Series 60 Spe. Saratoga, New Yorker and Imperial series, 


(Merc-O0-Matic optional 


; Holiday, $2, 558.28; 
$2,673. 13. 98 Deluxe—4-dr. ae. . 610. 31: 


$2,882.49; conv., 





\4-dr. sed., $3,471.55; cl. cpe., $3,415.96; 
Capri, $3, 652.81; conv., $4,233.98. (Hydra- 
| Matic $182.82 on all models.) 

MERCURY — 4-dr. sed., $2,188.65; cl. 
cpe., $2,131.91; Monterey, $2,314.24 (all- 





$189 on other models. 
at $39.45 on all models.) 

PLYMOUTH—Concord — 2-dr 
$1,551.97; 
$2,197.20. 


$2,475. 
sed., 


bus. 


: cpe., 
$2,078.93; 


Savoy, 


optional at 


standard on 400, optional 
Easamatie optional! 


sed., $1,955; 2-dr. 





$166. 65 on Statesman 
and $166.95 on Ambassador models.) 


f\4-dr. sed., $1,754.09; cl. cpe., $1,718.39. 


Cranbrook—4-dr. sed., $1,840.61; cl. cpe., 
$1,810.95; Belvedere, $2,129.12; conv., $2,- 
236.73. 

PONTIAC—Chieftain 6—4-dr. sed., $1,- 
902.98; 2-dr. sed., $1,847.70; Catalina, $2,- 
181.54; stat. wag.. $2,469.60. Chieftain 6 
Deluxe—4-dr. sed.. $2,006.10; 2-dr. sed., 
$1,950.85; conv., $2,314.39; Catalina, $2,- 
244.30; stat. wag., $2,555.72. Chieftain 8 
—4-dr. sed., $1,977.41; 2-dr. sed., $1,- 
922.14; Catalina, $2,256.98; stat. wag., 
$2,544.03. Chieftain 8 Deluxe—4-dr. sed., 
$2,080.55; 2-dr. sed., $1,922.14; conv., $2,- 
387.82; Catalina, $2, 319. 73; stat. wag., $2,- 
629.15. (Hydra-Matic optional at $168. 80 
on all models.) 

ROOTES—Hiliman Minx — sed., $1,533; 
conv., $1,890; stat. wag., $1,938. Sunbeam- 
Talbot—sed., $2,685; conv., $2,911. Hum- 
ber—Hawk sed., $2,041; Super Snipe sed., 
$3,369; Pullman lim., $5,110. Rover 75— 


}sed., $2,552; Land-Rover, $2,011. (Deliv- 


ered at New York.) 


STUDEBAKER — Champion Custom - 
4-dr. sed., $1,667.42; 2-dr. sed., $1,633.85; 
}el, epe., $1,661.75; bus, cpe., $1,561.05 
| Champion Deluxe — 4-dr. sed., $1,749.30: 
2-dr. sed., $1,715.76; cl. cpe., $1,743.64; 
bus. cpe., $1,643.07. Champion Regal 


, |4-dr. sed., $1,833.48; 2-dr. sed., $1,799.94; 
, {el. epe., $1,827.82; bus. cpe., $1,727.25; 


conv., $2,157.50. Commander Regal—4-dr. 
sed., $2,032.01; 2-dr. sed., $1,997.04; cl. 
cpe., $2,026.10. Commande 


| r State—4-dr 
sed., $2,143.05; 2-dr. sed., $2,108.08; cl 


epe., $2,137.14; conv., $2,481.01: Land 
Cruiser, $2,289.33. (Automatic optional at 
$208.29 on Champions, $217.12 on Com- 


Cambridge— manders.) 








sa 
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Business, Labor Called Bureaucratic Victims .. . 


AUTOMOTIVE NEWS. DECEMBER 10, 1951 _ 





Abolish Controls, Chamber Urges 


WASHINGTON.—The U. S. Cham- 
ber of Commerce has urged that 
price and wage controls be abol- 
ished immediately “in the public 
interest” and listed the harmful 
effects they can have on business 
and the general public. 

The public itself is little aware 
of what it may have to pay in 
coming years for price controls, 
the board of directors of the 
chamber pointed out. Business, it 
added, will pay further in slow- 
downs by what was termed as 
“bureaucratic interference with 
normal operations.” 

In a report on controls made by 
the chamber’s committee on eco- 
nomic policy, Harry A. Bullis, chair- 
man of the board, said: 

“The present administration will 
urge at the next session of Con- 
gress the widening of price con- 
trols. It is imperative, therefore, 
that the costs and burdens of these 
controls be spelled out for the 
American people and their elected 
representatives.” 

The report estimates that the 
World War II price control pro- 
gram ran considerably above $5.7 
billion. Subsidies alone cost $5 bil- 
lion, and the administration of 
price and rent controls took $750 
million. Other government agencies 
brought into the program, it added, 
ran costs up. Then it warned: 

“The actual costs to the taxpayer 
of the controls program will be 
conditioned, of course, by opera- 
tions under the Defense Production 
Act. While the amounts seem small 
now in relation to the overall de- 
fense program, we can expect them 
to climb higher. 

The report further stated: “In 
many cases price control offices 
are dominated by political ap- 
pointees. Opportunity, therefore, 
is great for exerting pressure 
against any individual business- 
man who speaks out against the 
dominating political factions in 
his area, or complains against 
the control regulations or the 
conduct of any of the investiga- 
tors. Such pressures constitute as 
fundamental a violation of free- 
dom of speech as outright prohi- 
bitions on speech.” 

On the subject of wage controls, 
the report pointed out that ceilings | 
frequently set aside the processes 
of individual negotiation and col- | 
lective bargaining built up over | 
past decades. 

The chamber committee sum- 
marized price controls: never 
worked for any length of time; ex- 
act a heavy toll on our resources; 
necessitate an organization that 
drains manpower from productive 
channels; put heavy burdens on 
business and industry through reg- 
ulations; delude the consumer, 
guaranteeing no adequate amounts 
of material and create supply 
shortages; curtail production; lead 
to black marketing; are largely in- 
effectual in fighting inflation; 
after-effects are a potential danger 
to the national economy; do far 
more harm than good. 


CED Warns Controls 


Could Peril Liberties 

WASHINGTON. — “Price and 
wage controls, especially if long 
continued, hold great dangers for 
our economy and our freedom,” the 
Committee for Economic Develop- 
ment said in a new statement on 
national policy issued late last 
week. 

The CED condemned present con- | 
trol policies and outlined a tem-| 
porary flexible adjustment system | 
designed to “strike the best bal-| 
ance between the things that the) 
controls can accomplish and their | 
harmful affects on the economy” 
and permit the expansion of pro- | 
duction required by the rearma- 
ment program. Urging that price 
and wage controls be eliminated 
soon, the committee advocated 
monetary, fiscal and savings poli- | 
cies adequate to control inflation. | 

The committee, which is made 
up of leading business men and 
scholars, said the system of flexi- 
ble price and wage controls would 
provide adjustment of price and 
wage ceilings to reflect changes 
in business, farming and living 
costs, and require a lag between 
the time when a higher cost was 
incurred and ceilings adjusted to 
reflect it. 

CED’s research and policy com- 

















mittee said price and wage con-|wage structure to move, either 

trols can play only a supplementary | automatically or freely, while at- | 

role in preventing inflation. tempting to apply a “hold-the-line” | 
“Price and wage controls,” the to the remainder of the price-wage 

committee said, “have only limited | structure. 

effects on excess demand and leave 


: r : The committee listed seven main 
the major sources of inflation un- 


requirements for a flexible adjust- 


affected. ’ ment system. It said controls 
_Reduction of market freedom; | should: be used as a supplement to 
distortion of production and pro- | monetary, fiscal and savings poli- 
nouncement of a moral and eco- | cies in the resiraint of inflation; be abe 
nomic toll. designed to restrain increases in| | HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


“The problem is to adjust the! prices and wage rates, rather than 


| system of price and wage controls | profits and wage incomes; be con- “71 at Drive-On-The-Road Refrigeration 
to strike the best balance between | sistent with the defense program’s &) ... SELF REFRIGERATED. 


the things that the controls can ac- 


goal of increasing production; im- 


complish and their costs to the pose a comparable degree of re- Maintains a product temperature of 40 Available as a package. 
economy,” the committee stated. straint on the movement of wages No engineering to do with the customer. 


The choice lies among three main | and salaries, of farm prices and of v“¥ 7) 0's Plug-In Refrigeration for 
classes of price-wage control sys-| business prices; give producers an 2) OVERNIGHT LOADING 


tems, in the committee’s opinion. | incentive to hold down their costs; 
They are: A strict hold-the-line pol- | require some absorption of increases | Maintains 


icy; a flexible adjustment policy,|in costs for a limited period before Especially designed for dairies who want to LOAD TODAY FOR TO- 


MORROW. 





with price and wage ceilings auto-| these increases can be passed on in 
matically adjusted according to!|price and wage increases, and | 











standards of general application,|of a type that can be administered 
and a flexible policy which “would|in an orderly and consistent man- 
allow important parts of the price-| ner. 
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designed for your Customers’ Specific Needs! 


t continuous product temperature of 40° 24 hours a day. 


Available as a packaye. No engineering to do with the 
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HEAVY-DUTY SUNOCO DYNALUBE 
GIVES ALL-WINTER PROTECTION 





Meets or exceeds car manu- 
facturers’ recommendations 
for all new passenger cars. 





Flows Freely 
’Way Below Zero 


Assures Instant 
Lubrication 


Helps Quick- 
Starting 


Reduces Load 
on Battery 





CERTIFIED 


for 
LONG MILEAGE 
ENGINE CLEANLINESS 
LONG ENGINE LIFE 


HEAVY-DUTY, FULLY DETERGENT-DISPERSANT 


NEW Sunoco Dynalube is a remarkable new heavy-duty motor oil that actu- 
ally improves the condition of most engines. Its fully detergent-dispersant 
action not only cleans engines, it keeps them clean by holding road dust and 
contamination in suspension until oil is drained at the regular interval. 
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to Market ~ | "Too Much Brass 
Au O arkKets He | Defense Unit Under Fire 
‘ | For ‘Overemployment’ 
(Continued from Page 16) | - Pa ¥, ' ‘4 \ i i WASHINGTON. Sharply criti- 
a? s i , > 
year, against 733,856 such registra- | Buick, 199; Cadillac, 45; Chevrolet, | ~ tp Tuten Kips Gi Ty L m | cized by a Senate preparedness 
tions in the same time last year. | 431; Oldsmobile, 114; Pontiac, 178; em wells od ae ef " (| my | Subcommittee for having too many 
7s ’ wera w 3 rt on i generals and admirals on duty in 


The figures include 708,107 pas- 
senger cars and 84,138 commercial 
vehicles this year as compared 
with 580,096 passenger and 80,478 
commercial registrations in the 
1950 period. 

Revenue from vehicle registra- 
tions and driver’s licenses also in- 
creased, from $10,710,421 to $11,334,- 
663. Potential automobile buyers 
could be included in the increases 
of regular driving licenses, from 
786,469 to 819,159, Kelley said.— 
(Thomas Marks.) 


cal * * 


Columbus, O. 


A slight improvement in new-car 
sales in Franklin county (Colum- 
bus), O., was noted in the first 15 
days of November. The total for 
the period was 618 units, against 
595 in the first half of October. 

New-truck sales, however, de- 
clined as 90 were sold in the first 
half of November, against 107 in 
the first 15 days of October. 

Both new-car and new-truck 
sales in the first half of Novem- 
ber trailed the year-ago totals 
for the same period. Last year’s 
marks were 845 new-car sales 
and 105 new-truck sales. 

New-car sales by makes in the 
first half of November were: Buick, 
54; Cadillac, 13; Chevrolet, 98; 
Chrysler, 22; Crosley, 1; DeSoto, 
22; Dodge, 35; Ford, 104; Henry J, 
7; Hudson, 24; Jaguar, 1; Kaiser, 
8; Lincoln, 1; MG, 1; Mercury, 30; 
Nash, 11; Oldsmobile, 37; Packard, 
7; Plymouth, 76; Pontiac, 36; Stude- 
baker, 24; Willys, 5, and miscellane- 
ous, 2. 

New-truck sales for the same 
period were: Autocar, 1; Chevrolet, 
14; Diamond T, 12; Divco, 1; Dodge, 
21; Ford, 18; GMC, 8; International, 
6; Studebaker, 3, and Willys, 6.— 
(Bert D. Strang.) 

- 


* * 


Washington 
Sales of new cars in Washington 
in the four business days from 
Nov. 13 to Nov. 16 amounted to 237 


units, while commercial-vehicle 
sales totaled 47 units. 
x x + 
Buffalo 
New-car registrations in Erie 


county (Buffalo) for October to- 
taled 2,275. This brought to 32,727 
total registrations for the first 10 
months of the year. 

Registrations by makes for Oc- 
tober were: Chrysler, 57; DeSoto, 
63; Dodge, 170; Plymouth, 198; 
Ford, 403; Lincoln, 13; Mercury, 78; 





Automotive Field 
Takes Top Spot 
In Detroit Sales 


DETROIT.—During 1950, Detroit- 
ers spent 13 percent more money 
for automobiles, trucks, tires and 
accessories than they did for food, 
the Detroit Board of Commerce 
said last week in its publication, 
The Detroiter. 

The magazine said that the 1950 
data is a close estimation, arrived 
at by applying the percentages of 
change in Wayne county sales taxes 
between 1948 and 1950 to like 1948 
retail sales figures. The data covers 
Detroit establishments only, the 
board said. 

“Food store sales during 1950 
totaled $484,000,000, while sales of 
cars, trucks, tires and accessories 
totaled $557,000,000,” the De- 
troiter said. 

In comparison with 1939 figures, 
the automobile sales have increased 
488 percent, the present estimate 
shows, to lead all other fields in 
dollar volume of retail sales. In- 
creases of 389 percent in furniture 
and appliance sales, and 368 per- 
cent in drug sales followed second 
and third in dollar volume gains. 

In all over retail sales, the maga- 
zine pointed out that last year’s 
dollar volume was nearly four 
times that of 1939. Smallest gains 
since 1939 were seen in the gasoline 
station and apparel sales. 

The publication pointed out that 
the estimated total sales in the 
Detroit area for 1950 topped that 
of any previous year by 18 percent. 
The figure was set at $2,462,000,000. 


|Henry J, 11; Kaiser, 23; Crosley, 2; 
| Hudson, 38; Nash, 114; 
38; Studebaker, 77, and Willys, 7. 
—(George E. Toles.) 

+ * o 


| Pittsburgh 


| For the fourth consecutive week 


| Nov. 24, the University of Pitts- 


| burgh reports. - 

General business activity in the 
area showed a further small loss 
during the week, the school said, 
adding that its index of business 
activity fell to 198.0, against 200.5 
in the preceding week and 170.4 
in the like 1950 week. 


Cleveland 


A slight gain in sales of new cars 
and trucks in the final week of the 
month marked the departure of 
November in the greater Cleveland 
area. However, sales of used cars 


Packard, | 


| 


New Showroom for Rohrer Chevrolet— 
This night view of the new showroom at Rohrer Chevrolet Co., Camden, N. J., was 


| new-oar sales dropped in the Pitts- |taken during an open .house which reportedly drew 36,732 persons. The structure 
| burgh area in the seven days ended contains a floor area of 52,733 feet, and property includes a parking lot and separate 


truck facilities. 
| - 


remained almost unchanged from 
the previous week’s low. 

According to the Federal Re- 
Serve Bank, new-car sales num- 
bered 962, up almost 200 over the 
previous week. New-truck sales 
spurted to 128, the best week in 
over six weeks. Used trucks went 
to 116, a slight hike over the 
previous week. 

Used-car sales were down to 1,595, 
lowest weekly turnover in more 





than six weeks.—(Sanford Markey.) 









Washington, the Department of 
Defense, through a_ spokesman, 
promised to make a “thorough re- 
| View” of the situation demanded by 
| the Senate group. 

The inquiry group, headed by 
Sen. Lyndon Johnson, Texas Demo- 
crat, found that the number of 
civilians employed in the Defense 
department also seemed too large. 
It advised the department, when it 
prepares its answer to the report, 
not to waste time on “excuses” to 
justify the matter, but to make a 
“real attempt to eliminate waste- 
ful and extravagant use of per- 
sonnel.” 


In commenting that the defense 
establishment is tending toward a 
top-heaviness that is “inefficient, 
wasteful and dangerous,” the re- 
port suggested that unless the 
trend is halted the fighting forces 
may become “all chiefs and no 
Indians.” 


AAA Anniversary Stamp 
WASHINGTON.—A commemora- 
tive U. S. postage stamp, honoring 
the 50th anniversary of the Ameri- 
can Automobile Assn., will go on 
sale at post offices all over the na- 
tion on March 5, 1952, it was an- 
nounced last week by the AAA. Ac- 
cording to the Post Office depart- 
ment, 130,000,000 new stamps will 
be issued. 


Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 
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Hotel Men Start | 
Drive for 1952 


Vacation Money 


DENVER.—Next year has been | 
leclared the “See America First” | 
rear by the Hotel Greeters of 
America, which estimates that 90,-| 
00,000 vacationing Americans will | 
»e moving about by train, plane, | 
jus, auto, bike and on foot in 1952. | 














Jingling in their pockets, it is| 


predicted, will be something like 
$15,000,000,000, some of which will 
be spent for lobsters in Maine, hot 


dogs at Coney Island, shrimp in| 


Mississippi, steaks in Chicago, 
chow mein in San Francisco and 
barbecue in Texas. 

Everyone, everywhere, is going 
to benefit by this great pilgrimage, 
to See America, say the hotel men. 

According to Daniel J. O’Brien, 
president of the American Hotel 
Assn., his group has joined with 
the Hotel Greeters to further pub- 
licize and perpetuate the slogan. 

More than three dozen city and 
state hotel associations have joined 
in the promotion and will use the 
slogan “See America First” in all 








a 
Atomic Energy Exhibit— 


2 


Thousands of Americans are getting a clearer idea of what atomic eneregy is and 
what it can accomplish, from visiting the traveling atomic energy exhibit, co-sponsored 
by the American Museum of Atomic Energy, at Oak Ridge, Tenn., and the National 
University Extension Assn., which is now touring the country's principal cities. Housed 
in a Trailmobile trailer van, the exhibit is shown above ready to unload at Birming- 
ham, Ala. Left to right: H. S. Hoover, Trailmobile Inc., David L. DeJarnette, chairman 
of the American Museum of Atomic Energy; Miss Carolyn Bradford, museum assistant, 
and W. Earl Duff, museum assistant and director of the traveling exhibit. 





their publicity and advertising ac- proclaiming America’s transporta- 


tivities. 

Backing the Hotel Greeters and 
other hotel associations are many 
of the transportation companies, 


tion system to be ready and the 
best in the world. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





Average Year Ahead? 


Dealers Feel that Uncertainty of Models, Prices 
Will Spur Canadian Sales in ’52 

MONTREAL. — Canadian auto; new cars will increase the demand 
dealers, in studying the outlook for | and prices of uSed cars. 
1952, are generally of the opinion | And finally, some dealers look 
that the year will be an average | for increases in price of the ’52 
one for the sale of both new and! models before the year is very 
used Cars. | old, but feel that the fact of so 

They expressed the belief that | little change in the new models 
as over the ’51’s may induce some 





1952 sales will be spurred on by 
the announcement that no new 
styles may be introduced for 
1953. 


In addition, there is the feeling 
that production cuts may come 
later in '52, and many motorists 
are already considering replacing 
their cars, the dealers said. 

The dealers said that scarcity of 


—_= 





Mexican Insurance? 


MONTREAL.—A spokesman for 
the Canadian Casualty Co. advised 
motorists who plan to go to Mexico 
this winter to check their auto in- 
surance policies. Standard auto in- 
surance does not cover accidents 
in Mexico, and drivers are liable 
pa — if they aren’t insured, he 
said. 





Let's check the brands that bloom on the Christmas Tree this 
in more than 2% million substantial American 
homes. Like to be there? Well, no medium can put you there 
as effectively as The American Magazine. Because, month- 
after-month, the year ‘round, The American is monitoring 
these families toward better living and wiser buying through 


season... 


Family Service Editorial. 


Examples of Family Service —the December issue 


Advertisers of anti-biotics, tonics, emulsions, vitamin tablets, 
cold remedies, read: THE MEDICINE YOU MAKE YOUR- 


SELF, a Family Health article. 


Advertisers of television, radio, phonographs, records, 
recorders, sheet music, musical instruments, read: | BROKE 
INTO TV, a quick peek behind the scenes of America’s 


fastest growing industry. 


vertising 


Examples of Family Service —coming in January 


Advertisers of food products, kitchen equipment, dinner 
ware, read: MORE MEAT FOR YOUR MONEY, novel and 
informative article on Family Diet. 

Advertisers of travel, wholesale and retail — by air, land 
or sea; of traveler's checks, insurance, luggage, or apparel, 
read: ONE THOUSAND MILES OF MAGIC, a Family 
Travel article covering the scenic Gulf Coast from Browns- 
ville, Texas to Appalachicola, Florida. 

Here are all the prime ingredients for a successful ad- 
recipe: The American Magazine .. . 
million families . . . incomes 38.7% above U. S. average... 
Family Service Editorial that pushes the family to bigger 
and better buying. In the American magazine your ad- 
vertising costs less because The American Magazine lives 


longer and pushes harder.. 


MAGAZINE 








over 22 





drivers to hold back until the pat- 
terns are changed. 

Meanwhile, British car manufac- 
turers and their Canadian agents 
express confidence that there will 
be a recovery in the demand for 
smaller British makes within the 
year. , 

“British manufacturers have defi- 
nitely not lost faith in the Canadian 
market,” Clifford W. Baker, U. S. 
representative for Nuffield Motors, 
said recently. 

However, British cars are be- 
ing returned from Canada to 
England, where they will be re- 
shipped to Australia and South 
America where the market is 
keen for them. 

Baker called the Canadians “econ- 
omy-minded,” and said that he was 
sure the small British cars would 
appeal more here as the year 

rogressed. 

' He pointed out that the U. Ss. 
market, which does not have as 
rigid credit restrictions as Canada, 
has absorbed the entire output of 
the Nuffield M. G. model for the 
first three months of 1952. 


Quebec, Manitoba, 
Alberta Top Sales 
Of New Vehicles 


OTTAWA. — Dealers in Quebec, 
Manitoba and Alberta sold more 
new vehicles in the first nine 
months of this year than the same 
period a year ago, whereas dealers 
in the rest of the nation sold few- 
er, Canadian government has re- 
vealed. 

Dealers in Manitoba sold 19,240 
new vehicles for retail value of $45,- 
828,955 in this period, compared 
with 18,177 for $36,291,969 a year 
ago, a gain of 5.8 percent in num- 
ber and 26.3 percent in amount. 
Dealers in Quebec sold 61,026 new 
vehicles at $156,644,391, compared 
with 58,731 at $124,617,080, a gain of 
3.9 percent in number and 25.7 per- 
cent in amount, and those in Al- 
berta sold 30,378 at $72,445,352 
against 29,914 at $60,223,967, up 1.6 
percent and 20.3 percent, respec- 
tively. 

Elsewhere dealers’ sales dropped 
in number of new vehicles sold 
but retail values were up in all 
areas. Such sales in this period 
showed the following, figures in 
brackets representing last year: 

Saskatchewan, 24,393 (24,544), 
down 6 percent, $56,410,916 ($48,- 
518,124), up 16.3 percent; Ontario, 
132,809 (138,278), down 4 percent, 
$326,787,365 ($284,978,175), up 14.7 
percent; Atlantic Provinces, 23,586 
(27,281), down $13.5 percent, $54,- 
952,319 ($52,476,685), up 4.7 percent, 
and British Columbia, 28,888 (34,- 
879), down 17.2 percent, $69,047,942 
($68,935,731), up 2 percent. 


What They Do 


Booklet Describes Uses 
Of Diesel Engine 

DETROIT. — A booklet entitled 
“What Do GM Diesels Do?”, which 
describes the many uses diesel en- 
gines fulfill in our modern economy, 
has just been reprinted by Detroit 
Diesel Engine division of General 
Motors. 

The entertaining and instructive 
booklet is written in rhyme and is 
illustrated by drawings of locomo- 
tives, buses, boats, power shovels, 
sawmills and many other pieces of 
essential equipment that are today 
commonly powered by diesel en- 
gines. 

Copies are available to individ- 
uals or as an educational piece for 
schools, libraries and _ reception 
rooms from Detroit diesel distrib- 
utors and dealers or direct from 
Detroit Diesel Engine division, Gen- 
eral Motors Corp., Detroit 28. 


Fisher Opens Packard Deal 

Fisher Motors (Packard) has for- 
merly opened a 4201 Oak Lawn St., 
Dallas. Cecil R. Fisher is president. 
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(Continued from Page 53) 
stitute were: Fortune P. Ryan,;the appointment of the following 
president, Royal Typewriter Co.,{as manufacturing representatives 
Inc., and A. B. Dick IM, president, |for Protex Sales Co., Detroit: Wil- 
A. B. Dick Co. One new director|liam S. Kneavel, Baltimore; Hoff- 
was elected, Edgar B. Jessup, pres-|man Sales, Cleveland; J. Spence 


ident, Marchant Calculating Ma- 
chine Co., Oakland, Calif. 


+ * + 


Resolute Ups Cassidy 

Resolute Insurance Co. has an- 
nounced the appointment of Milton 
H. Cassidy, formerly secretary of 
the company, as a vice-president. 
Cassidy has been in the insurance 
and accounting professions 22 
years. He joined Resolute in 1949. 

s ° ? 


Gabbert Upped at CIT 

Richard W. Gabbert has been 
named district manager for Uni- 
versal C.I.T. Credit Corp. in Quincy, 
Ill, it was announced by J. M. 
Cooney, vice-president in charge of 
the company’s St. Louis division. 

* * * 


Protex Names Six 
Jack M. Roberts has announced 





Williams, Minneapolis; 


Ellers, Portland, Ore.; 


| Brooklyn, iN. xe 
a * + 
Trailmobile Shifts Green 
Harold M. Green, who has been 
manager of the Youngstown, O., 
branch of Trailmobile, Inc., since 
March, 1949, has been appointed 


dent. 
Youngstown by Wallace F. Thomp- 
son, who has been a salesman in 
the company’s central division. 

* * * 


Banks, Anger Move Up 


In K-F Production 
Appointment of John V. Banks 





George | 
Fred Jack- | 
son, Hudson, O., and Lew Harper, 


as chief production engineer for | 





| 
| 


ae 





|'GM Officials Chat with Gen. Dent— 





| works manager of AC Spark Plug. 
Kaiser- Frazer has been an- 
nounced by T. A. Bedford, manu- 
facturing vice-president. Banks 
| formerly was automotive works 
| manager. In his new post he will 
| be in charge of all production en- 
gineering for Willow Run’s dual 


Maj.-Gen. Fred R. Dent (third from left), commanding officer of the Wright air 
development center, Dayton, O., chats with General Motors officials following a talk 
manager of the company’s branch |t? the Lansing chapter of the American Ordnance Assn. in the Oldsmobile auditorium. 
in Buffalo, it is announced by Wil-| From left to right are Col. Leo A. Codd, executive vice-president of AOA, Washington; 
liam A. Burns jr., sales vice-presi- L. F. Carlson, president of the Lansing chapter; Gen. Dent; S. E. Skinner, vice-presi- 
Green will be succeeded at|dent of GM; J. F. Wolfram, Oldsmobile general manager, and Joseph A. Anderson, 


automotive and aircraft opera- 
tions. 

Bedford named F. A. W. Anger, 

former general superintendent of 

| the auto body division, to succeed 

| Banks in charge of automotive 

' manufacturing. Banks joined 
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wove, SARAN fabric 





IN A CLASS BY THEMSELVES for smart good looks—the 
decorator-styled patterns and colors of Lumite woven 
saran fabric! And that’s only part of the Lumite fabric 


story... 


Long-lasting Lumite fabric is amazingly tougher... scuff- 
resistant . . . non-inflammable . . . can’t rot or mildew. Keeps 
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its glove-snug fit when properly installed. The weave “‘breathes” 
—lets air circulate freely—never sticky in hot weather nor 


clammy in cold. 


Tell Att of the Lumite fabric story and watch it sell to 
ALL!... because: Lumite fabric has everything everybody 


wants in seat covers! 


campaign in the industry! 


and both can be reached—and sold—by you 
through new CLASSIFIED PHONE BOOK listing! 


Yes, list your name in the classified (yellow) pages of your local phone book, under “Lumite 
Fabric Seat Covers’ —and you'll get resu/ts for these 2 reasons. 


1. 9 out of 10 people with phones use the classified pages when they want to buy. 


2. More people than ever want to buy Lumite Fabric Seat Covers, because they’re backed by 


Costs only a few cents a day! For further information, without obligation, drop a post card to: 


CLASSIFIED PHONE BOOK INFORMATION 
Lumite Division, Chicopee Mfg. Corp. of Georgia, 40 Worth Street, New York 13, N. Y. 





Kaiser West Coast interests in 
1941. He transferred to Willow 
Run in 1946. 
Wedemeyer Upped at CIT 
Paul A. Wedemeyer, of Omaha, 
|has been named district manager 
|for Universial C.I.T. Credit Corp 
office in Lincoln, Neb., it was an- 
|nounced by H. D. Wetzel, assistant 
|vice-president in charge of the 
|company’s division there. 
* * * 


Peterson Promoted 


Appointment of John J. Peterson, 
of Buffalo, as Eastern division 
manager of Trailmobile, with head- 
quarters in New York has been an- 
nounced by George M. Bunker, 
president. Peterson joined Trailmo- 
bile in 1945 as a salesman in the 
Buffalo area and, in 1947, was pro- 
moted to branch manager in that 
city. 


* * * 


Heads Standard’s Finances 


David Graham has been elected 
financial vice-president of Standard 
Oil Co. (Ind.), it is announced by 
Robert E. Wilson, board chairman 
Graham, who will assume his new 
position Jan. 1, has been financial 
vice - president of Weyerhaeuser 
Timber Co. 


Moseley Heads Engineering 


At Carter Carburetor 


James T. W. Moseley has been 
appointed chief engineer of Carter 
Carburetor Corp., replacing George 
M. Bicknell, who died Oct. 11. 

Moseley, early in 1923, became 
research engineer for Durant Mo- 
tors and Locomobile where he re- 
mained until 1928. At that time he 
became research engineer at Nash. 
In 1931 he joined Stromberg Motor 
Devices Co. and remained with 
them until 1933, when he came to 


Carter. 
* * ca 


Ford’s Hitchings Becomes 


Aide in ODM Unit 


George P. Hitchings, manager 
of the economic analysis depart- 
ment of Ford, has been granted 
a six-month leave of absence to 
serve as a consultant to the Office 
of Defense Mobilization in Wash- 
ington. 

Hitchings joined Ford in 1947. 
Previously he had been with the 
Federal Reserve Bank of New 
York and the Federal Reserve 
System in Washington. 





Ford Realigns 
Engineer Staff; 
Policy Unit Named 


DEARBORN.—Creation of three 
new executive offices in Ford’s en- 
gineering staff, formation of a new 
five-man engineering board for 
formulating staff policy and pro- 
grams and appointment of six new 
department heads were announced 
Thursday by Harold T. Youngren, 
vice-president of engineering. 

Appointed to head the two execu- 
tive engineering offices are V. Y. 
Tallberg, administration, and R. F. 
Kohr, general engineering. An 
executive engineer, passenger ve- 
hicles, will be named for that new 
office at a later date. Dale Roeder 
continues as executive engineer, 
commercial vehicles. 

The new policy-making engineer- 
ing board, under the direction of 
Youngren, will be headed by E. S. 
MacPherson, chief engineer, and 
will include the four executive en- 
gineers. H. D. Allee, manager of 
the engineering programming de- 
partment, was named secretary to 
the board. 

The following department heads 
jalso were appointed in the engi- 
|neering staff: H. F. Copp, acting 
| special military vehicles, replacing 
|N. L. Blume, who has been named 
Lincoln-Mercury car engineer; 
H. H. Gilbert, laboratory; H. A. 
Matthias, development; H. G. Eng- 
lish, transmission, and A. M. Wav- 
ters, research. 

Three new engineering staff de- 
partments also were created. They 
are: testing, special vehicles ani 
transmission. 

Also announced was the appoin' 
ment of H. C. Johnson as controlle 
engineering staff, replacing A. ( 
Otterman, assigned to the financ 
staff. 





The back pages of every issue of AUTC 
MOTIVE NEWS contain the WANT A! 
Section. Others are profiting from AUTC 
MOTIVE NEWS WANT ADS! Are you? 
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Psychologists Find 52 


CHICAGO.—Two psychologists | 
vorking for a group of insurance 
‘ompanies have found that 52 per- | 
cent of the truck drivers studied | 
had accident-free records, and of | 
the 48 percent who had accidents | 
during the year, only 12.8 percent 
averaged two or more accidents 
per year. 

The psychologists, Dr. W. A. 
Eggert, chief psychologist for the 
Kemper group of insurance com- 
panies and A. H. Malo, consulting 
psychologist for Lumbermans 
Mutual Casualty Co., are making 
a two-year study to find out why 
some truck drivers are consist- 
ently safe operators while others 
are involved frequently in acci- 
dents. They are making the study 
for more than 140 companies. 

Their studies indicate that the 
way a man behaves in his daily liv- 
ing is as important to his driving 
as his physical equipment for it. 

In addition, most accident-free 
drivers had happy childhoods and 
developed into well-adjusted adults. 
They were happily-married, consid- 
erate of others, even-tempered and 
quickly made adjustments to new 
situations. 

Looking into the childhood of | 
accident-prone drivers, the study | 
showed that in many cases thev) 
were unhappy children whose rar- | 
ents often quarreled and fa'‘led tec} 
show them sufficient love and affec- | 
tion, or were divorced or senarated 
The psvchologists also found the | 
poorer driver had bullied and often | 
fought with other children. 

When they married, the survey 
disclosed, their marriages were | 
not havpy. Their general attitude 
toward women was that females 
were unreasonable. Althoneh | 
these offenders had few close | 
friends. they were willing to tell 

| 








their troubles to anyone who 
managed 
were 


would listen. They 
money matters roorlv. 
moody and often depressed. 


Concentrating on the 48 percent 
who accounted for all the accidents 
Malo and Eggert found that 15.7 
nercent of them were resronsible 
for half the accidents: 35.2 nercent 





Delaware Court 
Rules Against 


Gas Sign Limits 


DOVER, Del.— Although ruling 
against the limitation of the maxi- 
mum size of gasoline price size on 
pumps, the Delaware supreme court 
upheld the remainder of the state 
law forbidding such advertising ex- 
cept on the dispensing devices, it 
was announced here recently. 

The case went to the high court 
after 10 service station operators 
in New Castle county had been ar- 
rested on JTulv 10 and 11 for viola- 
tion of the act. 

Written by Chief Justice Clar- 
ence A. Southerland, the opinion 
held that “the attempted limitation 
of the maximum size of the price 
signs on the pump to four by six 
inches is whollv arbitrary and 
without reasonable relation to the 
prevention of fraud or deception in 
the retail sale of motor fuel.” 

Constitutionality of the act had 
been attacked mainly on the basis 
of a due process clause, with the 
defendant claiming that the act was 
an arbitrary attempt. using the 
state’s police force as an excuse, 
to eliminate competition. 

The court’s opinion stated that it 
was set forth in the provisions that 
if anv part of the act was declared | 
invalid, the remaining parts would | 
be unaffected. The court added that | 
there was not sufficient cause to} 
uphold the charge that the law was) 
unconstitutional. 








Tanker Reactivated 


NEW YORK.—The world’s first | 
gas-turbine powered merchant ship, 
the 12,000-ton tanker Auris, has 
been put into regular service, Shell 
Oil Co. has announced. The tanker, 
which recently completed successful 
sea trials on a voyage to the Carib- 
bean and which was built in Eng- 
land for Shell, was specially de- 
signed for testing gas turbines, new 
types of cargo-handling equipment 
and other improvements in marine 


Truck Drivers Analyzed 


% Are Accident-Free, 


While ‘Maladjusted’ 12% Have 2 or More 


averaged one accident 
12.8 percent averaged two or more 
accidents a year. 

“These figures show that if we 
could discover and prevent a small 
group of drivers from operating 
vehicles we could come close to 
eliminating many automobile acci- 


| dents,” Eggert said. 


Almost immediately, the first 
phase of the research was accepted 
for a test being used by the Amer- 
ican Institute of Laundering and 
the Linen Supply Assn. of America. 
The test, which was designed to 
weed out the accident-prone driver 
before he gets behind the wheel of 
a delivery truck, will be given to 
all job applicants. 

The results should be better 
laundry and linen supply drivers, 
but the national picture will not 
be improved greatly because 
those who fail to pass the test 
still will be permitted to drive 
their own autos, Eggert pointed 
out. 


per year, and 
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Driver Training Ford for Trenton, O.— 

This new Ford was presented to Trenton high school for use in driver education 
classes. The Ford was given by Ross Motors, Inc. (Ford), Middletown, O. Dale Beckett, 
driver training instructor, receives the keys from Ernie Myers, Ross sales manager. 
At left is R. E. Wearly, superintendent, and W. Lawrence King, president of the board 


of education. 
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age driver will be able to learn if 
he is accident-prone before the 
damage has been done? 

“That day is not too far away,” 
Eggert answered. “We and others 
who are trying to find the needed 
answers are experiencing gradual 
success.” 


The phychologists plan to expand 


Will the day come when the aver-|their research to include drivers 





OSS MOTORS INC. 


Chie 


from all walks of life and of both 
sexes. 

“Until the acceptable test is de- 
vised we must continue to warn the 
public that a small group of drivers 
is responsible for most of the acci- 
dents and to urge them to drive as 
if every other driver on the road 
belongs to that group,” Eggert 
stated, 
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Signs that point to your 
Pennsylvania Oil Brand 


Car owners everywhere — more conscious than ever of the 
need for engine care—are being convinced of the superior 
qualities of 100% Pure Pennsylvania Motor Oils. Attention- 
getting advertisements such as the one reproduced here 
are being read more thoroughly by more people than ever 
before. They appear regularly in LIFE, THE SATURDAY 
EVENING POST, HOLIDAY, COUNTRY GENTLEMAN 


and PROGRESSIVE FARMER. 


You can turn this public acceptance into extra oil sales if you 
let your customers know that you handle a Pennsylvania oil. 


This fall marks the completion of 28 consecutive years of 
consistent advertising that has educated the public on 100% 
Pure Pennsylvania Motor Oils. Its effectiveness has long 
been evident, and it will be continued through the years 


to come. 
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For your protection, only oils made from 100% Pure 
Pennsylvania Grade Crude which meet our rigid quality 
requirements are entitled to carry this emblem, the registered 
badge of source, quality and membership in our Association. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Oil City, Pennsylvania 
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Jamaica Ore 
Spurs Potential 


For Aluminum 


HOUSTON.—The aluminum _in- 
dustry of the Texas Gulf Coast re- 
ceived some encouraging news 
from the son of the discoverer of a 
vast bauxite ore deposit in Jamaica 

Charles D’Costa, in an interview 
here, said “geologists have discov- 
ered that the deposits are even 
greater than at first expected.” 

D’Costa is managing director of 
Lascelles de Meroado, Kingston, 
one of the largest export and im- 
port firms of the British West In- 
dies. His father made the ore dis- 
covery shortly after World War II. 

D’Costa explained that the ore 
is generally found about 57 feet 
below the surface, but in Jamaica 
“it extends up to about three inches 
below ground level and no one is 
positive yet how deep it goes.” 

According to D’Costa, Reynolds 
Metals Co., Richmond, Va., which 
has recently let contracts for an 
$80,000,000 aluminum reduction 
plant at Corpus Christi, is assured 
of an inexhaustible supply of baux- 
ite for generations. 
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With the checkered flag at left poised to declare him the winner of the 1,933-mile | 








Taruffi Crosses a $23,180 Line— 


Second Mexican Road Race, Piero Taruffi, Italian speedster, finished the five-day | 


border-to-border race at Juarez, Mexico, on Nov. 25, before a crowd of about 60,000 
persons. At far right and only seconds behind, is Alberto Ascari, also driving a 1951 
Ferrari, who finished in second place. U. S. entries took third and fourth place in the 
annual modified stock car race.—{Acme photo.) 





NADA Executives Named | 


Five New Regional Vice-Presidents 
Elected for Coming Year 


WASHINGTON.—Results of the 
recent elections of NADA regional 
vice-presidents for 1952 were an- 
nounced here last week by Manag- 
ing Director Robert Deo. 

The regional vice-presidents, 
Deo pointed out, are elected by 
the NADA directors of the states 
within each region. 


Vice-presidents and their regions 
are (areas they cover in paren- 
theses) : 

Region I—Harold Lanphear, 
Providence, R. I.: (Maine, Massa- 
chusetts, New Hampshire, Rhode 
Island, Vermont); Region II—Wil- 
liam L. Mallon, Newark, N. J. 
(Connecticut, New Jersey, New 
York, Metropolitan New York); Re- 
gion III—Robert Quillen, New Cas- 
tle, Dela. (Delaware, Maryland, 
Pennsylvania, West Virginia); Re- 
gion IV—Walter J. Wilkins, Nor- 
folk, Va. (District of Columbia, 





Kentucky, North Carolina, Tennes- 
see, Virginia). Region V — Stewart 
Hanson, Detroit (Indiana, Michi- 
gan, Detroit, Ohio, Cleveland). 

Region VI—Frank Collord, Wa- 
terloo, Ia. (Chicago, Hlinois, Iowa, 
Wisconsin); Region VII—J. Sax- 
ton Lloyd, Daytona Beach, Fla. 
(Alabama, Florida, Georgia, Mis- 
sissippi, South Carolina); Region 
VilI—George F. Ziesmer, Man- 
kato, Minn. (Minnesota, Nebraska, 
North Dakota, South Dakota). 
Region IX—H. Mead Norton, 
Oklahoma City (Arkansas, Kansas, 
Missouri, Oklahoma); Region X—R. 
S. Abbott, Alexandria, La. (Louis- 
ana, New Mexico, Texas); Region 
XI—Charles C. Freed, Salt Lake 
City (Colorado, Idaho, Montana, 
Utah, Wyoming); Region XII— 
Hanford A. Crockard, Berkeley, 
Calif. (Arizona, Northern California, 
Southern California, Nevada, Ore- 
gon, Washington). 





For Next Few Months... 





Auto Job Prospects Dim 


(Continued from Page 1) 


| plants during the past few months 


have been at the highest rate 


since the end of World War IL 


They say that more than 100,000 
workers are idle now in the De- 
troit area alone and that the 
total will rise in the first quarter 
of 1952. 

The UAW-CIO says the BLS fig- 
ures take into account only factory 
layoff figures, while its data also 
covers jobs that are abolished. 

* * + 
O MATTER who is right, from 
4+‘ the letters the bosses are writ- 
ing, more people are going to be 
laid off. It may be months before 


_\|all of them are called back, al- 


though William E. Umstattd, presi- 
dent of Timken Roller Bearing, 
ends up his letter as follows: 

“Our hope is that a turn for 
the better will occur the first 
part of 1952.” 

However, Umstattd reports that 
contract cancellations have been 
coming in steadily from auto plants 
which use his company’s bearings. 

Other suppliers and auto makers 
themselves are writing similar let- 
ters to their employes. Like the 
average auto maker, the average 
supplier is now producing at only 


| about 50 percent of early 1951 levels. 
| * - * 


N?2 AUTO maker or supplier will 
make a definite forecast on how 
many people will be laid off over 
the next few months. They say 
that would be like predicting death 
in the family. 


However, the consensus is that 
the number of unemployed is likely 
to get bigger before it gets smaller. 

Manufacturers hope they won’t 
have to idle as many people as 
they fear. They are taking every 
possible means to maintain as 
high a level of unemployment as 














YOU'LL SELL MORE DEPARTMENTIZED SERVICE 
WITH NATKIN BUILT EQUIPMENT 
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hose, blow gun, and parts 
washer. All steel body. 
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I" thick Nat-Flex* top is a 
non - conductor; 
fracture or break. All steel 
body. Arc-welded legs and 
shelf corners. 


SERVICE — , er) SERVICE 
WORK BENCH : MERCHANDISER 
MODEL 9100 { mODEL 9200 
Non-conductor Nat - Flex* { Heavy Bonderized steel over 
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plete with fluorescent light, blow 
gun and many other handy fea- 

t tures. Nat-Flex* top. 
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APPEARANCE 
SERVICER 
MODEL 9525 


This portable ‘'pol- 
ishing department" 
moves to job quick- 
ly, easily. Ample 
room for all clean- 
ing and polishing 
equipment. Non- 
skid top for safe 
standing area. 


SERVICE DESK 
MODEL 9332 
All-steel write-up desk. 
Large, inclined top; 
drawer and huge cabi- 
net. Hard, baked-enam- 
el finish inside and out 
assures lasting good 

looks. 


SERVICE MANAGER'S 
MERCHANDISER 
MODEL 9320 


Sells profitable accessories and 
chemicals. Lighted shelves and 
inclined panel. Space for job 
tickets, records and manuals. 
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possible, but don’t know how suc- 
cessful they will be. 


The outlook for employment in 


auto plants isn’t healthy. There are | 
a few bright spots, but generally | 
there appears little reason for op-| 


timism until the latter half of 1952. 
. + + 


dbp hard truth is, according to 
auto makers and their sup- 
pliers, that most of the nation’s 
major defense projects are still 
months away from where they will 
be making any big demands on the 
nation’s manpower supply. 

Meanwhile, production of civil- 
ian goods drops to lower and low- 
er levels. And manufacturers say 
that right now it certainly isn’t 
because of excessive inventories. 

December production of automo- 
biles will be the lowest in two 
years, and the outlook for the first 
three months of next year isn’t any 
better. 

A situation like that, of course, 
projects itself through the nation’s 
whole economy, hitting thousands 
of suppliers and dealers—some 
small, some big—who, along with 
their employes, also depend on au- 
tomobile manufacture for a living. 

* * * 


AU industry officials say the 
feeling is growing that the gov- 
ernment has extended controls be- 
yond the point of usefulness. In 
coming months, auto people can be 
expected to cry out louder that the 
U. S. should be expanding its civil- 
ian economy at the same time it is 
arming itself for a possible war. 

A good many auto people fear 
that, unless the first part of such 
a program is achieved along with 
the second, this country may wind 
up losing a war just as sure as if 
it had been forced to surrender on 
a battlefield—the war of inflation. 

The auto industry is not proud 
that more than 100,000 of its 
workers are now unemployed. 
But many production experts 
claim the industry can be proud 
— the total has been kept that 

ow. 

Every means possible has been 
used to keep unemployment down. 
Plants have drastically reduced 
overtime to provide jobs for more 
people. They have utilized short 
layoffs. 

* * > 

os plants have scheduled re- 

duced work weeks in part or all 
of their operations. The average 
work week in U. S. factories has 
shrunken sharply in the last year, 
being down in some plants to a 
postwar low. 

Things have been stretched in 
auto plants wherever they could 
because plants want to keep their 
skilled workers even when they 
don’t have much for them to do. 

Such practices are not inspired 
by benevolence, and manufacturers 
make no such claims. Plant officials 
admit frankly that they don’t like 
to lose employes, because good and 
well-trained people are hard to find. 

Still thousands of workers have 
had to be laid off, and more appear 
likely to get the ax from payrolls. 
So far, for every six people laid 
off in the auto industry, jobs in 
defense work have been found for 
only two. 

a * 
Avr makers and their suppliers 
are still devoting only a small 
portion of their facilities to de- 
fense production. The remainder 





NPA to Order 
Auto Wreckers 
To ‘Clear’ Yards 


WASHINGTON.—An NPA order 
was expected over the weekend re- 
quiring auto wreckers to clear their 
yards of ancient cars. 

The government agency will start 
a canvass of automobile “grave- 
yards” to collect scrap metal for 
starved steel mills. More than 
1,500,000 tons of scrap are expected 
to be turned up during the winter 
by this procedure. 

The NPA told of its plans at an 
emergency conference on the scrap 
situation held last week. 

A time limit on the period which 
auto wreckers can hold junked cars 
will be a part of the government’s 
plan to expedite the transfer of 





graveyard scrap to the steel mills. 





are devoted to civilian work to the 
extent allowed under government 
regulations. 

At some large firms, defense 
products account for as little as one 
percent of total sales, while output 
of civilian products is down as 


|much as 50 percent. 


K-F Employment 
Expected to Rise 
To 25,000 Mark 


WILLOW RUN. — Kaiser-Frazer 
is increasing its employment fig- 
ures at the rate of 300 new workers 
a week, it was announced Thursday 
by the company. 

In preparation for its expanded 
military and civilian production, 
the hiring rate is expected to rise 
to more than 100 a day before the 
end of the year. Total employment 
at Willow Run is now more than 
12,000, and projected peak employ- 
ment may exceed 25,000, officials 
said. 

Foster Shoup, director of train- 
ing, said that his staff of 20 in- 
structors and conference leaders 
are conducting classes for 500 work- 
ers daily, covering every phase of 
aircraft manufacturing. Each air- 
craft employe, he said, recieves a 
basic orientation course before as- 
signment to specialized training 
classes. 

The company also said that the 
two plants of the Detroit Engine 
division will start work soon on 
production of Wright R-1300 air- 
craft engines for the U. S. Air 
Force. 





Senators Split 
On Tightened 
Credit Controls 


WASHINGTON. — While dealer 
groups recently have come out for 
still easier credit restrictions Dem- 
ocratic Sen. Fulbright, of Arkansas, 
last week gave his support to the 
appeal for tighter controls on con- 
sumer credit made by Eric John- 
ston. 

Johnston said Congress per- 
formed a “disservice to stabiliza- 
tion” when it relaxed the controls 

last July. 

On the other side was Sen. 
Welker, Idaho Republican, who 
said Congress acted wisely in liber- 
alizing curbs on consumer credit. 

Johnston’s statement was made 
as he relinquished the post of 
Director of Economic Stabilization. 

Sen. Fulbright said credit con- 
trols cannot do the anti-inflation 
job alone. 

In addition to tighter credit con- 
trols, Johnston called for: 

1. A strong system of alloca- 
tion of scarce materials among 
the allied nations at reasonable 
prices. 

2. Putting the defense program 
eventually on a pay-as-you-go basis 
through a balanced budget. 








Powerhouse Scrap— 
About 1,600,000 pounds of scrap metal 


is expected to be turned over to the 
Chrysler Corp. scrap drive, when the com- 
pany tears down the machinery and in- 
terior of the former powerhouse of the 
Detroit Dodge plant. The building, built 
in 1910, was used continuously until 1926 
and served on a standby basis until 1937. 
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Car Price Boosts OK’d 


But Action of Auto Makers Is in Doubt 
As OPS Applies Capehart 


(Continued from Page 1) 


Capehart formula. (See story on 


page two.) 
” +. 

A LTHOUGH Capehart pricing ap- 
“% peals will be reviewed on an 
individual company basis, DiSalle 
foresaw few challenges by OPS. 

“We have no choice under the 
amended Defense Production 
Act,” DiSalle said, “but to allow 
manufacturers, if they wish, to 
adjust their ceiling prices.” 

Capehart-formula relief was 
adapted earlier to Regulations 22 
and 30, covering tires, trucks and 
automotive parts. Similar action 
was in the OPS works Friday for 
CPR 34, affecting auto repair shops. 


* * ® 


Imminent Auto Orders: 


Here’s Latest Data 


ASHINGTON.—On the immi- 

nent list last week at press 
time were these important auto 
regulations: 

Maker Quvotas—Individual indus- 
try percentages for auto makers 
have been laid out by NPA’s motor 
vehicle department, but have not 
yet come back from the policy 
level. 

Usep-Car OrpeEr—OPS’s postpone- 
ment of the effective date on new 
specific used-car price ceilings from 
Dec. 20 to Dec. 31 is regarded as 
certain, but it had not reached the 
clearance desk at press time Thurs- 
day. As a result, this amendment 
probably will not be out until this 
week. 

Crepir ON Otper Cars—Action re- 
moving older cars from Regulation 
W restrictions is expected to be 
taken this week by the Federal 
Reserve Board. 

o * * 
LTHOUGH a last-minute bar- 
rage of opposition was expected 
from certain interests, the FRB, 


Silicones’ Role 
In Autos Shown 
By Dow Corning 


DETROIT.—The broad automo- 
tive potential of silicones was 
demonstrated here last week in an 
industrial exposition staged by Dow 
Corning Corp., Midland, Mich. 

Automotive engineers and execu- 
tives from Detroit, Pontiac and 
Flint were shown how weather- 
proofed silicones are applied to such 
new-car parts as crankshafts, gas- 
kets, door locks, spark plugs and 
rubber items. 

On display were products fabri- 
cated with Silastic, Dow Corning’s 
silicone rubber. The company list- 
ed 22 automotive-parts customers 
for Silastic. 

Dr. W. R. Collings, Dow Corning 
vice-president, claimed that sili- 
cones and Silastic maintain stabil- 
ity at 100 degrees below zero or at 
500 degrees F. Various water-repel- 
lent properties of silicone products 
were exhibited. 

The Detroit showing was the 
third for the Dow Corning exposi- 
tion, which will move next to Phila- 
delphia. Previous showings were 





after a pretty thorough canvass of 
the situation, appeared to be con- 
vinced that there was little sound 


argument for continuing sharp 
credit restrictions upon pre-1946 
cars. 


Meanwhile, at OPS the obvious 
inconsistencies of the recent used- 
ear ceiling price regulation are 
permitted to stand while a recti- 
fying amendment is hung up 
somewhere between the automo- 
tive branch and the agency’s 
ivory tower. 

At press time, the customary 
OPS monkey-business was still pre- 
vailing while vast dealer and guide- 
book publishing interests sweated 
and knocked in vain at the portals 
of the domain which houses the 
agency’s legal brains. 

* + * 

HE automotive branch is not at 

fault. It recommended action. 
Price Boss Michael DiSalle is not 
at fault. It is a safe bet that he 
doesn’t know much about the mat- 
ter. In between—that indifferent, 
autocratic relay that is bringing 
much public dissatisfaction with 
OPS—is where the trouble lies, not 
only with this particular action, but 
with many others in fields unre- 
lated to automotives. 

The amendment officially post- 
poning the effective date of the 
used-car ceilings was not in sight 
at the deadline for this issue of 
AvuTomoTivE News. Nor was any 
action to take retail car dealers off 
the anxious seat about Dec. 10 
posting and filing provisions. 


U. S. Drops Curb 
On Tire Output 
After Jan. 1 


WASHINGTON. — Tire manufac- 
turers may produce an almost un- 
limited quantity of tires and tubes 
after Jan. 1, as long as they use 
a slightly higher amount of syn- 
thetic rubber, it was announced 
here last week by NPA. 

However, the NPA yarned tire 
producers that controls will be re- 
imposed if they use more than 105,- 
000 tons of natural rubber import- 
ed by the General Services Admin- 
istration in the first three months 
of 1952. 

The new policy was declared 
as a result of the greatly im- 
proved rubber picture, the agency 
said. Synthetic production is im- 
proving rapidly, and the supply 
of natural rubber appears to be 
adequate. 

The action did not remove the 
ban on white sidewall tires, how- 
ever, and made clear that rigid 
specifications on all products re- 
quiring greater use of synthetic 
rubber would remain in effect. 

Up to now, tire manufacturers 
have been under orders not to use 
more than 90 percent of the rubber 

consumed in a 12-month period end- 
ing June 30, 1950, in the produc- 
tion of tires. The new government 
policy also applies to 50,000 other 
rubber products manufactured in 
this country, the announcement 








said. 


held in Washington and Cleveland. © ‘ 








Dow Corning Shows Applications of Silicones— 
Detroit area executives and engineers were treated last week to an exposition of 


the industrial uses of silicones and Silastic 


rubber, developed by Dow Corning Corp., 


Midland, Mich. Silicones “‘weather-proof" such automotive parts as door locks, gas- 
kets, spark plugs and crankshafts. The exposition has also been staged in Washington 
and Cleveland and will next be held in Philadelphia, 





Paterson's 38th Year— 


A. H. Paterson (seated, left), who started 
as a tool and die maker and became 
vice-president and general works man- 
ager of Plymouth, is shown above inspect- 
ing a pen and pencil desk set given to 
him at a surprise party marking his 38 
years’ association with Chrysler Corp. and 
its predecessors. The set was presented by 
John P. Mansfield (right), vice-president of 
Plymouth, on behalf of 500 supervisory 
and executive associates who attended. It 
incorporates a miniature 1951 Plymouth 
made of plastic, symbolic of the Plymouth 
transparent chassis display, which was 
made under Paterson's supervision and 
is now being displayed in various parts 
of the country. 


OPS Price Cards 


Available for Cars 


TOLEDO.—Reginal S. Leister, of 
the Leister Game Co., 26 North 
Erie St., announced last week that 
he had developed an OPS price 
regulation tag for individual cars 
dealers are offering for sale. 

Leister says he consulted the To- 
ledo Automotive Trades Assn. and 
the local OPS office on the form 
of the card. Prices starts at $2.50 
per 100 cards. Strings and rubber 
suction cups also are available. 














Obituaries 





Chester S. Ricker, 63, 


‘500° Timer, Auto Writer 

GROSSE POINTE, Mich.—Ches- 
ter S. Ricker, 63, timer of every 
Indianapolis 500-Mile Race for 35 


5 following two brain operations for 
tumor. Services were held Satur- 
day. 

Mr. Ricker for the past few years 
was a technical writer for the 
American Machinist, Design News 
and other journals. He was asso- 
ciated with McCann-Erickson, Inc., 
on the Ford account for a long 
time. 


T. W. Stewart, 77, Pioneer 
In Newburgh Buick Firm 


NEWBURGH, N. Y.—Thomas W. 
Stewart, 77, an auto dealer here for 
42 years, died Dec. 4 in St. Luke’s 
hospital after a long illness. 

Mr. Stewart was one of the part- 
ners in the Broadway Garage, a 
Buick distributing agency which 
he established in 1912, At one time 
he held the franchises for Pierce 
Arrow and Autocar automobiles. 
Surviving are his widow and one 
son, Thomas A. Stewart, of New- 
burgh, one of his partners in the 
automobile business. 

ca * - 


Horace H. Hinton 

CORINTH, Miss.—Horace H. Hinton, 57, 
manager of Hinton Chevrolet Co. here, died 
at his home on Nov. 25. He was a native 
of Halls, Tenn. 

* * 
M. J. Monger 

GULFPORT, Miss.—M. J. Monger, for- 
mer Ford dealer here, died recently in 
Concord, Calif. 

* 


* * 
Joe E. Swallows 
LIVINGSTON, Tenn.—Joe E. Swallows, 
59, automobile dealer here, died at his 
home on Nov. 14. 
* * * 
Thomas J. Poyma 
BIRMINGHAM, Mich.—Thomas J. 
Poyma, 51, assistant parts manager of 
Dearborn Motors, died last week. 
* * * 


Ervin T. Sessler 
CHICAGO.—Ervin T. Sessler, 53, presi- 
dent of Miller-Sessler, Inc. (Ford), and 
former president of the Metropolitan Chi- 
cago Ford Dealers Assn., died following a 
heart attack Nov. 28. Mr. Sessler started 
in the automobile trade here in 1930 as 





years, died at his home here Dec. | 





|a salesman and later was sales manager 
|} of C. Zepp, Inc. (Ford). He helped organ- 
ize Miller-Sessler, Inc., which has handled 
the Ford line since January, 1933, being 
secretary and later president. 


* * * 


Henry L. F. Trebert 

SYRACUSE.—Henry L, F. Trebert, 

mer general superintendent of E. C. 

| Co., died recently in Canandaigua, N. Y. 

Mr. Trebert was a pioneer in the gasoline 

engine field and founded the H. L. Trebert 
Auto Works in Rochester. 
* * * 


William D. Whitten 
MALVERN, Ark. — William D. Whitten, 
65, who recently sold his interest in an 
auto dealership here, died suddenly Nov. 26 
at his home. 


for- 
Stearns 


* * o 
Lionel C. Dube 
CLEVELAND. — Lionel C. Dube, 53, a 


sales 


: executive with Packard Cleveland, 
nc., R 


died here Dec. 1 
* * 7 
Orley Wheeler Gavett 
NORTH ADAMS, Mass.—Orley Wheeler 
Gavett, 66, auto dealer for more than 30 
years, died at his home in Blackinton 
Dec. 1. 
* * * 
W. W. Jeffords 
ORANGEBURG, 8S. C.—W. W. Jeffords, 
52, president of Jefford Motors, died sud- 
denly of a heart attack Dec. 1 at his home 
near here. 
* * * 


William A. Sullivan 

CHICAGO. — William A. Sullivan, 60, 
president of Sullivan Cadillac Co., which 
he opened at suburban Brookfield in Febru- 
ary, 1949, died Nov. 30. From 1945 to the 
time of establishing his own Cadillac deal- 
ership, he was wholesale manager of the 
Chicago Cadillac branch. He joined the 
Cadillac organization in 1936. 


Studebaker Wins 
Mobile Race 


MOBILE, Ala.— Frank Mundy’'s 
1951 Studebaker won the $4,250 first 
prize at the Mobile Speedway here 
on Nov. 25, when he beat Tim 
Flock in a Hudson Hornet to the 
checkered flag. 

Mundy’s car set the fastest qual- 
ifying time for the race. Red Duval, 
with a Packard, took third; Fonty 
Flock, Oldsmobile, fourth; and Don 
Oldenberg, Packard, fifth. Herb 
Thomas, NASCAR point leader, fin- 
ished 16th after having trouble with 








his car. 
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RED BOOK and BLUE BOOK Used Car Appraisal Guides— 
National Auto Parts & Labor Manual. 


900 SOUTH WABASH AVE., 





benefits to subscribers. 
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Nation-wide Appraisals— 


THIS INTERESTING 16-PAGE 
BOOK (the only compilation of its kind 
in existence), lists the 1775 makes of @ 
cars—only 12 of those produced 40 years — 
ago have survived! Sent without cost to 
new subscribers of any of our serv- 
ices. Published to commemorate the 
40th Anniversary of the RED BOOK, 
still going strong because of its daily 
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AREA) Cash value and finance fig- 
ures; average base or wholesale fig- 
ures; average market value; OPS Cesl- 
ing Prices—Maximum Regulation W 
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size. Planned publication every 60 
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regional appraisals; pro- 
vides nation-wide refer- 
ence. Desk size, 8/2"x11", 
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among other appraisal 
vides, by the Board of 
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Legislative Roundup 








(Continued from Page 8) 


Georgia, Idaho, Missouri and West | compulsory motor vehicle liability | 


Virginia bring their laws into close 
conformity with Act II of the uni- 
form vehicle code. Also likely to 
spread is an uptrend in the fees 
for driver’s licenses. Fees were 
boosted this year by at least a half- 
dozen states. 

New or stronger motorists’ finan- 
cial responsibility laws were en- 
acted this year in at least a dozen 
states in a trend which has pro- 
gressed steadily in the last 14 years 
and may be expected to make itself 
felt in several of the 1952 sessions. 
These laws are being increasingly 
patterned after Act IV of the uni- 
form code, which requires the giv- 
ing of proof of financial responsi- 
bility and security by owners and 
drivers of motor vehicles involved 
in accidents. Proposals for outright 


Mass. Asks Rate Sift 


Rep. Harold W. Canavan filed a 
bill in the house calling for crea- 
tion of a six-man commission to 
investigate automobile insurance 
rates in Massachusetts. 
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| insurance, such as is operative thus 


|far only in Massachusetts, will be | 


|revived in many states with little 
|prospect of adoption. 
* * * 


Dealer Licensing 


A lative deliberations and interim 
studies will be other acts in the 
uniform code, including the uni- 
form motor vehicle administration, 
registration, certificate of title, and 
anti-theft act, and the uniform act 
to regulate traffic on highways. 

Legislative proposals relating to 
the licensing of new and used-car 
dealers may appear in some of the 
1952 sessions, but there is little 
present indication of what to expect 
on this score. Appearing likely to 
spread, however, is the pattern of 
recent years toward increasing pro- 
posals for laws requiring evidences 
of responsibility on the part of 
used-car dealers. 

There will be further introduc- 
tion of bills aimed at tighter regu- 
lation of installment selling. Action 





Its 3%-million more-mileage 


families are screened for the 
BUY on their minds! 








LSO figuring in next year’s legis- | 


W 


for your business. 


lon such measures was largely nega- | 
ltive during this year’s sessions, 
| however, and there are no present 
signs that state lawmakers will 
| change their attitude on any wide 
scale. 

State fair trade laws will be 


legislatures pending the outcome 
of efforts to obtain the enact- 
| ment of federal legislation cir- 
cumventing the U. S. Supreme 
Court’s ruling that fair trade re- 
sale minimum price contracts 
cannot be made binding on non- 
signers, and pending the outcome 
of litigation seeking clarification 
of the impact of the court’s rul- 
ing. Increased pressure is ex- 
pected in state lawmills, however, 
for new and stronger unfair trade 
practices acts, outlawing sales 


minimized as an issue in state | 





below cost. 

No new trend in the field of state | 
legislation relating to labor rela- | 
tions is in sight for 1952. Proposals | 
likely to antagonize either labor or | 
management have been generally 
shunned by state lawmakers since 
1947, when many states enacted 
anti-closed shop and other types of 
laws restricting the activities of 
labor unions. While there have 
been a few exceptions, about evenly 





split between so-called pro-labor 
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more—that’s even better. 










and anti-labor measures, the pre-! 


MEREDITH PUBLISHING COMPANY 





__ AUTOMOTIVE NEWS, DECEMBER 10, 1951 








ail 





Dual-Control Chevrolet for Students— 


McDonald and O'Boyle (Chevrolet-Oldsmobile), Monrovia, Calif., has loaned this 
car to the Monrovia-Duarte high school for use in a driver training program. Left to 


right, are Ray Hester, local manager for 


the AAA; A. J. Swyke, driving instructor; 


Max L. Forney, school principal, and John Ford, sales manager for McDonald and 


O'Boyle. 





vailing attitude in state lawmills 
in recent years has been to side- 
step controversial labor bills. 

New state labor relations agen- 
cies and new or broadened facilities 
for mediation and conciliation of 
labor disputes will continue to be 


proposed, however. 
* 


+ * 


Employe Proposals 
URTHER liberalization of un- 
employment compensation laws 





HEN 31%4-million families have above-average in- 
and practically all own cars—that’s good 


When almost half a million of them own two cars or 


And when these multimillions use their cars, every day 
in every way—when over a million family heads are 
professional men or executives, leaders in their com- 
munities—you can bet those cars are kept in good 
shape, from tires to tune-ups! 


Equally important to you, these selected families con- 
sider Better Homes & Gardens their counselor-in- 
better-living—their friendly guide to family buying. 
When husbands and wives together pore over 
BH&G’s ideas and suggestions—and advertisements— 
isn’t it a great big help when your wares are there? 





Des Moines, lowe 





is virtually certain. Whether this 
will be accomplished by reductions 
in employer contributions, as was 
the case in many states this year, 
depends on the extent to which 
organized labor succeeds in its op- 
position to so-called merit rating 
laws under which such reductions 
are effected for employers with sta- 
ble employment records. 

Proposals for new laws providing 
cash benefits to wage earners un- 
able to work because of non-occu- 
pational illness or other disability 
will be revived. That there will be 
no sweeping rush into the enact- 
ment of such laws, however, was 
made plain this year when no addi- 
tional states followed their previous 
adoption in California, New Jersey, 
New York and Rhode Island. 

The steady trend toward in- 
creased benefits and other liberal- 
ization of workmen’s compensation 
laws, which saw such measures en- 


|acted this year in at least 23 states. 


will again be a factor in the forth- 
coming legislative sessions. 


Spiraling living costs also will 
stimulate the continuing trend 
toward new and broadened regu- 
lation of wages and hours of 
intrastate workers. Besides the 
prospect of new legislation in this 
field, there will be further upward 
revision of minimum wage levels 
through administrative action 
under existing state laws. 


Revival of proposals for the en- 
actment of fair employment prac- 
tices acts, outlawing racial and 
religious discrimination in employ- 
ment, is certain. That the progress 
| of these bills will be slow, however, 
was indicated by the 1951 legisla- 
tive sessions in which they were 
rejected in 16 states and adopted 
in only one—Colorado. In the last 
six years, though, 10 other states 
have enacted FEPC statutes. 

Prominent among the various 
other types of proposals of direct 
and indirect automotive interest 
which will be considered bv state 
lawmills next vear will be bills de- 
signed to facilitate the establish- 
ment and financing of additional 
urban off-street parking space 
Such measures were enacted this 
vear in a dozen states, with em- 
vhasis on laws authorizing munici- 
palities to issue revenue bonds for 
narking facilities. 





Bill to Hike Jobless Pay 
Fails in New Jersev 


A bill to increase maximum 
mmemplovment and temnorarvy dis- 
ability benefit payments in New 
Jersey from $26 to $30 a week was 
buried during a special session of 
the state legislature. 

* - . 


N. I. Asks Custody 
Of Trucks for ‘Process’ 


A bill introduced in a svecial ses- 
sion of the New Jersey legislature 
would make out-of-state truck own- 
ers subject to custody for “service 
nrocess” of their vehicles until they 
submit to the jurisdiction of ths 
state. 


| sean 
‘Hoffman to Speak 
‘At Calif. Meeting 


| 

SAN FRANCISCO.—Paul G 
|Hoffman, president of the Ford 
Foundation, will be guest speake1 
at the annual meeting of the 
Northern California Council of the« 
Automobile Old Timers, it was an- 
nounced, 

Further program of the meeting 
which is scheduled for Jan. 4 at 
the Palace hotel here, will be an- 
nounced later, William L. Hughson 
oy president of the group 
sald. 

















Next Spring Seen | 
Bringing Peak 
Defense Output 


CHICAGO. 
ense goods will accelerate through | 
he winter and hit a peak level late 
1ext spring, after which there will 
a gradual tapering off, Maj.- 
ren. E. L. Ford, chief of Army 
Ordnance, told a press conference 
here. 

He said that contracts for a “high 
percentage” of authorized ordnance 
expenditures for the 1952 fiscal 
year will have been placed by Dec. 
31, this year. 

For the year ending next June 30, 
Ford said, Army ordnance expendi- 
tures will total about $14 billion. 
He said this compared with an out- 
lay of about $10 billion in the pre- 
vious fiscal year. 

Ford put himself on record as a 
strong advocate for the subcon- 
tracting of war work. 

“We insist on subcontracting,” he 
said. “We get materials faster and 
it saves money for the taxpayers.” 
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The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 


te shows that the states are 





Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








Tourist Interest Grows 


Survey of State Capitals Points Up Plans 
For Increased Promotion 


1 SURVEY of U. S. state capitals 


be- 
coming increasingly aware of the 
economic importance of _ tourist 
business, and that many are step- 
ping up advertising and promo- 
tional efforts to compete for it. 

A prediction that Florida’s 
tourist business will reach the 
billion-dollar mark this year has 
been made by Beverly Grizzard, 
acting director of the Florida 
State Advertising Commission. 
Although the commission’s an- 
nual budget of $500,000 was not 
raised by the 1951 Florida legis- 
lature, a number of individuals 
and groups already are seeking 
to enlist support for a higher 
advertising outlay from the next 
state legislative session in 1953. 
Meanwhile, Gov. Fuller Warren 
recently accepted a suggestion that 
he appoint a seven-member citizens 
advisory committee to help coor- 
dinate tourist advertising work of 





Here’s Another Example 


of Speedier Assembly 
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MIDLAND 





private firms and the Florida state 
advertising commission, 

* * 
STUDY report made public by 
the advisory council on the 
Virginia economy said that the 
State’s travel trade grossed more 
than $500,000,000 last year, despite 
the fact that much of Virginia’s 
potential tourist attractiveness is 
undeveloped and insufficiently ad- 
vertised. The state division of 
publicity and advertising was criti- 
cised by the report for failure to 
base its annual budget of $150,000 
on sufficient research. 


A Georgia survey has been an- 
nounced as revealing that automo- 
bile tourists spent $160,000,000 in 
that state last year, compared with 
$105,622,240 in 1948. Publicity aimed 
at further boosting the figure is 
handled by the state department 
of commerce. 


Prospects of a record winter 
tourist season are reported in 
Arizona, where efforts are being 
made to obtain enactment of leg- 
islation creating a new state 
tourist and industrial develop- 
ment promotion agency, financed 
from the state general fund. 
Estimating that tourists spend 

approximately $75,000,000 annually 
in Vermont, Gov. Lee E. Emerson 
has recommended several steps for 
maintaining such business at a 
high level. His suggestions in- 
cluded: Fullest possible use of ad- 
vertising and publicity to attract 
tourists; coordination of the activi- 
ties of various agencies promoting 
recreation, and efforts to find 
means of lengthening the recrea- 


* 


=F | tion season. 


WELDING NUTS 


The photograph shows the assembly of Midland Welding 
Nuts in place in a channel member by the use of a portable 
high speed projection welder. The locating collar on the 
Midland Welding Nut simplifies locating the nuts in proper 
position for this type of welding. 


Later, on the production line, 


assembly will again be speed- 


ed up because parts are easily and quickly bolted in place on 
the channel member without the necessity of holding the 
nuts, on the under side, from turning. 

You will find Midland Welding Nuts efficient and economi- 
cal to use for those inaccessible and hard-to-reach places in 
the assembly of metal parts. For complete information, 


write or call us on the phone. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 Mt. Elliott Avenue « Detroit 11, Mich. 
Export Department: 38 Pearl St., New York, N. Y. 





World’s Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 


Air and Vacuum 
POWER BRAKES 


Se 





Air and 
Electro-Pneumatic 
DOOR CONTROLS c 








* * * 


N ANNOUNCING estimates that 

more than $70,000,000 was spent 
by tourists in Montana during the 
summer, Gov. John W. Bonner 
pointed out that this made the 
tourist trade the third largest in- 
dustry in the state. 


Colorado has been enjoying the 
biggest fall tourist season in its 
history, according to the findings 
of statewide survey by the Den- 
ver Post. Extensive pre-season 
advertising compaigns were con- 
ducted by the state department 
of publicity and advertising and 
by the Denver convention and 
visitors bureau. 

Wyoming, according to prelim- 
inary reports announced by the 
state commerce and industry com- 
mission, this year enjoyed its 
“biggest and most lucrative tourist 
season to date.” The commission 
estimated that “considerably more” 
than 1,000,000 tourists visited the 
state and spent more than $100,- 
000,000, compared with last year’s 
$86,000,000. 

Rhode Island’s legislature this 
year created a new state develop- 
ment council, intended to help 
develop the state’s business, indus- 
tries, agriculture, recreational fa- 
cilities and natural resources. 

* * * 


Vacation Travel 


This Winter Due 
To Top Year Ago 


| NEW YORK. — Vacation travel 
|during the coming winter months 
|is expected to increase as much as 
|25 percent over last year, but trav- 
elers will be more inclined to “shop 
around” for bargains, according to 


bile Club of New York. 


“During the past few months,” 
|the club official said, “the national 
touring department of the Ameri- 
|can Automobile Assn. has received 
|33 percent more requests for south- 
jeast travel publications than for 
the same period last year. This is 
|a clear indication that more Amer- 
icans than ever before are going 





of Florida and other warm south- 
ern states during the coming win- 
ter.” 


increasingly popular with vacation- 
ing motorists, and that in some 
sections the old ‘inn-type’ accom- 
modations are losing popularity,” 
said Phillips. 








Gilbert B. Phillips, manager of the | 
travel department of the Automo- | 


to head for the sun-soaked climes | 


“AAA field reports say that the | 
motor court, or motel, is growing | 
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Future View of Morrison Steel Products— 


Morrison Steel Products, Inc., Buffalo, reports it has launched a plant expansion 
program in order to meet the needs of increased civilian and defense production. This 
is a conception of how the plant will look after the project has been finished. The 
present program involves the addition of 120,000 square feet of space, and equipped 


with machinery, will cost in excess of $14% million, the firm said. 








Insurance Firms 
To Keep Up Fight 
On Compulsion 


NEW YORK.—Compulsory pe- 
riodic inspection of motor vehicles 
and reexamination of drivers were 
among a number of recommenda- 
tions made by the Assn. of Casualty 
and Surety Companies in a state- 
ment expressing its “determined op- 
position” to compulsory motorists’ 
liability insurance. 

The statement was released fol- 
lowing a comprehensive study of 
“sound and effective means” of cor- 
recting economic hardships result- 
ing from motor vehicle accidents. 


Although New York state was 
chosen as the basis for the study, 
the association declared that its 
fight against compulsory insur- 
ance will be carried to any other 
state where the issue becomes 
acute. 

As an alternative to compulsory 








insurance, the association contend- 
ed that the problem of unindemni- 
fied victims of traffic accidents in 
New York state would be solved 
more promptly, permanently and 
effectively if the following steps 
were taken: 

1. More vigorous enforcement of 
speed and other traffic laws on 
both urban and rural highways and 
the employment of additional man- 
power and facilities to assure such 
enforcement. 

2. Adoption of driver education as 
a regular part of the curriculum 
of all public, parochial and private 
high schools in the state. 

3. Denial of the use of the streets 
and highways to unqualified driv- 
ers and the employment of suffi- 
cient personnel in the state bureau 
of motor vehicles to permit pe- 
riodic re-examination of all licensed 
operators of motor vehicles. 

4. Enactment of a law requiring 
periodic inspection of all registered 
motor vehicles. 


Follow Jack Weed’s reports on service and 
trucks regularly in AUTOMOTIVE NEWS 


HE PUSHES THE BUTTON— 
YOU MAKE THE SALE 


am etn 


et) 


2 
> 


(4 
Lm 





FREEMAN 


Headbolt Engine Heaters 


FOR CARS, TRUCKS, TRACTORS 


An astonishingly successful 
sales demonstrator is closing 
sales like wildfire this winter. 
It shows how the famous Free- 
man Headbolt Engine Heater 
goes down into the engine and 
heats the water. Dealers in this 
area can’t miss the big sales 
and profits when they have it 
on their counter. No wonder 
sales now total 500,000. Call 
your jobber—he has this push- 
button sales-maker for you. 
1-4 
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Operating Costs Up, Gross 
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NADA Finds Dealer Profits Off 


(Continued from Page 3) 
factor which will seriously affect 


the dealer’s net.” 

* 
|, pow found that on Sept. 30 this 
1 year, 41 percent of the average 
dealer’s used-car stock had been on 
the lot for 30 days or longer, as 
compared with 65.2 percent three 
months earlier. 

“However,” the NADA spokes- 
man said, “to us that figure (41 
percent) still appears too high for 
safety, and we believe dealers will 
profit by taking positive action 
to clear out the slow-movers.” 
Although dealers increased their 

sales of parts and accessories in 


T'aint So! 
Pa. Dealer Challenges 


Chicagoan on Book 


BETHLEHEM, Pa. — A recent 
story in Automotive News about a 
dealer in Chicago, who claimed that 
he was the first to ever publish a 
booklet about an individual dealer- 
ship “possibly in the entire coun- 
try,” has brought a challenge from 
a dealer here. 

M. J. McCarthy (Lincoln-Mer- 
cury), the Chicago dealer, “staked” 
his claim in the Nov. 19 issue of 
this publication on his brochure de- 
scribing the various operations in 
his place of business. 

The challenger, John W. Dawley, 
president of D & H Motor Co. (Pon- 
tiac), the Pennsylvania dealer, says 
he published a booklet about his 
establishment, titled “The Dealer 
Behind the Car,” way back in 1937 
when he was a Chevrolet dealer in 
Oakwood, N. J., now a part of 
Greater Camden. 


. * 





|the first nine months of this year 
by 4.5 percent over the same period 
|last year, 1951 inventories showed 
|an increase of 23.2 percent. 
| Stocks of parts and accessories 
ion Sept. 30 this year, it was said, 
| were sufficient to take care of de- 
| mand for nearly seven months at 
the current rate of movement. 
+ om + 

ge OTHER words, NADA pointed 

out, as of Sept. 30 the average 
dealer was not even turning over 
his parts and accessory stock at a 
rate of twice a year, as compared 
with a rate of three or four times 
annually prior to World War II. 

NADA’s survey found that the 
average dealer’s service business in 
the first nine months of 1951, in- 
cluding parts and accessories sales, 
was up 8 percent over 1950. 

Meanwhile, however, because of 
a rising cost of doing business, 
dealers gained only slightly in the 
matter of covering fixed expense 
with service revenue. The service 
absorption average for this year 
was placed at 63.4 percent, as 
compared with 62.7 percent in 
1950. 

Those figures were interpreted to 
mean that the average dealer must 
pay for more than a third of his 





Calling Inventors 

WASHINGTON. — The National 
Inventors Council has been asked 
by the U. S. Department of Com- 
merce to develop a light, durable, 
corrosion- resistant, hand-operated 
aerosol sprayer for use in spraying 
military headquarters with insecti- 
cide. The National Inventors Coun- 
cil is headed by Dr. Charles F. Ket- 
tering, former head of GM re- 
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CARLIFE GUARANTY “72” 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 


customers regularly for service. 


CARLIFE GUARANTY “72” 


relieves headaches caused by dissatisfied customers, because you 


pay their policy claims without 


cost after the expiration of their 


new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 


you almost immediately. CARLIFE GUARANTY “72” 


headaches caused by the loss of 
this tested approved plan they 


relieves 
valued customers, because under 
must return for inspection and 


lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 


of others, to make your business 
more pleasant. 


more secure, more profitable, and 


It costs you nothing to get the inside story of this ORIGINAL, 


UNIQUE PLAN that protects the 


future of your dealership by pro- 


viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


MAIL THIS COUPON TODAY FOR FREE 





doing. 
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The Carlife Guaranty Co. 
8827 Strathmoor, Detroit 28, Michigan 


RUSH us more information concerning CARLIFE GUARANTY "72" 
without cost or obligation. Show us what other dealers are 


Name of Dealership................ 


INFORMATION 


Phone VErmont 8-5077 





12-10-51 
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fixed expenses out of new and used- 
car sales before he has any profit 
at all. 

“Those dealers with the lowest 
service absorption,” the NADA 
|spokesman said, “will be the least 
able to cope with the decreased 
| production volume which faces the 
| industry.” 


U.S. Reports GM 
Heads List for 
Defense Work 


WASHINGTON.—The Munitions 
Board said last week that General 
Motors received 8 percent of the 
more than $18 billion worth of 
military contracts of $10,000 or 
more awarded in the fiscal year 
ended last June 30. 

At the same time the board said 
the country’s 100 largest contrac- 
tors received 61% percent of such 
contracts. 

But, it added, “the award of a 
prime contract to a large firm or 
a small firm does not mean that 
all or most of the work on that job 
will be done by the prime con- 
tractor. Fabrication of parts and 
subassemblies from the raw materi- 
als which these companies produce 
must be widely subcontracted. 

Second on the list was United 
Aircraft Corp., with 4.1 percent of 
the total, followed by Douglas Air- 
craft Co., Grumman Aircraft Engi- 
neering Corp., General Electric Co. 
and Republic Aviation Corp., each 
with contracts valued at 2 percent 
to 2% percent of the total procure- 
ment awards. 


2,400 Years 
94 Pensioners Feted 
By Willys, UAW 

TOLEDO.—“Eleven thousand 
men and women working together 
is what is making this company 
tick,” Ward M. Canaday, president 
of Willys-Overland Motors, Inc., 
told 94 pensioners at the company’s 
first pensioners’ dinner in the com- 
pany’s administration building. 

The group represented more than 
2,400 years of service to the com- 
pany. 

Canaday, 35 years with the com- 
pany, traced its history from the 
inception of Willys to the new car 
which will make its public debut 
soon. In referring to the car, he 
said, “We’re competing with the 
giants of industry and the only way 
we can compete is to give value.” 

Richard T. Gosser, international 
vice-president of the UAW-CIO, as- 
sured the pensioners that he will 
participate in their activities. 

Charles Ballard, director of re- 
gion 2-B, UAW, introduced Gosser, 
and told the pensioners that they 
will receive a silver lifetime mem- 
bership card in the UAW and a 
gold ring. 

R. R. Rausch, Willys vice-presi- 
dent and executive assistant to the 
president, introduced Canaday. 
A. P. Nagel, director of industrial 
relations, was toastmaster. 


Packard Reports 
Tidy Scrap Haul 


DETROIT. — Packard last week 
reported continuing success of its 
scrap metal program. Since July, 
Packard has 
rounded up ap- 
proximately 2,500,- 
000 pounds of 
critical material, 
according to 
George C. Reifel, 
Packard manu- 
facturing vice- 
president. 

Reifel said that 
Packard has re- 
covered enough 
scrap to build G. ©. Reifel 
“approximately 1,500 J-47 turbo-jet 
engines.” Packard holds a U.S. Air 
Force contract to make jet engines 
for Boeing B-47 bombers. 














New Dole Valve Location 


DETROIT. — Elmer A. Skowbo, 
Detroit office manager for Dole 
Valve Co., Chicago, has announced 
that his new headquarters are now 
at Suite 411, New Center Bldg., 
Detroit. 











Lawmakers Visit Nash— 


bers of the Jap 





Four 


Plant Visitors from Japan 





Diet visited the Nash Kenosha, plant recently. For the 


first time they saw the American auto production system in operation. Shown seated 
(left to right) are Unjuro Muto, member of the Japanese house of representatives; 
Seiichi Ohmura, member of the Japanese Liberal party; and Morio Sasaki, member of 
the Liberal party and noted author. Standing (left to right) are William C. Sherman, 
office of Northeast Asian affairs, U. S. State department, and Toshito Satow, chief of 
staff, foreign affairs committee of the Japanese parliament. 
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Academicians at Oldsmobile— 





Watching the operations on the Rocket engine machining line at the Oldsmobile 
plant in Lansing, are 11 instructors and professors from the College of the Ryukus, 
Okinawa, Japan. The Japanese group attended Michigan State college at East Lansing 
for two weeks to learn American methods of teaching agriculture. They will be in 


the U. S. for three months. 





NADA Adds 2, 


432 Members, 


103.8 Pet. of GAD Goal 


WASHINGTON. — Over the top 
for 103.8 percent of its national 
quota was the final result of 
NADA’s 1951 GAD program, which 
came to an end last week. 


The national quota was 2,343 
new members. Final figures 
showed 2,432 additions. 
Connecticut, Indiana, Iowa, Ne- 

braska, Brooklyn and Long Island, 
South Dakota and Vermont crossed 
the 100 percent quota line in the 
last days of the 1951 campaign. 

While the closing date was set 

for Nov. 30, it was expected at 
NADA campaign headquarters that 
quite a few more additions would 
be received when late returns ar- 
rive in Washington. 

Here is how each state fared in 

the drive for new members: 

States which made quotas—Ala- 

bama, 25 new members, (250) per- 
cent of quota; Connecticut, 25, 
(100); Delaware, 13, (260); D. C., 2, 
(100); Georgia, 58, (116); Idaho, 
36, (189.4); metropolitan Chicago, 
28, (112); Indiana, 73, (1043); 
Iowa, 157, (125.6); Kansas, 44, (176); 
Louisiana, 27, (180); Maine, 34, 
(226.7); Massachusetts, 38, (190); 
Michigan, 111, (130.5); metropolitan 


Detroit, 23, (115); Mississippi, 46, 
(124.3); Missouri, 58, (116); Ne- 
braska, 77, (102.7); Nevada, 19, 





Coast U.C. Dealer Sought 

LONG BEACH, Calif. — Police 
here have broadcasted an all- 
points bulletin to be on the look- 
out for Edward Benton Ross, 55, 
used-car dealer, who disappeared 
on Nov. 23. Reported to have 
gone hunting, he was last seen 
driving a green Cadillac sedan 
with Nebraska license plates. 








(172.7); New Hampshire, 21, (210); 
New York, 111, (326); Brooklyn and 
Long Island, 23, (127.8); North Car- 
olina, 119, (238); Oklahoma, 50, 
(166.7); Oregon, 25, (125); Pennsyl- 
vania, 169, (112.6); Rhode Island, 4, 
(100); South Dakota, 67, (103.1); 
Tennessee, 62, (206.7); Texas, 107, 
(335.6); Utah, 44, (137.6); Vermont, 
16, (106.7), and Wisconsin, 130, 
(130). 

States which did not make quotas 
—Arizona, 9 new members, (64.3) 
percent of quota; Arkansas, 15, 
(75); N. California, 59, (59); S. Cal- 
ifornia, 40, (32); Colorado, 17, 
(41.5); Florida, 28, (56); Illinois, 77, 
(61.6); Kentucky, 21, (84); Mary- 
land, 4, (8); Minnesota, 48, (48); 
Montana, 31, (77.5); New Jersey, 25, 
(75.8); New Mexico, 19, (76); metro- 
politan New York, 2, (8); North 
Dakota, 14, (56); Ohio, 74, (89.2); 
Cleveland, 6, (60); South Carolina, 
19, (47.5); Virginia, 20, (40); Wash- 
ington, 43, (95.6); West Virginia, 
9, (60), and Wyoming, 8, (26.7). 


Milwaukee Elects 


6 New Directors 


MILWAUKEE. — The Milwaukee 
County Automobile Dealers Assn. 
has announced the election of six 
new directors and six alternates 
for two-year terms. 

Directors and their alternates 
are: Murel Humphrey, Ellsworth 
King (Chevrolet); Joseph Renner, 
John Quaden (Oldsmobile); Leon- 
ard Rohrbach, Ben Selig (Ford); 
Emil Schwarz, Lester Hartung 
(Nash); Harry Kaminsky, Art En- 
nis (Chrysler), and Harold Wars- 
hauer, Frank Ballmer (Lincoln- 
Mercury). 
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Auto Stocks 


Dec. Nov. 1951 

5 28 High Low 
Chrysler 69% 67% 82% 65! 
Crosley 2%% 2% 5! ; 2% 
GM 50% 49% £54 46 
Hudson 12% 12% 20% 12% 
K-F 5% 5% 8% 5% 
Nash 18% 19 22% 17% 
Packard 4% 4% 6% 4% 
Stude. 823%, 31% 35% 2514 | 
Willys 9 8% 12 7% 
Average 22.30 20.57 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





Production 


(Continued from Page 1) 


quarter car quotas as follows: GM, 
471,340, with 330,305 accounted for 
in October and November; Ford, 
243,390, with 180,286 accounted for 
in October and November, and 
Chrysler, 246,810, with 175,589 ac- 
counted for in October and No- 
vember. 

GM’s December requirements 
should keep its plants occupied all 
through the month, with the ex- 
ception of a Christmas shutdown. 
On the basis of schedules in effect 
last week, Chrysler plants should 
operate on about the same basis. 

= + + 

| prong plants plan to begin a se- 

ries of shutdowns next week for 
model changeovers. Final Ford as- 
sembly at the Rouge will cease be- 
tween Dec. 10-14, while Ford assem- 
bly in the rest of the U. S. will stop 
between Dec. 17-20. 

All Lincoln-Mercury assembly 
plants in the U. S. will close for 
model change between Dec. 10-14. 

Independent car makers could 
well produce all through December 


and still not exceed NPA-quota lim- 





iu Other ‘Factory Reforms’ Asked... 


Halt New Franchises, 
N. Y. Dealers Urge 


(Continued from Page 1) 


9. No more shipments of factory | 
which | 


|}promotional material for 
|dealers have not signed orders. 

10. An increase in new-car war- 
ranty to at least 75 percent of 
the dealer’s ceiling on customer’s 
hourly rate. 

11. A more equitable distribution 
of automobiles, based on the deal- 
er’s sales potential and perform- 
ance. 

12. Rebates on year-end models 
to be made to dealers by all auto 
makers. 


aa + * 

EADING the New York associ- 

ation’s public relations program 
this year will be intensive cam- 
paigns to achieve passage of state 
laws to provide periodic inspection 
of motor vehicles and a motor ve- 
hicle title law. 

The directors also voted to initi- 
ate a scholarship program by estab- 
lishing three full scholarships, one 
each in the western, eastern and 
southern regions of the state, for 
boys who cannot afford post-high- 
school education or training. 
Youths will compete for the schol- 
arships in special selective tests. 

Each scholarship will cover full 
tuition costs for a two-year 
course in automobile mechanics 
and auto dealer business meth- 
ods. The association will expand 
the program by promoting the 
interest of individual members in 
creating their own dealership- 
sponsored scholarships. 

It was also determined at the 
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. 
Car, Truck Output Estimates 
* 
By Automotive News 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total to to 
Dec. 8, Week, Dec. 1, Nov., Dec. 9, Dec. 8, 
1951 1950 1951* 1951* 1950* 1951* 
CHRYSLER ................. . 20,187 21,201 19,731 83,735 1,152,722 1,184,233 
Chrysler 3,130 5,124 2,924 11,876 160,511 157,997 
DeSoto .... 2,062 3,813 2,221 9,549 120,776 115,672 
I > atecusseccvas anctenkine 5,404 9,926 5,429 22,108 320,917 309,632 
Plymouth ....... 9,591 2,338 9,157 40,202 550,518 600,932 
FORD ...... . 22,020 26,233 24,143 86,648 1,477,497 1,131,974 
Ford ..... . 16,762 18,422 18,577 64,296 1,128,835 871,089 
Lincoln ........... pubis 1,002 4d 28 33,081 24,529 
Mercury .. . 5,258 6,809 5,562 22,324 315,581 236,356 
GENERAL MOTORS . 38,088 59,537 $8,027 154,076 2,859,150 2,168,951 
Buick. .......... .... 6,990 12,220 6,935 27,549 523,573 390,724 
Cadillac ............. 1,910 294 1,907 7,574 103,762 100,096 
Chevrolet. .......... 18,412 30,083 18,618 75,595 1,415,363 1,071,664 
Oldsmobile ........ 4,785 7,989 4,722 19,923 377,160 276,282 
Pontiac .......... 5,991 8,951 5,845 23,435 439,292 330,185 
KAISER-F RAZER | 1,248 3,821 1,122 4,346 139,796 92,223 
SE asc canudcnsconsene peck 4 < F eo ¥ tS 
| et 1,248 3,821 1,122 4,846 129,579 92,223 
CROSLEY .................. 60 128 27 228 7,061 4,759 
HUDSON ..... 938 3,977 623 789 132,099 89,738 
RT i tionecansas 3,274 3,629 3,360 9,847 176,994 152,439 
PACKARD ....... 1,455 2,741 1,454 7,031 65,134 73,179 
STUDEBAKER. ......... 3,076 ee 10,085 253,328 211,096 
WILLYS-OVERLAND?+ 1,025 952 807 2,176 36,176 26,399 
Total Cars, U. S. . 91,371 127,514 89,294 359,461 6,299,957 5,134,991 
tIncludes station wagons and Jeepsters. *RKevised. 





COMMERCIAL CARS 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Dec, 8, Week, Dec. 1, Nov., Dec. 9, Dec. 8, 
1951 1950 1951* 1951* 1950* 1951* 
CHEVROLET .. 6,352 9,305 6,546 26,716 478,887 411,215 
5 4, een 20 14 21 89 524 730 
DIAMOND T .... 150 129 153 517 6,256 7,295 
DIVCO ....... 100 120 94 238 4,661 4,197 
DODGE ........ . 3,351 3,606 3,022 14,163 114,940 158,548 
i 7’ ere 60 53 61 181 1,657 2,482 
FORD ...... ee 2,579 5,738 20,453 324,683 306,885 
| lp CPS SEE epee? 2,409 1,251 2,744 9,618 101,862 121,360 
INTERNATION AL reer 135 3,631 12 4,615 95,622 142,328 
ME ecickasciitsssicdandatancsavanse 260 350 266 1,124 11,379 14,063 
ois as abidpscaconben 414 348 257 1,372 8,222 13,931 
STUDEBAKER cee ealanas 1,116 1,102 823 3,499 47,116 47,326 
WHITE ...... 426 414 411 1,684 13,589 15,340 
WILLYS-OV ERLAND 2,135 1,497 2,048 8,280 44,881 91,577 
MISCELLANEOUS ...... 291 268 286 1,184 9,360 15,257 
Total Trucks, U. S. .... 22,589 24,667 22,482 93,733 1,263,639 1,353,534 
Total Cars, Trucks 
i Set 113,960 152,181 111,776 453,194 7,563,596 6,488,525 
Total Cars, Trucks 
Canada .......... Nepnchanegs 5,629 5,611 7,881 33,303 367,612 385,762 
Grand Total 


Cars and Trucks 
U. S. and Canada .. 


119,589 157,792 


119,657 486,497 7,931,208 6,874,287 





“Revised. Miscellaneous a Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete 





Albany meeting that the associa- 
tion’s 1952 convention will be held 
at the Syracuse hotel in Syracuse, 
Sept. 14-16, in accordance with the 
wishes of the members. Results of 
a survey by mail showed that the 
majority of members favored Syra- 
cuse. 

As a public service, the directors 
voted to expand the present blood 
donor activities of individual mem- 
bers to an association-wide pro- 
gram, with dealers enlisting their 
employes as donors and advertising 
locally that they will provide trans- 
portation to blood bank stations for 
the public. 

The directors commended Asso- 
ciation President Dick Richard’s 
appointment of Robert J. Purcell 
to head a reactivated truck com- 
mittee, which will align the inter- 
ests of truckers with those of New 
York auto and truck dealers in 
order to approach New York’s 
transportation problems with a 
fully representative body. Purcell is 
a White dealer in Syracuse. 

* + * 


O SUPPORT West Coast dealers, 
the association directors re- 
solved to seek NADA help in get- 
ting the Federal Reserve Board to 








A Nash Addition—Iin 45 Days— 

This new addition to the Milwaukee Nash-Kelvinator Corp. plant was put up by a 
16-man crew in 45 days. The new building will store automobile parts, releasing a for- 
mer area for use in the production of Pratt and Whitney aircraft engine parts. The 


62,000 square-foot structure was built by 


Shoreline Supply Co., Hale Corners, Wis. 





relax Regulation W. This move was 
designed to help offset the freight 
cost differential which now is dis- 
advantageous to West Coast deal- 
erships. It was also resolved to 
work for a further Regulation W 
relaxation on all installment sales. 

Carl E. Fribley, of Norwich, 
chairman of the public relations 
committee, and William E. 
Frame, of Mineola, first vice- 
president of the association, both 
NADA directors, announced that 
the director’s recommendations 
will be presented to the next 
meeting of NADA directors. 

Peter J. Kaufmann, of Mt. 
Vernon, chairman of the state as- 
sociation’s industry relations com- 





mittee, urged all members of fac- 
tory-dealer councils to seek more 
frequent meetings with their fac- 
tory representatives to create 
closer liaison and .to produce re- 
sults faster. 

George C. Ostendorf, of Buffalo, 
a member of NADA’s industry rela- 
tions committee, outlined to the 
New York group what had been 
accomplished in the national meet- 
ing. 

B. F. Curry, of New York, chair- 
man of the New York association’s 
membership campaign, reported 
that the state-wide drive had pro- 
duced 114 new members for the 
State organization and 99 new 
members for NADA. 





A car and tire saver. 


Enables greater pay-load; 


‘takes effect only when needed to carry any exces- 


sive load caused by weight or rough roads. It gives 


romalelasilel male (cin dal-clamalelamiclele(-t>Melale Mela M-\elt1-) am ale (= 


when over-loaded. Installation is quick and simple, 


and no maintenance is required. Distributors lo- 


cated throughout the country. List prices from 


$14.30 to $21.20. 


FAST MOVING AND PROFITABLE DEALER’S LTEM 


PRIOR PRODUCTS, inc. 
Box 349, Middletown, Ohio 
Box 7608, Dalias, Texas 
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; _ 
employ 53,000 watts, enabling shop- 
pers to see every detail of automo- 
biles day and night. 


Robertson U. C. Lot 


tobertson Motors, Ltd., has 
opened a new used-car lot at 1750 ‘ 
Danforth Ave., Toronto. The lot More than 100,000 persons read AUTO 
features lighting facilities which |MOTIVE NEWS every week! 











Here is ENGINE 4 

PERFORMANCE YOU 4 
- NEVER BELIEVED 
e.. POSSIBLE! ke 


AUXILIARY 
LUBRICATION 


s- Positive Lubrication Where 
| Crankcase Lubrication Breaks Down! 





















AMPCO injects @ metered vapor- 
spray of properly pounded 
Lubricant into the hottest, driest, 
busiest part of an engine, with- 
ovt dilution by the fuel, evenly, 
to all cylinders. Power-robbing 
gum-carbon-lead residues are re- 
duced (illustrated in these actval 
test photos.) AMPCO lubrication 
cuts wear factors in half on rings, 
valves, guides, pistons and cyl- 
inder walls. AMPCO-Equipped en- 
gines develop more power with 
compression-sealing oil film, and 
perate th ds of plus- 
miles at unbelievably low main- 
tenance cost. 















Upper photo: Before Ampco 
Installation. 
Lower photo: 1577 Miles 


after Ampco Installation. 


(NOTE: No mechonical work 
performed before or after.) 







A Constant Oil Source 
for the Engine’s 
Heat-Friction-Wear Zone 


Patents Pending 
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MEWA Reveals 
Winners in Junior 
Exec Essay Test 


CHICAGO.—The junior executive 
group of the Motor & Equipment 
Wholesalers Assn. has announced 
the winners of its recent “How To 
Do It” essay contest. 

First place: Edmund M. Deeter 
jr., E. Mather Co., Harrisburg, Pa. 
“How to Watch Profit in the Auto- 
motive Jobbing Business” was the 
title of his essay. Second place: R. 
E. Kirkland jr., Barnes Motor Parts 
Co., Wilson, N. C., for his subject of 
“How We Controlled Profits.” Third 
place: Fred R. Carlson, 


He wrote “An Experiment in Low 
Cost Supplementary Selling.” Carl- 
son also won third place in last 
year’s contest. 

Entries which received honorable 
mention include: Allan Lewis Le- 
vine, Towers Motor Parts Corp., 
Lowell, Mass., “The How and Why 
of a Mutual Benefit Association of 
Employes;” Francis J. Lee, North- 
ern Auto Supply Co., Marshfield, 
Wis., “How to Make Your Shop 
Pay Off;” Edward M. Kelly jr., J. 
H. Kelly Co., Red Bank, N. J., “How 
We Train Our Outside Sales 
Force;” Robert L. Phillips, Paul 
Automotive, Inc., Lansing, “How 
We Handle Past Due Accounts,” 
and Lloyd I. Colbert, Joseph Wood- 
well Co., Pittsburgh, “How We Sell 
Anti-Freeze.” 


Judges of the contest were 
MEWA members W. Thomas Mills, 
vice-president, Auto Parts Co., St. 
Louis; Gordon E. Johnson, Auto 
Spring & Bearing Co., Roanoke, 
Va., and Harry R. Bartlett, Sieg 
Co., Davenport, Ia. 
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Hatton & Hay, Inc., Eugene, Ore. | 











| Santa Claus Arrives in a Packard— 


Abbitt Motor Co. (Packard), Newport News, Va., sponsored the arrival of Santa Claus 
in the area—an event attended by about 3,000 children and parents. Seated in the 
Packard convertible were Charles Royfield, Abbitt sales manager, and Cowles Taylor, 
mayor of Newport News. Santa was picked up by the delegation at the Patrick Henry 





airport. 





Affecting Factories and Dealers .. . 








of the Cleveland Automobile 
Dealers Assn. Garfield has been 
employed by the Cleveland News 
for 11 years in the sales depart- 
ment. 
> + + 

Chicago News Review 

Jan. 2 has been set as the 1952 
date for the annual business re- 
view the Chicago Daily News, 
John H. Baker 
jr.. manager of 
the Detroit office, 
announced last 
week. The clos- 
ing date is Dec. 
28. Baker added 
that “for the first 
nine months of 
this year, the 
Daily News has 





led all other 
Chicago news- 
John H. Baker jr. papers in the 
amount of financial advertising 


gained over the first nine months 
of 1950.” 


- * > 
Edwin L. James Dies 
Ill since last June, Edwin Leland 


New York Times, died in New York 
last week. Mr. James, a native of 
Irvington, Va., entered newspaper 
work on the Baltimore Sun and be- 
came a member of the Times staff 
in 1915. 


7 . . 
Higher Rates for Collier’s 

Collier’s will increase its ad rates 
effective with the July 12, 1952, 
issue. The basic increase will be 
approximately 10 
percent for black- 
and-white pages 
with slightly 
higher percent- 
ages for. color- 
pages and frac- 
tional page units. 
E. P. Seymour, 
vice - president 
and ad director of 
Crowell - Collie 
Publishing said: i 
“Mounting costs E. P. Seymour 
of production, materials and dis- 
tribution make it necessary to in- 
crease the advertising rates for 
Collier’s. 

“We also are advancing our rate 
base to 3,100,000 average net paid, 
due to growing circulation,” he 
added. 





7 * * 

Names La Fond Agency 

Henry Akanfora, president of 
Masin & Kriz, associated with 
Truck & Trailer Industries, Engle- 
wood, N. J., has recently appointed 
Richard La Fond Advertising to 
handle public relations, publicity 
and advertising. 

The promotional activities will be 
concentrated on _ individual pre- 
sentations to specific industry 


Drawing for Pacific Space 


To Be Held Dec. 14 

LOS ANGELES.—Space drawing 
for the 1952 Pacific Automotive 
Show will be held at 9:30 a.m., Dec. 
14, in the Pan Pacific auditorium, it 
was announced. 

Wholesalers of the 11 western 
states who wish to participate in 
the show are urged to send in their 
enrollment agreements as soon as 
possible so their names may ap- 
pear on the official lists and to ob- 
tain credentials. 





James, 61, managing editor of the | 


Auto Advertising 


(Continued from Page 43) 


in 1952. John G. Wright, 
directly super- 


groups 

vice-president, will 

vise the account. 
* 





+ * 


PR Plans for Plastic Firms 


The plastics industry launched 
its expanded public relations pro- 
gram at the organizational meeting 
of the public relations committee of 
the Society of the Plastics Industry 
recently in New York. 

Committee Chairman Edmund D 
| Kennedy, advertising and sales pro- 
|}motional manager, of the Plastics 
division of Monsanto Chemical, an- 
nounced that the initial activities 
of this group will be supplemented 
by additional projects as the pro- 
gram unfolds. 

To facilitate its task of fostering 
the public acceptance and recogni- 
tion of plastics, five key subcom- 
mittees were formed to handle 
various phases of the program. 

The preliminary job of each sub- 
committee will be that of develop- 
ing positive, practical plans for 
getting each section of the program 
underway and to recommend suit- 
able budgets. 


Du Pont Links 
All Rayon Units 


Into One Division 
WILMINGTON, Del. 





Reorgani- 


| zation of du Pont Co.’s rayon de- 


partment has been announced by 
Robert L. Richards, general man- 
ager of the department. 

Manufacturing of all the depart- 
ment’s products have been com- 
bined into one division and sales 
in another. Previously the rayon 
department had been divided into 
three divisions, each handling its 
own production and sales. 

Richards also announced that the 
name of the division will be changed 
to “textile fibers department.” 

Under the reorganized setup, An- 
drew E. Buchanan jr., assistant 
| general manager of the department, 
becomes first assistant general 
|manager; Frank B. Ridgway, man- 
ager, heads all manufacturing ac- 
tivities as assistant general man- 
ager; William R. Creadick, man- 
ager of the personnel and industrial 
relations division, heads all sales 
activities as assistant general man- 
ager; Dr. Winfield W. Heckert 
manager of the technical division, 
becomes assistant general manager 

J. Norman Tilley, assistant man- 
ager for “Orlon” acrylic fiber, will 
become general director of the new 
manufacturing division, and Thom 
as H. Urmston, assistant manage 
for acetate, general director of th 
new sales division. 

New directors in the manufac 
turing division include: W. S. Car 
penter III, acetate; George E. M« 
Clellan, rayon; William T. Wood 
“Dacron;"” Charles M. Switzer, ny 
lon, and Dr. Lester S. Sinness 
“Orlon.” 

New sales division directors 
Philip F. Brown, rayon and acetate 
Malcolm G. Jones, nylon, “Orlon 
and “Dacron;” and Joseph A. Dal 
las, service. 

Dr. G. Preston Hoff, manager o 
the acetate division, will becom: 
manager of the planning division 
and Dr. George W. Filson, manage: 
of the nylon unit, special genera 
management assistant. 
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In the Letterbox 








(Continued from Page 4) 


gated to the forgotten past, and it 
nas, for years, been dignified by 
the title “The Automobile Busi- 
ness.” Most of the evils, so preva- 
lent even today throughout the 
-ountry, in this business, have been 
completely eliminated for the good 
of all concerned, in Seattle. 

The writer has often heard 
prominent dealers in Seattle say, 
“I'd rather give my right arm 
than to lose the stabilizing effect 
the salesmen’s union has brought 
to the auto business.” 

Again quoting the NSBMA, “If 
salesmen can be unionized then 
management can also be unionized.” 
What, please tell me, is the NSBMA 
or the NADA or any local associa- 
tion of auto dealers but a union of 
employers? If organization is good 
for the dealers or any other em- 
ployer group, isn’t it just as good 


for salesmen or any group of 
workers? 
Yes, we believe in employer 


groups’ organizing. We think it is 
sound business and much good can 
be derived from such organizations. 
By the same teken we claim the 
right for ourselves, as automobile 
salesmen, to the same privilege. 
Why are we affiliated with the 
Teamsters? Any union to be effec- 
tive must affiliate with an inter- 
national union of some kind. The 
name Teamsters has come down 
through the years as an organiza- 
tion of employes of the transporta- 
tion industry, especially where 
motor vehicles have replaced the 
old horse and buggy era. We, as 
salesmen, drive, demonstrate and 
sell every vehicle be it passenger 
car or truck operated by teamsters. 
Jurisdiction has been given by 
the A.F.ofL. of warehousemen, 
garage employes and many other 
vocations who are not required to 
drive anything, to the International 
Brotherhood of Teamsters. Then 
are we not logical in our affiliation. 
Then, too, we feel that we are 
a part of a great organization 
which has an enviable record for 
accomplishing its objective with- 
out resorting to the strike. It has 
as its head, men of intelligence 
and experience valuable to not 
only its members but to indus- 





try and the national welfare as 
well. 

Yes, it seems the NSBMA has at- 
tempted to pass judgment without 
having first investigated the true 
conditions existing in unionization 
of automobile salesmen and possi- 
bly should leave controversial sub- 
jects to the National Automobile 
Dealers Assn., of which most deal- 
ers in America are members, when 
the subject concerns its members. 
—J. J. RouHan, executive secretary, 
Automobile Drivers & Demonstra- 
tors Union, Local 882, Seattle. 

* * * 


Leasing 

Our local municipal government 
here has questioned us regarding 
the leasing of several new units 
from us on an annual basis. This is 
something entirely new and strange 
to us, although I understand that 
such plans are in operation in other 
parts of the country. 


I would like to know if you can 
put us in touch with some dealers 
or companies which have had ex- 
perience along such lines and from 
whom we may obtain some infor- 
mation and formulae for setting up 
such a leasing agreement.—Iowa 
DEALER. 

Eprtor’s Note: Any suggestions 
from readers will be passed on. 
* * * 


Side-Saddle 


I have been re-reading AvuToMmo- 
tivE News for Oct. 22, idly, brows- 
ing through Letterbox, fillers and 
all. And lest sentiment turn into 
sentimentality (which Ned Jordan, 
I am sure, would be the first to 
deplore), I offer the following: 

Some where west of Ned Jordan 
there’s a spring-busting, steer-with- 
one-hand girl who knows whom 
I’m talking about. She can tell, in 
moments of candor, what a sassy 
pony, or a scatter-brained yearling, 
can do with eleven hundred or 
more pounds of steel and action 
when he’s going high, wide and 
handsome: she’s done it. 

The truth is—the side-saddle was 
meant for her. 

Meant for the lass whose face is 
flushed with embarrassment when 
the day is done, with its quota of 
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Teachers See Ford Setup in Ohio— 
Ford dealers of Metropolitan Cincinnati and nearby communities recently were host 


to 96 faculty members representing 37 high schools in a program designed to provide 
an exchange of ideas among leaders of business, industry and education. The guests 
toured Ford's automatic transmission plant and parts depot in Cincinnati. Left to right, 
Miss Mary Corre, supervisor of division of counseling services, Cincinnati public schools; 
Thomas A. Maher, industrial relations manager of the transmission division; C. A. 
Cronin, president of Cronin Motors and chairman of the dealer group, and W. W. 





Cumming, Ford's Cincinnati district sales manager. 





smeared white side-walls and 
pleated fenders. 

There’s savor of old encounters 
about her car—of laughter when 
she should have been watching the 
light—a hint of confusion—and a 
scent of old leather, from the last 
steer run into broadside on a 
country road. He was a brawny 
thing—as radiator, headlights and 
fenders still show. 

Step into the car and let her 
drive if the hour grows dull. If you 
find things gone stale and dead, 
take a chance on joining them. 

Should you remain in the land of 
the living, God has intervened to 
preserve you and the lass who 
drives down Madison as if she rode 
a lean and rangy cowhorse into the 
red horizon of a Wyoming twilight. 
—C. N., Oklahoma City. 


For a 1905 Brush 


A member of ours 
recently wrote us: 

“Some time ago we bought an 
old 1905 Brush Run-About. We have 
everything to make it run with the 
exception of the complete transmis- 
sion. 

“We have a makeshift steering 
assembly which we could make 
work, but we are in desperate need 
of a complete transmission for this 
model. 

“Could you bulletin your dealers 
to see if they could pick up one 
for us?” 

Do you, by any chance, know of 
a manufacturer or a dealer who 
might have the missing part?— 
Cart B. Dietricu, director, member 
services, Motor and Equipment 
Wholesalers Assn., Chicago. 

Epitor’s Note: Can any reader 
help out? 


I-H Remodels 
Sales Branches 
In Kansas City 


KANSAS CITY. — International 
Harvester’s truck sales and service 
operations in the greater Kansas 
City area have been remodeled and 
supplemented since last summer’s 
flood, W. K. Perkins, manager of 
truck sales, announced last week. 

A third branch has been added 
to the Kansas City area, Perkins 
said, at 1608 Charlotte St., and pro- 
vides over 18,000 square feet of 
service space. Seven twin-post hy- 
draulic lifts have been installed, 
and facilities have been provided 
for washing and steam cleaning. 

The flood-struck branch at 1500 
W. 14th St. has been completely 
remodeled, Perkins continued, with 
seven overhead doors leading into 
the service department. Service 
area is 8,000 square feet. 

A third branch, at 334 Minnesota 
Ave., offers 7,000 square feet of 
service space with specialized fa- 
cilities, it was reported. 

Perkins said that International’s 
Kansas City district office was 
moved recently to 185 Grand Ave. 
Parts inventories for all of the 
branches are backed by the com- 
pany’s nearby parts depot, he said. 

International Harvester also has 
opened a new truck branch at 1600 
E. Tuscarawas St., Canton, O. 

Manager of the branch will be 
Fred Linson, former motor truck 
zone manager in the Canton area. 


in Arizona 





Safety Award to Goodrich 


LOUISVILLE.—Capt. Estel Hack, 
managing director of this city’s 
safety council, has presented the 
award of honor for distinguished 
service to safety to J. L. Nelson, 
manager of B. F. Goodrich Chemi- 
cal Co.’s plant here. 


a 


Dealers Urged = 
To Take Public 
Relations Lead 


NEW YORK.—Creation of new 
and improved dealership facilities 
since World War II and experience 
gained during periods of scarcity 
and plenty have placed the auto 
dealer in a position to lead small 
business throughout the country in 
the field of customer relations, ac- 
cording to C. J. Seyffer, northeast- 
ern regional sales manager of Ford 
division. 

Auto dealers can be in the fore- 
front of a business-wide movement 
toward higher standards of service 
for the customer in 1952, Seyffer 
told graduates of the Ford Mer- 
chandising school. 


The combination alumni meeting 
and business conference brought 
together Ford Merchandising school 
alumni from 11 northeastern states. 
Other speakers were John F. Hef- 
lin, director of the school, and 
Charles E. Pierson, assistant north- 
eastern regional sales manager. 


Pierson was moderator at a panel 
discussion on dealership operations. 
Graduates who took part as speak- 
ers were William Hanson, Endicott, 
N. Y.; Frank Beamer, Morgan- 
town, W. Va.; Joel Golden, Newark, 
N. J., and Frederick Harrington, 





Dedham, Mass. 











AUTOMOTIVE NEW 





BINDER for 
Autemotiue News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


BOOK 
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DETROIT 26 











This $3 Book can save you 
Hundreds this year alone 
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The Only Illustrated Manual that gives you Facts and 
Features for Identification, Appraisal, Purchase and 
Sale of All American Car Makes, 1946 to Current Year 


If you buy, sell, appraise or trade added selling features, optional 
cars—you are losing money every equipment, specifications etc. 1950 





day you are without this book! 
Thousands of dealers who have 
bought it are calling it the most 
useful aid to the car dealer ever 
produced. 


Illustrates and describes every 
American make, 1946-1951. Lists 
outstanding features as originally 
advertised by manufacturer, plus 


and 1951 sections contain pictures 
and identification features of dif- 
ferent models and series of same 
make, 1952 and future supple- 
ments will be available. 


Loose-leaf, ring bound in strong 
permanent cover. Indexed for 
quick reference. Pocket size for 
convenience. 


Mail This Coupon NOW — Money Refun“ed at once if not satisfied 


DEALERS SUPPLY COMPANY 


21820 Wyoming, Detroit 20, 


Gentlemen: Send me at once 
at $3 per copy. | enclose $ 
full refund if not satisfied. 
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ADDRESS 





CITY 





Mich, 


copies of the American Automobile Manual 
and understand | may return the book(s) for 
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Chrysler's Streamlined K-310 Power Plant— 


This new engine, produced by Chrysler to power its K-310 experimental car, is 


said to produce 310-horsepower at 5,200 


ordinary gas. The engine uses the Chrysler 
an 8.1-to-] compression ratio with 331-cubic 


rpm without supercharging, and by using 
hemispherical combustion chamber, has 
inch piston displacement. The company 


said the increased power is gained by using four carburetors, larger valve sizes and 
streamlined manifolding | and exhausting. ~_ 


In Lower Price Bracket . . 





New Light Hudson Due 


To Bow in 


Summer 


(Continued from Page 1) 


Barit indicated that the 1952 
models will show no increase in 
prices when introduced in January. 

Optimistic over next year’s busi- 
ness prospects, he predicted a 
shortage of autos in 1952 as gen- 
eral economic conditions become 
better with the upturn in defense 
production. 

+ * + 
LC peolert that a million cars per 
quarter is “perhaps the most we 
can expect in 1952,” Barit declared 
that the potential demand is much 
greater than NPA’s allotment. 

This will be especially true, he 
said, “as we go from 1951, a period 
of deep uncertainty about employ- 
ment, into 1952 when there should 
be a sustained employment and a 
clearer economic period.” 

“A year ago we were told the 
government was going to spend 
a lot of money, which of course 
would stimulate inflation,” Barit 
told newsmen. “There would be 
higher wages and higher costs. 
Civilian production schedules, we 
were told, were to be curtailed, 
and this prompted the fear of 
scarcities. 

“The arguments were valid then, 
and they are today. What is hap- 
pening now is merely a postpone- 
ment of what was to have hap- 
pened. We can expect, as we go 
into 1952, that we will pass from 
the transition period of 1951 to a 
large defense production period of 
1952.” 

At the Detroit preview of 1952 
models, Barit praised the NASCAR 
stock-car races and the associa- 
tion’s officials and pointed out that 
Hudson Hornets had won 13 of the 
NASCAR - sponsored events this 
year. 

Speaking of the new light car, 
Barit declared “we have been im- 
pressed by the suggestions of cer- 
tain government officials as to the 
desirability of lightweight cars 
which will help to conserve ma- 
terial. Therefore, we have decided 
to push to completion our pro- 
duction plans for a light car 


Indian- Titeflex 
Merger Is Set 


SPRINGFIELD, Mass. — Atlas 
Corp., New York, announced last 
week the merger of Indian Moto- 
cycle Co., here, with Titeflex, Inc., 
under the name of Titeflex, Inc. 
Atlas holds controlling interest in 
the new corporation. 

Stock in the new company will 
be issued on the basis of 2% shares 
of new common for each share of 
present Titleflex, four-tenths share 
for each share of Indian Motocycle 
preferred and one-tenth share for 
each share of Indian Motocycle 
common, The Indian plant here will 
be utilized to expand present Tite- 
flex production of shielded ignition 
harness and assemblies and other 
defense items. 








which we have had under de- 
velopment for a_ considerable 
period of time. In producing this 
car we will use existing facili- 
ties.” 

Barit said that “the sensational 
character of the light car stems 
directly from the step-down design. 
In other words,” he declared, “be- 
cause of the step-down design fea- 
ture, we can provide in a light car 
better roadability, better handling 
and a safer car than is possible 
with any other design of equal 
weight. More than this, we can put 
more power into the car, more per- 
formance, than has ever been tried 
before in a car of this type.” 











Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


SALES REPRESENTATIVE — Nationally 
known manufacturer of chemical and 
equipment for the automative trade is 
seeking high quality man. Protected ter- 
ritory. Must own good automobile and 
be free to travel. Generous commissions 
and expense account. Bonus, paid vaca- 
tion and car allowance, Following ter- 
ritories available—North and South Caro- 
lina, Georgia and Florida; or Texas and 
Oklahoma; or Northern Illinois, Wiscon- 
sin and Minnesota. Box 5689, c/o Auto- 
motive News, Detroit 26. 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
at regular rates, but if signed “Box No. ...:.. . in care of Automotive News, Detroit 26, Mich."’ add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received. Display Ads: $9.80 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE 


HELP WANTED 

FIELD SERVICE ENGINEER for De- 
troit area, desired by firm engaged in 
the manufacturing of engine accessories. 
Individual must be experienced in high 
output engines with stress on fuel injec- 
tion or carburetion phases. Duties con- 
sist of servicing fuel injection systems 
and engineering prototype installations on 
a variety of engines. Engineering degree 
preferred but experience and ability more 
essential. Submit complete resume and 
salary desired to Box 5691, c/o Automo- 
tive News, Detroit 26. 


WANTED—Service manager for Dodge- 
Plymouth dealership in South Carolina. 
Experience in Chrysler Corporation prod- 
ucts essential. Please give age, experi- 
ence and references. This is an attractive 
proposition for the fight man, Address 
inquiries to Box 5680, c/o Automotive 
News, Detroit 26. 


TRUCK SALES MANAGER. Must know 
Ford trucks, special equipment, recondi- 
tioning of used trucks and be able to lead 
and organize sales force. References re- 
quired. Indiana city with 100,000 trading 
area—crossroads of America. Position to 
be filled immediately. Salary and bonus 
commensurate with ability. Box 5688, 
c/o Automotive News, Detroit 26. 


USED CAR MANAGER by southern met- 
ropolitan Chevrolet dealer, age between 
30 and 40. Give name, details concerning 
education, past experience and name of 
all previous employers. Prefer southern 
man, Box 5675, c/o Automotive News, 
Detroit 26. 


SALESMEN (3) with car. New car dealer 
following for Florida, Georgia and Texas. 
Large Philadelphia automotive distributor 
of replacement parts and accessories. 
Salary, car expense and liberal commis- 
sion. Experienced only. We prepay all 
shipments. Write qualifications. Box 
5676, c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Ford dealership 
in medium size city in Indiana. Must 
have previous Ford experience and be 
able to supply references. Organizational 
qualities required. Salary plus incentive. 
To start immediately. Give full details 
in first reply as to age, experience, mari- 
tal status, etc. Box 5677, c/o Automo- 
tive News, Detroit 26. 


























SALES MANAGER 

who can sell Dodge and Plymouth cars and 
Dodge trucks. Have been Dodge dealer for 
Il years in this city of 40,000 in rich wheat 
belt in northwestern Oklahoma. We want a 
man who will run the place while we are 
gone, but not try to run it while we are 
here. He should be old enough to command 
the respect of prospects but not so old that 
he has lost his enthusiasm. We are looking 
for a man who will be loyal to our firm and 
our products. He must have the interest of 
the company as well as his own interests in 
mind in his dealings. In return for his loyalty, 
faithful pursuit of his job and resourcefulness, 
we will share the gross profit of car and 
truck sales with him. In other words, we will 
set him up in business without any investment 
on his part, except in time and energy. The 
more money we make, the more he will make 
and the ‘'sky is the limit." If you feel that 
you can qualify, write giving full particulars 
as to: age, marital status, experience, refer- 
ences and availability. No inquiries will be 
answered unless all information is given. 
Write Ed Kitchens, Kitchens Motor Co., P.O 
Box 232, Enid, Okla. 





SERVIGE SUPERVISOR with volume ex- 
perience to be responsible for service 
managers and service merchandising sev- 
eral dealerships. Excellent proposition. 
Replies confidential. Box 5665, c/o Auto- 
motive News, Detroit 26. 





CADILLAC - OLDSMOBILE - GMC volume 
dealer has opening for qualified aggres- 
sive service manager in large southeast- 
ern Virginia city. Must be capable of 
supervising service department doing be- 
tween $12,000 and $15,000 customer la- 
bor sales monthly. New spacious service 
department with modern facilities. Ex- 


perience, education, character and refer- 
ences important. Write Box 5663, c/o 
Automotive News, Detroit 26, for ap- 
pointment. 





PARTS MANAGER for large Lincoln-Mer- 
cury dealer in the east. Excellent oppor- 
tunity for industrious, energetic man with 
initiative and ability who is a good mer- 
chandiser and knows how to increase 
wholesale and retail parts sales. Also, 
one who is familiar with the Ford Motor 
Co. systems and must be able to control 
and guide assistants. Remuneration is 
good salary plus commission. Box 5679, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER for large metropoli- 
tan Studebaker dealer southwestern Ohio. 
Volume about $20,000 monthly, potential 
larger. 20,000-square-foot shop in new, 
clean concrete building. Attractive salary 
plus percentage gross proposition for 
livewire, experienced man, who assumes 
full responsibility for complete service 
operation including new and used cars 
and large baked enamel painting setup. 
Write full experience and references. Box 
5634, c/o Automotive News, Detroit 26. 


SALESMEN 


Pay all your road expenses with this new 
side line item. Men calling on car’ dealers, 
garages, paint shops, filling stations, etc., 
preferred. Fast repeater! 

Write for free sample and details of 
proposition. Box 5670, c/o Automotive News, 
Detroit 26. 











PARTS MERCHANDISER with large vol- 
ume experience to supervise parts man- 
agers and merchandising several volume 


dealerships. Excellent proposition. Re- 
plies confidential. Box 5664, c/o Auto- 
motive News, Detroit 26. 





SALESMEN. Take orders for degreasing 
solvents. Full or part time. Protected 
territory, written guaranty. Hurry, write 
for facts. Donn Chemical Co., 1415 E. 
61st St., Chicago 37. 

SOUTHERN WIPING CLOTH concern 
wants salesman for southeastern terri- 
tory to call on automotive jobbers, deal- 
ers, industrial plants and suppliers. Box 
5678, c/o Automotive News, Detroit 26. 


BUSINESS 
MANAGER 


Independent auto manufacturer 
has position for a regional busi- 
ness manager to cover southern 
territory with headquarters in Dal- 
las. Previous dealer and/or factory 
business management experience 
preferable. 








Reply in detail to 
Box 5669, c/o Automotive News, 
Detroit 26 











NEWS, PENOBSCOT BUILDING, DETROIT 26, 


MICH. 





HELP WANTED 








SALES MANAGER 


Eastern manufacturer of automotive equipment 
has attractive opening for competent sales 
manager. Products well known in the trade, 
company well established. Sell nationally. Will 
consider capable district or division manager 
ready for top sales management job, or 
assistant sales manager ready for promotion 
to sales management responsibility. Age 35 
to 45. 


Address replies to 


Box 5671, c/o Automotive News, Detroit 26 








POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











EXPERIENCED OPERATOR, interested in 
permanent connection as operator or deal- 
er’s assistant. Fifteen years’ experience; 
ten—management. Familiar all phases 
operations, service; new, used buying or 
selling. Consider buying small interest. 
Commission or profit-sharing desired. 
Same place 12 years, think change bene- 
ficial. Prefer south, southeast or south- 
west, but not essential. Age 46. Inves- 
tigation of past invited. Available first 
of year. What's your setup? Will con- 
tact. Box 5684, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER with 23 years of 
General Motors experience in retail and 
wholesale. Have personally held all posi- 
tions in retail operations, both large and 
small. Presently employed as general 
manager, but desire larger operation on 
profit-sharing basis with opportunity to 
invest. Excellent character and manage- 
ment ability references from past em- 
ployers and General Motors. Age 39, 
married. Location secondary to future 
potentialities. Box 5683, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERSHIP, handling one of ‘Bi; 
Three,’’ located in small, prosperous In 
diana town with large, well-to-do, rura 
potential—about 100 miles east of Chi 
cago. Total gross sales first 10 month 
this year over $200,000. About 60 new an 
140 used units, this year’s total. Couk 
easily double when available.  $25,00( 
cash buys everything. (No real estate.) 
In your reply please state background 
or business experience and some idea of 
financial responsibility, to help qualify 
you for factory approval. This will be 
held in strictest confidence pending per- 
sonal interview. Doctor’s orders only 
reason for placing this deal on the mar 
ket. Box 5687, c/o Automotive News 
Detroit 26, 

MUST SELL DEALERSHIP, now handling 
Chrysler-Plymouth. $750,000 gross an 
nual sales. Established May, 1950, 500, 
000 tourists yearly, $5,000,000 cotton 
crop, $1,000,000 month potash mine pay 
roll, and oil development offer diversified 








income. Trade territory, 40,000. Present 
personnel can operate if desired. $65,00U 
net worth—$44,000 will handle. Have 


bought larger deal. Fennell Motors, Inc., 


Carlsbad, N. M. 

DEALERSHIP FUR SALE, handling Buick, 
Pontiac and GMC trucks in fast growing 
North Carolina industrial town with 
splendid surrounding agricultural area. 
Gross annual volume approximately one 
million dollars. Excellent buildings and 
facilities under lease, which can be trans- 
ferred. Box 5656, c/o Automotive News, 
Detroit 26. 

DEALERSHIP, now handling Studebaker, 
in same location 35 years, housed in new 
building. All new equipment within last 
five years. Body and paint shop. Ideal 
situation. Mid-Ohio county seat town, 
twenty-five thousand clientele, good fran- 
chise. Sell business, parts and equipment 
with long-term lease, or sell building 
with business. Box 5685, c/o Automo- 
tive News, Detroit 26. 

DEALERSHIP, now handling Dodge-Plym- 
outh. Prosperous county seat. Central 
Michigan. First eleven months this year, 
delivered 175 new and over 500 used cars. 
All departments profitable. Excellent or- 
ganization. Good lease. $50,000 buys 
everything except new cars. Wire, write 











or phone Mr. Harold Davis, Walter 
Neller Co., Realtors, 115 W. Michigan 
Ave., Lansing, Mich. 





CENTRAL MICHIGAN, now handling Ford 
—best facilities in this area. Gross sales 
over 2 million dollars per year. Will sell 
50% or less to capable man who is satis- 
factory to Ford Motor or will sell entire 
busi on time or cash deal. Present 





USED CAR MANAGER. Experienced in 
volume retail operation. Can assume full 
responsibility for appraisals, recondi- 
tioning, advertising and the merchandis- 
ing of 1,000 plus units annually. Ability 
to organize and direct hard hitting force. 
Familiar with G.M. and Ford policies. 
Trustworthy, good trader, A-1 record. 
Your reply will be answered and held in 
confidence. Box 5690, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER, sales manager or 
office manager, thoroughly experienced 
in all phases of new and used car op- 
eration. Have been new car dealer, desire 
managerial position. Would be willing to 
purchase part interest. Will consider 
Texas, New Mexico or Oklahoma only. 
Box 5668, c/o Automotive News, De- 
troit 26. 


DECEMBER COLLEGE GRADUATE de- 
sires position in automotive industry. Two 
years as motor machinist in U. S. Navy. 
One year in parts department of parts 
and car distributor. One year of super- 
visory experience in part time job while 
in college. B.S. degree in industrial 
economics and iabor relations. Age 25, 
family. Write Ralph Osborne, 1082 Pam- 
mel, Ames, Iowa. 


LOOKING FOR LARGE fleet operation. 
Experienced, aggressive fleet supervisor. 
Proven executive ability. Comprehensive 
knowledge of budget-operating § costs, 
safety-driver control, maintenance, pre- 
ventive-maintenance procedure. Excel- 
lent references. Can go anywhere. Box 
5667, c/o Automotive News, Detroit 26. 


SALES-GENERAL MANAGER. Exceptional 
sales production record over a period of 
years. Capable of training and develop- 
ing sales force. Able closer and sharp 
appraiser of used cars. Have very fine 
background of experience in sales man- 
agement and sales promotion. Pleasing 
personality and ability to work harmoni- 
ously with all departments. Box 5681, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. 18 
years’ experience in GM dealerships; top- 
notch; all phases of operation, taxes, 
accounting, operating control, etc. 45 
years old, married. Desire location in 
western states. Box 5682, c/o Automo- 
tive News, Detroit 26. 


GENERAL MANAGER, 35, fully experi- 
enced and qualified all phases dealership 
operation. Available on or after January 
lst. Prefer New York state operation, 
but would consider others. Family, de- 
pendable, best of references. Box 5629, 
c/o Automotive News, Detroit 26. 

EXPERIENCED GM and Nash shop fore- 
man and parts manager desires position 
as service manager. Fully qualified to 
handle service volume. P.O. Box 304, 
Pomona, Calif. 


























CHEVROLET PARTS MANAGER, 12 years’ 
experience. Prefer Chevrolet or Pontiac 
parts department. Best of references. Box 
5653, c/o Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE 





HANDLING FORD, 120 cars. New Hamp- 
shire. Very profitable—$75,000. Others. 
Maslen, Bar Bidg., White Plains, N. Y. 





owner has other businesses. Telephone 
Lansing 2-0841 or Write Box 5694, c/o 
Automotive News, Detroit 26, 


FOR SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 
ern states. Leonard J. Schrader, 509% 
East Green St., Champaign, Ill. Phone 
9094. 


DEALERSHIP FOR SALE, now handling 
GMC trucks and DeSoto-Plymouth. Un- 
usual profit opportunity in Rio Grande 
Valley, Texas, Rather large investment 
in property, building and business. Will 
lease property and sell business at sacri- 
fice. Illness reason for selling. Box 5657, 
c/o Automotive News, Detroit 26. 











WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


8430 W. McNichols Rd. Detroit 21, Mich. 





DEALERSHIP, now handling Chrysler and 
Plymouth. New Mexico town, population 
14,000, best climate on earth, Quarter 
million dollar annual gross. Fine building 
and equipment, inventory price, no blue 
sky. Owner wishes to retire. Write Box 
5693, c/o Automotive News, Detroit 26 


NOW HANDLING DODGE-PLYMOUTH in 
north Texas. Annual gross $225,000 
Lease building and used car lot. De 
tails to qualified requests. About $30,000 
to handle. Larger dealership in view. Box 
5622, c/o Automotive News, Detroit 26. 


ILLINOIS DEALERSHIP, now handling 
Studebaker cars and trucks. Established 
agency, 50 car and truck contract. New 
building, sell or lease. Box 5660, c/ 
Automotive News, Detroit 26. 


DEALERSHIP, now handling Chrysler 
Plymouth, in northern Ohio. Buildin 
now leased, You must have factor 
approval. Parts and equipment—$18,00:' 
cash. Write Box 5686, c/o Automotiy 
News, Detroit 26. 


200 CAR CONTRACT, handling Dodge 
Plymouth. Ohio county seat town—8,0( 
population. Good money maker. Box 563° 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


DEALERSHIPS WANTED. Buyers, seller: 
we specialize in automobile dealershi; 
and handle all matters confidential]: 
Have buyers with experience and financi: 
responsibility, some already approved b 
‘Big Three.’’ J. L. McHugh Co., Inc 
Realtors, Long Building, Kansas City, M< 


DESIRE FORD DEALERSHIP, approx 
mately 250 units potential, Prefer mix 
west, but will consider any other loca 
ity. Have finances and factory approva 
Purchase or buyout deal. Rest assure 
that all replies will be kept strictly cor 
fidential. Box 5655, c/o Automotive News, 
Detroit 26. 
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DEALERSHIP WANTED 


USED CARS FOR SALE 


PARTS FOR SALE 





/ESIRE CHRYSLER or General Motors 
franchise, preferably Pontiac, Chevrolet 
or Chrysler-Plymouth. Prefer location 200 
mile radius of Pittsburgh, Penn., or To- 
ledo, Ohio, with 25,000 population. Fac- 
tory approval assured. Possess necessary 
capital and experience. All replies kept 
confidential. Write Box 5692, c/o Auto- 
motive News, Detroit 26. 








‘ORD DEALERSHIP WANTED immedi- 
ately in North Carolina, South Carolina, 
Georgia or Florida. Desire 75 to 100 
cars. Guarantee satisfactory treatment of 
old customers. Will adhere to strict con- 
fidence during negotiations. Box 5654, 
c/o Automotive News, Detroit 26. 





AUTOMOBILE DEALERSHIP wanted in 
Florida; Miami or vicinity. Factory ap- 
proval assured. Your reply strictest con- 
fidence. Box 5641, c/o Automotive News, 
Detroit 26 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
Buy Now at Low Prices 
1948 - 1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, ae 
SARATOGA 7-2300 SHERWOOD 7-1700 








FORD OR G.M. 
200 Car Minimum 


Unlimited cash. Factory approval assured. 
Information treated in strictest confidence. 


Box 5674, c/o Automotive News 
Detroit 26 








GM DEAL 


Want to buy GM dealership within a 20 mile 
radius of Boston, preferably Chevrolet, Pon- 
tiac or Cadiflac dual but will consider Olds- 
mobile and Buick. Factory qualified applicant 
has unlimited money to purchase deal with or 
without buildings. Here is a real opportunity 
for you to convert your entire net worth into 
cash at the smallest tax profit (capital gains). 
Have you made enough so that you want to 
take it easy and sell at this high market— 
later on it may be too late. Am at present a 
new car dealer and so all correspondence 
would naturally be very confidential. 





—AUTO— 
AUCTION 


a 


Oldsmobile 


Parts 
24-HOUR DELIVERY SERVICE 


e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 


JORDAN 4-6332 











HORSEHEADS, NEW YORK 
EVERY FRIDAY 





cxniitijues 





DANVILLE, PENNA. 
EVERY WEDNESDAY 








HUDSON PARTS 
One of Chicago's Largest Wholesalers 
Wire—Phone—Write 
Any Scarce Items—Body Parts 
SHAPS HUDSON MOTORS 


3737 Broadway Bittersweet 8-4228 
Chicago, Ill. 








You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 














Box 5673, c/o Automotive News, Detroit 26 Auctioneers 
WANTED AUTO AGENCIES | Attention! 
We have qualified buyers for all size fran- 
chises throughout the United States. AN re- USED CAR BUYER 
plies held in strictest confidence. 
Dear Sir: 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








BUSINESS OPPORTUNITIES 


NOW HANDLING PLYMOUTH-CHRYSLER 
—Ohio city. Sales $30,000 month; hundred 
car agency, modern equipped; excellent 
location; rent $200; opportunity to ex- 
pand. Priced reasonable. Apple Co., 
Brokers, Cleveland, Ohio. 








AUTO SALES—$575,000 year. Now have 
franchise for two General Motors cars, 
trucks; attractive building; complete 
sales-service; well equipped; busy West 
Virginia location; good quotas; sell com- 
plete with property. Apple Co., Brokers, 
Cleveland, Ohio. 


DEALER SERVICES 


INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen do 
all the work. Accurate, unbiased and confi- 
dential. Inventories accepted by all account- 
ants and by the government. 
ALLIED penewneer co., INC. 
183! E. 79th Chicago, Illinois 
x 5-8300 
224 E. sone rte ‘ian York 16, N. Y. 
Murray Hill 2-0064 














INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 
Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3-6449 


We currently have for sale a nice selection 
of low mileage 1950 Chevrolets, Fords, and 
Plymouths in Coupes, two and four-door 
Sedans. 


These Cars can be seen at: 


ROBINSON AUTO RENTAL, INC. 
Please note change of address: 
229 South Hanson St., Philadelphia 39, Pa. 
1. E. SPATIG, Used Car Manager 
Phone: GRanite 2-3013 





FOR SALE—Packard, 7-passenger. 1948-49 
series 2271, deluxe 8 sedan. Beautiful 
black finish, custom interior. One local 
owner and regularly serviced in our shop. 
Has all extras including overdrive, radio, 
heater, visor, Excellent mechanical con- 
dition. Full price delivered in Waco— 
$1,500. Packard Waco, 1107 Austin Ave., 
Waco, Texas. 





THE TUESDAY SALE — 11:30 A.M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 


(In the Heart of the Nation) 


Phones: E 133 
Open all night, Monday night 
No Reservations 
Operated by Carl E. Marker 
324 W. Main St. Ft. Wayne, Ind. 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Operation Since 1943 
EVE 


THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 








PARTS FOR SALE 











USED CARS FOR SALE 








AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 

(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A, 














EXCESS SHOP EQUIPMENT ? 


Why not sell that extra equipment now 
standing idle in your shop? 
is the 


An advertisement in this section 


answerl 


AUTOMOTIVE NEWS 


PONTIAC PARTS 
TRY US ON ALL G.M. PARTS 
Shipped Anywhere 
Direct Phone — AM 2-7117 


FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago, Ill. 








GENUINE BUICK PARTS 


Wholesale and Retail 
SHIPMENTS MADE PROMPTLY 
McGUIRE MOTOR CO. 


14355 Livernois Detroit, Michigan 
TExas 4-5111 





GENUINE LINCOLN-MERCURY parts— 
$100,000 stock. Freight prepaid on or- 
ders over $100 net, Enslen and Welter 
Motors, Inc., 5920 Hohman Ave., Ham- 
mond, Ind. Call Sheffield 8105. 











BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 





TRU CKS FOR SALE 








FOR SALE—Wrecker. Holmes W45, mili- | 
tary type, mounted on 1948 Chevrolet 
truck. Williams Motor Co Box 415, | 


Phone 6765, Pocomoke City, ‘Maryland. | 


TRUCKS WANTED 
WRECKER WANTED: Used late model | 
wrecker, complete. Five Point Motor Co., 
Quitman, Ga. 











YELLOW COACH BUS, 1946 motor, new 
tires, seats 48. Completely installed 
sound proof. Has been used as traveling 
theater. Can be used as traveling theater 
or bus. Auto Acceptance Corp., 2719 W. 
Wisconsin . Ave., Milwaukee, Wis. 


NEW 








FOUR school buses, 48- 
passenger bodies. Immediate 
delivery 1768 Glenstone, 
Springfield, 


FOR SALE—2 new 
6702 school buses 
Wayne bodies. 
Chevrolet Co., 
153. 


Chevrolet 
Superior 
Walt Jones, 
Mo. 





1951 Chevrolet model 
with 48 passenger 
Write or phone Sinders 
Jasonville, Ind., Phone 





WILL YOU MAKE me an offer for a 
1947 White bus—54 passenger in A-1 con- 
dition. Franek and Co., 201 Roemer 
Blvd., Farrell, Pa. 





SHOP EQUIPMENT FOR SALE 

FOR SALE—2 chassis jacks; welding and 
cutting torch complete; Allen ignition 
tester; Allen distributor tester; battery 
charger; four-wheel jack; ™% chain falls; 
high-pressure grease gun; transmission 
grease dispenser; barrel pumps; gener- 
ator, battery tester. 10—4x8 wire tool 
crib panels. 100 feet air hose. One 
buyer. Call after 5:30 p.m. Theodore 
Gutzke, Kenwood 3-7378, Detroit, 

FOR SALE. Complete mechanical body 
equipment including Sun test equipment, 
benches, vises, jacks, etc. Excellent con- 
dition. Will send itemized list, prices on 
request. Phone 9877, write 105-7 Third 
Ave., Beckley, W. Va. 











BEAM FRAMEMASTER 


Complete with all tools. 
Used less than 10 times. 
Sell at 60% off list. 


THE HORN CO. 
7034 Carnegie Cleveland 3, Ohio 








ANTIQUE CARS FOR SALE 


MAKE ME AN OFFER for a 1910 Ford 
roadster in good running condition, Ap- 








proved by Pennsylvania inspection. 
Franek and Co., 201 Roemer Blvd., Far- 
rell, Pa. 

MISCELLANEOUS 





PONTIAC.—Hard-to-get body and fender 
parts for Pontiac and related GM cars. 
Immediate shipment anywhere. Call Tren- 
ton 4-5194. 224- 

236 W. 


Stacy Trent, Pontiac, 
Hanover, Trenton, N. J 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








PARTS WANTED 
WANTED—New or good used engine and 
chassis parts, Willys-Knight 1930 66B 
and 70B. Earl Stidworthy Bros. Garage, 
Warwick, N. ¥ 


ACCESSORIES WANTED 














We Pay 
SPOT CASH 


for surplus 


CHRYSLER PARTS, ENGINES, 
& ACCESSORIES 


FOR Plymouth, Dodge, 
DeSoto & Chrysler Cars 
ACT QUICKLY!! 


DEXTER MOTORS 
PARTS DEPT. 


Ist Ave. & 98th St. N.Y.C., N.Y. 
SAcramento 2-7600 


























TRUCKS FOR SALE 





NEW FORD *% ton pickup trucks, 1947 
models. Specially built at a cost of $2,950 
each, Trucks are equipped with special 
chassis, auxiliary springs front and rear, 
special Aero-shocks, two speed rears with 
overdrive, Bendix Hydro-Vac power 
brakes, special automatic blinker light 
systems, radio and heater, undercoating, 
heavy-duty tires, spot lights, cab lights, 
fog lights, etc. Equipped with every known 
safety device and practical piece of ac- 
cessory and equipment items on the mar- 
ket today. Will sacrifice each of these 
trucks for only $1,495 for a quick cash 
sale. A. Ward Shanen, 2444 South Ork- 
ney St., Philadelphia 48, Pa. 





FOR SALE 

DODGE WIA 21%2-TON TRUCK 
Equipped with custom built body, Holmes 
W45E crane and Braden auxiliary winch. 
Has siren, fire extinguishers, air horns, 
spotlights and safety equipment. Has been 
driven approximately 8,500 miles and can 
be bought for less than half the original cost. 

JOHN SHISLER DeSoto-Plymouth 

Canal Winchester, Ohio 








ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 





1,000 EMBOSSED BUSINESS CARDS 


$3.95 postpaid. Blue or black ink. Write 
for free samples and style chart. State 
New 


Printing Service, 200 West 34th St., 
York 1, =. 





WANTED—2 cigar store type Indians. Box 
5662, c/o Automotive News, Detroit 26. 


BUSES FOR SALE | 


_MISC EL UL ANEOU! S_ 





ATTENTION 


~|BUICK DEALERS 


THE NEW DYNA-LU HANDLE 
IS NOW AVAILABLE 

This genuine lucite handle takes the place of 
the small handle put on the Dynaflow selector- 
rod. Fits all models 1948 through 1951. Makes 
shifting easier and beautifies the steering 
quadrant. 
RETAILS FOR $1.95 EACH. SELLS ON SIGHT 

DEALER PRICE—$I3.25 PER DOZEN 

5% off on lots of 25 dozen or more 


Check with order or C.O.D. 
Postage and insurance paid 


BLEVINS' BUICK 


P. O. BOX 26 CARROLLTON, MO. 
Phones: 894 and 554 


DISTRIBUTORS WANTED _ 








AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 


Guide Cables and $61 45 


BRAKE HOOK-UP.......... 
Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 
ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 


Protecto Covers Carrying Bags 
Safety Chains 


TOW BAR SALES CO. 


Exclusive Factory Te 


AN 3-8888 Nite U 4-840! 
DE 2-0700 ie bo 3-8373 
40 South Clinton St., Chicago 6, Illinois 








AUTOMOBILE DELIVERY 
RELIABLE SERVICE 
Minimum Dealer Cost 
AYES AUTO DRIVAWAY, 
9970 GRAND RIVER DETROIT. ¥ ‘MICH. 
WEbster 3-9259 
Detroit Auto Dealers Association or 
etter Business Bureau 


Refer: 








PROFIT CONTROLLER 
NEW AND USED CARS 
Act now for profits. No gamble. Refund if 
not satisfied. Cash with order. Up to 300 
car contract $1.75—Add 50c for each addi- 
tional 200 cars. 
WILLIAM F. ZIMMERMANN 





599 FIFTH AVENUE TROY, NEW YORK 











game and winter racing season. We 
by Illinois Central Railroad “City of 


Rodney Henderson 





WANTED TO BUY 


Unlimited Number New and Used Cars 
Must Be First Class Cars 


“We guarantee that these cars will not be resold above 
OPS Ceiling prices." 


ATTENTION DEALERS—FOOTBALL FANS 


We are located in Jackson, Miss., on U. S. Highway 51 from Chicago to New 
Orleans. Drive your demonstrator or new car to New Orleans for Sugar Bowl 


Chicago & Southern Airlines. Flights daily. 


AUTO CORRAL 


Highway 51 South at 80—Jackson, Miss. 


“One of the South's Largest and Most Modern Automobile Stores 
All Cars Displayed Inside.” 


Phone Long Distance 118, Jackson, Miss. 


will buy your car and you can return 
New Orleans,’ ‘Panama Limited" or 


Ed Bridges 











for One Year $8 [ | 


for which check is attached [] or send bill [_] 


New Subscription Order! 


Send Automotive News to Address Below 


or Two Years $14 [_] 





Car Dealer () 


Jobber [1] Insurance [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Dusty convinces three partners that buying a business 
vehicle and buying a pleasure car have a lot in common. 


‘‘Honest, Sam, I had no intention of selling you 
fellows anything.” (Here I am apologizing be- 
cause I sold a pick-up truck!) “I really dropped 
in to say Merry Christmas. But when you men- 
tioned that big contract you’re landing .. .” 


“Merry Christmas anyway, Dusty,” he laughs, 
‘and because I’m overflowing with the spirit 
of the season, I’m going to make out a check 
for you right now.” 


“Hold on, Sam,”’ I say, raising a polite hand, 
“don’t let the spirit of the season cloud your 
judgment. If you’re going to be as busy as we 
expect, you’ll want to keep all the ready cash 
you have on hand.” 


*‘He’s right,”’ breaks in Bert. “‘Let’s just tack 
this on to our loan down at the bank.”’ 


Before Bert gets too far out on this limb I ask, 
“But you'll also want to keep your credit line 
there open and ready, won’t you, especially 
with the extra expenses you may have? Say, 





ee DUSTY MEETS 


hree Wise n 


x 











UNIVERSAL C. |. T. 


Clyde, you remember how you paid for your 
wife’s convertible with the. . .” 


“Universal C. I. T. Plan,” chuckles Clyde, “I 
wondered when you’d get around to that.” 


He’s thrown me the ball so I carry on. “‘Re- 
member how the repairs were taken care of 
when your wife had a run-in with that tree on 
West Street? And how the plan includes 32 
other kinds of insurance, plus Towing and 
Road Service, plus. . .” 


“That settles it,”’ he says, ‘“‘sold American! 
We'll use the plan.”’ The other two part- 


ners are hinge-heading. They usually — 
do when Clyde gives the word. — 


a 


“T knew you three were wise 

men,” I compliment them, “and it just so 
happens I have a contract in my pocket.” 
Whipping it out adroitly, I ask, “Which one 
of you gets the Credit Life Insurance 
Coverage?” 











a en a 
helied oid ala 


